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PREVIOUS 


HIGH 
903,789 Cars—March 1, 1956 


813,591 Cars 


RECORDS 


LOW 
157,607 Cars—Nov. 1, 1954 


—Automotive News Compilation 


Monroney Bill Blasted 
By Makers and U.S. 


By William Ullman 
Washington Correspondent 
ASHINGTON. — The Federal 
Trade Commission, the Depart- 
ment of Justice and executives of 
the Big Three warned the Senate 
last week that passage of the Mon- 
roney “ground-rules” bill for car 
retailers might wreck the fran- 
chised dealer system. 
The Justice Department said it 
generally opposes special legisla- 
"tion written for one industry. 
Most severe critic of the bill was 


Rise of Rambler 
Brings Revamp of 
AMC Sales Setup 


ETROIT. — American Motors is 

reorganizing its field organiza- 
tion and distribution approach to 
take advantage of the rising posi- 
tion of the Rambler. 


Roy Abernethy, | 
| ILLIAM F. HUFSTADER, Gen- | 


* vice- president of 
automotive distri- 
bution and mar- 
keting, said: 

“The success of 
the Rambler now 
makes it possible 
and desirable to 


put it on its own) 


feet as a separate 
make.” 

i He pointed out 
Roy Abernethy that the Rambler 
is. one of the only two cars with 
Bales exceeding those of a year ago. 
Approximately 65 percent of the 
fompany’s volume currently is ac- 
®ounted for by the Rambler. 


¥ 
; 


ee 


* * 


EGINNING with the 1957 model 
season, Abernethy said, the 
WNash-Hudson line designation for 
the Rambler will be dropped and 
e car will be marketed simply as 
bler. Since shortly after the 
Wash - Kelvinator- Hudson merger 
two years ago, the Rambler has 
been sold as a “Nash Rambler” or 


a “Hudson Rambler,” and so iden-| 


tified by nameplate. 


In the 1957 model year, “Nash” 
‘and “Hudson” will apply oniy to 
American Motors’ larger cars. 
Te make the new Rambler mar- 
(Continued on Page 4, Col. 3) 


| William T. Gossett, Ford vice-presi- 
dent and general counsel. 


| Testifying before the Monroney 
| subcommittee, Gossett said his com- 
pany would consider a change in 
| the present franchise system “only 
|}in the greatest extremity.” 


* * * 
were enacted into law,” 
serted, “the distribution 
| would be so seriously disrupted and 
the exposure of the manufacturers 
|}would be so great as to require 
| them to reappraise the present sys- 
| tem of distribution. 


“They would be forced to vary 
the system to reflect the changed 


he as- 


UT if the proposed legislation | 


system | 
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New-Car Stoeks Decline 
In Wake of Output Cuts 


By Maynard M, Gordon 
News Editor 
RODUCTION cutbactxs finally 
have enabled new-car dealers 
| to shrink some of the excess out of 
their inventories. 

As of June 1, an estimated 806,- 
478 new cars were in dealer stocks 
or in transit from the factories. 
| This was 10.6 percent below the 
May 1 total of 902,585 and marked 
a substantial descent from the 
| “900,000 plateau” to which inven- 
tories had clung for four straight 
months. 

What is more—and somewhat 
ironically—June’s inventories 
barely made it to the lowest point | 
| of the year to date. The previous 
| low was recorded right on New 
| Year’s Day, when inventories were 
| 808,477. 

* * ° 

HE IRONY of the “1956 low” 

stems from the fact that 806,478 | 
new cars still reflect a 50-day sup-| 
ply at the May sales rate, which 
from field reports slogged along at 
the same disappointing tempo of 
April. 

General Motors Vice-President | 
W. F. Hufstader told the Monroney 
subcommittee last week that GM | 
dealer inventories fell 40,000 new 
ears in May. He aid this brought 
GM dealer stock@$.to a 41.6-day 
supply. 

By comparison with the June 
(1955) inventory, the present posi- 
tion of the frandhised déalers 
looks good. Dealers had $48,498 
new models on ha a year ago, 
which turned out t@ be the 1955 





GM Moves, Chrysler Studies . . . 


Maker Parts Revision 


conditions and might be com- | 


pelled to adopt some other method 
of distribution.” 

| Among other things, the Mon- 
roney bill would grant the FTC 
power to prevent coercion of deal- 
|}ers to buy unwanted merchandise 
| and require factories to buy back 
surplus cars from retailers. 

* * * 


eral Motors distribution vice- 
president, warned that manufactur- 
ers forced to buy back large num- 
bers of cars during a period of 

(Continued on Page 81, Col. 1) 


Top Cars 
New-car registrations for four 
months, plus two states for May: 
1956 Pos. Make 1955 Pos. 
1— Chev, 453,680— 2 
Ford 472,076— 1 
Buick 246,183— 3 
Plym. 222,291— 4 
Olds. 187,560— 5 
Pontiac 170,214— 6 
Mercury 110,345— 7 
Dodge 96,3738— 8 
Cadillac 50,540—10 
Chrysler 50,909— 9 
DeSoto 41,198—11 
Stude. 34,700—12 
Nash 27,457—13 
Lincoln 9,471—16 
Hudson  14,663—15 
Packard 16,379—14 
Imperial 4,581—17 
709 Cont’ 
25,330 Mise. 16,654 
Total All Makes 
2,027,406 2,226,937 
Further details on Page 74. 
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12,122 
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By John K. Teahen Jr. 
Staff Writer 

THAT are the Big Three’s future 

plans in the automotive parts 
business? Industry sources 
pondered that question last week in 
the wake of a change in General 
| Motors’ distribution setup through 
| its United Motors Service division 
and a report that Chrysler Corp. is 
conducting a study of its parts 
| merchandising program. 
| A Chrysler spokesman said the 
| eorporation is studying its overall 
parts merchandising setup in an 
effort to eliminate several “in- 
| equities” that are felt to exist 
in the present procedure. 

He emphasized, however, that 
the corporation is not’ contemplat- 
ing changing its present method of 
| distribution through MoPar divi-| 
|sion, nor does it plan to change 
in any way its parts wholesaler 
| setup in the field. | 
| * 


* * 


ATE last week there had been | 
no written notice of the GM} 
| change, but UMS field representa- | 
| tives were spreading the word that | 
|the division will no longer supply | 
| chassis, engine and_ sheet-metal | 
parts to UMS-authorized whole- 
| salers. 
| These parts now will 
supplied only by ‘the company’s 
franchised new-car dealers. 
Wholesalers may continue to sell 
the parts they have in stock, but 
| they may order no more. 
| Observers predicted the move will | 
cut GM's share of the parts busi-| 
ness. Since 1954, some 6,000 whole- | 
'salers have been distributing these | 





high mark and was 5 percent 
more than are on tap this year. 

But—and it’s a big but—there’s 
been a drastic change in the mar- 
ketability of new models. Summer 
arrives in three days, leaving in| 
its wake a spring selling season 
which shattered tradition simply 
by not materializing. 

In this connection, industry} 
observers point out that registra- | 
tions reports for April by R. L. 
Polk & Co. may have misled those 
unaware that January and Febru- 
ary releases by the accounting 
agency undershot actual sales by 
some 100,000 new cars. 

* 2 @ 

HIS BULGE was made up to 

some éxtent in March and to 





an even, greater degree in April, 
when Polk reported total registra- 
tions ¢f 564,272. May reports also 
were @xpected to carry a part of the 
100,000 winter carryover. 

June 1 inventories, coming in 
tlfe height of what normally is 
the best time of the year for sales, 
have never come remotely near 
800,000-plus except this year and 
last year. The comparable 1954 
total was 565,719 and the 1953 
figure, 537,046. 

An Automotive News survey 
found last week that 68 percent of 
new-car dealers polled could see no 
sales improvement in the offing. 
Another 26 percent took the op- 
timistic view, while 6 percent felt 
that brighter times are “possible.” 

” > * 
PHILADELPHIA Buick dealer 
summed up the thoughts of 


i 


4 


parts which also have been availa-| 


| percent under 
|turned out during the same week 





ble through GM dealers. 
* * * 

A FORD MOTOR CO. spokesman | 
‘% said his company plans no 
change in its parts distribution 
program, but he added Ford is} 
“pleased” with the GM_ switch. | 
Ford parts are sold only to and| 
through dealers. 

Speculation on the GM move | 
took many forms, Here are a few | 
of the questions that were being 
raised: 

1. Is the move designed solely 
to placate dealers? 
2. Is GM reducing its efforts to 
dominate the parts industry? 
3. Is exclusive distribution by | 
(Continued on Page 6, Col. 1) 


| 500 cars. 


many dealers in a few words. 
Asked if he looked for a ’56 sales 
upsurge, he answered: “I never did 
and I still don’t.” 

In Illinois, a Dodge dealer was 
inclined to be philcsophical. He 
commented that in his area the 
market is getting worse instead 
of better and said, “It’s just one 
of those years.” 


The dealers mentioned several 
reasons for the current sales sag, 
but chief among them was the feel- 
ing that the market was oversold 
in 1955. Unrealistic allowances and 
too-easy credit contributed to the 
overselling, they said. 

Here are a few of their com- 
ments: Midwest Buick dealer — 

(Continued on Page 4, Col. 1) 


3 Millionth Car 
Of Year to Roll 
Off Lines Today 


By Martin L. Whitmyer 
Staff Writer 
HE three millionth car of the 
1956 calendar year will roll 
from a U. S. auto assembly line to- 
day (June 18), nearly 40 work days 
behind its counterpart of 1955. 
Last week’s output of 104,154 
cars was 17 percent below Auto- 
motive News’ three-year index 
for auto production, but did help 
push the industry totals to 2,- 
983,404 cars through Saturday. 
Last week’s output also was 0.7 
percent below the previous week’s 
output of 104,984 cars, and 25.4 
the 139,639 units 


a year ago. 


* * 


T NOW appears that the industry 
will finish the first half with a 
production of approximately 3,193,- 
That would be some 25 
petcent below the record 4,257,140 


* 


|}units turned out during the first 


six months of last year. It also 
would give the makers approxi- 
mately 1,450,285 assemblies for the 
second quarter, a 16.8 percent de- 
cline from the 1,743,430 cars turned 
out during the first three months 
of this year. 

Failure of the industry to im- 
prove on the previous week’s out- 
put was attributed to corporate 
declines among the Big Three. 
Only American Motors, which 
was not in production the previ- 
ous week, and _ Studebaker- 

(Continued on Page 86, Col, 3) 


Inside Automotive News... 


analysis on Page 2. 


New GM selling agreement reaches dealers. An 


Ninety percent absorption is a reality for a Cali- 
fornia dealer. Page 36. 


Nine states raise taxes for non-highway pur- 


poses. Page 26. 


How are dealer ads 
paign? Page 3. 


reacting to cleanup cam- 


Service manager ig different things to different 


people. Page 36. 


Last week’s Detroit auction, Page 8. Other auctions, Page 72. 
Final April new-car registrations, new-ear prices, Page 74. 
Vehicle production by makes, Page 86. 
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Dealers Get Copies, Pick from 4 Options . . 





New GM Pact Analyzed 


By Joseph M. Callahan 
Staff Writer 

HE five General Motors car divi- 

sions last week began issuing 
their 1956 Direct Dealer Selling 
Agreements. These embody and ex- 
plain in detail the concessions 
promised to GM dealers last March 
by GM President Harlow H. Cur- 
tice. 

Distribution and accompanying 
verbal explanations of the four op- 
tional agreements are being han- 
dled by the zone offices of each 
division. 

A GM spokesman said, “Most 
of the activity connected with 
the issuance of the new agree- 
ments will occur this month 
(June), with everything cleared 
up by July 4. 

“Things are a little slower this 
year because of the almost com- 


pletely new agreement and because | 


All U.S. Makes Slated 
For National Show 


ETROIT. All makes of U.S. 

cars are expected to participate 
in the National Auto Show, which 
will be held Dec. 8-15 in New York 
City’s new Coliseum, it was learned 
last week. 

While there has been no official 
reply from Ford Motor Co. to the 
invitation of the Automobile Man- 
ufacturers Assn., it was learned 
that Ford does plan to participate 
and will so inform AMA soon. 


Final plans for the first maker- 
sponsored national show to be held 
in 15 years are still somewhat up in 
the air pending official word from 
Ford. 

* * * 
E_OwsvaEn, general preparations 
have been made as follows: 

U. S.-produced cars will be the 
only models shown on the second 
and third floors of the new Coli- 
seum, while truck exhibits will 

occupy the first floor. 


While experimental (or 
“dream”) cars will not be per- 
mitted as such, special produc- 
tion cars—those actually for sale 
—may be shown. 


At present there are no plans for 
exhibits on the fourth floor, 
although originally 


to have special industry exhibits 


Business 
Barometer 


Auto Production — 126,239 cars, 
trucks in week vs. 164,962 year ago. 

Business Failures — 257 in week 
vs. 230 year before. 

Department Store Sales — Up 
7 percent from year before. 

Electric Output — 10,598 million 
kilowatt hours in week, up 11.1 per- 
cent from year before. 

Freight Loadings — 719,209 cars 
in week, an increase of 9,858 cars 
from year before. 

Gasoline Stocks — 184,870,000 
barrels, an increase of 1,360,000 
barrels in week. 

New-Car Registrations—2,027,- 
406 in 1956 to date vs. 2,226,937 
year ago. 

Oil Stocks — 275,693,000 barrels, 
a decline of 2,443,000 barrels in week. 

Soft Coal Output — 8,845,000 
tons estimated in week vs. 8,669,000 
tons year before. 

Steel Output — 96.6 percent of 
capacity estimated vs. 96.7 percent 
week earlier. 

Used-Car Prices — $860 in June 
to date vs. $852 in May. 

Wholesale Prices — 114.2 per- 
cent on 1947-49 index vs. 114.3 per- 
cent week earlier. 

* * * 
Common Stocks 

1956 
High Low 

6% 7 8% 6% 
65% 61% 87 60 
54% 53 63% 51% 
43%. 42%. 494%, 40% 

8 84% 10% 8 


35.65 34.40 


June June 
13 é 


Am. Motors 
Chrysler 


Average 





|there is one additional step, con- 
| nected with the four optional con- 


| meeting where the details and dif-| 
|ferences of each contract are ex- 


| they want, they can come back to 


tracts, available to each dealer. 
+ + * 


Bh we year all the dealers are 
being invited to a contracting 


plained. Then they are permitted to| 
take the agreements home for study. 
“After they decide which contract 


the zone office and sign the con- 
tract or they can send in their 
signed contract.” 

The four contracts available to 
GM dealers are (1) a continuous 
agreement cancellable without 


dealers will select the five-year 
agreement, which became effective 
March 1, 1956, and runs through 
Feb. 28, 1961. 

With a few obvious and necessary 
exceptions, the wording of the 
Chevrolet, Pontiac, Buick, Oldsmo- 
bile and Cadillac contracts are 
identical. =" 2 

* 


Changes Itemized 


HERE are the major changes in- 
corporated in the new Dealer} 
Selling Agreement (a Chevrolet! 
agreement is used for clarity): 

1. A clause whereby GM assumes 
100 percent of labor warranty costs. 


To implement this provision each 
dealer is furnished with two copies 
of a booklet entitled “Policies on 
Dealer Adjustment, Effective March 
1, 1956.” 


cause, (2) a new five-year con- 
tract cancellable only with cause, 
(3) a new one-year contract can- 
cellable only with cause and (4) 
the old contract which was in 


it was hoped | 


force until last March. 
7 It is generally assumed that most 


on such subjects as safety and 
driver training. 





* x x 


fap show has been set up as a 

separate corporation and will 
stand on its own, much as the 
NADA convention exposition has 
operated in the past 10 years. Show 
space will be sold on the basis 
of a possible rebate, if income ex- 
ceeds expenses. 


To help defray expenses, the 
show committee will publish a 
program which will contain ad- 
vertising of manufacturers and 
suppliers. Admission to the show 
will be $1 per adult and 50 cents 
for children. 


The show is being geared to auto 
|dealers, as well as the general 
| public, and it is expected that man- 

ufacturers will hold regional dealer 
| meetings during show week in New 
| York. 


A huge formal-dress banquet is 
planned for Thursday preceding 
opening of the exposition. An in- 
|formal press lunch is set for Fri- 
|day of that week, followed by a 
| private preview. A VIP preview for 
Friday night is still in the talking 
| stage. 

A number of the AMA employes, 
laid off because of a curtailment 
in AMA's budget, are being shifted 
to work on the show. 


Men of Letters 


LOS ANGELES. — Two Ford 
dealers here, 


Letter Awards from Ford Motor Co. 


7 








Holmes Tuttle and/ 10th annual convention of NIADA. 
Frank Taylor, have received Four | It is scheduled for Oct. 21-23 in the 


W.-Y x * x 


At NIADA Mid-Term Meeting— 


Officers of the National Independent Automobile Dealers Assn. get together in New York for the Mid-Term Board Meeting. 
Seated, from left, are Eva Mosley, Washington, executive secretary; Louis Geller, Akron, secretary; Stacy Rowell, Miama, president; 
Irv Rubin, Cleveland, vice-president; Ray Breeden, Roanoke, Va., vice-president; Harry Gottlieb, Brooklyn, N. Y., treasurer; and 
Miles Elliott, Norfolk, Va., national field director. Second row: Joe Danzansky, Washington, general counsel; King W. Sutton, 
Columbus, O., regional vice-president; Paul Crim, Columbus, O., 
| president; Howard Phillips, Cochituate, Mass., state director; Saul Grossman, Pittsburgh, regional vice-president; J. M. Vickers, 
| Houston, regional vice-president; Frank Argentine, Hammond, Ind., state director; Sam Goodman, Melvindale, Mich., regional 
| Vice-president; Matthew B. Katz, Bridgeport, Conn., state director; and Julian Ostro, New York, executive director, New York Used 
| Car Dealers Assn. Third row: Homer Swisher, Akron, state director; Ray Miles, Norfolk, Va., board chairman; Morton Venig, Cleve- 
| land, state director; Manny Weiser, Cleveland, state director; C. E. Pitts, Montgomery, Ala., regional vice-president; Wendell Jar- the corporation’s export business 

rard, Pensacola, Fla., regional vice-president; and O. D. Herring, Baltimore, state director. 


2. A clause whereby the division 
agrees to make the dealer a cash 
allowance for all unsold new cars 
on hand (excepting most demon- 
strators) when a new model is in- 
troduced. The factory will deter-| 
mine the allowance, but it “shall in 
no case be less than 5 percent of 
the list price.” 

The old contract provided for 
a minimum allowance of 4 per- 
cent for all such cars in excess 
of 3 percent of the dealer’s pre- 
vious orders that year. 

3. A clause increasing from 30 to 
90 days the period in which parts| 


(Continued on Page 84, Col. 3) 


NIADA Directors 
Blast Monroney 
Buy-Back Clause 


NEW YORK. — Directors of the 
National Independent Automobile | 
Dealers Assn. denounced the anti-| 
bootlegging provision of the Mon- 
roney bill last week. 

In a statement prepared at the 
board’s semi-annual meeting here, | 
the directors called the buy-back 
proposal a “restraint almost com- 
pletely unknown in any other situa- 
tion except those involving health.” | 

The statement said that the pro-| 
vision, which would restrict resales 
of new cars to factories or other 
dealers in the same make, would 
penalize overstocked dealers. be- 
cause factories would have to buy 
back the cars for the flat wholesale 
price, without regard to dealer 
expenses. 

Directors present voiced optimism 
as to the future of the independent 
dealer. 

Julian Ostro, executive director 





of the New York Used Car Dealers | 


Assn., was selected to help plan the 





Hotel New Yorker here. 


state director; 


a 





Joseph Wolfe, 








Dealers Combat Misleading A 


A special commitiee of the Automobile 


dvertising— 
Dealers Assn. of Alabama meets to study 


ways to eliminate misleading retail advertising. Committee members are, from left, 
Hayse Tucker, Tuscaloosa; H. O. Davis, Montgomery; R. K. McMillan, Brewton; George 
W. Cox, Boaz; Clarence House, Birmingham; Frank Davidson, Demopolis, association 


executive vice-president; Herbert Ray, 
Dothan; Forrest McConnell, 


Frank R. Broadway, Montgomery, 
Rhea Fayssoux, Tuscaloosa; Collier Freeman, 


president; 
Huntsville; 





Montgomery; W. S. Edwards jr., Birmingham; and |. C. Pendarvis, Mobile. 


* * * 






MONTGOMERY, Ala. — Officials 
of the Automobile Dealers Assn. of 
Alabama have announced plans to 
assist local dealer groups in elim- 
inating undesirable advertising 
practices in the field of auto retail 
selling. 


Ad Fight Stepped Up 


Alabama Assn. Agrees to Help Local Groups 
Combat Undesirable Practices 


+ 





Assn. The codes are aimed chiefly 
at misleading advertising, discount 
or distress selling, misleading trade 
allowances, sensational claims that 
cannot be proved, and misleading 
statesments about down payments 
and terms. 


“The automobile business is a 
vital segment of the economy of 
our state and nation,” Davidson 
declared, “and new-car dealers as 
a group have proved themselves 
to be successful merchants of 
good integrity and reputation, de- 
voting much of their time and 
resources to community better- 


A special association committee | 
on plans, policies and special serv- 
ices met to study ways and means 
of re-emphasizing “the highest 
standards of public service in our} 
entire advertising and merchandis- 
ing programs,” according to As-| 
sociation President Frank E. Dav-| 
idson of Demopolis. | eon. 

Davidson reported that 13 local) ting through their state associ- 
new-car dealer associations in Ala- ation, the new-car dealers of Ala- 
bama, including Montgomery, have }ama are determined to do every- 
already adopted codes of ethics on | thing possible to protect and 
advertising and merchandising. further the high standards of busi- 

The other groups, in addition to | ness conduct and public service 

the Montgomery Automobile & | upon which the automotive industry 
Truck Dealers Assn., are in Bir- | has been successfully built.” 

mingham, Mobile, Huntsville, Other members of the Alabama 
Cullman, Anniston, Tuscaloosa, association's special committee are 
the Tri-Cities (Tuscumbia, Shef- | w. Herbert Ray, Huntsville; Rhea 
field and Florence), Selma, Gads- | Fayssoux, Tuscaloosa; A. C. Free- 
den, Decatur, Dothan and Greens- | man, Dothan; Forrest McConnell, 
boro. | Montgomery; Frank R. Broadway, 

The policies and plans committee} Montgomery; Hayse Tucker, Tus- 
of ADAA will work with all other | caloosa; R. S. Hicks, Decatur; C. H. 
local dealer associations in the state| House, Birmingham; H. C. Chris- 
to encourage the adoption of codes| topher, Fort Payne; George W. Cox, 
of ethics in the new-car sales field| Boaz; R. K. McMillan, Brewton; 
throughout Alabama. This state has| H. O. Davis, Montgomery, and [, C. 
more than 500 new-car and truck} Pendarvis, Mobile. 
dealers, most of whom are mem- a 
bers of the state association. | ® 

Most of the codes of en B. Thomas, 61; 
adopted by Alabama groups are| 
patterned after a code prepared by; Veteran Head of 


the National reel Export 


DETROIT. — Cecil Benton 
Thomas, 61, president of the export 
division of Chrysler Corp., died in a 
hospital here June 11. 

Death was attributed to compli- 
cations arising from a severe com- 
pound fracture of the right leg suf- 
fered 10 days ear- 
lier when he step- 
ped from a ter- 
race at his home. 

Mr. Thomas 
joined Chrysler 
in January, 1937, 
as a member on 
the staff of W. 
Ledyard Mitchell, 
who was then 
chairman of the 
board of the ex- 
port division. 

Mr. Thomas was named general 
manager of the division in May, 
1937, and the next year was elected 
a vice-president of the division. 

In 1942 he became president of 
the division. Ten years later he was 
elected a corporation vice-president 
and in 1953 he was elevated to the 
corporate board of directors. 

Mr. Thomas joined the auto in- 
dustry in 1917 with Briscoe Motor 
Co. in Jackson, Mich. He later 
joined Hudson, where he served as 
assistant export manager, European 
director and manager of all Euro- 
pean plants. 

Under the first 15 years of his 
direction of exports at Chrysler, 


Cc. B. Thomas 


Bronx, N. Y., regional vice- 





| nearly doubled. 
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Dealers tell me 


By John 0. Munn 


HAVE in mind a city where 

dealers spend an average of $2,- 
000 a day on classified advertising. 
This amount is less proportionately 
than in many other communities. 
All of it without exception is price 
advertising. 

Its goal is to snag one sale from 
another dealer. It probably doesn’t 
sell one additional car. It can do 
nothing but convert more people 
into shoppers. It depreciates the 
quatity of the merchandise and} 
makes buyers suspicious. 

We are doing a good job clean- | 
ing up new-car advertising and 
this is a good time to improve 
the efficiency of used-car adver- 
tising. The responsibility of mar- 


|who are 





keting used cars is entirely in 
the dealer’s hands and the results 
we get from used-car advertising 
can contribute a lot to our profit 
potential. 

Recently there came to my at-| 
tention six messages intended to| 
encourage dealers to give this part | 
of their promotion constructive at-| 
tention. I am repeating them for| 
their inspirational value. I am sure 


that you will find them sound| 
guideposts in preparing used-car | 
announcements. 


* * * 


Stick to the Truth 


‘BAIT’ USED-CAR ADVERTISING | 
DOES NOT PAY 
Claims of lowest prices, no down- 
payments, longest terms are de- 
stroying public confidence. Be un-| 
usual. Be a leader. Ignore what} 
your competitors may be doing. | 
Stick to the unvarnished truth and| 
reap the rewards. 
The used-car market is active. 
People have money. Now is the 
season of the year when people 
want to get out, to move around. 
They want performance, comfort 
and safety for vacation driving. | 
Sell your responsibility the | 
quality of your merchandise. At-| 
tract the kind of people who ap-| 
preciate values and good treatment. | 
That’s the only business that is| 
profitable. 
BELIEVABILITY IN 
USED-CAR ADVERTISING 
Don’t be stampeded by what your 
competitors do. Attract the kind of 





| 
Arkansas Dealers | 


Slate Monroney 


LITTLE ROCK.—The Arkansas 
Automobile Dealers Assn. will hold 
its 22nd annual convention at the) 
Marion Hotel, here Sept. 27-29 with 
Senator A. S. Mike Monroney, Okla- | 
homa Democrat as the featured} 
speaker. 

Association directors will meet 
Sept. 27, and several sessions will 
be held the following day for the 
full association. A final business | 
meeting is scheduled for the morn- 
ing of Sept. 29. 
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|the merchandise you offer and the 


|tempt to build 


|from you. Such an advertising pro- 


| Avoid the Price ‘Drug’ 





people who are your logical 
prospects. One real live buyer is 
worth much more than a lot full of 
curiosity seekers. Appeal to people 
looking for cars — not 
terms or gimmicks. 


Let your competitor walk into 
bankruptcy, always the reward 
for those who substitute price ap- 
peal for real salesmanship and 
reputable merchandising. 


The value of straightforward, be-| 


|lievable advertising has been 


proved, in dollars and cents, over 


and over again. 


* * + 
Emphasize Quality 
PRICE ADVERTISING 
FEEDS PRICE HUNTING 
The prospect who has been led 


|to seek price becomes a pure 


shopper. 

A buyer on whom no one will 
| make a profit. 

A buyer who will not be loyal or 
|}a repeat customer. 

A buyers who ultimately will be 
dissatisfied and become a knocker. 

You cannot afford to use your 
advertising to appeal or attract 
that kind. 

Anyway, you'll get not only more 
response but a better quality re- 
sponse by advertising the value in 


safety in purchasing from you. 


PRESTIGE—YOUR 
BEST USED-CAR SALESMAN 


Every dealer’s objective is to sell 
used cars, year in and year out, in| 
season or out of season, in the nor-| 
mal as well as abnormal markets. | 
How to do it? The simple answer— 





| make the used-car prospect want to 


buy from you. 
How is this done through the 
advertising? That answer is 


that builds your reputation as a 
purveyor of quality merchandise 
and confidence in your institution 
as a safe place from which to | 
buy. 

Prestige sells more cars at better 
| prices. It is truly your best sales-| 
|man now and forever more. | 


URGE THE PUBLIC 
TO BUY FROM YOU 


There is no profit or permanence 
in trying to outdo your competitor | 
with price appeals or crazy terms 
in your used-car advertising. This 
year, more than ever before, at- 
increased prestige | 
with the used-car buyers in your 
territory. 

So, continuously and _ unremit-| 
tingly promote the quality of your| 
offerings and the safety in buying 


gram will stand as a constant urge 
to the public to buy from you. 
+ * * | 


EMPHASIS ON PRICE THROWS 
YOU INTO COMPETITION 
NOT OUT OF IT 


The purchaser of a used car buys 
it for the same reasons the pur- 
chaser of a new car buys a new 
one—for the advantages it brings 
to him and his family. 

The purchase of a used car is 
often a more important event for 
the family that buys it than is the 
purchase of a new car for another 
family. Used-car buyers are ap- 
pealed to by price, of course, but 
they are more influenced by re- 
sponsibility and by assurance of 
safety in buying. 

They want merchandise that 
has not been declassed by price 
appeal. They want to surround 
their possessions with the dignity 
and satisfaction that comes only 
with quality. 

Employ advertisements that at- 
tract the kind of buyers you like 
to deal with and will gain—not lose 

effectiveness as they are con- 
tinued. 

Price advertising is like the drug 
habit—it has to be resorted to in 
increasing large doses. And, at best, 
it can only breed confusion, sus- 
picion and ruinous competition. 








| left, 


| association president. 


Drive to Launder Auto Ads 
‘Called Success in St. Louis 





Banker Calls It Wise 


To Curb Optimism 


CHICAGO. — Decreasing over- 
optimism on the part of American 
business men concerning the 
country’s economy is a “healthy | 
development,” Dwight W. Mich- 
ener, economist for Chase Man- 
hattan Bank, New York City, told 
the Illinois Bankers Assn. con- 
vention. Michener said the little 
less optimism that has developed 
represents a sobering of early 
spring’s excessive exuberance. 


A similar observation was made 
by Fred F. Florence, president of 
the American Bankers Assn., who 
said a reasonable degree of mod- 
eration now may serve to fore- 
stall harmful consequences in the 
future. He added that to achieve 
stable and healthy growth, there 
must be some short run fluctua- 
tions in business. 








Vancouver (B. C.) Dealers Pick Winner— 


Contestants and members of the Vancouver (B. 
| winning entry of Richard M. Etches in association's 
| was held as part of the group's Spring Automobile Fashion Festival. 
are Evan Wolfe (Chevrolet-Oldsmobile), chairman, 
simple, too. Used-car advertising | who won a $1,000 credit note on the purchase of a new car, and contestants Mike 


Taylor, Dorothy Mclellan and William Hol 


| Stewart Begg (Chrysler-Plymouth), E. T.* Orr, 


18-Month Turnover .. . 


One in 4 Dealerships 
Altered in Cleveland 


|22 companies disappeared in the 
| changeover listings; 16 new names 
appeared and four dealers switched 





By Sanford Markey 
Staff Correspondent 

CLEVELAND, — At least one- 
quarter of Greater Cleveland’s new- | ftom one make car to another. 
car dealerships underwent a major| Among the causes listed for the 
change either new owners, or} changeover: 
father-son changeover in the Older dealers stepped aside for 
past 18 months, according to a com-| sons; many sold out to young 
parison of the new directory of the; men, particularly sales managers; 
Cleveland Auto Dealers Assn. and | several partners took over, and 
the one issued in November, 1954. | others leased their dealerships to 

About 151 new-car outlets were| new owners. Death, bankruptcy 
listed as dealer members in the| and, in about two_ instances, 
harassment by the Ohio Bureau 
of Motor Vehicles accounted for 
other reasons for changes. 


A former president of the Cleve- 
land Automobile Dealers. Assn., 
James Berry, who sold out his 
interests in Metropolitan Buick, 
described his reason this way for 
newsmen: 

“I enjoyed the experience, made 
out financially, but I want some- 
|thing less strenuous. Auto selling 
is a young man’s business. As for 
| the number of changes, the figure 
| isn’t too much out of line with other 
|}years. A 10-year man always has 
| been considered an oldtimer in the 
| auto businss.” 

R. Earl Burrows, executive vice- 
president for CADA, said “turn- 
|over among auto agencies has re- 
mained about constant for the past 
five years. There are two main 
| reasons for the change: a great 
| many dealers went into business 
| during the boom of the 1920s. Most 
of those men are now at, or near 
| retirement age, and they are ready 
|to step aside for their sons or 
other young men. 

“The number of retirements 
and exits have been accelerated 
somewhat by the change in the 
industry from a seller’s market to 
a buyer’s market. This change 
has come about during the past 
2% years.” 

Here is a rundown of agency 
names no longer listed by the new 
CADA directory: Dorner Chevro- 


old directory, compared with 143 in 
the new book. Major changes took 
place in about 38 firms. 


At least 





| 
| 
| 
| 
C.) Motor Dealers’ Assn. look over 
“Know Your Cars" contest, which | 


Seated, from 
festival committee; Etches, 


t. Standing: Lawson Oates (Pontiac-Buick), let; O’Connor Motors, Brighton 
association manager, and Roy Begg, Motors, DeSoto-Plymouth; J. P. 
nei dlaade tons Heile, Henry Canning, Dodge- 





ST. LOUIS.—The Better Business 
Bureau of St. Louis reports that 
the ethical quality of auto adver- 
tising in St. Louis is improving 
steadily. 

Said the Bureau, “We base this 
statement not alone on our own 
observation — advertising media, 
dealers themselves and others 
have commented on the present 
status of copy compared with that 
in use before the bureau, dealers 
and media joined hands to bring 
about a restoration of public con- 
fidence in automobile advertising.” 

Between March 1 and June 1 this 
year, the BBB carefully checked 
more than 47,000 different auto ads 
and found only 457 that were con- 
sidered to be in violation of the 
bureau’s Standards to Govern 
Practices in the Advertising of New 
and Used Automobiles, Trucks and 
Trailers. 

“With a few exceptions,” the} 
bureau said, “the most annoying 
types of violations have been elimi- 
nated. 

“We are now concentrating on 
fringe violations such as improper} 
references to guarantees and the 
use of ‘full price’ before a figure} 
quoted for a car when the payment | 
multiplied by the number of months | 
is greater than the alleged ‘Full | 
Price.’ There has been a big im- 
provement in these two categories. 

“Because our .concentrated 
efforts in certain categories has 
been in successive stages, our 
count on matters handled still is | 
a goodly number in any one | 
month. However, there have been 
a few days when it has not been 
necessary to contact advertisers | 
or media censors due to free- 
dom from provable violations.” 

The bureau asserted that it still | 
has to cope with some ads that! 


|lots who advertise 


| row the downpayment. 


Plymouth; Bergholz Motors, Porter- 
Gadowski, Ford; Euclid Mayfield 
Motors, E. G. Norgar, Hudson. 


Lakewood Motors, George Keiper, 
Stratton Motors, Nolan, Lincoln 
and Mercury; Brooklyn Nash, Ford 
|& Pae, Nash; Schreiber, Oldsmo- 
bile; Sanford Motors, Tony Ditz, 


appear to be correct but they must} Pontiac; A. B. & H. Auto Service 
be investigated to ascertain)! Co., Studebaker. 
whether the advertisers are living) New firms listed include: Earl 


up to their offers. 


Credit for the improvement was 
given to the counsel of the Automo- 
bile Advisory Committee, to the! 
media and to the advertisers. 


Currently the bureau is conduct- 
ing a campaign against dealers and 
“no money 
down” and then send the prospect 
to a personal loan company to bor- 


Davis Buick, formerly Metropoli- 
tan; O’Brien Chevrolet; A. A. Fer- 
rante Motors, DeSoto-Plymouth; 
O’Malley-Porach Dodge; L. J. 
Trotter, Dodge-Plymouth; West- 
Lake Motors, Premier Motors, 
Ford; Barry, Halken Shaker and 
Lombardo, Lincoln - Mercury; 
Euclid Shore, Frank Nero, Mer- 
cury; Nash Superior, Nash; Bower, 
(Continued on Page 6, Col. 5) 


On the House .. . 


Brooklyn’s dealer association is advising its mem- 
bers: “Many new-car inventories are abnormally 
high and unbalanced, and a little vision now will 
avoid a costly cleanup problem this fall. Be 
cautious in ordering new cars, beginning right 
now. Be cautious about loading cars with expensive 
equipment. It will be easier to get the tradein at 
a lower price, if you do not have an expensively 
equipped car to sell in this market.” . Iowa 
reports 21 counties have 100 percent membership 
in state association... . 

Sunday closings are spreading. Springfield, 
Jacksonville and Rockford are latest in Illinois; 
Chico, Calif., dealers likewise have joined move- 
NADA is urging its members to send copy of letter and 
set up 
. San Francisco association has just added six 








Wemhoft 


ment ... 
reply to national association when using “dealer voices” 


by car makers . . 
members. ... 
Rhode: Island Chevrolet dealers gave Pat Crowley a testimonial 
banquet the other day, just prior to his leaving for Detroit to become 
assistant to Ivan Wiles, GM executive vice-president in charge of 
dealer relations. Crowley built up his Chevrolet dealership in Provi- 
dence from 900 to 1,200 cars per year. His dealership was responsible 
for 20 percent of state's Chevrolet truck sales, according to Crowley. 
. Jim Mason heads nominating committee for Michigan dealer 
convention next week. 
Pete WemMuorr, Editor, 
Automotive News 
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806,000 Total Is Year’s Low... 





56 Output Cutbacks 
Pare Dealer Stocks | 


(Continued 


“Market was oversold in '55. It will 
take two years to catch up with 
the oversupply.” 
* * » 
ESTERN Oldsmobile - Cadillac 
dealer “The market was 
forced in 1955." Kansas Chrysler- 


Dual Power Brake 
Offered for Trucks 
By Kelsey-Hayes 

DETROIT.—A dual compensating 
power brake system, providing for a 
divided hydraulic system on trucks 
which separates front and rear 
brakes, was announced last week 
by Kelsey-Hayes Wheel Co. 

Company engineers declared that 
the new system will provide a 
measure of safety on trucks here- 
tofore unknown in the automotive 
industry. The new system soon will 
be available for assembly to any 
size and make of truck, with a 
smaller version planned for cars. 

A Kelsey-Hayes spokesman stated 
that the new unit is designed for 
full compliance with truck safety 
requirements now being considered 
by the Interstate Commerce Com- 
mission. 

The dual compensating unit is de- 
signed so that if either unit fails, 
the other is still operative. 

A built-in control mechanism 
maintains a balance between front 
and rear brakes, holding off early 
wheel skid and providing for greater 
rates of deceleration. Maximum 
rates of deceleration are increased 
by means of variable distribution 
between front and rear brakes. 

Kelsey-Hayes claims that greater 
fluid capacity reduces pedal “wash- 
out” and necessity for frequent 
brake adjustments. 

The dual compensating system is 
designed as a remote unit and can 
be mounted wherever space is avail- 
able, it was said. 


Humphrey ‘Bese 
Autos Recovering 


‘In Short Time’ 


WASHINGTON. 
the Treasury George Humphrey ex- 
pressed confidence last week that! 
new-car sales and employment will 
move upward “in a relatively short 
time.” 

Humphrey testified before a 
House-Senate economic subcommit- 
tee that he was not alarmed by 
Federal Reserve Board action 
causing a tight money supply. 

Asked by Rep. Wright Patman, 
Texas Democrat, whether he was 
alarmed over auto industry layoffs 


and the “failure to sell cars,” Hum- : 


phrey replied: 


“Their difficulties arise from a), 
number of things. Perhaps credit ° 


had something to do with it. 


“As it looks now, conditions are 
proceeding in a very satisfactory 


way. Over a relatively short time, |, 


some of these difficulties should be 
behind us and we can progress.” 


Railroads Agree 


To Deliver Cars 





_Free from Sidings 


CHICAGO. Railroads serving 
Colorado, Utah and southern Wy- 
oming decided last 


carload lots. | 

Large cities benefitted will be! 
Colorado Springs, Denver, Pueblo, | 
Provo, Ogden, Salt Lake City andj 
Cheyenne. A number of smaller | 
cities in the same general area also 
will be accommodated. 

Date of publication and effective | 
date of the new tariffs has not been | 
determined. 





from 


- Secretary of se 


week to go! 
ahead with plans for free unload- | 
ing and delivery of cars shipped in|s 
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Plymouth—“1955 sales used up part 
of the 1956 market.” 

Midwest Dodge—“Dealers mort- 
gaged ’56 business by allowances | 
and terms in ’55.” Indiana | 
Lincoln -Mercur y—“Too much 
wheel and deal last year.” West- 
ern Pontiac-Cadillac—“Market 
was oversold in ’55, Terms have 
been too long during past two 
years and pricing and advertising 
policies have been confused.” 

Several dealers slapped overpro- 
duction. A Northwest Chevrolet 
dealer charged, “We sold too many | 





cars last year because the factories 
BUILT too many.” 

Others blamed strikes and lay- | 
offs in their areas, and many} 
sounded an oft-repeated warning | 
to the men who will draw up the | 
1957 price lists. 

* * * 





lagged, they said, because of the | 
price hikes tacked on at introduc- | 


tion time last fall. 


A Nash dealer in the South 
called the '56 price increase “far| 
more important than many persons 
have thought.” 

Credit restrictions were cited in 
some instances, and a California 
dealer handling a Big Three 

make announced flatly, “My sales 
have been hurt because my divi- 
sion didn’t make enough of a 
change in its 1956 models.” 

Dealers said they didn’t believe 
stories of far-in-the-future “dream” 

cars and powerplants like the gas 
turbine had any effect on current | 
sales, but they took a different 
stand when talk shifted to the 1957 
models. 

Many agreed that advance pub-| 
licity and discussion of the changes 
due in November and December 
definitely hurt summer sales. 

A West Coast Buick dealer said | 
sales have been hindered ever since 
introduction day by whispers of 
sweeping changes in 1957 models. 





New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 











Dealers 
Cars Cars In Total 
In Transit Potential 
Fieid to Inventory | 
Stockst Dealers Stocks 
251,754 188,500 440,254 
276,136 158,000 434,136 
247,680 160,200 407,380 
239,642 160,400 400,042 
305 858 89,900 404,738 
406,541 138,500 545,041 
357,606 90,700 448,306 | 
283,402 36,800 370,202 | 
224,968 31,000 255,968 
198,762 69,000 267,762 | 
i,’ 182,577 76,000 258,577 
1,8 213,391 83,000 296,391 | 
1, °52 251,674 83,000 339,674 
1, °52 232,036 70,000 302,036 
1, °52 193,462 84,500 277,962 
1, °52 162,086 12,000 
1, "52... 149,091 77,000 
- i, °&3 233,556 89,000 
Nov. 1, °52 308,894 90.500 
- 1, °S 287,247 76,000 363,247 
dan. 1, °53.... 291,671 83,300 374,971 
Feb, 1, °53.... 324,835 36,600 412,035 | 
Mar. 1, °53.... 389,011 87,200 476,211 
Apr. 1, °53.... 445,882 89,300 535,182 
May 1, ’53.... 490,381 97,700 588,081 
June 1, °53.... 463,546 73,500 537,046. 
July 1, °53 479,698 82.800 562,498 
Aug. 1, °53.... 517,119 82,200 §99,319 
Sept. 1, . 554,569 74.500 589,069 
Oct. 1, . 519,037 60,900 579,937 
Nov. 1, . 538,087 68,300 606 387 
Dec. 1, 430,876 29,000 459,876 
Jan. 1, - 428,125 36,600 464,725 
Feb. 1, 466,176 60,600 526,776 |" 
Mar. 1 511,122 62,000 573,122 
Apr. 1 - SAL,9EL 64,000 605,911 
May 1, . 538,775 68,500 607,275 
June 1, . 543,219 62,500 565,719 
July 1, . 445,665 62,500 508,165 
Lug. 1 . 390,854 57,000 447,854 
Sept. L . 355,654 50,400 406,054 
Oct. I, 267,469 29,000 296,469 
Nov. 1, 120,107 37,500 157,607 
Dee. 1, 203,453 61,700 265,153 | 
Jan, 1 .. 293,881 68,500 362,381 
Feb. 1, . 373,575 89,100 462,673 
Mar, 1 -. 467,655 95,000 562,655 
Apr. 1 . 544,038 99,500 643,538 
“ay 1, 660,341 102.700 763,041 
June 1 . 755,498 93,000 848,498 
July 1, . 736,591 77,000 $13,591 
Aug. 1, 735,447 71,500 806,947 
Sept. 1 ; 75.964 37,300 713,264 
Oct. 1 . 489,475 48,900 538,375 
Nov, 1 . 487,666 87,600 575,266 
Dec, 1, 645,707 77,400 723,107 
Jan. 1 755,177 53,300 s08aTtt 
Feb, 1, °56.... 801,499 68,900 870,399 
Mar, 1, °56.... 840,089 63,700 903,789 
Apr. 1, °56.... 827,977 68,100 898,669 
May 1, 56... 846,285 56,300 *902,585 
June 1, °56 753 588 52,890 806,478 
* Field stocks include cars actually at 
dealerships, those warehoused by dealers 


and factories, and demonstrators 
* Revised. 
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Hudson Dealers, Officials Meet in Boston— 


Hudson dealers in the Boston zone area were the guests of Hudson officials at a 


special business 


management-luncheon meeting 


in Boston. Among those attending 


were, seated, from left, R. W. Dillaway, Boston zone manager; Clarence Zarren, Zar- 
a of 1956 models have|ren Motors, Belmont, Mass.; and J. H. Barnes, national business management manager. 
K 


Standing: Robert Ivaldi, !valdi Motors, 


Canton, 


Mass.; C. A. Cox, Cox Sales and 


Service, Quincy, Mass., and C. A. Donovan, business management manager, Boston 


} zone. 


Rise of Rambler Brings 


Revamp in AMC Sales 


(Continued 


keting program most effective, and 
at the same time to increase the 
strength of the Nash-Hudson pro- 
grams, fundamental changes are 
being immediately undertaken in 
the American Motors field struc- 
ture. 

| 


BERNETHY summarized the} 
+% changes as follows: 

1. All zones will be under the su-| 
pervision of an American Motors 
zone manager. 

2. All zones, with the 
of the four smallest ones, 
separate sales managers for Hud- 
son and Nash, directing the sales 
and promotional activities of their 
respective divisions. 

3. The American Motors zone 
manager, under this arrangement, 
will be able to give adequate time 
and supervision to the parts ware- 
house functions, as well as the 
accounting aspect of the zone 
operation, which heretofore have 
been supervised directly from 
Detroit. 

4. Most important of all, it will 
prevent overfranchising of the Ram- 
bler in any given market area. 
Through the American Motors zone | 
manager, AMC will be in a position 
to intelligently designate dealer lo- 
cations in relation to market poten- 
tial for the benefit of both divisions. | 
This has not been possible in the| 
past. 


“q.ENERALLY speaking, our im- 
mediate objective for the Ram- | 


m7 


exception | 
will have 


| bler is 6 percent of the low-priced 
| market,” Abernethy said. 


“Many 
dealers are obtaining this today. 


“It is our intention, using this 


— oT m3 


from 


| studies 
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objective based on actual registra- 
tions and other market informa- 
tion, to determine the number of 
Rambler dealers which should be 
located in any single, multiple, or 
metropolitan dealer area. 

“It is our intention to expand 
Rambler sales through our pres- 
ent Rambler outlets, totalling ap- 
proximately 2,700, plus the addi- 
tional dealers we expect to place 
in markets where we now do 
not have Rambler coverage.” 
Citing some of the many advan- 
tages that will result from the 
move, Abernethy said: 

1. Better coordination of new 
dealer solicitation where market 
indicate the potential is 
sufficient for only one Rambler 
dealer. 

2. More equitable distribution of 
cars, particularly during shortage 
periods such as at the start of pro- 
duction and at new model an- 


| nouncement time. 


3. Better integration and coordi- 
nation of advertising and sales pro- 
motion programs. 

4. Immediate decisions on mat- 
ters affecting both divisions which 
heretofore had to be referred to 
Central Office in Detroit. 

5. Better service to dealers on 
matters pertaining to business man- 
agement. The business management 
function in the zone will be under 
the direct supervision of the zone 
manager and there will be adequate 
personnel assigned to each zone. 

6. By intelligent assignment of 
territory to field service personnel, 
dealers will be assured more prompt 
handling of service matters. 


wea ordi an 





adillac's New Dealer Council— 


Shown above are members of the newly established Distributor-Dealer Council with top Cadillac officials with whom they 


discussed dealer-management activities. 


Left to right are Arthur R. 


Lindburg, St. 








Styling Pictured 
At Golden Age 


Higher Productivity 
Cited by Walker 


PHILADELPHIA. Increased 
industrial productivity, a higher 
standard of living and countless 
new consumer 
products have 
placed the styling 
profession on the 
threshold of 
a golden age, ac- 
cording to George 





W. Walker, styl- 
ing vice-presi- 
dent, Ford Motor 

Co. 
Walker ad- 
; dressed his. re- 
George Walker marks to the 
graduating class of the Phila- 
delphia Museum School of Art 
Design. He accepted an award 
from the school in recognition of 


the styling and design of his com- 
pany’s Thunderbird and _ Conti- 
nental models. 

Pointing to predictions that the 


nation’s standard of living will 
double within 20 years, Walker 
declared that all such forecasts 
“are rather firmly rooted in the 
word ‘more.’” 

The predictors speak, he said, 
of more people, more families, 


more money to spend, more will- 
ingness to sepnd it, more wants 
and needs and more public con- 
struction. 

vital “more” is “more 
products,” Walker insisted. And 
there, he said, is where the golden 
age of styling enters the picture. 

“For those of you who are 
talented enough and willing to 
, work hard enough to achieve pro- 
fessional competence, there is un- 
limited opportunity in the field of 
industrial styling and design,” he 
declared. 

The reason is competition for 
sales in the expanded markets 
of tomorrow. Assuming that nearly 
every product offered will function 
well, Walker said, the one with 
the most eye-appeal will capture 
the largest share of the market. 


Another 


The job doesn’t call for an 
art-for-art’s sake approach, he 
declared. “It calls for dreamers, 


yes, but dreamers who also can 
be realistic in a hard-headed bus- 
iness sense. 

“The stylist must acquire mature 
judgment and be willing to step 
up to his professional responsibility, 
for at times millions of dollars may 
ride on a particular design.” 


Report Due This Week 


On S-P, Curtiss Deal 

NEW YORK.—A plan whereby 
Curtiss-Wright would assume con- 
trol of Studebaker-Packard Corp. 
is expected to be announced here 
this week. 

It is understood that details of 
the transaction have been com- 
pleted by Curtiss, S-P and Gov- 
ernment officials. 








Ci 
it a: - 


Louis; R. L. Rickenbaugh, Denver; C. H. 


Smith, assistant general sales manager; W. M. Ryan, Seattle; E. F. Upson, assistant general sales manager; Robert C. Green- 
lease, Kansas City; E. W. Tomlinson, Atlanta; R. Scott Smith, Philadelphia; Duncan D. Chaplin ir., Portland, Me.; W. F. Roun- 
tree, Shreveport, la.; Charles G. Vogell, Columbia, S. C.; Don E. Ahrens, general manager; B. F. Donovan, Indianapolis; C. 
J. Murray, Sioux City, la.; Sidney N. Epperson, Woodland, Calif.; James M. Roche, General Sales Manager; J. W. Eberts, Grand 
Rapids, Mich.; David J. Towell, Akron; H. E. Warren, Minneapolis, and George D. Sills, executive in charge of dealer relations. 
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lations. 


says Old Saye 








One day he dropped in at the Busy Bee for 
coffee and ran into this other dealer and they 
said ‘‘Hi,’”’ and ‘“‘How’s tricks,’”’ and “‘What’s the 
good word.”’ 

So they ordered and then Joe 
said, ‘Look, what’s with your 
service department? It’s always 
busy. I would guess that your 
repair business gives you a big, 
fat cushion when you are count- 
ing up the receipts, and I would 
like to sit on such a cushion 
myself. What, to coin a phrase, 
is the secret of your success?”’ 

This other dealer dunked a doughnut and 
looked thoughtful. ‘‘It is no secret,’’ he said 
“First, most of my sales are financed by Asso- 
ciates and they are specialists in the business 
and know how to help in many ways. I don’t 





THE PROSPEROUS PRO 
OF AUTOMOBILE ROW 





“Shop-earnings are a big factor in dealer 
success today. Maybe you'd do well 
to give Associates a call.” 








There was this dealer named Joe... 


know why you aren’t using them. Second, they 
have an insurance affiliate called Emmco 
Insurance Company that pays out millions of 
bucks a year for automobile repairs. Third, 
Emmco has a bring-’em-back-home policy on 
these repair jobs, and on replacements when 
the car’s beyond repair. I do a good job ata 
fair price, so I get my share of the business. It’s 
that simple. 

“Which reminds me, I gotta go because 
there’s a crackup job due in the shop this 
morning.’’ Being prosperous, he put a dime 
under his coffee cup. 

“So,’’ said Joe, ‘‘while you’ve been talking 
I have been thinking about my own finance 
and insurance setup, and have you got Asso- 
ciates’ phone number on you ?”’ 

Then, figuring prosperity was just around 
the corner, he put a dime under Ais coffee cup. 


ssociates 


SOUTH BEND, INDIANA 


Associates Investment Company Associates Discount Corporation Emmco Insurance Company 
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GM Moves, Chrysler Studies... 


Makers Revising Parts Setups 


(Continued from Page 1) 
dealers only a stopgap measure 
and does the corporation have 
another plan in the works? 

4, Is this the forerunner of other 


changes in GM’s overall distribu- 
tion policies? 
5. Will this change GM’s price 


and discount structure? 
* * * 

M HAS declined to comment on 

the matter, but it was reported 

that UMS field personnel have told 

wholesalers that the 1954-1956 dis- 

tribution plan has not produced 
the hoped-for volume or profits. 

Chassis, engine and sheet-metal 

parts were made available 
through UMS distributors in 
January, 1954. Before that, new- 
car dealers had been the sole 
outlets for such parts, the same 
situation that exists under the 
latest ruling. 

Wholesalers were brought into 
the picture, it was reported, be- 
cause GM was dissatisfied with the 
parts volume being done by dealers. 
Few dealers have the space or the 





personnel to develop such a pro- 
gram properly. 
* * * 
B": many parts experts have 
asked, if the dealer setup was 
inadequate in 1954, why is GM 
returning to it in 1956? 

One reason could be dealer re- 
action to the 1954 move. It cut 
out some of their wholesale parts 
business, but it was felt especially 
in dealer body shops. 

Dealers found they were being 
underbid on wreck work by in- 
dependent garages which pur- 
chased the sheet-metal parts at 
the same discounts as did the 
dealers. 

The dealers knew their higher 
labor costs were responsible for 
some of the lost business, but they 
reasoned, they would still be mak- 
ing a profit if they were the only 
source from which the garages 
could buy the metal parts. 

= * > 





T IS argued in some quarters | 
that the distribution decision is | 


| 


simply another concession in what | 
some observers have termed “be-| 
nice-to-dealers year.” 

Some dealers are not overjoyed | 
at the change, however. One of | 
them told Avtomotive News it 


wouldn’t help much unless parts| § 


AUTOMOTIVE NEWS, JUNE 18, 1956 








price schedules also are revised. | 
Price and discount information has | 
not yet been revealed. 
At present, this dealer said, the 
new plan simply will force him to 
carry a much larger stock to 


meet his own needs. | « 


“Formerly, I could get needed 
parts from the wholesalers as 
cheap as from the factory,” he 
said. “And if the part wasn’t right, 
I could exchange it immediately 
instead of waiting 30 days for the 
factory to clear the exchange. 
Also, I didn't have to wait 90 days 
for my wholesale discounts.” 

. = o 
POKESMEN for jobber groups 
criticized the GM move, but 

there was no resounding wail that 





Powered by Gas Turbine— 


luxury motor coach which is to be fitted 


with a gas turbine engine. The: vehicle 


will have a cruising speed of 125 m.p.h. | 


it would wreck the profit positions 
of association members. 

One of these observers wondered 
why GM would “antagonize the 
nation’s jobbers by terminating a 








Choice product...Continental Mark II 
Choice protection... 


VULCAN) o/h 


When the ultimate protection for this fine automobile 


was required — Vulcan Coverlight was chosen for the job. 

Constructed of neoprene coated nylon, Coverlight is ounce for ounce 
the toughest, lightest, most durable car cover available. 100% waterproof, 
acid and oil resistant, stays flexible under all weather conditions. It gives 
extra years of service long after ordinary tarps have frayed or worn. 


REEVES BROTHERS INC. 
Vulcan Rubber Products Division 
54 Worth Street, New York 13, N. 
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RUBBER PRODUCT 






deal that has been given so much 
publicity.” 

He contended that jobbers will 
lose confidence in GM and added, 
“The corporation hasn’t done it- 
self any good, especially in the 
marketing of parts like AC and 
Delco which it still sells through 
jobbers.” 

Another association official said, 
“The answer indicates to me that 

GM feels it doesn't yet have the 


answer to penetrating the parts 
market to the extent it feels it 
should.” 

* * * 


OBBER spokesmen said many 
wholesalers have accepted the 
change “without any great furor,” 
while others felt the rug had been 


| pulled out from under them. 
This is the Viberti Golden Dolphin, a | 


In the latter category were 
jobbers who had bought or leased 
additional facilities to handle the 
GM items. 

According to parts men, some 
22 items make up almost 90 per- 
cent of a jobber’s business. 
Among them are valve assem- 
blies, carburetor parts and igni- 
tion points, all of which have 
been cut off under the new GM 
setup. 

It was understood that UMS dis- 
tributors will continue to handle 
Hydra-Matic parts since GM 
supplies these transmissions to 
some other makers. Dynaflow and 
Powerglide parts are among the 
dropped items, it was said. These 
transmissions are used only by GM 
makes. 

* » a 
SPOKESMAN for a wholesaler 
organization said the jobber’s 

profit margin on chassis and engine 
parts has been shrinking constantly 
because GM has been raising the 
net price without changing the list 
price. The jobber’s profit is figured 
on the list price. 

It was reported that jobbers 
would suffer no loss on their in- 
ventories of the discontinued 
items. 

Wholesaler spokesmen said they 
understood jobbers would be given 
until Dec. 31, 1957, to return mer- 
chandise for full refund plus 5 
percent for packing and handling. 


NADA Directors 
Urge Congress 


To Pass Bills 


WASHINGTON.—NADA's board 
of directors, holding their semi- 
annual meeting here, paused last 
week in their deliberations to call 
on key House and Senate leaders 
to push for passage of the O’Ma- 
honey and Monroney bills. 


Before leaving for Capitol Hill, 
the 54-man board reaffirmed its 
stand in favor of the “day-in-court” 
and “ground rules” measures, 
ignoring warnings delivered earlier 
by factory officials that passage 
might mean the end of franchise 
privileges. 

An NADA spokesman said direc- 
tors were unanimous in their feel- 
ing that auto factories are making 
great progress in the area of 
manufacturer-dealer relations, but 
they still felt that legislative guar- 
antees were essential. 

At press time last week, the 
directors were voting on a number 
of new services which NADA hopes 
to offer to members soon. A spokes- 
man said the expansion of NADA 
business management aids to help 
dealers’ profits was the “paramount 
issue” at this summer's meeting. 


Cleveland Counts 
Dealer Turnover 


(Continued from Page 3) 


Earl, Oldsmobile; Pat Cooney, Par- 
| adise, Pontiac. 
| Dealerships that have switched 
| ears include: Joe Erdelac, Buick 
from Mercury; Parma Motors, 
| DeSoto-Plymouth from Nash; 
| Armentini Motors, Nash from 
| Kaiser-Willys; Milt Miller, Pon- 
| tiac from Dodge-Plymouth. 
Dealerships that have left the 
new car field to sell used cars in- 
clude Steudel Motors, formerly a 
Dodge-Plymouth, and American 
Motor Sales, an ex-Hudson agency. 
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Hill, 
d its 
val What a powerful story to tell . . . when the car you sell 
arlier ks a famous Oldsmobile Rocket Engine. 
inne ’ pac g 
sae THE ROCKET’S | a 
It’s more than just flashing action. Folks expect that of 
J g P 


lirec- 





feel RESERVE POWER Oldsmobile . . . and get it from this mightiest Rocket yet! 
What really makes prospects sit up and take notice is the 
«| GIVES OLDS DEALERS 3 conn : 
°56 Rocket’s reserve power. Just let a prospect loaf along at 
the * . . . 

mber cruising speed, then thrill to calling out that magnificent 
ors A POWERFUL 175 horsepower in reserve. Add to it the smoothness of 
[ADA . . 
help Jetaway. Hydra-Matic* . . . the smartness of Oldsmobile’s 
nount : F z 
sting. PERFORMANCE STORY styling leadership . . . the big-car comfort of a Body by 
™ TO SELL! Fisher. They all add up to a powerful sales story .. . 

. another powerful reason why it’s smart to be with Olds! 
, 

*Standard on Series Ninety-Eight; optional at extra cost on all other series. 

Par- 
ched 
ioe AQUALITY PRODUCT SOLD BY OLDSMOBILE QUALITY DEALERS 
| 
Pon- 
rs in- 
rly a 


rican DIVISION OF GENERAL MOTORS CORPORATION . LANSING, MICHIGAN 


rency. | 





8 


Still Runner-U 
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to Last Year... 


°56 Sales Near 3 Million Mark 


By Robert M. Lienert 
Associate Editor 

HE three-millionth new-car deal 

of 1956 will be wrapped up 
next Saturday (June 23), according 
to Automotive News estimates 
based on field reports. 

This sales milestone will be 
passed 12 days later than it was 
last year, when new-car sale 
No. 3,000,000 was registered on 
June 11. 

By delivering 3,000,000 new cars 
inside of the first six months of 
1956, the auto industry will have 
registered more units than it did 
in the entire 12 months of nine 
of the 22 sales years since 1930. 

* * * 
a sales years in which regis- 
trations failed to reach the 3,- | 


a 


New Utility Car Bid— 


1946 
1938 


(1,815,- 
(1,891,- 


000,000 mark include 
196); 1939 (2,653,377); 
021); 1935 (2,743,908); 1934 (1,888,- 
557); 1933 (1,493,794); 1932 (1,096,- 
016); 1931 (1,908,016), and 1930 (2,- 
626,068). 

Attainment of next Saturday’s 
achievement is based on registra- 
tion figures for the first four 
months supplied by R. L. Polk 
& Co., plus estimates for the re- 


Torch Starts $40,000 Fire 


MOUNTAIN HOME, Ark.—A fire 
and explosion at Marvin Byrd Buick 
Co. resulted in damage estimated 
at $40,000. A car caught fire from 
an acetylene torch being used to 
cut away part of the vehicle's tail- 
pipe. The car’s gas tank exploded. 


Gilbert D'Andrea, design director, Bassons Industries Corp., New York, sits in the 
new utility car he designed for the firm. The three-wheeled, 400-pound automobile is 


less than three feet high, and has a body 


made of molded fiberglas over a frame of 


tubular steel. Called the Bassons’ Star, the car has a cruising speed of 40 m.p.h. and 


@ maximum speed of 70 m.p.h., with three-gallon tank capacity. Able to seat two | 


passengers with comfort, the Star reportedly will be marketed at under $1,000. 


Chicago Sellers Ecstatic .. . 


Foreign Cars Booming 


By W. M. McCarty 
Staff Correspondent 


CHICAGO.—If too many people 


bought new cars last year, or if | state that the imports are not being | 


long-term financing has hurt the} 
auto business, there still are a lot) 
of car buyers who don’t know it. 


They're buying foreign cars at 
a steady pace, so steady in fact 
that one dealer is planning to} 
open another showroom, another | 
can’t keep models on the floor) 
long enough for display purposes | 
and still another says, “Why should | 
we advertise? We sell all we get| 
without it!” 

Business is so good that Carl 
Schmidt, Midwest distributor for 
Volkswagen, has a list of 600 
applicants waiting for franchises 
im seven states. Schmidt, himself, 
is president of Import Motors in 
Chicago, a Volkswagen dealer- 
ship. He is planning to open 
another showroom soon. 

Another dealer said that his only 
complaint is that he has to keep 
his customers waiting for delivery. 
This dealer looked at his almost 
empty showroom and said, “I could 
sell every car I could get on this 
floor.” He handles four foreign car 
makes. 

Is there any dealer trouble with 
the factory? “None whatsoever; in 
the case of Volkswagen, they’re 
third to GM and Ford in produc- 
tion. They’re turning‘out 1,400 cars 
per day and 50 percent of them are 
coming to the United States.” 

Recently, “the largest shipment 
of foreign-made cars to arrive by 
sea,” 290 Volkswagens, were docked 
at 95th St. in Chicago. Despite the 
number of foreign cars coming into 
the Chicago market and their 
heavy sales, none of the dealers 
sees the cars as a threat to the 
American-made market, at least not 
at the present. 

One dealer pointed out that 
they are not designed as a 
family car and another said. that 
“the wee ones” .aren’t. intended to 





be driven over 75 miles per hour. 
Nevertheless, families are buying 
foreign cars. The dealers here 


sold primarily “as a second car.” 
Recent figures by Howard O. 
Lund, manager of the Ford Motor 
branch responsible for the sale to 
Americans of English-built Fords, 
show the approximately one out 
(Continued on Page 86, Col. 1) 


|runnerup position, 


maining period based on dealer 
reports. 


The Polk registrations tabulators | 


counted 1,988,696 new-car registra- 
tions 


the five-month total to 2,563,000. 


With the current estimated daily 
sales rate averaging 21,900 new 
cars, that makes sale No. 3,000,000 
turn up on the closing day of this 


week. 


* - * 


HE two-millionth sale of 1956 

‘was recorded May 1, some 10 
days later than in 1955, when that 
milestone was passed on Apr. 21. 

Thus, the gap between this 
year’s total and last year’s total 
is steadily widening. Contribut- 
ing mainly to this situation is 
the fact that sales took such a 
decided spurt in March, April, 
May and June last year. 

The June daily sales rate last 
year, for example, was slightly over 
25,000, compared with 21,900 at the 


| present time. 


This year still is clinging to its 
since an esti- 
mated 3,131,000 new cars will have 
been registered by the time the 
first half draws to a close. 

That compares with 3,519,629 
registrations in the first half of last 
year. 

In no other year in history have 
as many as 3,000,000 new cars been 
registered in the first six months. 
The best previous year was 1953, 
when 2,880,025 new cars were 
registered in the first half, although 
registrations topped 2.8 million in 
the first six months of 1950 and 
1951, too. 


* * = 





| CCORDING to Polk figures, 
here is the breakdown of regis- 
| tration figures for April alone: 
| 1956 Pos. Make 1955 Pos. 
| 1—146,515 Chev. 139,527— 1 
2—123,940 Ford 136,502— 
3— 53,027 Buick 71,127— 
4— 45,977 Plym. 63,538— 
5— 42,533 Olds. 53,285— 
34,952 Pontiac 48,589— 
7— 26,843 Mercury 32,834— 
8— 20,585 Dodge 28,174— 8 
9— 13,489 Cadillac 13,072—10 
10— 10,773 Chrysler 14,086— 9 
1l— 9,927 DeSoto 11,734—11 
| 12— 8,137 Stude. 10,017—12 
| 13— 8,007 Nash 9,793—13 
| 14— 4,087 Lincoln 2,755—16 
15— 3,202 Hudson 5,066—15 
16— 3,121 Packard 5,736—14 
1,033 Imperial 1,225—17 
150 Cont’l 
7,974 Misc. 4,745 
Total All Makes 
564,272 651,855 


| 
| 


is— 


Oldsmobile’s Dealer Council— 


Members attending Oldsmobile's 17th dealer council, the first One on an elective basis, are shown in this group picture at 
Lansing. They are, front row, from left, J. E. O'Danield, Evansville, Ind.; G. J. May, Chicago; J. A. Begnaud, Lafayette, La.; 
J. F. Wolfram, Oldsmobile general ‘manager; G. R. Jones, general sales manager; W. J. Michael, Cleveland; W. O. Lampe, 
executive assistant to the general manager; S. H. White, Houston; H. N. Metzel, chief engineer; A. O. Mitchell, Atlanta. Sec- 
ond row: H. F.. Coffeen, Oklahoma City; L. L. Linehan, New Rochelle, N. Y.; J. J. Ryan, Madison, Wis.; R. R. Lynch, Yakima, 
Wash.; C. G. Peterson, Storm Lake, la.; C. B: Murphy, Los Angeles; Dave Reese, Drexel Hill, Pa.; G. N. Waddell, Salina, Kans.; 


P. L. Price jr., Pocatello Id.; A. D..Marble, 


Haverhill, Mass.; H. A. Billion, Sioux 


in the first four months of | 
this year. Estimates for May bring | 


Falls, 


| Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


June 13 
(Sale slowed today by 94 degree 
temperature. Sold 129 cars out of 
199 offerings.) 
BUICK ’55 Special 4-dr., 
Riviera, $1,850*, $1,820*; 2-dr., $1,- 
590, $1,570, $1,420; Super 4-dr., $1.- 
865*. °54 Super Riviera, $1,475*; 
Special Riviera, $1,405*, $1,350* ; 
conv., $1,475*; 4-dr., $1,300*; 2-dr., 
$1,095, $975 53 RM Riviera $1,- 
000* (ps) 4-cir., SS15* (ps); Super 
Riviera, $895* (ps); 4-dr., $900; 
Special Riviera, $935*, $905* 
‘ADILLAC—’'55 (62) conv 
(ps); Hardtop, $3,250* (ps); 
$3,100* (ps). 
CHEVROLET 
$2,000". 
$1,715°, 
2-dr., 


$1,875°*; 


$3,315* 
4-dr 
"56 Air (8) 2-dr., 
"55 Bel Air (‘(S) Hardtop, 
$1,640* (ps); Two-ten (8) 
$1,230, $1,095, $940. °54 Two- 
ten station wagon $1,160, $1,115; 
Be! Air Hardtop, $975; 2-dr $900; 
One-fifty 2-dr $630 53 Bel Ajir 
conv., $925*; Hardtop, $915; 4-dr., 
$720, $690; 2-dr $660; Two-ten 
dr., $700, $640 4-dr., $600 
Deluxe 2-dr $410 51 SL 
4-cir $120 SL Deluxe 
S370 
CHRYSLER '56 I 
(ps) 53 NY 4-dr., $715* 
DeSOTO—'55 Fire Dome + 
$1,925°* 
DODGE 
FORD 
(ps) 
toria, $1 


Bel 


52 SL 
Deluxe 
Bel Air 


*5O 


$2 


900* 

Hardtop 
$390 

$1,765* 


Vic- 


(ps) 


Meadowbrook 2-dr 
Custom (8) 4-dr., 
Fairlane (8) Crown 
770* (ps) $1.725* 

conv., $1,750*; Victoria, $1,700* (ps), 
$1,660* <«(ps); 4-dr., $1,425; 2-dr 

$1,405*; Custom (8) 4-dr $1,765* 
2-dr., $1,250; Custom (6) 
dr., $1,135 ‘54 Main (8) 
Wagon, $1,150; 4-dr., $775 
(8) Victoria $1,130; Custom 
2-dr., $975*, $940, $900; 4-dr., 


"53 
56 


"55 


(ps); « 
Ranch 
Crest 

(8) 


$945; 


(8) Victoria, 
$910*, $825°; 
$785; 4-dr., 


coupe, $785. ‘53 Crest 
$950* (ps);  conv., 
Main (8) Ranch Wagon, 
$685; Custom (8) conv., $685; 4-dr., 
2 at $685*; Custom (6) 2-dr., $730; 
4-dr., $640*. °52 Main (8) 2-dr., 
$480; Custom (8) 2-dr., $420. 

HUDSON—’53 Wasp club coupe, $505. 
51 Hornet Hardtop, $295; Wasp 4- 
dr., $220 


MERCURY—'56 Monterey 4-dr., $2,- 
100* "55 Montclair conv., $1,910*; 
Hardtop, $1,900*; Monterey 4-dr., §2,- 
100; Hardtop, $1,810* $1,760*, °54 
Monterey 2-dr., $1,030. °53 Monterey 
Hardtop, $950*, $850; 2-dr., $770, 
$755*; 4-dr., $680. °52 Monterey 4- 
dr., $590*; 2-dr., $535. 

NASH—'55 Rambler station 
$1,490*, $1,450. '53 Rambler 
top $590; Statesman club 
$675; 4-dr., $385. 

OLDSMOBILE —'55 
top. $1,935*. °54 
(ps); (SS) 2-dr., 
t-cir., $910° 

PONTIAC 
$2.425* (ps) 

Star 
ps). ‘54 
Star Chief 
Chieftain (8) 2-« 
tain (8) Catalina 
$250 ‘51 Silver 
$175 

PLYMOUTH— 56 
$1,850 '55 Plaza (8) 4-dr., $1,060. 
54 Belvedere Hardtop, $960; Savoy 
4-dr $760 53 Cranbrook 4-dr., 
$500; Cambridge Savoy, $750; sta- 
wagon, $690 52 Cranbrook 2- 

$315. "51 Cambridge 2-dr., $250 
55 Dodge -ton pickup, $910. 

,-ton pickup, $525; Chev- 

pickup, $610. °52 Henry 


wagon, 
Hard- 
coupe, 


(88) Super Hard- 
(98) 4-dr., $1,610* 
$1,515*. °53 (98) 
"52 (98) 4-dr., $765". 
Star Chief (8) 4-dr., 
station wagon, $2,200*. 
Chief (8) conv., $1,810* 
Chieftain (8) 2-dr., $960; 
(8) 4-dr., $1,220*. °53 
ir., $750. '52 Chief- 
$610*; 2-dr., $460*, 
Streak (6) 2-dr., 


56 


Savoy (6) Suburban, 


tion 
dr 
MISC. 
53 Ford 
rolet -ton 
J 2-dr., $165. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 70, 71 and 72 


AMA Reelects 


Nance 


And All Other Chiefs 


DETROIT. James J. Nance, 
president, and all other officers of 
the Automobile Manufacturers 

Assn. have been 
reelected. 

Nance, who is 
president of Stu- 
debaker- Packard, 
has served as 
chief officer of 
AMA since Feb- 
ruary, 1955. 

Also reelected 
were E. J. Bush, 
president of Dia- 
mond T, vice- 

James J. Nance president; Harlow 
H. Curtice, president of General 
Motors, secretary; George W. Rom- 
ney, president of American Motors, 
treasurer; Alfred Reeves, advisory 
vice-president, and William J. Cro- 
nin, managing director. 


The following directors were re- 
elected: Robert F. Black, White 
Motor; L. L. Colbert, Chrysler Corp.; 
Edgar F.. Kaiser, Kaiser Industries, 


Ss. D. 


Francisco; G. D. Gardner, Binghamton, N. Y.; J. F. Rippy, Wilmington, N. C.; E. A: Gage; Ferndale, Mich.; F. L. Harding, Granite 
City, Ill; R. T. Rollis, Oldsmobile general manufacturing manager; E. W. Schuon, comptroller; W. C. Bryson, Uniontown, Pa., 


and J. B. Paul, Washington. 


Top row: Clarence Krieger, ‘San | 


and W. C. Schumacher, Interna- 


tional Harvester. 

Other directors are J. N. Bauman, 
White; W. F. Hufstader, General 
Motors; C. L. Jacobson, Chrysler; 
P. O. Peterson, Mack Trucks, and 
J. J. Timpy, American Motors. 


Linceln, Willve, 
International Tell 


Of Sales Boosts 


Lincoln 

Retail deliveries of new cars by 
Lincoln dealers in the first 10 
days of June ran 30 percent ahead 
of the same period of last year, 
Lincoln said last week. The 10- 
day total was 1,063. 

For the year to date (through 
June 10), a total of 19,912 new 
Lincolns have been delivered, the 
division said, or 27 percent more 
than were sold in the same period 
of 1955. 


* x = 


International 


Sales of International trucks 
were up more than 28 percent for 
the six-month period ending Apr. 
30, as compared with the same 
period a year ago, it was revealed 
|}in the company’s quarterly review 
|released by John L. McCaffrey, 
chairman, and P. V. Moulder, pres- 
ident. 

A continuing strong market for 
trucks exists, the report stated, 
with the backlog of truck orders 
holding steady. 

* 


Willys 


sales of Universal Jeep 


* 


| Retail 
|and Jeep four-wheel-drive vehicles 
| in the last sales period of May were 
higher than in any similar period 
since last October, according to C. 


W. Moss, assistant general sales 
manager. The increase was 14 per- 
cent above the comparable period 
of 1955, and placed total May retail 
sales volume 13 percent above April. 


Haulaway Drivers Hold 


Accident Ratio at 0.73 


DETROIT. — Drivers for mem- 
bers of the National Automobile 
Transporters Assn. kept their acci- 
dent ratio at 0.73 per 100,000 miles 
in 1955. 


Total mileage covered was 887,- 
846,341. In 1954, when mileage 
amounted to 542,408,802, the rate 
| was 0.72. 
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SNAP ON 
SIGNALCLIPS 


No need to disturb a single wire in ignition 
yA system. Clip on exclusive Du Mont Signal- 
N i) clips on center distributor lead and No. 1 

cylinder lead—right over insulation —even 

with the engine running. 


TURN ON 


No dial-doodling here! In seconds the COM- 
PLETE picture of ignition system is on the 
EnginScope screen. No need to change a 
single connection, twist a single knob, or 
dismantle a single part during the entire 
analysis! 


ONLY 


TAKE A LOOK... , | E $725°° 


PROBLEM SOLVED! 


This is the easy part . . . each cylinder is 
shown on a separate line .. . no bothersome 
“counting off” to locate trouble—no difficult 
interpretation. Comparison feature of screen 
makes it easy to find flashing points, re- 
versed polarity at coil, corroded distributor 
castle, too much gap at rotor tip and many 
other hard-to-spot ignition troubles. 


ASK YOUR JOBBER OR WRITE 
FOR COMPLETE DETAILS... 
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given to a reduction of individual 


income tax rates, especially those 

| ax or Debt Cut? that are extremely high, but some 

e reduction in the corporate profits 

‘ ‘ ‘. is tax, and also, if possible, in selective 
Economic Committee Says Levies Are So High, || excises, should be included.” 


Tax Reduction Should Come First Surpluses not large enough for 
“significant tax reform” should be 


WASHINGTON. — While empha-| tax cut should be made unless | used to reduce the Federal debt, 
sizing the importance of Federal| there is a marked reversal of eco- | the committee said. 
debt reduction, the research com-| nomic conditions which requires The committee said that, as of 
mittee of the Committee for Eco-| strong action to combat reces- | the completion of its study late 
nomic Development last week de-| sion.” | in May, the economy “on the 
clared that “tax rates are currently}; Such a review, the committee} whole is operating close to peak 
so high that tax reduction on a! said, would necessitate deferring) capacity” and found that “as 
significant scale must for the time} final decision on any large-scale cut| always” under such conditions 
being take priority over large-scale | until late in this session of Con-| “there are mixed signs” of infla- 
debt reduction.” gress. tionary pressures and scattered 
The CED committee said a deci- The committee noted that recent! deflationary tendencies. 
sion to cut taxes should rest on| official estimates indicate a surplus} “The Budget, The Economy and 
“assurance, based on a conservative |of $4 to $4.5 billion in the cash|'Tax Reduction in 1956.” latest in 
estimate of the prospective surplus, | budget ($1.8 to $2.3 billion in the} the series of Statements on National 
that a tax cut of reasonable mini-| administrative budget) for fiscal| Policy issued by the research and 
mum size—say in excess of $2 bil-| 1956, the year ending June 30. It! policy committee of the CED, a non- 
lion—will not result in a deficit in| pointed out, however, that uncer-| profit economic research and edu- 
the cash budget in the fiscal year|tainties as to next year’s revenues| cation organization of leading busi- 
1956-57.” |and expenditures—particularly the| nessmen and scholars, was made 
If a “comprehensive, Se ae a9 remain to be clarified! public by Frazar B. Wilde, chair- 
* tive review of the 1957 budget pros-| before the size of the fiscal 1957) man of the 37-man Research and 
Testimonial Dinner for Crowley— pect” shows that there will be “a|cash surplus can be determined. Policy Committee, and J. Cameron 
Rhode Island Chevrolet dealers celebrated the appointment of Patrick J. Crowley | substantial surplus,” the committee “When tax reduction becomes! Thomson. chairman of the subcom- 
as administrative assistant to Ivan Wiles, General Motors dealer-relations executive | recommended tax reduction to take| possible, whether in 1956, 1957 or a| mittee which drafted the report. 
vice-president, with a testimonial dinner in Providence. Guests at the dinner included, effect Jan. 1, 1957. later date,” the CED report recom- | Wilde is president of the Connec- 
from left, Joe Scungio, president, R. |. Chevrolet Dealers; Bob Pierce, public relations The committee said that if the | mended, “the opportunity should be} ticut General Life Insurance Co., 
director, Rhode Island Automobile Dealers Assn.; Dick Ramsay, GMAC representative,| review reveals “that only a small | used to make a balanced move to-| and Thomson is chairman of the 
Providence; Crowley; and Phil Desrochers, treasurer, RIADA. Crowley is president| surplus in the cash budget can be | wards a better tax structure. In| board of Northwest Bancorporation, 
of Crowley Chevrolet Co., Providence. | expected in fiscal 1956-57... mo ‘such a move priority should be Minneapolis. 








“With present tax rates. economic 
growth will be most effectively pro- 
moted if prospective surpluses of 
government revenues are put back, 
via appropriate tax reduction, into 


| the active stream of private income 
| Where they can be an incentive to 
enterprise and a source of funds 


for venturesome investment,” the 
_ SREP RTNERIERERUR ASE LAT IES O NAT. 7 
RTT SST CED said. 


In applying a stabilizing budget 
policy to present conditions, the 
policy statement asks two ques- 
tions: (1) “Under conditions of high 
employment, will existing tax rates 
yield sufficient surplus over prob- 

J able expenditures so that tax rates 
I don f depend can be cut without creating a 
° deficit?” and (2) “Are we experi- 
on automobile encing, or is there clear evidence 
that we are going to encounter 
sales alone — either inflation or recession so seri- 
|}ous as to require departure from 
. the general principle of balancing 
the cash budget?” 


‘Truckers Warned 
To Be Alert for 
New Opposition 


SPOKANE, Wash.—Neil J. Curry, 
chairman of the board of the Amer- 
ican Trucking Assns., has told 
truckers that they should not be 
deceived by the “apparent cave-in” 
of support for the Cabinet Commit- 
tee Report on Transportation Pol- 
icy. 

The report recommended that the 
powers of the Interstate Commerce 
Commission be limited to the con- 
trol of rates. 

Speaking at the 34th convention 
of the Washington Motor Transport 
Assn., Curry said, “We know that 
powerful forces which seek still 

| greater power have not changed 
|their destination, but only their 
route.” 

Rex Still, Washington state high- 
way engineer, and Roy Carlson, 
|acting chief of the state patrol, 
|were awarded plaques for “out- 
|standing contributions in traffie 
| safety.” 

New officers of the Washington 


a . Motor Transport Assn. are Robert 
covered this ideal way to keep | Olson, president; Kenneth Robin- 


yearly profits evenly distributed. : son, vice-president, and Jack Reese, 

You who have the proven ability Fe ae | second vice-president. 

to sell... and with practically no . ~ % ; : eee se 

increase in personnel or facilities ; x. TH V-8s Oust Sixes 

.-.Can now gain extra profits from From Indianapolis Plant 

selling STEWART Mobile Homes. | INDIANAPOLIS.—To make room 
for growing production of its newly 
introduced V-8 truck engine, Inter- 


|national Harvester Co. will shift 

| building of three six-cylinder en- 

| gines to the Louisville works. 
ACCEPTED LINE EASY FINANCING VAST MARKET sine 20 the Soulevlibe sreetia 
Stewart Mobile Homes ...seen and Stewart Coaches are recognized by all Nearly two million Americans are residents | program is under way. at Louisville 
bought everywhere ... are accepted as well-known trailer financing firms. Re- of mobile homes. In 1955, approximately ‘ to ; accommodate the production, 
one of the very best manufactured to- quirements as to sturdiness, long life, high 96,000 coaches were sold at a retail | which is expected to begin next 


: : . : ry . f ly $400,000,000. | April. The three engines are the 
day. A complete line of coaches, with resale value, and backing by a we sales figure of nearly | Black Diamond 220, 240 and 264. 


assure you, as an exclusive Stewart dealer facturer, have been fully met. For qual- Be a franchised Stewart dealer and cash 
in your area, of real sales potential. ified dealers, we can arrange financing. in on plus profits month after month. 


Dozens of smart dealers through- 
out the country have already dis- 


| 
| 
| 
| 


merchandising aids that back you up, will established financially responsible manu- Why don't you share in this great market? 


Anyone for Rain? 
| 


| WATERBURY, Conn. A plastic 
| rain shield for use on automobiles 
j}at drivein theaters has been in- 


| vent od by Joseph V. Genua, Water- 
for details, write, STEWART COACH INDUSTRIES, INC. lary.” Approximately “3000 hav 4 


| been sold. The shield rolls up like 
Department AN e Bristol, indiana | a window shade and is compact for 


| storing in the car. 


wire or call today. 

















Opportunity sD ks / 


.. . Come in and discover for yourself the boundless 


advantages and opportunities that await you as a 


BLUE CORAL DEALER. You'll readily understand why P-Vaae 
the world’s leading manufacturers of fine cars stand rt 
behind BLUE CORAL... You'll be proud to associate 


yourself with new cor dealers who have built their 
success on SALES FOR TODAY ... . REPUTATION FOR 
TOMORROW AND GOOD WILL FOR THE FUTURE. 

It's a golden opportunity and never was the time 


more opportune! 


H. D. T. COMPANY FACTORS, INC. oD Creators of the Blue Coral Treatment 
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AUTOMOTIVE NEWS PLATFORM 

1 !. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, appli to the building and maintenance of highways; 

{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Capsule Comment 


“If you applied the same economic laws to autos as you | 
do to strawberries,” declares UAW President Walter 
Reuther, “you would say to a fellow: ‘Okay, if you want to 
buy your car at a time when the demand is at a peak, then 
you'll have to pay more, just like you'll have to pay a 
premiunr for strawberries in February.’ If we had such a 
sliding price scale, it would help level out the peaks and 
valleys of auto production.” 

Maybe so, Walter, but dealers have been doing that very 
_thing in ejfect for years through varying tradein allow- 
ances. 


* a * 


Retired U. S. District Judge William C. Coleman has been 
appointed to umpire General Motors dealers’ disputes, super- 
seding the dealer appeals board of top GM executives. 

Welcome into the auto industry, Judge Coleman. 
your cases be few and far between. 
ay * * 

Pointing out that 24 percent of a new car’s price is taxes, 
Chevrolet general manager T. H. Keating wonders “whether | 
the automobile does not have a point of no return—a point 
where further tax increases will not increase revenues 
because the buyer is forced to curtail purchases and use of 
the auto.” 

Wonder when the auto industry will really put on a 


drive to get Federal excise taxes reduced? 
* * * 


NADA received about 200 complaining letters from car | 
customers as a result of Fred Bell’s offer on Dave Garro-| 
way’s TV show recently, most of them from cranks. 

But there were many complaints about being ignored by 
the dealer or his employes when the customers sought 


May 


redress — an area in which dealers can stand a lot of | 


improvement. 
* ae * 


General Motors’ sales chiefs, in letters to dealers, promise 
to track down each report of a bootlegged car and take| 








appropriate action. 
Indicating that the problem will get top-level attention 
this time. 


Coming 
Events 


Dealer Conventions 


June 25-27 — Michigan Automobile 
Dealers Assn.. Hofel Olds, Lansing. 
June 28-July 1—New York State Automo- 
bile Dealers, Inc. Directors and County 
Vice-Presidents Sprin Meeting Lake 
Placid Club, Lake Placid, N. Y. 
July 26-28—Annual Summer Meeting 
tomotive Trade Assn. Managers, Be 

min Franklin Hotel, Seattle, 

Aug. 26-27—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah. 


Aug. 26-29—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 


Sept. 7-9 — Maine Automobile Dealers 


Au- 
nja- 


ggg Marshall House. York Harbor, 
e. 

Sept. 17-18—Minnesota Automobile Deaiers 
Assn,, St. Paul Hotel, St. Paul. 
Sept. 18-19—South Dakota Automobile 


Dealers Assn. Mitchell, S. D. 


Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 

Sept. 24-25—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

Sept. 24-25—Colorado Automobile Dealers 
Assn.. Glenwood Sprinas, Colo. 

Sept. 26-28 — New Jersey Automotive 
Trade Assn.. Chalfonte-Haddon Hall, 
Atlantic City, 

Sept. 30-Oct, 2. — Tennessee Automo- 
tive Assn., Gatlinburg, Tenn, 

Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 

Oct. 4-5—25th Annual State Convention, 
Kansas Motor Car Dealers Assn., Baker 


Hotel, Hutchinson Kansas. 

Oct. 1426—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 


Oct. 21-22—Oklahoma Actomobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 


Oct. 21-23—Automobile Dealers Assn. of 


Alabama, inc., Buena Vista Hotel, 
Biloxi, Miss. 
Oct. 21-23—Florida Automobile Dealers 


gg Fort Harrison Hotel, Clearwater, 

la. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Oct. 30-31 -—Illinsis Automotive Trade 
Assn., Pere Marquette Hotel Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 


Nov. !1-13—Kentucky Automobile Dealers 
Assn. Seelbach Hotel, Louisville. 
Nov. 13—Connecticut Automotive Trades 
Assn.. Hotel Statler, Hartford. 


Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 

Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 


San Francisco, 
> 2s # 


Auto Shows 


Nov. 10-17—International Autorama, Com- 
mercial Museum, Philadelphia. 


Dec. 8-i6—National Automobile Show, 
Coliseum, New York, 
Jan. 5-13—Chicago Atto Show, Interna- 


tional Amphitheatre, Chicago. 

Jan. 19-26—Pittsburgh Automobile Show, 
Hunt. National uard Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, State Fair 
Coliseum, Detroit. 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 9-16—Albuquerque Auto Show, Colli- 
seum Blidg., State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-16—Milwaukee Auto Show. 

- * * 


General 


July 18-19 — Truck-Trailer Manufacturers 
Assn., Eighth Annual Summer Meeting, 
Edgewater Beach Hotel, Chicago. 

July 26-28—Automotive Trade Association 
Managers Meeting, Benjamin Franklin 
Hotel, Seattle. Wash. 

Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 


Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 
London, England. 


(See CALENDAR, Page 31, Col. 1) 


30 Years Ago... 


The Big 


Retail sales by General Motors dealers totalled 141,651 cars in May, 
compared with 136,643 in April and 106,051 in March. 

Formal demands were made by the Government on General Motors 
for between $2 million and $3 million in taxes on income and profits. 
The claims cover the years 1917 to 1919. 

Shipments of all types of tires totalled 3,786,151 in April, a gain of 
327,716 cover March, according to the Rubber Assn. of America. Bal- 
loons continued to lead the way in deliveries, accounting for 1,919,060 
in April, compared with 1,676,170 in March. 

“American business should face the second six manths of 1926 with 
said Walter P. Chrysler, 
Corp. “Times are good. Times will continue to be good. There is nc 


genuine confidence,” 


grounds for any pessimism.” 


The U. S. Bureau of Standards will conduct tests to determine the 
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Automotive Cartoon 


Of the Week 





Te 


"Well, it's here at last—pushbutton selling!" 


Letterhox 
‘Lack of Security .... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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cannot make a living, plus the long 
hours and uncertain pay. The man- 
agement of a large dealer I work 
for sells two to three cars regularly 
for every one the total sales force 
Sells but this case is higher than 
the average place on house deals. 
But we sure are the “weak link” in 
the industry and that is the reason 
for floaters and it sure needs to be 
corrected. It will take more articles 
like the one you wrote to drive it 
home to the dealers and possibly 
through the factories’ insistence. 
—Cuicaco SALESMAN. 


'No Jerk 


The stupid jerk on your staff who 
wrote the underlined comments on 
the front page of your latest edi- 
tion should be released from his job 
so that he can get on the gravy 
train with us dealers who are mak- 
ing our “hundreds of thousands.” 


It seems to me an injustice to the 
dealers to print such a statement 
in view of the fact that you depend 
primarily on us for the sale of your 

| Magazine. Every dealer in the coun- 
try would be more than glad for 
his salesmen to make more money. 
All they need do is sell more cars.— 
J. MarsHa.i, Marshall-Franz Motors 
(Chrysler-Plymouth), Lebanon, O. 


Epitor’s Note: Correspondent E. 
C. Bash is no jerk, but a fine re- 
porter. The remark to which 
Reader Marshall objected was a 
quotation from a salesman, and, 
while obviously a misconception, 
was printed, as was the whole 
story, to emphasize to dealers the 
magnitude of the task they face 
with regard to salesmen. 

* a 


a 


|He Agrees 

| It was a pleasure to read the 
|article by E. C. Bash in the June 
|\4 issue on salesmen’s pay and 
thank you very much for writing it. 
| Too many weeks do we see the por- 
|ters and car washers take home a 
|regular weekly pay check which 
|salesmen do not take home many 
weeks. The article is so true to the 
actual picture in most all dealer- 
ships it could only be written 
through a true study of actual 
conditions. 

Salesmen are asked and expected 
to answer phones, take customer 
|complaints, run errands, take car 
| payments and be general all-around 
flunkies for the dealer for free as 
|so many and most work on a 
| straight commission basis or a 
drawing account which has to be 
| paid back as it is only a loan if you 
| produce. 

This big industry is badly in need 
of a weekly guaranteed salary for 
salesmen. I’ve beeh selling cars for 
30 years at retail and have also 
|managed new and used but prefer 
|retail sales because of my follow- 
ing. I do all right myself but I see 
too many good men in the new- 
|comers who get out because they 


Stories 


‘Into the Barn on Sunday 

This city has long been _ split 
between the “open” and the 
|“closed” factions among the auto- 
|mobile dealers, and occasionally a 
|\fresh attempt is made by the 
“closed” group to win over the 
|other side. As of now, the city is 
| wide open for Sunday auto sales. 

L. P. Evans, one of the largest 


president, Chrysler 


cause and remedy of tarnishment of automobile headlight reflectcrs. || used-car dealers here, has been a 





crusader .for Sunday closing and 
(Continued on Page 31, Col. 1) 


—From the.files of Automotive News. 





ng 
an- 


“1 Creating a giant SUPERCITY of over 15 million people who 


rce 
lan 
als. 


=| own and drive over 4.8 million passenger cars. 


les 
. it — 
bly FAMILY WEEKLY'S SUPERCITY of 116 markets is impressive. It is made up of over 


370 counties covered by the newspapers that distribute America’s fastest-growing 
Sunday Colorgravure magazine. The population of SUPERCITY is greater than 


metropolitan New York; it is greater than the combined metropolitan areas of 


Chicago, Los Angeles and Philadelphia. In retail sales, FAMILY WEEKLY'S SUPER- 


ent * Total tirculebion CITY market is over 30% greater than those of all Canada, and represents 9.5% 





jur os or ° ° . 
a LOW 7 $70 105° of the U.S. total. A “most-read” feature of the Sunday newspapers in its 116 markets, FAMILY WEEKLY delivers 
for 7 a 
ey. thorough coverage with local impact and full impression in 2,870,105 homes every week. Your FAMILY WEEKLY 
— 
ors : . 
). representative has the full story of how you can profitably add SUPERCITY to your other major markets, and sell it 
E. 
h with one order, one billing —and in color. Why not call him in? 

a 
d, FAMILY WEEKLY MAGAZINE, INC. @ 3+223 GENERAL MOTORS BLDG., DETROIT, 2 
n as CHICAGO 1 153 N. Michigon Ave NEW YORK 17 : 17 E. 45th Street SANTA MONICA, CALIF 30 Alto Ave 
le 
le ae Leonard S. Davidow, Publisher 
Ce 

THIS IS THE SUPERCITY OF 116 MARKETS YOU CAN REACH IN FAMILY WEEKLY: 

ait _ . ] ' | ALABAMA: Anniston, Dothan, Florence-Sheffield -Tuscumbia - Muscle Shoals, Huntsville, Tuscaloosa - ARKANSAS: El Dorado, Hot Springs, Pine Bluff - CALIFORNIA: Eureka, Monterey, 
the : J / +] Sacramento, Santa Barbara, Santa Rosa - COLORADO: Colorado Springs, Grand Junction, Pueblo - CONNECTICUT: New Haven + FLORIDA: Daytona Beach, Fort Myers, 
to- . ' od " | Gainesville, Orlando, Sarasota, Tallahassee, Tampa, West Palm Beach - GEORGIA: Albany, Rome + IDAHO: Boise, idaho Falls, Pocatello + ILLINOIS: Bloomington, Champaign- | 
ra 1 + ~ 4 Urbana, Danville, La Salle, Quincy, Springfield - INDIANA: Marion, New Albany » IOWA: Council Bluffs, Davenport, Dubuque, Waterloo + KENTUCKY: Bowling Green, Owens- [7 I 
the . ' Fi boro, Paducah - LOUISIANA: Bogalusa, Lafayette - MASSACHUSETTS: Lowell - MICHIGAN: Grand Rapids - MINNESOTA: Albert Lea - MISSISSIPPI: Biloxi-Gulfport, ie 
he ; é Greenville, Tupelo, Vicksburg - MISSOURI: Jefferson City, Springfield - NEVADA: Las Vegas, Reno - NEW JERSEY: Asbury Pork, New Brunswick, Trenton - NEW MEXICO: | 

“ 5 1 Santa Fe - NEW YORK: Binghamton, Elmira, Utica - NORTH CAROLINA: Concord, Salisbury - OHIO: Canton,.Coshocton, Lima, Mansfield, Zanesville - OKLAHOMA: Ardmore, 

1S Duncan, Lawton, Muskogee - OREGON: Eugene - PENNSYLVANIA: Lancaster - SOUTH CAROLINA: Florence - SOUTH DAKOTA: Huron, Rapid City - TENNESSEE: Kingsport, 

b { Jackson - TEXAS: Abilene, Austin, Big Spring, Denison, Denton, Galveston, Greenville, Kilgore, Lufkin, Marshall, Midland, Paris, Port Arthur, Son Angelo, Snyder, Texarkana, Tyler, F 

est , : 1 Victoria, Waco - UTAH: Logan, Ogden, Provo - VIRGINIA: Danville, Lynchburg, Suffolk - WASHINGTON: Walla Walla, Wenatchee, Pasco-Kennewick-Richland - WEST VIRGINIA: 


i a ‘ 1] Beckley, Bluefield - WISCONSIN: Racine - WYOMING: Casper, Cheyenne. 
ind 
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Used Cars Strong, Service Building . . . 


Profits Creeping Up in N. Y. C. 


By Ed Brown 
Staff Correspondent 

NEW YORK. An _ unofficial 
tally of May business in this area 
indicates: 

1, New-car volume about equal 
to April; 

2. Profits creeping up agoniz- 
ingly; 

3. Used cars, continuing strong; 
4. Service building to a stronger 
level. 

The majority of dealers report 
that business in May was on a 
par with April, with isolated 
cases turning in happily opti- 
mistic reports that their volume 
adncreased. However, in almost 
all cases; reports indicate May 
this year at least 40 percent be- 
hind May, 1955, in new-car 
volume. 

Where new-car sales were higher 
in May, as compared with April, 
figures indicate an average in- 
crease of five to seven units. Noth- 





ing startling, but with the strange 
experiences of 1956 in mind, dealers 
are anxious to note any ray of hope 
which might help dispell some of 
the clouds of dispair which appear 
to have many dealers in its grasp. 

Starting in February and con- 
tinuing through April, monthly 
new-car volume dropped almost 
consistently for the majority of 
dealers. The fact that May has 
countered this trend, held its own 
with April and in some cases shown 
an upward move, is looked upon by 
many as a sign of encouragement. 

However, most dealers are quick 
to acknowledge, “This is a write- 
off year.” 

For the lower volume handled, 
most dealers find that their gross 
profits extremely thin, figuring 
the trade at wholesale. Even 
though average gross appears to 
have climbed from a low point, 
in late ’55 and early ’56, of $50 
to $100, to a higher figure nearer 
$175 to $200, it is still considered 


too low to bring about any heavy 
black figures this year. If this 
is accomplished, it will be purely 
due to each dealer’s own re- 
sourcefulness combined with 
hard-hitting expense slashing. 
One line group recently made a 
survey in which it was established 
that the average gross per new car 
sold, used unit written in at whole- 
sale, was between $275 and $300. 
One dealer in the survey indicated 
that his average gross was below 
the norm, hitting the bottom at 
$188, while another indicated his 
|gross was considerably above the 
| norm with his average topping $450 
|to $500 per unit. 
It is generally conceded that 
many dealers are unaware as yet 
that the profit margin is moving 
|up slowly. Some dealers still feel 
|the only way they can make a deal 
is by offering the customer the 
| thinnest margin in town. 
| This erroneous attitude, is sub- 
| stantiated by the dealers who main- 


tain the higher figures in their quo- 
tations. They apparently have not 
suffered any more in the current 


Space Cadets 


age wise, than has the dealer offer- 
ing top price slashes. 

In many cases, the dealer insist- 
ing upon top dollar from each deal 
has gained the added advantage of 
instilling his salesmen with a new 
respect for their responsibilities 
toward the dealership. 

Every time dealers congre- 
gate, wherever dealers gather, 
the chief topic of conversation is 
grosses, and what can be done to 
improve them. A word-of-mouth 
educational campaign appears to 
be in the making, following the 
lines of the business management 
clinics being held by NADA. 
Dealer is telling dealer that it is 
possible to make money in this 
market by watching expenses, 
knowing exactly what the indi- 
vidual dealership expense per 
unit is and then refusing to sell 
below that expense, or “suicide,” 
line. 

The crux of the entire pattern is 
for the dealer to determine exactly 
what his expense per unit mer- 
|chandised actually is. It is gener- 








GOLDEN GLIDE, Hercules and Husky SHOCK ABSORBERS 


NOW manufactured by 


eeneee 


GOLDEN GLIDE SHOCK ABSORBER CO. 


Cleveland, Ohio 


downward volume trend, percent- 


Auto Publicity Aides Form 
| Luncheon Society 


| DETROIT. — A group of 40 auto- 

|motive publicity and public rela- 
tions men have formed an informal 

| luncheon society here in the Motor 

| City. 

| The group is temporarily named 

| “The Space Cadets.” 

In what informed observers 
termed a possible move to evade 
| nosy newsmen, prying secretaries 
| and bill collectors, the society will 
| change its official name each month. 

The group meets for lunch the 
|final Thursday of each month. 
There are no officers, no rules, no 
guest list. 


ally accepted that most dealers are 
|mot accurately informed on this 
| point. 

| Dealer groups acknowledge that 
|there is always the “loner” who is 
| anxious and willing to sell his mer- 
|chandise for $25 to $50 less than 
| his competition. It is, dealers say, 
apparently a frame of mind, which 
cannot be radically changed. 

They would be happy to accept 
this situation, if the dealers who 

are committed to this kind of oper- 
|ation in their own minds would 
ionly follow the market more 
closely, and continue to move up 
as their competition moves up. 
Again, they feel the only way to 
reach these men is through educa- 
tion to the changing conditions of 
the market. 

In spite of valiant efforts to con- 
trol their stock situation, some 
dealers find themselves in a dan- 
gerously heavy position. One dealer 
in particular looked his situation 
|}over last week and found that at 
the present rate of movement, he 
|had at least a 60-day supply on 
hand. “I’ve stopped ordering any 
thing from the factory,” he said. 
| “I can’t afford to have any of these 
|cars on hand after July 4th. It'd 
be murder!” 

Several dealers have discovered 

@ new source of income—used- 

ear brokerage — without which 

they probably would have been 
using red ink for the past five 
months. Quite a few new-car 

dealers, particularly those with a 

little extra space on hand around 

their dealerships, have gone into 
used car wholesale brokerage, 
| and indicate that it has sustained 
| them in their new-car dealer- 
ships through this period. 

They have a number of men on 
|the road buying cars for them. 
|\“This is the cleanest business I 
| have ever been in,” one dealer said. 
| “I just turn around and sell a used 
|car and pick up $50 on the deal. 
| No guarantees, no reconditioning, 
nothing!” 

There is a cloud in the sky, how- 
|ever. There is nothing to prevent 
| more dealers from entering the 
field, making it more competitive 
from every angle. 
| Used cars have continued strong 
| with variations, depending upon the 
area. In the suburbs, the strongest 
units appear to be those aged over 
three years. This seems to be 
|accounted for by the increasing 
demand for second-car transporta- 
| tion, where good, substantial value, 
at low cost, is sought. 

City dealers report good sales of 
55s and ’54s. And they appear to 
bring nice grosses. An average of 
$250 or better is not unusual or un- 
expected. 

Service continues to build to a 
stronger level. For a period service 
| here was extremely slow. However, 
the past few weeks have shown 
substantial gains, due in part to 
| expense paring in this area as well. 
“The five mechanics I have left, 
j}are doing as much work as the 
nine men I formerly employed,” 
is the usual comment on labor 
productivity. 

More dealers appear to be mak- 
ing a concientious reappraisal of 
their service departments. “Service 
is really the mainstay of this busi- 
ness,” has become an oft-repeated 
phrase. 





Barge Lines Combine 


NEW YORK. — Jacob W. Her- 
shey, president, Commercial Trans- 
port Corp., Houstcn, and Patrick 
Calhoun jr., president, American 
Barge Line Co., Jeffersonville, Ind., 
' have announced agreement for con- 
solidation of their two barge line 
companies. The combined com- 
panies will be known as American 
Commercial Barge Line Co 
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Profitwise dealers everywhere assure 
increased earnings through the plus 
profits available with the ‘Jeep’ Franchise 


More than 3 new dealers every working day. That’s the rate at which new 
dealers signed a ‘Jeep’ Franchise during the months of April and May—a total of 
141 of them from coast-to-coast. And this record-breaking performance brings the 
total to 938 new dealers who have signed the ‘Jeep’ Franchise since Willys 
concentrated its efforts in the 4-wheel drive market. 


Many added the ‘Jeep’ Franchise to their present line. They did this after 
learning of the success leading dealers everywhere have achieved in this dual 
operation. The facts proved that they could add the ‘Jeep’ Franchise without giving 
up a thing —that, with a modest addition to their present investment, and practically 
no increase in operating overhead, they could spread the cost of their present 
physical facilities over two lines, and thereby realize much higher retained profits. 


They found the ‘Jeep’ Franchise makes dollars and sense. These dealers 
found that they could make the same physical facilities produce greater return, 
without overlap of product. What’s more, by adding ‘Jeep’ vehicles to their present 
line, they saw they could make more efficient use of their existing organizations 

by broadening their range of prospects. 


Others sell ‘Jeep’ vehicles exclusively. Many former passenger car dealers 
and large service operators are now earning substantial profits with the Willys 
Franchise as their sole source of income. 


$475.16 gross profit per vehicle sale, after washout. Washout sheets from 
many Willys dealers showed an average gross profit realization of $475.16, after 
the washout! Is it any wonder that 141 new dealers were prompted to act, after getting 
the facts. How does $475.16 compare with your average gross profit after washout? 


What can you do about it? You can get the detailed facts—facts about gross 
profit comparisons after the washout—facts about spreading your investment over a 
wider base. Just fill out and mail the coupon! There’s no obligation. If 141 dealers 
acted within 60 days, after getting these facts, you owe it to yourself to investigate 
this profitable opportunity. 


The ‘Jeep’ family 
of 4-Wheel-Drive 
vehicles 
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Universal ‘Jeep’ 


Dealer Development Department 116 
Willys Motors, Inc., Toledo |, Ohio 


Without obligation, please have a representative call and give 
me information about the ‘Jeep’ family franchise. 


‘Jeep’ Truck 


Name 





Address. 
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‘Jeep’ Utility Wagon 
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How They're Pushing Sales .. . 


Dealer Ad 


ITH a 60 percent downpayment 
and a 30-month contract, a 


1956 Mercury costs pust 4.2 cents | 


an hour, declared San Fernando 
Lincoln-Mercury Co., San Fernando, 
Calif., in a direct-mail piece. 

The postal car listed downpay- 
ments of 30 to 60 percent and 
charted the monthly, weekly, daily 
and houriy cost to the buyer. With 
30 percent down, the cost was listed 
at $52.24 a month, or 7.2 cents an 
hour, plus sales tax and license. 

” * * 


Safety Sold, Too 
FULL-PAGE institutional ad; 
promoting automotive safety 
checks, appeared in the St. Peters- 
burg (Fla.) Times, signed by eight 
new-car dealerships and other bus- 
iness firms. 

The ad stressed that safety in- 
spections were free and listed the 
locations of 10 test stations in the 
city. 

Reprinted was the mayor’s proc- 





GMC prospects are climbing 


on new 4-wheel-drive models! 


UDGE FOR YOURSELF. 


tractors and utility 


Ideas 


lamation establishing Safety Check 
Days, and a chart showing the 
items inspected on each car. 

* * * 


| Politics Sells Cars? 


| Ag political campaigns can be 
4 used to move automobiles, 
Larry Dimmitt of Larry Dimmitt 
Ine, (Chevrolet-Cadillac), Clear- 
water, Fla., has found. 


When Gov. Leroy Collins 
visited Pinellas County to carry 
on his successful campaign for 
the Democratic nomination, Dim- 
mitt loaned him an air condi- 
tioned Chevrolet. “I couldn’t sell 
an air conditioned car at that 
season and it was standing idle,” 
Dimmitt said. Then Dimmitt ran 
a classified ad headed: 

GOV. COLLINS SPECIAL 

“We loaned this brand-new Bel 
Air Chevrolet to Gov. Collin’s head- 
quarters for his triumphant tour 
through Pinellas County.” 


The phone “caught fire” when 


Farmers, ranchers, con- 
companies are only some 


of the buyers hungry for this many-purposed tool. 


For these are no ordinary 4-wheel-drive haulers: 
They have both the power and capacity to hustle 
full-size truck loads. They have all the road speed 
of a standard GMC—and its standout economy to 
boot. And a power take-off easily handles a heavy 


| 

|the ad hit the streets. Less than 

,|two days later the car was sold. 
= + = 


| Take a Guess 
eo the Make of This Car” 
is the caption on a series 
of advertisements being used by 
Falls Motors, Inc., Menomonee 
Falls, Wis. 

Each week a different picture 
of an old-model car is inserted 
together with a few facts con- 
cerning it. The answer is found 
by turning the ad upside down. 

al . = 


‘First Listen...’ 


—— comparison with the 
“low-priced” three is invited in 
newspaper ads by Schott-Lippert 
Buick, Cincinnati, which asks: 
“Are you planning to buy a 
Chevrolet Bel Air hardtop with 
115-inch wheelbase and 170 horse- 
power ... or a Ford Fairlane 
hardtop with a 115%-inch wheel- 
base and 200 horsepower ... or 
a Plymouth Belvedere hardtop 
with a 115-inch wheelbase and 
187 horsepower? 
“OK — but first listen to this 
Schott-Lippert offer! For a differ- 
ence of only $3.93 or less per month 


~~ 


And, of course, they’re full-fledged Blue Chip 
GMC’s with smart boulevard styling. That invites 
double-duty as a family-go-to-meeting vehicle. 


Now these new 4-wheel-drive models are taking 
their places with all the others in the fast-moving 
Blue Chip line. And that’s still another reason 


1956 


| for 30 months (one-third down, in- 


cluding insurance) you can own 

a 1956 Buick Riviera . used | 

demonstrator. It has a wheelbase | 

of 122 inches and 220 horsepower.” 
* * + 


Ernie Majer Reaches 30 
PARADE of Thunderbirds and | 
other new and used cars and | 

trucks featured the 30th birthday 

observance of Ernie Majer-Ford, 

Spokane. Newspaper, radio and 

television ads declared, “You can 

make an even better deal than 
ever before” at Ernie Majer’s. 
* fe * 

‘Chatty’ Ads Pay Off 

A SERIES of newspaper ads, de- 
signed to educate and assist 

the motorist, are paying off for 

Duncan Motors (Ford) Niagara 

Falls, N. Y. 

Wayne Forney, general manager, 
is author of the two column ads, 
set in news format, with a half- 
column photo of Forney. The 
standing caption on the chatty ads 
is: “Cars Are Our Line.” Forney 
takes up a different subject in each 
ad, 

Forney 
created a 


said the ads have 
“higher type of in- 


| terest” and “we are very happy” 
| with results, 

“It is the only advertising that 
has caused customers and 
acquaintances to telephone or stop 
by my office to tell me how well 
they like it,” said Forney. “Many 
business and professional men have 
complimented me personally, as 
well as the company.” 

A Niagara Falls dentist tele- 
phoned to compliment the author 
on the ads and inquire what day 
the column was running because 
he enjoyed it as much as anything 
in the paper. 

The ad program was started in 


January, with two insertions per 


week in the Niagara Falls 
Gazette — always on the sports 
pages. 

The frequency now has been 


|reduced to once a week, Tuesday. 


“Our thinking was that the 
interest had been created and our 
other advertising is quite costly as 
a whole,” said Forney. “We cut it 
down to once a week to keep within 
our advertising budget.” All subjects 
are within the automotive field but 
the author makes his columns as 
timely and interesting as possible. 
= * = 


For the Graduate 


ENMORE MOTORS (Ford), 

Kenmore, N. Y., offered to help 
fathers of June graduates with their 
gift- buying problems. Kenmore’s 
| suggestion: A used car. 

An advertisement featuring a 
sketch of a prescription bottle was 
captioned: “Kenmore Motors teen 
tonic for spring graduates.” The 
tonic, Kenmore said, was “recom- 
mended for the relief of caritis, 


| poutitis and Dad’s headaches.” Con- 





vertibles were featured in the used- 
car listings. 
+ * * 


‘Plain Talk’ in Canada 

“IDLAIN talk from us to you,” ad- 
vertised J. T. Labadie, Ltd. 
(Pontiac), Windsor, Ont., in a full- 
page question-and-answer discus- 


|sion of the features of the 1956 


Pontiac. 
The most eye-catching feature of 
the ad was its effective use of white 


| space. The “plain-talk” caption was 
| the only type on the left side of the 


page, a space measuring nine by 20 
inches. Questions and answers were 


| listed vertically on the right side of 


Coffee ‘n’ Cake 


the page. 


* * 


FULL-PAGE color ad inviting 
the public to “come in today or 


jany time in June and have a cup 
|of coffee and a piece of birthday 


cake” has announced the first 
birthday of Con Dale Chevrolet, 


| Milwaukee. 


A three-piece set of matched 


| luggage is displayed and will be 


| called 


given with the purchase of a 


566 Chevrolet through the month 


of June. 

“Our aim is to make a personal 
friend out of you, not just a cus- 
tomer,” the ad said. It added “that 
we want you to feel that you will 


|not only get courteous service in 


the sale of your car, but will have 


| efficient service on the maintenance 
}of your new ’56 Chevrolet. 
| Stecker, the new general manager, 
| will personally guarantee the above 


Vince 


service.” 
a * * 


51 Used Cars in 8 Days 


N EIGHT-DAY 
+3 helped sell 51 used cars for 
Park Pontiac, Inc., Charleston, W. 
Va. First prize was a trip to Miami 
and all buyers received a fishing 
rod and reel. 

A bonus plan was adopted for 
salesmen in the contest which R. 
L. Walker, Park used-car manager, 
“highly successful.” The 
promotion stressed “an acre of 
guaranteed and reconditioned cars” 
and gave the dealership a mailing 
list of 200 names, Walker said. 
| * * * 


The Personal ‘Sell’ 


OURTRIGHT MOTORS (Olds- 
mobile), Kokomo, Ind., uses the 


slogan contest 





why now —as never before —it’s great to be a 


GMC dealer! 


“personal touch” in advertising to 
attract service department traffic 
and convert it to new sales. 

If necessary, Courtright looks for 
and makes opportunities to present 


|pictures, names, and records of 


GMC TRUCK & COACH | dealership personnel. An example 


999. 27 | was the appointment of Lonnie 
A General Motors Division | Easton as service manager. The 


| picture of Frank Billman, parts 
|manager, was included as well as 
| those of the six men in the service 
| department. 


winch, drilling rig or other power application. 


The better you know GMC-—the better the truck business looks 
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Late Models Scarce as Eel Feathers .. . 


17 





Tulsa Demand Hot for ’54s, *55s 


TULSA, Okla.—Demand for clean, | in the next five days, will you come 
late-model used cars is exceeding | and tell me where you got it?” 
supply in the Tulsa area, dealers! “Sure! And don’t worry, I'll find 
report. it.” 

Lots are jammed with “junk” | Three days later he was back 
they can’t get rid of, in the form | shaking his head. 
of older models, or later ones that “I've been everywhere,” he told 
have been mistreated. |the dealer, “and I not only can’t 

But '54 and '55 models in good| find what I want, I can’t even find 
condition, especially those with the| anything I would have!” 
extras most buyers want, — And he’s not alone. Franchised 
scarcer than eel feathers. | dealers are buying up any clean 

Customers are hard to convince! |Jate models they can find, rather 
that late models are scarce. One| than make the disastrous trades 
young man came to a lot looking| necessary to compete with a few 
for a 1955 Ford. | unscrupulous operators. 

“Sorry, I don’t have one,” the| 
dealer told him, “and I don’t know| ing a 1954 Buick for $1,600 and sell- 
| ing it the next day to a new-car 


where you're likely to find one.” 

“Why, what do you mean?” the 
customer scoffed. “There are 
plenty of used cars. The lots are 
full. I'll find it, all right.” 

“I sure hope you do. Just what 
did you have in mind?” 

“A four-door, with radio, heater, 


Thruway Guide Issued 


UTICA, N. Y. — The 1956-1957 
issue of the Thruway User’s Guide 
includes directions on how to use 
the New York Thruway, location 
of restaurants, mileage, toll rates, 





One used-car dealer reports buy- | 


dealer for $1,900. 

Financing has a lot to do with 
the picture. A few “sharpies” have 
been offering such easy terms and 
apparently »generous tradeins that 
customers look for the same kind 
of deal everywhere. 

Reputable franchised dealers are 
reluctant to encourage such sales, 
and are pushing used-car sales in- 
stead, figuring the customer can 
better afford a good late model, can 
make a larger downpayment, and 
have less trouble making payments. 
It saves a lot of bookkeeping, and 
cuts the number of repossessions. 

Several dealers say their used- 
ear departments are carrying 
them this spring and they can 

sell all the clean late models they 
can get. 
| New cars are another story. In- 


|ventories are high and sales are} 


way down. And, ironically, a num- 
ber of nonfranchised dealers han- 
dling “bootleg” cars are making 


money hand over fist with new cars, 
because of low overhead and vol- 
ume business on special deals. 





| Loyal to Studebaker— 


A total of 495 years of loyalty to Studebaker are represented in this group of 
employes at Scherman, Schaus, Freeman Co. (Studebaker), South Bend. The 15 
employes, ranging in service from 25 to 60 years, were honored at a dinner held in 
the dealership. A special plaque, denoting 60 years of service, was presented to 
Henry H. Wright, center, 79, by William A. Keller, right, Studebaker general sales 
manager, and Vic Freeman, left, dealership president. Wright first joined Studebaker 
as a wagon maker in 1897, and shifted to the dealership in 1931. 


seat covers, automatic transmis- mersene rvic and charges 
sion, power steering...” = — : = eee —— — 
“Mister,” the dealer said, “will 


you do me a favor? If you find it 





Hummel Likes 
To Talk Autos 
—And It Pays 


CLEARWATER, Fla. An auto- 
mobile salesman who likes cars and 
likes to talk about them has a 
built-in sales advantage, according 
to James Hummel, Hummel Motors, 
Ine, (Hudson). 

Hummel has proved his point by 
twice this year winning the Atlanta 
Zone’s monthly plaque for outstand- 
ing achievement in over-quota sales. 

“When I get home at night,” he 
said, “I like to sit down at the 
phone and call persons whose 
names and makes of car I learn| 
from our registration lists. 

“About half of them brush me off, 
but apparently the other half like 
to talk automobiles as much as I 
do.” 

Hummel said he sells about two 
ears for every 100 calls. He added, 
“Men enjoy such talk much more 
than women.” 









Industrial Fair 


Selects Advisors 


DETROIT. — Formation of an 
advisory council for Detroit’s na- 
tional industrial exposition at the 
Detroit Artillery Armory next Octo- 
ber has been announced by Walker 
L. Cisler, president, Detroit Edison 
Co., and chairman of the exposi- 
tion’s invitational committee. 

Acceptances have been received 
from: Clifford J. Backstrand, presi- 
dent, Armstrong Cork Co.; John S. 
Coleman, president, Burroughs| 
Corp. and president, U. S. Chamber 
of Commerce; Malcolm P. Fergu- | 
son, president, Bendix Aviation)! 
Corp.; C. R. Megowen, president, 
Owens-Illinois Glass Co.; Walter P. 
Paepcke, board chairman, Container | 
Corp. of America; Edwin J. Thomas, | 
president, Goodyear Tire & Rubber'| 
Co., and Harry F. Vickers, presi- 
dent, Sperry-Rand Corp. 


Miami Fleet to Share | 


In Hertz Expansion | 

MIAMI. — Miami operations of | 
Hertz Corp. are to share largely in| 
the $40,000,000 outlay the corpora-| 
tion is to make this year in pur-| 
chase of more than 10,000 cars and 
4,000 trucks. 

M. R. Howerton, Hertz Florida/| 
manager, said 500 to 600 more pas- | 
‘Senger cars and another 100 trucks | 
will be added here. Purchase of | 
1957s will start in October for the| 
‘winter tourist -season. Howerton 
said the vehicles will be a net gain 
and do not include replacement of 
present rental cars. 


Lehman Leads Zone 


LOUISVILLE. — Mike Lehman, | 
manager of Douglas Hudson Mo- 
tors, has been named president of 
Hudson's Cincinnati zone Triangle 
Club as the leading salesman in 
the area which includes Kentucky 
and parts of Ohio, Tennessee and 
West Virginia. 









Pete Penn... 


THE WINNER 
...and still 
world’s champion! 



















In the past few years a lot of new talent 
has been thrown into the oil ring. The 
chemical additive boys, for instance, are 
making a great showing in helping motor 


oils meet the needs of modern motors. 


You and I know that additives are impor- 
tant. But it is really the quality of the basic 
crude oil that determines any motor oil’s 
lubricating quality. 





That’s why Pennsylvania motor oils have 







always been the lubricating champion of the 
world. Made from nature’s finest crude, they 
have what it takes to be a winner in every 
match for the best in engine performance. 


Today's BEST Ojils 
start with 
Nature’s BEST Crude 


-..and that means PENNS. YL VANIA ! 


- Cor PENNSY IVAN, ~ 


cn 


. 2 eee ra 
100% PURE @ 





PENNSYLVANJA GRADE CRUDE OIL ASSOCIATION Olli City, Pennsyivania 











DO YOU SELL AUTOMOBILES 


Here are new data on the number of U. S. families who: 


1) Own cars, and whether bought new or used 

2) Bought a new or used car in 1955 

3) Seriously consider buying a new car within the next 12 months 
(from February, 1956) 


These data are from “Survey of U. S. Markets, 1956,” a new national study conducted 
for LOOK by Alfred Politz Research, Inc. The study provides a wealth of new infor- 
mation on the automotive market, including specific facts on how the automotive mar- 
ket is covered by the four top magazines in advertising revenue. 


To show the relative efficiency of each of the four major magazines in reaching 
the automotive market, LOOK has applied current black and white page rates 
to each magazine’s audience figures as determined by the survey. You will note 
in the tables below that, based on virtually any marketing yardstick, LOOK is 
the most efficient vehicle for reaching the automotive market. 


It should be noted that the LOOK-Politz study excludes sales for export, for fleets, or 
for military use. It deals only with private households. 


In addition to giving detailed information on the automotive market, “Survey of U. S. 
Markets, 1956” provides the same information for appliances, home and home improve- 
ments and travel. As later tabulations are completed, these data will be further broken 
down by: income level; families with children under 10; family size; metropolitan vs. 
non-metropolitan areas; geographical areas. 


HOW MANY OWN CARS...HOW MANY BOUGHT IN 1955...HOW MANY SERIOUSLY CONSIDER BUYING 


U. S. Households 


Per cent Number — Number 
(000’s Omitted) (000’s Omitted) 


Own One or More Cars 35,350 Bought a Car in 1955 
Own Twe or More Cars 5,700 Bought a New Car in 1955 
Bought Last Car New 17,850 Bought a Used Car in 1955 
Bought Last Car Used 17,500 Seriously Considering 
Own 1956 or 1955 Model 6,900 Buying a New Car in 
Own 1954 or 1953 Model 9,150 Next 12 Months (from 
Own 1952 or Earlier Model 19,300 February, 1956) 








...OR PRODUCTS RELATED TO AUTOMOBILES? 






COVERAGE OF THE MARKET BY CURRENT OWNERSHIP 
1. Readers in Households that: 
os SEE en eee ee ee ee eee a eee eee a SE eee ee eee ee ee eee eee eee ee ee eee ee ee ee ee eee eR aR SSRI Saat peepee 
Own One or More Cars Own Two or More Cars Bought Last Car New 
Readers Number of Readers Readers Number of Readers Readers Number of Readers Readers Number of Reader: 
Per $ (000’s Omitted) Per $ (000’s Omitted) Per $ (000’s Omitted) Per $ (000’s Omitted) 
1,122 16,900 266 680 10,250 
1,072 23,350 234 652 14,200 
785 14,250 176 438 7,950 
666 6,450 191 429 4,150 
SR ERROR RRR RE aaa eee aa pt i hiaan oat. sete ene: nae i nie Sanne Se Sinan ce a nr ne 
= by Year of Model Owned: 
ieee se piphapnneceemee Sig ee an teen sec ce ae aa a 
Number of Readers Q Readers Number of Readers e 2 Readers Number of Readers 
(000’s Omitted) Per $ (000’s Omitted) # Per $ (000’s Omitted) 
362 _ LOOK 461 
331 ; Life 484 
248 . 369 
Readers in Households that 
d) Readers in Households that - Readers in Households that Seriously Considering New 
Bought One or Mere Cavs Bought a New Car in 1955 Bought a Used Car in 1955 Car Purchase in Next 12 


in 1955 


Number of Readers 
(000’s Omitted) 


5,800 
7,650 
5,350 
1,800 


















Number of Readers 
(000’s Omitted) 


Readers 
Per $ 


3,500 
4,500 
2,500 


232 
207 
138 
108 




























Number of Readers 
(000’s Omitted) 


Readers 
Per $ 


156 2,350 


3,150 










































Months (February, 1956) 


Readers Number of Readers 


Per $ (000’s Omitted) 


156 
175 


For more information about the study how it was conducted and its findings— 
write Department KK, LOOK Magazine 488 Madison Avenue New York 22, New York 


LOOK 
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Chevrolet Salesmen Collect Prizes— 


Six winners in Chevrolet's ‘Double Payoff Award" for truck salesmen collect their 
$500 savings bonds from F. C. Silvey, left, Chevrolet Baltimore zone manager, and 
C. R. Worthington, right, Baltimore truck manager. Winners, from left, are Milton 
Clompus, Chevy Chase Motor Co., Inc., Bethesda, Md.; D. Hampton, Barry-Pate Motor 
Co., Inc., Washington; Harry Bruchey, Key Chevrolet Sales, Inc., Frederick, Md.; A. G. 
Dillion, Mid-City Chevrolet Sales, Inc., Laurel, Md.; Sam Erlich, Ourisman Chevrolet, 
inc., Washington; and Claude West, Dinsmore Chevrolet Sales, Rising Sun, Md. 


Meeting the Practical Problems .. . 





Case Histories of a Salesman 


Eprror’s Note: This is one of a was no tradein involved in the 


series of letters on practical deal. Up to now it was just Henry. | 


problems encountered in auto But now was the time when 
selling. It is written by a veteran Mrs. Mathews had to be brought 
salesman, Bert Simons, who is | into the picture. 


active in today’s market. The circumstances surrounding 
— this deal called for Henry and 
Dear Ed: me to jump into my demo and 
L®7s go back to prewar days | drive out to the house where I 
and remember lots of the | Was to sort of sell the wife a 

things we had | little and sign them up. 

to do to make a | 

sale. HEN I pulled my demo up to 
My story to- | the front of our showroom, 


day is about a | I asked Henry to take the wheel. 
guy named | I wanted him to drive us to his 
Henry Mathews. | house. This I felt would do 
Here’s the way nothing less than bring us closer 





: it went. to a deal. 
; Le 4 Henry and I But Henry said, “No, Mr. 
” had been talk- Simons, that’s OK. You drive 
a | ing about a new and I'll just sit back and enjoy 
= ee? car for him and the ride home”—which we did. 
Bert Simons his wife. Hewas | When we arrived, I was intro- 


a nice guy and easy to get along | duced to Mrs. Mathews who 
with. And to make it easier, there | certainly was pleasant enough 





Just ask the dirt-track racing drivers 
what’s best in oil filters. . . the men who 
boot the cars around—all makes—in 
Grand Championship NASCAR Events. 
They’ll give you a one-word answer: “Puro- 
lator’ —whatever car they’re driving. And 
—naturally! Nine out of 10 of the entries in 
races during the past year have been Purolator 
Micronic-equipped: these NASCAR men all 
depend on Purolator! 


*Stock to sell every car that calls! There’s a Purolator 
Micronic Oil Filter engineered expressly and fully warranted 
for each car on the following list: Buick, Imperial, Cadillac, 
Kaiser, Chevrolet, Lincoln, Chrysler, Mercury, Clipper, 
Nash, Continental, Oldsmobile, DeSoto, Packard, Dodge, 
Plymouth, Ford, Pontiac, Frazer, Studebaker, Hudson, Willys. 


Dealers, too, depend on Purolator . . . de- 
pend on Purolator for A-1 quality that will 
protect their customers’ engines . . . depend 
on Purolator for powerful advertising and 
point-of-sale aids that bring in sales faster, 
make more money. 


PUROLATOR PRODUCTS, INC. 
Rahway, New Jersey, and Toronto, Ontario, Canada 


PUROLATO 


World’s Largest a 
Maker of Filters 


‘*Purolator’’ and ‘*Micronic,"’ 
Reg. U.S. Pat. Off 













but very definite in her feelings 
about buying a new car. She 
said outright to Henry that she’d 
love to have a new car, but what 


|} On earth would they do with it? 


As surpised as I was with this 
remark, I immediately snapped 
back a half dozen wonderful 
things you could do with a car. 

But Mrs. Mathews quickly in- 
terrupted me by saying, “You're 
right. We could do lots of nice 
things with a new car, or even 
an old car, but neither one of 
us knows how to drive a car.” 

I realized now why Henry 
passed up my offer to take the 
wheel earlier. 

Ed, this is why I say let’s go 
back to prewar days and the 
things we had to do to sell an 
automobile. 

* 4 + 

FTER a lot of talking, I 
+% packed Mr. and Mrs. Henry 
Mathews into my car and drove 
to the local police station, where 
both Henry and his wife got a 
learner's permit. 

Half an hour later I had them 
out in the countryside where I 
gave them both their first lesson. 
That did it. When Mrs. Mathews 
had her turn to drive and realized 
how easy it was and how quickly 
(after a half hour) she could 
command this thing called driv- 
ing, she was very anxious to 
learn well enough to pass her 
test and get delivery of her new 
car. 

I promised them both that 
during the two weeks it took to 
order the car they wanted they 
both could be capable licensed 
drivers.” And when I suggested 
a nearby driving school to 
finish up what I had started, 
they agreed, 

We signed them up for a car to 
be delivered in two weeks and 
then I called the driving school 
and made ail the arrangements. 

When I left everyone was 
happy. 

Bert SIMons. 


Washington Paper 
Opens Campaign 


To Halt Bait Ads 


WASHINGTON. — In a deter- 
mined effort to stamp out bait ad- 
vertising in its used-car columns, 
the Washington Post and Times 
Herald has strengthened its used- 
car advertising rules and is pub- 
lishing a warning box to the public. 

The four-by-six-inch box asserts, 
“All advertisements are accepted 
for publication on the premise that 
the product is properly described 
in the advertisement, is available 
at the advertised address and will 
be willingly sold to the consumer at 
the price and conditions stated in 
the advertisement. 

“If any reader ever encounters 


|anything less than faithful compli- 


ance with these conditions, we 
would appreciate knowing it.” 

The public is also requested to 
report all violators to the Better 
Business Bureau. All violators will 
be barred from the paper’s adver- 
tising columns. 

The box has appeared three times 
a week for the past six weeks and 
a “splendid spirit of compliance 
from all advertisers” was reported. 


100 High School Seniors 


Win GM Scholarships 

DETROIT.—General Motors Corp. 
has announced 100 winners of four- 
year college scholarships awarded 
annually to high school seniors 
through national competition. The 
68 boys and 32 girls competed with 
more than 20,000 other’ seniors. 
Final selection was made by a com- 
mittee of 16 educators. 

The scholarships are valued at 
from $200 to $2,000 a year, depend- 
ing on the student’s demonstrated 
need. They continue for four years 
if a student’s progress meets the 
standard of his college or univer- 
sity. The awards are part of GM’s 
expanded program of aid to higher 
education. When in full operation 
in 1958, a total of 1,600 students will 
be attending colleges of their choice 
with GM scholarships. 
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Nylon Cord Tires 
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: TODAY’S NEW-CAR BUYERS ARE SAFETY- 


_ 





_ 





. CONSCIOUS. They are looking for safety 
: features in the cars they buy. That’s why 
i, nylon cord tires have such a strong sales 
= appeal. They offer the customer extra 
rol safety ... surest protection against tire 
as failure. 


- TESTS PROVE that the fourthingsatirecord must 
do, nylon does best! Nylon gives superior 
resistance to bruise damage, moisture, 





- heat and flex fatigue. And nylon tires 
ns, have proved their superiority on military 
nes 
“i and commercial planes and on heavy- 
_ duty trucks. Today, the people whose 
we lives and livelihood depend on car per- 
a formance rely on nylon tires—turnpike 
, 
= police, professional auto racers, and high- 
in speed test-car drivers, for example. 
ers 
pli- 
we 
: NOW SOME OF AMERICA’S finest cars have 
Oo 
nae nylon cord tires, and Du Pont is prepared 
V1 
er- to supply nylon tire yarn to meet the 
mes needs of the automotive industry. 
in 
nce 
ed. 

Du Pont produces the nylon fiber. Tire manufacturers 
make nylon cord tires—in tubeless or conventional types. 
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- NYLON CORD TIRES ARE IDENTIFIED ON THE SIDEWALL... 
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sa AN IMPORTANT SELLING FEATURE 
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Curved Windshields for School Buses— 

According to Shatterproof Glass Corp., Detroit, school bus manufacturers are rapidly 
adopting the automotive trend toward curved windshields to provide better driving 
vision and greater safety. Manufacturers also are adopting curved laminated safety 
glass in rear corner windows to replace the outdated case-hardened glass. Shown 
above is a pilot model of a two-piece curved Shat-R-Proof windshield being installed 


in a new bus. 
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141 in Two Months... 











Willys Adds 81 Dealers 


TOLEDO. — Willys Motors, Inc., 
has announced the appointment of 


81 new dealers during May, largest | 


number of any month in the last 
year. 

Combined with the total 60 signed 
up in April, that makes the largest 
figure for any two-month period on 
record, Willys said. 

The new dealers are: Sam Horne 
Co., Knoxville, Tenn.; Mills Motor 
Co., Kingsport, Tenn.; Caarlies Mo- 


tors, Fernadina, Fla.; South Side 
Implement Co., Batesville, Miss.; 
Reed Motors, Inc., Atlanta, and 


Raleigh Mack Sales, Inc., Raleigh, 
N. C. 

Goss & Connor Motor Sales, Holy- 
oke, Mass.; Ray’s Motors, Spring- 
field, Vt.; Ed Fonda Corp., Caze- 
novia, N. Y.; Torrington Willys, 
Inc., Torrington, Conn.; Al’s Marine 
Middletown, Conn.; Bedell Motor 
Sales, Inc., Port Washington, N. Y.; 
Clyde J. Wesseldine, Camden, N. Y., 
and Allendale Equipment Co., Allen- 
dale, N. Y. 

Roy’s Auto Supply, Norfolk, Va.; 
Wein Motor Co. Sharon, Pa.; 


Cherry Falls Motor Co., Inc., Web- 
| ster Springs, W. Va.; D. S. Chides- 
| tester, Morgantown, W. Va.; Main 
Auto Sales, Oshkosh, Wis.; For- 
ward Motors, Inc., Ft. Atkinson, 
Wis.; Gildemeister Motor Co., Ft. 
Dodge and Marshalltown, Ia., and 


Rhinelander Motors, Inc., Rhine- 
lander, Wis. 
Monroe Motors, Inc., Merrill, 


Wis.; Fallon’s Garage, Hazard, Ky.; 
Holt Motors, Pulaski, Va.; 
Motor Sales, Inc., Galax, Va.; 


Cooper Auto Sales, Salem, Ind.; 
Stump Motor Sales, Apple Farm 
Va.; Ruddick Garage, Seymour, 


Ind.; Madison Motors, Inc., Coving- 
ton, Ky.; Riehl & Co., Inc., Madi- 
son, Ind.; K Motors, Inc., 
Haute, Ind., 
Sales, Martinsville, Ind. 
Howell-Johnson Motors, Jackson, 
Ky.; Urbana Motor Sales, Inc., Ur- 





bana, O.; Charles WOW Ruple Car 


Co., Newark, O.; Anthony Wayne 
Motors, Inc., Hamilton, O.; Lzist 
Motor Sales, Circleville, O.; Rock- 
springs Motors, Rocksprings, Tex.; 
Kolar Motor Co., Gonzales, Tex., 


The Plan that serves YOU 


wherever your customers travel 


The dependable values of the GMAC Thrift-Guard 
Plan build good will and repeat business. This Plan 
serves you well by serving your customers well: 


For instance, your customers can earn national 
GMaAC credit standing to help them in travel 
emergencies. Over 280 GMAC offices in the 
United States and Canada are available to serve 
them and you. 


When you use the GMAC Plan, you gain: 
(1) Control of the whole transaction. 

(2) Gross from time contracts. 

(3) Extra business from satisfied customers. 
(4) Repeat sales from GMAC service. 


TIME PAYMENT 


The GMAC 
Thrift-Guard Plan 
available to General Motors Dealers in 
CHEVROLET « PONTIAC + OLDSMOBILE 

BUICK « CADILLAC 
new cars, and used cars 
of all makes 




















GENERAL MOTORS ACCEPTANCE CORPORATION 


Mink |} 


Terre 
and MclIlwain Motor 


and Calcam Tractor & Equipment 
Co., Lake Charles, La. 

Southwest Motors, Inc., Lafayette, 
La.; Tournoi Jeep Co., Ville Platte, 
| La.; E. E. Lindsey Motor Co., Mena, 
Ark.; Saldana Motors, Hebbronville, 
Tex.; Dalecke Station, Peru, Ind.; 
Peterson Motor Sales, Greenville, 
Mich.; A. C. Graham Motors, Inc., 
Midland, Mich.; Petz Bros., North- 
ville, Mich.; Landreville Motors, 
Port Huron, Mich.; Harold Diet- 
rich, Inc., Wayne, Mich.; Klingler 
Pontiac, Inc., Ann Arbor, Mich., 
and St. Johns Motors, St. Johns, 
Mich. 

Hunt Motor Sales, East Detroit, 
Mich.; Poinsatte Auto Sales, Inc., 
Ft. Wayne, Ind.; Brook Motor Sales, 
Inc., Mishawaka, Ind.; Paul Cam- 
eron, St. Louis, Mich.; Weidman 
Motor Sales, Cadillac, Mich.; Hogue 
Motors, Inc., Topeka, Kans.; Dan 
Wilson Motor Co., Cozad, Neb., and 
Johnson Bros., Burwell, Neb. 


Ray Fristoe Motors, Inc., Chili- 
cothe, Mo.; Brayer Motor Co., Inc., 
| Osseo, Minn.; Lorenze Garage, Bow- 
|man, N. D.; Valley Implement Co., 
Grand Forks, N. D.; Lake St. Nash, 
Inc., Minneapolis; Westside Motor 
|Co., Watertown, S. D.; Maloney 
Motors, Inc. Mankato, Minn.; 
Colosky-Nygren Motors, Inc., Hop- 
kins, Minn.; Silverman Sales & 
Service, Dupree, S. D.; Laurian Co., 
|Brainerd, Minn.; Garrison Motor 
| Service. Garrison, N. D., and Stark 
Motor Co., Dickinson, N. D. 


Century Chevrolet, Inc., Wake- 
field, Mich.; Mountain Machinery, 
Inc., Bozeman, Mont.; Dobson Mo- 
tor Co., Alliance, Neb.; T. M. & 
Gomer Jones. Pomona, Calif.; De- 
lano Motor Sales, Delano, Calif.; 
| Baum Motor Co., Logan, Utah, and 
Miller & Giberson Co., Chico, Calif. 





Drafting Manual 
To Link Auto and 
Plane Standards 


NEW YORK. — The Society of 
Automotive Engineers has _ an- 
nounced that it will undertake to 
produce and publish a drafting 
manual combining the best and 
most widely accepted drafting prac- 
tices in the aeronautic and auto- 
motive industries. 

By establishing standard drafting 
terminology and techniques, much 
clearer and less costly communica- 
tions between engineers is made 
possible, SAE said. 

Agreement of the automotive and 
aircraft industries on one set of 
drafting standards will be an im- 
|portant step toward national and 
|international unification of draft- 
ing practices, SAE said. 

The Society has been working on 
drafting standardization for some 
time. Since 1946, the SAE Aero- 
nautical Drafting Manual has been 
used by manufacturers of aircraft 
engines, propellers, parts and acces- 
sories and by the airlines. Since 
1940, builders of motor vehicles and 
components have looked to the 
SAE Automotive Drafting Stand- 
ards as the “engineering drawing 
bible” for the ground vehicle in- 
dustry. 

In 1950 the SAE automotive draft- 
ing standards committee and the 
SAE aeronautical drafting commit- 
tee prepared a common standard 
on abbreviations of terms used on 
engineering drawings. 

This worked out so well that in 
1953 a joint subcommittee, consist- 
ing of six men from each commit- 
tee, undertook the much more am- 
bitious task of writing a common 
standard of dimensioning and tol- 
erancing. This standard was com- 
pleted in 1954. 





Radioactive Silicones 
Used in Test of Wax 


ST. LOUIS. — The use of radio- 
active tracers to establish the ef- 
fectiveness of Insul-Ease, a new 
automotive paste wax, has been an- 
nounced by Authority Laboratories 
here, makers of the wax. 


Based on a formulation contain- 
ing General Electric silicones, the 
wax film was shown to measure 
more than twice as thick as all 
other waxes used, according to tests 
conducted by Tracerlab, Inc., Bos- 
ton. Cobalt-60, the same material 
used for treatment of cancer, .was 
used in the tests. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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rere'’s how 
the auto industry 
ranks magazines 


AUTOMOTIVE ADVERTISING - FIRST QUARTER 1956 


[ PUBLISHERS INFORMATION BUREAU + CLASSIFICATIONS T-100 and T-200 ] GAIN OR LOSS 
RANKING MAGAZINE PAGES REVENUE IN PAGES* 


1st |The Saturday Evening Post |224 | $5,950,995 | +39 
Qndjtife | 137 | $4,395,217 | +3 
3ed/Time | 99 | $1,344,118 


Cy 
5th | U.S. News & World Report 
eth 


14 
Farm Jounal 

Tth| Collier's 

el took 


58 | $1,020,234 | +2 
Number one, as you can see above, is The Saturday Evening 















~—] 





rn 
co 


$1,239,432 | +17 


*As compared to the same period in 1955 





Post. It carries the most pages and dollars of automotive 
advertising—as it has for over 50 years. And as the extreme 
right column shows, the Post is now increasing this leadership. Sip =) ee sates 
One of the most important reasons for the Post’s position ” | 4 fk 
is the hours its readers spend with it. This gives an advertiser f | ) tes, é 


time to make a lasting impression. As a result, the Post has 





played the major part in establishing more brand names than 


any other magazine or advertising medium. — gets to the heart of America 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Don’t Plan on Driving 


A Nuclear-Powered Car 
are the present state of knowl- 
edge, the smallest automotive 
nuclear heat engine envisioned by 
atomic scientists still is so pro- 
hibitively large that it is impossible 
for them to foresee the use of 
nuclear reactors in automobiles. 


Projecting a design based on 


idealized nuclear power source | 


and shielding materials, the “ulti- 
mate nuclear heat engine” has @ 
minimum weight of 12,000 pounds. 
The smallest usable power output 


Ist Place 


2nd Place 


SAM HANKS—Jones & Maley Spe- 
cial, Monro-Matic equipped. 


3rd Place 


DON FREELAND—Bob Estes Special, 


Monro-Matic equipped. 


4th Place 


for such a unit would be 600 
horsepower. 


lantic City, SAE members were told 





ing design and materials are re- 
quired to apply an idealized nuclear 
heat engine to shaft-horsepower de- 





mands less than this figure. 

F. L. Schwartz and H. A. Ohlgren, 
of the University of Michigan, said 
that a report by the U. S. Atomic 

cnergy Commission concluded that} 

atomic-powered motor vehicles re- 
quire “major technological break- 
throughs not now in sight.” 

In their presentation before the! 


SAE, they gave an evaluation of 
current reactor technology and as- 
sociated high-temperature materials 
developments in the light of some 
theoretical requirements for auto- 
motive nuclear heat engine applica- 
tions. 

Although high-temperature ma- 
terials always have been a problem 


in nuclear reactor design and con-| 
it was stated that the| 


struction, 
problem never has been quite as 
critical as it now is in considering 
the feasibility of developing 
automotive-size nuclear heat en- 


gines. 


For such applications, weight and 





size of the nuclear-heat-power | 


| source obviously is of prime impor- | 


At their recent meeting in At-| tance. According to Schwartz and/| 


Ohlgren, progress in development of | 


: | ti 1 heat i - 
that major breakthroughs in shield- | automotive suciens heat engines Co 


pends to a great extent on achiev- | 


| ing new types of reactor fuels, new| 


types of nuclear reactor containers, | 


| new types of coolants and. working 


fluids for heat engines and new 
classes of materials for biological 
shielding and other components. 

* g * 


Firebird II Turbine 


Stops State Police 


imo GM Firebird II, with its re- 
generative gas turbine, recently 


1956 


completed an unpublicized cross- 
country run from Detroit to Atlan- 
tic City. While presenting a techni- 
cal paper at the SAE annual 
meeting, Bill Turunen said that of 
the 2,000 miles thus far driven in 
the Firebird II, approximately one- 
third of the mileage had been 
logged in driving to the meeting. 

The run was successfully com- 
pleted without incident — except 
for unscheduled stops occasioned 
by the three curious state 
troopers who flagged the Firebird 
down to find out what kind of a 
ear if was. 

Turunen did a masterful job of 
handling a query about gasoline 
mileage on the trip. Avoiding any 
specific miles per gallon figure, he 
simply said with a note of pride 
that fuel economy was in the range 
of that currently experienced with 
luxury cars of comparable weight. 

* * * 


Ford Chooses Undramatic 

Free-Piston Unveiling 

oo possibility of an unexpected 
technical disclosure always adds 

zest to our SAE meetings. One of 


the highlights of the Atlantic City 
meetings earlier this month is at- 


4 Straight Years... 


PAT FLAHERTY —Zink Special, Monro-Matic equipped, winner of !956 ''500"'.. Average 128.490 mph. 


MONROE takes First 7 Places 


& 


GAIN, Monro-Matic Shock Absorbers prove 
their stamina, endurance, and all-round ability 


to give increased safety and control under the most 


trying conditions. 


JOHNNY PARSONS — Agajanian 


Special, Monro-Matic equipped. 


5th Place 


Winner of first place for four straight years, Monro- 


Matic equipped cars took all first SEVEN places in 


this year’s ‘*500"’. 


DICK RATHMAN—McNamara Spe- 


cial, Monro-Matic equipped. 


6th Place 
BOB SWEIKERT—D. A. 


Special, Monro-Matic equipped. 


7th Place 


RODGER WARD—Filter Queen Spe- 
cial, Monro-Matic equipped. 


Lubricant 


Monro-Matics will win for you, too! They'll win you 


more sales, bigger profits. They'll win you new satis- 
fied customers by giving. safer, more comfortable 


Monroe Franchise, or 


MONROE AUTO 


riding. Ask your jobber about the profit winning 


write 


EQUIPMENT COMPANY 


MONROE, MICHIGAN 


World's largest maker of Ride Control Products 


MONRO-MATIC SHOCK ABSORBERS 


inthis year's “900°! 


tributable to the latest incident of 
this type. 

I thought that Ford underplayed 
its hand beautifully in using the 
discussion period following GM’s 
free-piston engine paper to make 
the first public presentation of Ford 
data in this field of powerplant 
research. 

With no prior announcement 
that Ford free-piston data was te 
be disclosed for the first time, 
the all-too-frequent big publicity 
buildup. was shunaed. in this in- 
stance. Here’s how it happened: 

After prepared discussions were 
given on the program in which the 
principle speaker had been Arthur 
Underwood, who decribed the GM 
automotive free-piston engine, a tall 
red-headed engineer strolled up to 
the stage. 

He was Gordon Millar of the 
Ford engineering staff’s scientific 
laboratory. Millar explained that he 
had no intention of “horning in” 
uninvited, but he had some perti- 
nent information and had received 

the chairman’s permission to pre- 
sent it to the meeting. 

Quietly, almost casually, Millar 
then proceeded to reveal that Ford 
has been working on free-piston 
engines since February, 1954. He 
said that they have built several 
designs—and showed a photograph 
of a small experimental unit which 
was rated at less than 50 horse- 
power. 

Carefully avoiding any references 
to work Ford may be doing with 
free-piston engines installed in road 
vehicles, Millar showed slides on 
which he had plotted such impor- 
tant design fundamentals as piston 
velocity, piston acceleration, etc. 

In private conversations after the 
meeting, there was much specula- 
tion about which company might 

| be next to raise the secrecy curtain 
on free-piston research. Some say 
the next announcements may be 
forthcoming from laboratories of a 
leading truck maker. 
* * cd 





Kettering Shows Form 
In Dedication Talk 
HAT impressed me most at 
dedication ceremonies for GM’s 
Technical Center was the talk by 
| Charles F. Kettering. Always an 
inspiring speaker, with a knack: 
| for putting complex ideas in simple, 
meaningful terms, Kettering was at 
his best at the formal opening 
of (as he called it) “our intellectual 
| golf course.” 

Realizing that, for all its marve- 
|lous facilities and inspiring archi- 
| tecture, the Technical Center would 
| produce nothing if 

the people were 

removed, Ketter- 4 

ing voiced a note é 

of caution in ‘ 

| characteristic io ; 

| fashion. ( & e 
Sos 

set 


Probably, he was 
only partially jest- : 
ing when he said: x ae 
“The thing that ” 
worries me most 
about this Tech- j 
| nical Center is... C, F, Kettering 
| I’m afraid the people may lean too 
| heavily on the facilities and forget 
| that ideas are developed in the 
| mind.” 
| In a more serious vein, Ket- 

tering remarked that, whatever 
people are when they come to 
work at the Tech Center, in suc- 
ceeding years they will become 
better people. Thus, the facilities 
will increase in value not because 
they are changing—but through 
better understanding of what they 
van accomplish, 

Kettering pointed out that the 
Technical Center is, after all, a 
facility, and said, “I think of it 
as a great intellectual golf course 
where we can go out and practice. 

“The great difference between an 
inventor and a scientist,” Kettering 
continued, “is the fact that the in- 
ventor, when he fails, counts it as 
a practice shot, and it doesn’t make 
any difference how many times he 
makes it.” The scientist and engi- 
neer, on the other hand, are trained 
from school days to believe there 
is a stigma attached to “failure.” 

The inventor may fail 9,999 times 
—and, if he succeeds once, he is “in.” 
“So it is all in the point of view 
from which you look at failure,” 
said Kettering. “Here in this insti- 
tution,” he continued, “we have the 
place where we can make practice 
shots, and the only time we don’t 
want to fail is the last time we try 
* 








Trim lines effectively accented with stainless steel 
have brought.to the modern motor car the equisite beauty 
once reserved for only the finest limousines. 
Today there’s no need for the average motorist to pamper his 
gleaming trim and accessories any more than he does ‘the body 
enamel, for corrosion fighting stainless steel keeps its new car 
brilliance years longer, even under the toughest road conditions. 
Discerning designers and stylists are converting more and.more car parts 
to stainless —‘and an increasing number of 
these parts are fashioned from Sharonsteel. 
Steel buyers who have compared know 
they can expect a better finish and a more 
consistent quality — coil after coil — 
when they specify “Sharon Stainless Steel.” 


DESIGN ALONG THESE LINES 


SHARON STEEL CORPORATION © Shctm, Ponnuploinia 


DISTRICT SALES OFFICES: Curcaco, Cruncrwnwati, CLEvenaNp, Dayton, Derrorr, 
Granp Raps, Iworanapouis, Los ANGELES, Mirwauxksr, New York, PoHrLavetruia, 
Rocuesrer, San Francisco, SHARon, SEATTLE, ~ -Que., ‘Toronto, Ownr. 
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Roundup from State Capitals . . . 


Legislation Affecting Auto Industry 


By Bethune Jones 


Staff Correspondent 


LTHOUGH a so-called off-year for state legislative ac- 
tivity, with regular, budgetary or special sessions called 
in less than half the states, new or increased taxes for non- 
highway purposes have been approved thus far by the law- 
makers of nine states—Alabama, Kentucky, Maryland, New 


Jersey, Ohio, Pennsylvania, 
South Carolina, Virginia and 
West Virginia. 

This continues a trend in effect 
since the end of World War II and 
which shows every indication of 
extending into 1957, when the 
legislatures of all states except 
Kentucky, Mississippi and Virginia 
will convene in regular session. 

While not all the revenue-raising 
measures are of direct concern to 
the automotive industry, the over- 
all effect is to increase the general 
tax burden which the industry must 


share in addition 
to its direct sup- 
port of highway- 
user levies im- 
posed for highway 
construction. 
Pennsyl- 
vania this year 
enacted a new 3 
percent selective 
sales tax as part 
of a tax package 
which also in- 
Bethune Jones cluded: A 3 per- 
cent occupancy tax on rooms in 
hotels, inns, motels and _ tourist 


homes; an increase in the State 
corporate net income tax from 5 
to 6 percent, and stepping up col- 
lection of the 5-mill capital stock 
tax. 

* * * 


State Income Taxes Rise 


AUese > Legislature ap- 
proved for submission to the 
electorate Aug. 28, a proposed State 
constitutional amendment lifting 
the ceiling on the State corporate 
income tax from 3 to 5 percent to 
put it on parity with the rate on 
individuals. 


Kentucky lawmakers boosted 
state income taxes on individuals 
and corporations by about 50 per- 
cent and raised its whisky produc- 
tion tax from 5 to 10 cents a gallon. 
The Maryland corporate income tax 
rose from 4% to 5 percent. 

Cigaret tax rates were in- 
creased from 3 to 5 cents a pack 
in New Jersey, from 2 to 3 cents 
in Ohio and from 4 to 5 cents in 


West Virginia. Also increased in 
West Virginia were taxes on 
foreign corporations, foreign and 
domestic insurance companies 
and parimutuel betting. 

Virginia’s Legislature repealed an 
act which had provided for auto- 
matic State income tax cuts when- 
ever the general fund revenues for 
a given year exceeded the gover- 
nor’s budget estimate by a specified 
amount. 

South Carolina placed a 2 percent 
tax on the net income of building 
and loan associations, doubled to 
$10 the annual license fee for in- 
surance agents and added 25 cents 
to the case tax on liquor whole- 
salers. 





* * * 


Truck Fuel Levies Hiked 


AX reductions, minor in com- 

parison with the new and in- 
creased levies, included a State in- 
come tax cut in New York, an 
amusement tax reduction in Ken- 
tucky and a revision of the South 
Carolina soft-drink tax to lighten 
the burden on small firms. 

Pending in Louisiana were bills 
to increase the gas gathering, liquor 
and parimutuel betting taxes. A 
| Delaware bill would impose a new 
tax of one-half percent on business 
| payrolls exceeding $50,000 a year. 
Gasoline-tax-increase proposals 


MAKE $30 -°49 A DAY! 


sell shocks the sure, easy Gabriel Way 


Remind customer shocks need testing every 10,000 
miles. Tell him you can test his in just 3 minutes! 


Jump off—see how fast car snubs into “‘safe”’ range. 
If it bounces over 3 seconds, shocks are shot! 


3 cars in every 5 need new shock absorb- 
ers. And here, for the first time, is a selling 
tool and a selling program you can use to get 
a big share of this big business. Your Gabriel 
Jobber can supply you right now with 
a Gabriel Shock Tester and everything that 
goes with it for fast, easy sales ... window 
poster, attendants’ badges, convincer folders, 
reprints of current national advertising reach- 
ing more than 5,000,000 customers. Remem- 
ber—you can make $15 or more every time 
you install four Gabriel HydrOshox, even 
more with Silver “Es” or AjustOmatics. Get 
going... get Gabriel! 


The Gabriel Company, Cleveland, Ohio 


Adjust Shock Tester to center on front bumper. 
Climb on—use body weight to bounce front end. 


If front shocks are gone, most likely the rears are too. 
Sell Gabriels all around—make a fast $15 or more! 


SHOCK ABSORBERS 


| 


were pending in Massachusetts 
and New Jersey, but were killed 
in Arizona, California, Mississippi 
and New York. 

New or increased special fuel 
taxes against trucks were enacted 
in Kentucky, South Carolina and 
Virginia, but proposals for new 
truck taxes of the ton-mile or 
weight-distance variety were re- 
jected in Massachusetts and Michi- 
gan. 

Initiative petitions are being cir- 
culated in Nebraska to put on the 
November ballot a proposal for a 
new ton-mile tax against heavy 
trucks and buses. Defeated in New 
York was a proposal to replace the 
State weight-distance tax with 
higher truck registration fees and a 
requirement that New York fuel 
taxes be paid on fuel used by 


trucks in the state. 
* * + 


Gas Tax Bills Due in °57 


oo new levy enacted in Ken- 
tucky imposed a 2-cent-a-gallon 
surtax on motor fuels used by four- 
axle trucks on the state’s high- 
ways. A new South Carolina law 
requires motor carriers, other than 
two-axle gasoline-using trucks, to 
pay motor fuel taxes directly to 
the State, on a quarterly basis, ac- 
cording to mileage operated within 
the state. Credit is given for fuel 
purchased in South Carolina on 
which the State fuel tax has been 
paid. 

Virginia’s new truck tax law 
raised the tax paid by property 
carriers having three or more 
axles from 6 to 8 cents a gallon. 

While proposals for increases 
in regular gasoline tax rates at- 
tracted less attention than in re- 
cent sessions, there are ample 
indications that they will be 
widely pressed during 1957 to 





provide state funds to match an- 
ticipated expanded Federal aid 
for highway construction. 

Meanwhile, proposals for in- 
creased borrowing authority to 
finance expanded highway con- 
struction were approved in Ken- 
tucky, Mississippi, New York, 
Pennsylvania and West Virginia; 
failed in Michigan, and were pend- 
ing in Massachusetts and New Jer- 
sey. 

Kentucky approved for submis- 
sion to the voters a $100 million 
bond issue to provide matching 


funds for Federal-aid grants. 
* Bd * 


N. Y. Slates Bond Vote 


EGISLATION passed by both 
branches of the Mississippi 
Legislature increased from $75 mil- 
lion to $85 million the amount of 
gasoline tax revenue bonds that 
may be issued to provide Federal- 
aid matching. 

New Yorkers will vote in Novem- 
ber on a $500 million state highway 
bond issue, unaccompanied by im- 
mediate tax increases. New York 
voters last year rejected a $750 
million highway bond proposal 
which would have been tied to 
motor fuel tax boosts. 

Pennsylvania increased the bor- 
rowing capacity of the State 
Highway and Bridge Authority 
from $80 million to $120 million, 
but restricted the authority from 
selling additional bonds until the 
State Highway Department sets 
aside $52 million to match 
Federal grants for interstate road 
improvements. 

Pennsylvania also increased 
State aid for local roads from $18 
million to $30 million a year and 
authorized the transfer of up to $75 
million in State motor fund reve- 
nues to the general funds for 
periods nct longer than one year. 

Favorably reported by a Massa- 
chusetts legislative committee was 

a $200 million bond issue proposal 
backed by Gov. Christian Herter. A 
companion proposal would add one 
cent to the State gasoline tax to 
pay off the bonds. 
* 


* * 


Pa. Postpones Toll Hike 


NEW. JERSEY’S Assembly passed 
and sent to the State Senate 
a measure to refer to the electorate 
in November a proposed $300 mil- 
lion highway bond issue. Similarly 
advanced was a companion bill to 
increase the State gasoline tax from 
4 to 5 cents a gallon to provide 
funds to pay off the bonds over a 
25-year period. 

In the field of toll highway 
financing, where the bond market 
has shown reluctance for some time 
in picking up new revenue bond is- 
sues and increasing attention to the 
revenue prospects of existing facili- 

(Continued on Page 27, Col, 1) 





setts 
cilled 
sippi 


fuel 
acted 
. and 
new 
le or 
> re- 
fichi- 


x cir- 
n the 
for a 
1eavy 
New 
e the 
with 
and a 
fuel 
d by 


Ken- 
‘allon 
four- 
high- 
law 
than 
s, to 
ly to 
3, ac- 
‘ithin 
fuel 
2 on 
been 


law 
perty 
more 
on. 
ASES 

at- 

re- 
nple 
1 be 


an- 
aid 


r in- 
y to 
con- 
Ken- 
ork, 
inia; 
vend- 
Jer- 


ymis- 
illion 
hing 


both 
sippi 
mil- 
it of 
that 
eral- 


vem- 
way 
im- 
York 
$750 
0sal 
i to 


»0r- 


rity 
ion, 
om 
the 
sets 


oad 


sed 
. $18 
and 
» $75 
‘eve- 
for 
ar. 
ssa- 
was 
osal 
rr. A 
one 
x to 


ssed 
nate 
rate 
mil- 
arly 
ll to 
rom 
vide 
er a 


vay 
rket 
time 
1 is- 
. the 
cili- 





AUTOMOTIVE NEWS, JUNE 18, 


Legislative Roundup 





(Continued from Page 26) 


ties, a new disturbing element was 


presented when the Pennsylvania | 
Turnpike Commission postponed a| 


revision in its toll rates which had 
been scheduled to go into effect 
with the opening of a Delaware 
River bridge linking its toll high- 
way system with the New Je 
Turnpike. 

The proposed revision, on 
which the bondholders have the 
final say, would have raised pas- 
senger-car tolls about 41 percent 
and lowered truck fees by about 
20 percent in an effort to in- 
crease truck utilization of the 
pike. 


The postponement action came 


council’s roads and highways 

committee, proposed the study. 

He said a recommendation to the 

1957 Legislature should be made. 
* x 


* 


Broader Ad Law Sought 


A bill to amend Louisiana’s false- 


_ advertising law to cover radio, tele- 


| vision and motion pictures as well 
as newspapers and magazines has 


| been introduced in the Legislature. 
| The law prohibits claims which are | 


“untrue, deceptive or misleading.” 
~ * ok 


|Uninsured Driver Fee 
Sought in Chicago 


after Gov. George M. Leader named | 


John F. Byrne to fill a commission 
vacancy and thus give Democratic 
opponents of the toll revision con- 
trol of the agency. Leader asserted 
that uncovering of 


the operations of the turnpike 
might forestall an increase in toll 
rates. 


Meanwhile, a Pennsylvania State 


Senate committee was created to | 


situation and 
pike 


investigate the toll 
the financial condition of the 


commission. 
* 2 * 


Colo., Ohio Pike Plans Gain 
ESPITE the political ruckus 


caused by the Pennsylvania toll | 
situation, receipts from the present | 


toll schedule are reported at a 


record high and retirement of the | 


original debt for the pike is pro- 
ceeding far ahead of schedule. 
need for revision of the toll rates 
was attributed to an unsatisfactory 
record of the new Delaware River 
and Northeastern extensions. 
Among other toll financing de- 
velopments, a Colorado special 
legislative session enacted a com- 


promise bill authorizing issuance of | 


up to $18 million in anticipation 


warrants for constructon of a high- | 
Con- 


way toll tunnel under the 
tinental Divide. 

The bonds, which will be 
backed by gasoline-tax receipts 
as well as project tolls, can be is- 
sued under the bill only if and 
when an east-west Federal inter- 
state highway is designated for 
Colorado. The measure further 
provides that if the Federal 
Government should put up 9%5 
percent of the tunnel cost, the 
State would finance the rest and 
the tunnel would be toll-free. 


economies | 
through an engineering survey of | 


The | 





Ohio’s Turnpike Commission was | 


directed by Gov. Frank Lausche to 


proceed with plans for construction | 


of a Cincinnati-to-Conneaut toll | 
highway, “provided it can be| 
financed on reasonable terms.” Ac- 


cording to engineering studies, such 


a pike would cost $385 million and | 
a “broken” turnpike, one that 
would skip certain areas, would 


cost $346 million. 
Oklahoma's Turnpike 
recently approved the route 
proposed “Y” toll road 
northward from Texas 
necting with the present 
Turnpike at 
a point near Stroud. Next step, be- 
fore 


Authority 


and con- 
Turner 


bonds for the 


suance of revenue 
project, is the scheduled receipt by 
Aug. 1 of engineering cost and 


revenue estimates. 


* * * 


Leader OK’s Amendments 


To Pennsylvania Auto Code 

Gov. George Leader has approved 
amendments to the Pennsylvania 
Vehicle Code passed in House Bill 
620. 

Among the changes are _ those 
which make legal “sight summons” 
by police for moving violations 
committed in their presence; pro- 
vide for more accurate speed- 
timing by police, and authorize a 
higher speed limit on parkways to 
eliminate congestion. 

* . ~ 


Truck Ton-Mile Repeal 


Is Studied in Kansas 


Effects of the repeal of Kan- 
sas’ ton-mile tax on trucks are 
being studied by the Legislative 
council. In 1955, the Legislature 
repealed the taxes and substituted 
higher rates for truck tags. 

Senator .Willard Mahon, an 
auto dealer and chairman of the 


for a} 
running | 


Oklahoma City and| 


action can be taken toward is- | 





}to provide 


A Chicago alderman, George 
Buckley, has asked an ordinance 
an extra $25 fee for a 
city vehicle license unless $15,000 
liability insurance is carried. 

Of this amount $10,000 would 
cover personal injuries and $5,000 
property damage, Buckley sug- 
gested. The payments, which would 





bring licenses for uninsured appli- 


cants as high as $55, would be} 


placed in a special fund. Claimants 
against uninsured drivers could 
make their claims against the fund, 
but amounts would be 


injuries to more than one person in 
;}an accident. 


* * * 


Truck Restrictions 

A pocket-size booklet compiling 
1956-57 truck and trailer size and 
| weight restrictions of all states and 
|the District of Columbia free. 
Public Relations Department, Four 
i: Drive Auto Co., Clintonville, 

is. 


* * * 


Affected 


By Vermont Jobless Law 

Employes of automobile 
establishments 
places with four or more employes 


|Auto Dealers 


dealer 


limited to | 
$2,500 for property damage, $10,000 | 
| for personal injuries and $20,000 for | 





and other business | 


have been brought under the state- | 


Federal unemployment compensa- 
tion program in Vermont for the 
first time. 

Hundreds of workers will be 
covered under the new plan, ac- 
cording to the Unemployment Com- 
pensation Commission. All em- 


I ee eo re Se ek ee en Seen See 


1956 





Buick Paints Fenders 
Two Colors at Once 
FLINT. — Two men working 
side by side with compressed. air 
guns spray two colors.of paint on 


fenders at the same time at 
Buick. 


The technique was developed by 
Buick engineers faced with the 
problem of painting front fenders 
one color on top and another on 
the bottom without sending them 
through the spray line twice. The 
answer was a metal shield which 
fits along the side of the fender, 
projecting at right angles. One 
man sprays the top color, a sec- 
ond man the bottom. The shield 
prevents both splashing and over- 
lapping. 





ployers using four or more workers 
20 weeks of the calendar year come 
under the new Vermont law. 

oa * 


Virginia Increases Rates 


On Compensation Insurance 


Virginia has approved an average 
increase of 2.6 percent in 


27 


rates. The boosts take effect July ie 

Rates were decreased in 374. elass- 
ifications, increased in 232 and left 
unchanged in 57. The boosts will be 


| 2.9 percent in manufacturing classi- 


fications, 9.5 percent in contracting 


| categories and 1.2 percent in others. 


Truck Width, Weight Hikes 


|Vetoed by Pa. Governor 


state MoTIvE 


Pennsylvania Gov. George M. 
Leader has vetoed two bills which 


would have liberalized State regu- 
lations governing truck weights 
and widths. 

One of the bills would have 


raised the tandem-——-axle load limit 
for heavier nontrailer trucks from 


36,000 to 40,000 pounds, and the 
other would have authorized a 
width of 102 inches for trucks 


carrying cement sewer pipes. 


+ 


Benefit Hike Proposed 


A bill to increase workmen’s com- 
pensation benefits from $30 to $50 a 
week plus $5 for each dependent 
through four has been introduced in 
New Jersey. 


Wondering how 
duction 


new-car and truck pro- 
and sales are making out? AUTO- 
NEWS gives you the entire story 


workmen's compensation insurance every week throughout the year. 


AE Mata 


he Ra RT I BURT NF 





The painstaking, scrupulously precise use of quality control makes U.S. Peerless® 
the quality separator preferred by perfection-minded engineers. You will find 
these microporous rubber separators on the Lincoln Continental Mark-II, 

and in submarines of the United States Navy —as well as in many other automotive 
and industrial applications where dependability must be absolute. Build up your 
battery business and protect the goodwill of your trade by making sure the batteries 
you stock are equipped with U.S. Peerless Separators. Electrical Wire & 

Cable Dept., United States Rubber, Rockefeller Center, New York 20, N. Y. 


Electrical Wire & Cable Department 


United States Rubber 
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Small Firm Damage Seen .. . 





Anti-Merger 


WASHINGTON. The anti- | 
merger bill now being considered 
by the Senate will, if passed, make 
big businesses bigger and small 
businesses smaller, according to 
Thomas M. Evans, president of 
H. K. Porter Co., a diversified firm 
with 13 divisions and 32 manufac- 
turing plants. 

Evans expressed this view to 
the Senate antitrust subcommit- 
tee, which, under the chairman- 
ship of Senator Joseph C. 
O'Mahoney is considering the 
anti-merger bill. 

In referring to a clause in the bill 
that would require a 90 or 120-day 
notice before a merger could be 
consumated, Evans asserted: 

“When one concern attempts to 
buy another, there are invariably 
a number of stockholders or other 
interests involved in the selling 


Rambler Sales 
In Canada Up 
221% Over 755 


TORONTO.—With 1956 auto sales 
in Canada running ahead of last 
year, prospects are bright for 
matching the record sales chalked 
up in 1955, according to Robert J. 
Orr, vice-president American Motors | 
Sales of Canada, Ltd. | 

Canadian auto makers continue to| 
forecast the 1956 auto market as| 
slightly better than last year. 

Orr reported 1956 sales of Ram- 
bler to May 10 up 221 percent over) 
the same period last year. | 

“To May 10 we sold 1,604 Ram-| 
blers, more than three times the 500} 
sold in the same period last year,” 
Orr said. “Total new-car sales in 
Canada for the first three months 
of 1956 showed an increase of 8.25 
percent over the first quarter of 
1955.” 

Total Canadian retail sales by 
Hudson and Nash for the first 
quarter of 1956 numbered 2,428 for 
a 79 percent increase over the same 
period in 1955, Orr said. 


Blast, Fire Strike 


2 Carolina Deals 


RALEIGH, N. C.—Two North 
Carolina new-car dealerships have 
suffered damages of $100,000 each 
in a blast and a fire. 

Greensboro Motor Co. (Ford), 
Greensboro, was damaged when 
sparks, apparently from an acety-| 
lene torch, caused a gasoline tank 
on a car to explode. A fire followed | 
the blast. 

Kinston Motors, Inc. (Stude- 
baker), Kinston, was struck by a 
fire. 


Smith Named ’°57 Head 


Of Brand Names Week 

NEW YORK. Paul C. Smith, 
president, Crowell-Collier Publish- 
ing Co., has been named chairman 
of the nationwide Brand Names 
Week set for next Apr. 28 to May 4. 

The announcement was made by 
Edward R. Taylor, vice-president, 
Motorola Inc., and chairman of the| 
board of Brand Names Foundation, | 
Inc. Taylor said the Brand Names 
Day dinner will be held Friday, 
May 3, in the Waldorf-Astoria Ho- 
tel here. 


Yanks Spend in Canada 


OTTAWA. Expenditures of 
American motorists in Canada last 
year advanced by about $16 million 
and accounted for nearly 70 percent 
of the increase in receipts from 
U. S., the Canadian Government 
has reported. 
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Bill Rapped 


company. Very often there are dis- 
agreements or personality differ- 
ences or other causes of friction 
which make it quite difficult to get 
the controlling parties to agree. 
“If the law is amended, as sug- 
gested, to require a 90 or 120- 
day filing of notice with the 
government, it would not only 
make it extremely difficult for 
one relatively small company to 
buy another concern because of 
the difficulty in holding financing 
commitments for that time, but 
it also would leave employes of 
the selling company at an ex- 
treme disadvantage in its sales 
policies because competitors could 





use this argument as to why cus- | 
tomers should not place orders 
with them.” 

He also pointed out that com- 
petitors could lure key employes 
away. | 

Concluding his testimony, Evans | 
urged that the Senate consider the | 
graduated corporate tax because | 
individuals are taxed at a gradu- 
ated rate according to their in- 
come. 

“Why 
have 


shouldn’t a _ corporation 
this same principle applied 
to it and for the same reasons,” 
he asserted. “The fundamental 
problem before the committee and | 
before the entire country, is the 
growth of super-giant corporations 
which endanger the essential ele- 
ments of a free economy. The most 
effective tool for checking this 
growth, as I see it, is a system of 
graduated corporation taxes.” 

He declared that the continuing 
| growth of the very largest corpora- 





Car Ownership at 98% 


In Insurance Group 


WASHINGTON. — Four out of 
five members of the National 
Assn. of Life Underwriters ewn 
their homes and 98 percent own 
an automobile, according to a 
survey by Life Association News, 
the group’s monthly magazine. 

The survey, based on a cross- 
section of NALU’s 65,000 mem- 
bers, indicated that 39 percent 
earn more than $10,000 a year, 55 
percent are in the $5,000-$10,000 
bracket and 6 percent have an- 
nual incomes under $5,000. 





tions, with the resultant excessive 
concentration in the hands of the 
comparatively few people, threatens 
to change the basic characteristics 
of our free enterprise system. 

“It is my feeling,” he con- 


tinued, “that the present anti- 
merger bill will not solve the 
problems you gentlemen are so 
earnestly studying. On the con- 
trary, I feel that it will do far 
more harm than good.” 
Touching again on the advan- 
tages of a graduated corporation 
tax, Evans said, “If a large corpo- 
ration desires, it could very easily 
avoid the high rates of upper 
bracket taxes, and_ stockholders 


| would not be penalized, by use of 


the spin-off provisions in the pres- 
ent tax laws. 
“As you know, the spin-off would 


| allow corporations to divest assets 


of a division without involving 
stockholders in tax difficulties or 
hurting the stockholder in any 
other way. The spin-off provisions 
would give men in large corpora- 
tions the opportunities to head up 
their own companies, rather than 


|merely divisions.” 





Ric 
For 


effe 
witl 
Wil 


of I 
enct 
Safi 
den 
mee 
“ 
mer 
“We 
hav 
org: 
wo! 
Wh 
aro 
den 
on 
Leg 
ticu 


NOW ...the maker of America’s first an¢fin 


SOU THBRIDGI 


RS OF VINALON <<; ror 


—NOT FOR MWEAI 





“nicture- 
SOUTHBRID 


SEAT COVE 





window cl PY 










INT 





eee) 


ee Ue ee eC 


aa aoe 


AND STILL 


FINEST- 


YOUR TOP 


PROFIT 
MAKER! 


ROAD TESTED! Only Southbridge VINALON has been wear and beauty proved on millions of 
new cars, from coast to coast! 


- LABORATORY TESTED! Continuous research and testing of Southbridge VINALON by our own 
and America’s leading independent laboratories. 


SOUTHBRIDGE PIONEERED in developing “Picture-Window Clear’ VINALON for seat covers 
— created the market for clear plastic seat covers among today’s new car owners... 
a market that never before could be sold by ordinary fabrics or woven plastics! 


THIS NEW SALES MAKER now gives you more than 25% of your total seat cover sales and 
profits! And profitable replacement buying is only beginning! 

WHY TAKE CHANCES ON “BARGAIN BASEMENT” IMITATORS? The pennies you may save can kill 
the goose that is laying these golden sales eggs! 


PROTECT YOUR PROFITS — your reputation — keep your customers satisfied. Insist on top 
quality seat covers made of GUARANTEED and WEARANTEED SOUTHBRIDGE VINALON! 


©1956 Southbridge Plastics, New York. 
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° | wre J.; LaCrosse, Wis., Whittier, | will be used exclusively for reexam- 
Richardson Asks Support ‘Highways and Safety ee Calif.; Gainesville, Fla.; Poca- | ination of drivers involved in seri- 
For Law Enforcement 


tello, Id.; Elmhurst, Ill.; Clinton, | ous accidents. 


e e ¥ , * * + 
Public officials cannot do an C £ Ia.; Iowa City, Ia.; Mason City, | 
effective job of enforcing the law 862 Dea th - fy ee I tes a a Aa = ee 345 Defects Found 
without full support of citizens, | ee ee a. | In community safety checks, East 
stead, N. Y.; Rome, N. Y.; Mount 





- sin ; ‘ n 
+ | Be GoSinch Go ora Seen (Pre 1956's Hi 7° Pe] | ictztgn teen es anata. | SEE ong on inspected. ana 
, , an 
. of National Highway Users Confer- ri S ono Oo land, Tex. | Lafayette, Ind., noted 153 defects in 
y ence has told the Regional Traffic | Pasa in on aed class | 1.335 vehicles. Brakes and lights 
r Safety Conference of the Presi- going through 1955 without | never has had a traffic death since sioek a ‘iaialites Seiudied. onger | were the most common faults. 
5 dent’s Committee for Traffic Safety | single traffic fatality, 862|its incorporation in 1901, main- Conn.; Bellevue, Pa; Mahoney ££ = 
f meeting in Chicago. 'cities with more than 5,000 popu- | tained a7 eres 7a for the City, Pa.; Two Rivers, Wis.; Rock ‘Proposed Turnpike Route 
» “We have ample law enforce- | |lation have won places on the|longest sustained performance Sprin . Ww o.: Aurora, Colo.: Em- | Cin 
ment agencies in Ohio,” he said.|Honor Roll of the Traffic Safety|among cities of more than 5,000 serie, nea: Miami’ Okla am, | Given Oklahoma Approval 
i “We have adequate courts and we| Award Program of the National | population. a Yernon, Tex. : | Oklahoma's Turnpike Authority 
5 have many dedicated and sincere | Safety Council. ba F e:. & = has approved a proposed “Y” toll 
4 organizations throughout Ohio| The council announced in Chi- | MONG cities of more than. 10,- KveTest Machines Bow |road running northward from 
. working in the cause of safety.| cago that this was an increase of | 000, top honors went to State “y ; Ee Texas and connecting with the pres- 
y What we lack, in my opinion, is an| 32 from the 1954 Honor Roll. | College, Pa. (17,227), for eight con- New York is purchasing five eye- ent Turner Turnpike at Oklahoma 
S aroused citizenry taking action,| The largest no-death city in 1955 | secutive death-free years. | testing machines to replace wall City and at a point near Stroud 
- demanding action, forcing action|was Muskegon, Mich., population Other cities above 25,000 pop- | charts for driver’s license examina- : : 
) on police, prosecutors, courts, the | 48,429. | ulation that had no deaths last bes They will be placed in Al-| Next step, before action can be 
1 Legislature, and on ourselves, par- | Hobart, Okla., 5,380 population,| year included Bloomington, Ind.; | bany, Buffalo, New York City, oe toward issuance of revenue 
ticularly on ourselves. |which Oklahoma records show} Richfield, Minn.; Maplewood, N. | Brooklyn and Jamaica and at first} bonds for the project, is the sched- 


| uled receipt by Aug. 1 of engineer- 
| ing cost and revenue estimates. 





Starting at a point near the Okla- 





|allel State Highway 18 to a point 

|near Wanette where it would cross 

| the South Canadian River. From 

, INTHS Ten highway improvement con- 
, tracts totalling more than $1 mil- 
, lion have been awarded by the 
EAR, BUT Washington State Highway Com- 
mission, principally in Douglas, Lin- 

with proposals for. more- rigid 

. driver control and licensing and for 

uniform traffic laws. 

The group also recommended li- 

CU TOM ERS cense suspension for motorists who 

leave the scene of an accident, 

WON'T CRACK, WON'T SPLIT, WON'T DETERIORATE! Exclusive quality-controlled formula, finest plastic and regional managers by Behr- 
i j j i M i . N. Y., a divisi . 

resins guarantee to keep Southbridge VINALON supple and crack resistant, even in sub-zero weather. eae ane con uae 

| that they would not hesitate to hold 

up the proposed $25 million Essex- 

Hudson pike extension improve- 


|there it would divide into two 
| roadways, with one extending 
|northwest to Oklahoma City and 
| the other joining the Turner Turn- 
coln and Okanogan counties. 
. * * 
Canadian Conferees Ask 
Tighter Licensing Laws 
asked that new-truck bumpers be 
made the same height as auto 
“ Hi R REPLACEMENT GUA A bumpers and proposed that driver 
training be made an extracurricu- 
| * * * 
AGAINST CRACKING, DISCOLORING, SPLITTING! 1 cn a 
’ ’ 
; : |offered at cost to the firm’s more 
Never excessively tacky in summer heat. Gian 2009 ether eoumienen 
° * * * 
, ! i i i i mooth-as-glass double polished surfaces ‘ 
WON'T DISCOLOR! New chemically locked-in stain resistor and smooth-as-g Pp High-Cost Steel May Delay 
ment if steel prices remained at 
levels they regard as too high. 
| While generally agreed that the 
improvement projects were immedi- 


|}homa-Texas line northeast of 
pike a short distance west of Stroud. 
The Canadian Highway Safety 
Seat belts are being installed on 
guard against discoloration from all common stains, keep seat covers of Southbridge VINALON “picture- Turnpike Improvement 
sada Aes a es Hens] 3 VINALON SAFETY SEAM STRIP, sewn into seams of seat covers manufactured ately desirable, authority officials 


* 66 . . 99 . | | t . ; 
1 finest picture-window clear vinyl plastic | would pom &f Lane Ga 
* * - 
Conference wound up its second 
the cars of more than 300 field 
window clear” longer! | Members of the New Jersey Turn- 
| said the turnpike could operate suc- 


From there it would generally par- 
Contracts Set 

annual meeting at Winnipeg, Man 

men, product engineers, divisional 

pike Authority have made plain 

cessfully without them until the 


dge VINALON, guards points of greatest strain, is “wearanteed” to give 242 times standard 








seam strength! This insurance of extra service is supplied by Southbridge FREE to seat cover makers — iden- ee ceuaten Sean 
tifies genuine VINALON for guarantee fulfillment. Ontario Cuts Traffic Toll 
Cetr.. The Ontario Government has 

Cin reported excellent results in its first 
: ‘ Ope ix-month i t 
a Flew: { EXCLUSIVE VINALON “PATCHBOOK” — free with every set of seat covers i Xe seadiie aceidente, Dusken an Sane 
; j j invisi | ae ek the Government said, 281 fatalities 

manufactured of clear Southbridge VINALON — makes it easy to instantly and invisibly kul aieec’ Gana an aeaied se 248 

repair accidental cuts, punctures, deep scratches. Guarantees customer satisfaction. = in the six months ended a year 

earlier. 

Plus! THESE SENSATIONAL EXTRA SALES AND PROFIT MAKERS! 

¢ National Magazine, Radio, TV Advertising | °* Dealer Window Streamers A Ore al 
re TURNTAB 

¢ Guarantee Sales Folders and Blowups © Dealer Sales Promotion Aids 


& 
Manufactured by 
= 


Call, wire or write your seat cover supplier or jobber for your copy of the VINALON Guarantee and Sales Promotion Kit . 


Macton Machinery Co. 


- SOUTHBRIDGE 7Zctice mat 


Division of Golding Bros. Company, Inc. e 241 Church Street, New York 13,N. Y. © Telephone: CAnal 6-5432 ¢ Cables: Goldbro 
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To his family, managing a salesman comes 
naturally. 


At home he’s relaxed . .. putty in the hands 
of an eight-year-old who wants a new bike 
. or the wife who wants a new toaster. 


‘ 


Evenings and weekends the family “sells” 
Dad. This family influence can be put to 
work for you...a salesman’s family can 
just as easily “sell’’ Dad on selling more for 


you! 


Use this family influence . .. gracefully, 
effectively, forcefully ... with a merchan- 
dise incentive campaign, 





As a sales incentive ... merchandise reaches the family. 


Cappel, MacDonald & Co. Offices in Principal Cities 








1956 


Across the Nation... 





Nash Selects 5 Dealers 
In Upper Midwest 


Five new Nash dealerships have 
been enfranchised in the upper 
Midwest. They are Frontier Motors 
in Helena, Mont., headed by Al P. 
McDermott; Stang Implement Co. 
in Osage, Ia., headed by G. A. Stang; 
Cullen’s Garage in Springfield, 
Minn., headed by R. L. Loomis; 
Conrad Car Sales at Ortonville, 
Minn., headed by L. Conrad, and 
Redfield Nash 
headed by Paul Flater. 

Floyd Simon Motor Co. has been 
named as a Hudson dealer in 
Winona, Minn. 

* * x 


Tousley Opens Deal 


Herb Tousley Ford is the 
Ford dealership at White Bear 
Lake, Minn. Tousley was a sales 
promotion specialist for Ford Motor 
Co. in St. Paul until 1954. Since 
then he has been assistant sales 
manager at H. J. Minar (Ford), 
Minneapolis, and new-car manager 
at Midway Ford, St. Paul. 


* ~ * 


Rocket Gets Oldsmobile 


Rocket Motor Sales has replaced 
Voiovich Motor Sales as an Olds- 
mobile dealership in Caledonia, 
Minn. Garnet Weibke is the new 
dealer. 

+ * + 


Nash Adds Four Dealers 


In Midwestern States 


Nash has appointed four new 
dealers in the upper Midwest. 
They are Colosky-Nygren Motors 
in Hopkins, Minn., headed by Ed- 
ward Colosky jr. and Everett 
Nygren; Stark Motor Co. in Dick- 
inson, N. D., headed by E. F. 
Rakowski; Garrison Motor Serv- 
ice at Garrison, N. D., headed by 
George Plummer, and Laurian 
Nash Co. at Brainerd, Minn., 
headed by John G. Laurian. 


* * * 


Erie (Pa.) Plymouth Dealers 


Organize; Elect Aschbacher 

Edward D. Aschbacher has been 
elected president of the newly 
formed Erie County (Pa.) Plymouth 
Dealers Assn. 

Other officers are Vern Robinson, 
vice-president; Jim Moulder, secre- 
tary, and Paul Davis, treasurer. 

* * * 


Hoover Sells to Ashley 


Ernest E. Ashley, Salem, O., has 
taken over Mount Union Chevrolet 


Auto Dealer Changes 


in Redfield, S. D.,| 


new 





Fremont, O., has been purchased by 
John D. Notheis. 
| 


* * * 


Standard Motor Opens 


Standard Motor Co. (Canada), 
Ltd. (Vanguard - Triumph), has 
opened at 1181 Seymour, Vancouver, 
B. C. Fred Tofield is general man- 
ager, and George L’Homme is sales 
manager. 

* * * 


Gene’s Takes Hudson 


Gene’s Auto & Truck Sales, Inc., 
is a new Hudson dealership in 
| Crestline, O. Harold Stacklin is 
| sales manager. 

+ * * 


ElPar Adds Dealership 


ElPar Motors, Lima, O., has pur- 
chased Martz & Wannamacher Mo- 
tor Sales (DeSoto- Plymouth), 
Delphos, O. The firm will be oper- 
ated as Delphos El|Par. 


* * * 


Van Male Moves 


Van Male Buick Co. has moved to 
7051 S. Western Ave., Chicago. 


* * * 


Aurora Packard Opens 


Aurora Packard Co. has opened 
for business at 1416 Kingston St., 
Aurora, Colo. 

* * * 


Dunston, Dean Go Retail 


Jesse Hammonds Motors (Ford), 
Tuscumbia, Ala., has been purchased 
by W. H. Dunston and Jim Dean. 
Both Dunston and Dean were for- 
merly associated with Ford Motor 
Co. 


Diveo Aide Cites 
Trend Toward 
In-Vehicle Storage 


PULLMAN, Wash. — Population 
increases have overtaxed storage 
facilities and have forced truck 
operators to consider using the 
vehicle itself as the cold-storage 
room for the product, according to 
W. R. Chapman, chief engineer, 
Diveo Corp., Detroit. 

Chapman told the 25th meeting 
|of the Institute of Dairymen at 
| Washington State College that the 
|high cost and limited amount of 
| land available for warehousing has 
| spurred the vehicle-storage move. 
| He said the “growing realization 
|that ice alone cannot preserve a 
|product for any great period of 
|time” is another factor causing 








Co., Alliance, O., and changed its|diarymen to come to truck manu- 
name to Ashley Chevrolet Co.| facturers for a solution to the prob- 
William H. Hoover has retired after|!em of maintaining their products 
at a safe temperature while in the 
delivery truck. 


16 years as a dealer. 
= * * 


Seikel Moves 


Walt Seikel Motors, Dayton, O., 
has taken over the location of Davis 
Buick at 1200 Keowee St. 


* * * 


Fellows Sells 40-Year Deal 


George W. Fellows, who has 
owned Fellows Motor Co., 315 S. 
Third St., Steubenville, O., since 
1916, has sold the firm to James 
D. Reilly and his brother, William 
C. Reilly. The concern will be 
known as Reilly Chevrolet Co. 

* + * 





Renault Names 2 Dealers 


Renault of France has appointed 
two new dealers in Oregon. They 
are N.C. Motors, at 2435 N. Lombard 
St., Portland, and Renault Sales &|. 
Service Co. at 3030 Liberty Rd., 


Salem. 
* * * 


Vulcan L-M Opens 


Vulean Lincoln-Mercury has 
opened at 2230 Seventh Ave., South, 
Birmingham, Ala., succeeding TNT 
Motors. Tommy Thompson heads 
the new firm. 





* * * 


White Buys Out Schwarz 


Fred Schwarz has sold Schwarz 
Lincoln-Mercury, Lebanon, O., to W. 
J. White, Columbus, who has 
changed the firm’s name to Will 


White Lincoln-Mercury. 
* * * 
with the aim of increasing automobile va- 


Notheis Buys Wheeler cation travel to New Salem and other 
Lorance D. Wheeler, Inc. (Ford),| areas featured in the series of ads. 


A Gift for Gov. Stratton— 


IMinois Gov. William G. Stratton, right, 
accepts original photograph of New Salem 
(Ill) State Park from H.W. Tousley, ‘rice- 
president, Universal C.I.T. Credit Corp. 
The picture will be used in nationwide ad- 
vertisements sponsored by Universal C.1.T. 
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In the Letterbox 





(Continued from Page 12) 


sticks to his guns no matter what 
the others may do. 

I think you may find his adver- 
tisements from recent Sunday 
papers most interesting.—Robsert B. 
Gecen, Miami. 

Eprtor’s Note: In his advertise- 
ments, Evans sums up his posi- 
tion on Sunday closing in this 
manner: “In Georgia, from 
whence I came, we worked the 
old mule hard and long for siz 
days. But on Sundays—we put 
him in the barn to rest.” 

*” * * 


Negro Salesman Pays Off 


We note with interest your article 
on page 51 of the May 21 issue 
of Automotive News entitled “San 





Climax to Conduct 


Road Test of | offitians of Euclid, 


Grease Additive 


NEW YORK. — Southwest Re- 
search Institute, San Antonio, will 
conduct a road study for Climax 
Molybdenum Co. evaluating the| 
effect of incorporating Moly-Sulfide | 
additive in chassis grease, accord-| 
ing to E. E. Smith, Climax man-| 
ager of lubricant development. 

The program, expected to require 
a year, will consist of road tests to 
determine the effectiveness of chas- 
sis grease in various vehicles under 
their normal operating conditions. 

Half the vehicles of each type| 
used in the test will be lubricated | 
with commercial chassis grease, the | 
other half with the same chassis | 
grease in which 3 percent additive | 
has been dispersed. 

Wear will be determined by be- 
fore-and-after weight comparisons, 
dimensional measurements and sur- 
face inspection of key parts. In the 
final analysis, these data will be 
considered in conjunction with 
service logs and driver reports on 
squeaks, ease of steering, and other 
pertinent observations, Smith said. 

Thirty vehicles will travel a total 
of 1,500,000 to 2,225,000 miles in the 
road test. Eight city buses, 12 trac- | 
tor-trailers in long haul service, and | 
10 police cars will be used, said | 
Smith. 


International Adds 
Tubeless Tires 


CHICAGO. — Tubeless tires up 
through 11-22.5 size (10.00x20 re- 
placement) are now standard equip- 
ment on International heavy-duty 
trucks. 

Larger tubeless tire sizes through 
12-24.5 (11.00x22 replacement) are 
available on special order. Special 
treads in the tubeless tires are also 
available in a number of types and 





sizes. 
Calendar 
(Continued from Page 12) 
General 
Oct. 4-14 — Paris Auto Show, Grand 
Palais, Paris. 
Oct. 10-12 — National Transportation 


Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 
Oct. 17-27 — International Motor Show, 

Earls Court, London, England. 

Oct. 22-26—44th National Safety Congress 
and Exposition, Conrad Hilton, Congress, 
Morrison and LaSalle Hotels, Chicago. 

Oct. 23-25—IIth Annual National Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St. Louis 

Nov. I-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 7-9—American Finance Conference 
Convention, Hotel Commodore, New 
York. 

Nov. 8-%—National Fuels and Lubricants 
mon Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 286-Jan. 6—Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis. 

Jan. 14-18—Annual Meeting, Society of 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn.. Hotel Del 
Coronado, San Diego, Calif. 


Smith-Gates to Build 
PLAINVILLE, Conn. — (UTPS)— 
A $100,000 factory will be built by 
Smith-Gates Corp. in Farmington, 
Conn. Smith-Gates will move into 
it in July. 


Antonio Gets Its First Negro Car 
Salesman.” 

We became a Buick dealership 
in the fall of 1949 and in December, 
1951, we hired a Negro salesman, 





Euclid Motors Faces 
License Board Hearing 


CLEVELAND. — A hearing here 
will be held on 13 charges filed by 
the state against the former Nolan 
Mercury, Inc., now known as Euclid 
Shore Motors, Inc., according to C. 
Ervin Nofer, registrar of motor 
vehicles and ex officio member of 
the Dealers’ & Salesmen’s Licensing 
Board. 

The charges range from nine 
counts of failing to furnish custom- 
ers with properly completed agree- 
ments to four counts of sales 
through unlicensed salesmen. James 
Pequignot and James Mulgrew, 
indicated that 
they had assumed the former owner 
had “taken care of all matters.” 


Gully Glass, who had eight years 
experience as an insurance sales- 
man in another town. 

Glass’ success in the used-car 
field has been particularly outstand- 
ing and in some months he tops 
|the list on number of used units 
|sold. His success on new Buicks 
| steadily has been increasing and 
he has rated as many as three new 
units in one month, which we 
think is very good for a town of 
our size (population approximately 
| 8,000). 
| We certainly feel that this ven- 
| ture has paid off for us as a dealer- 
| ship in increased profits, better race 
| relationship, ete.—J. A. MrtTcHELt, 
| Mitchell Buick & Equipment Co., 
West Point, Miss. 

* 





« * 


|No Sales Lag Here 

| Here’s what happened at one 
| dealership during the first four 
months of 1956: 


1955 1956 
New cars sold ............ 447 816 

| Total new and 
used units .............. ve 927 1,629 


Dollar volume was $2,723,344.47, 
nearly 75 percent above last year’s 
| $1,564,461.92 at a profit a little less 
than satisfactory. No radio, news- 





| paper or TV humbug.—E. J. Srepn- | 


| ANI, Chicago. 


| 
| 





Port Motors Uses ‘Lively’ Hearse— 

Robert R. Stelloh, Sidney Eisenberh and Richard E. Sieracke, operators of Port 
Motors, Inc. (Nash), Port Washington, Wis., are firm believers in traveling adver- 
tising. This “goily" decorated hearse is creating a great deal of interest as it wheels 
around town. 


SAFE LUBRICATION 


PLANS THAT SELL 
SERVICE -TBA 
NEW AND USED CARS 





PROFIT PROTECTION 
LESSON ONE in how to increase overhead absorption 


How much does it cost you to open up in the morning? 
$100? $1000? And how much of this fixed cost can you 
expect to get back through service profits? 


This simple Pennzoil 


formula gives you the answer: 


A motor oil so good it eliminates all prevalent engine 


operating complaints, 


plus a customer relations plan 


so effective it keeps profitable service business 


rolling in. 


For your customers: Top engine performance, for keeps 


Pennzoil with Z-7 is The Tough-Film®¢ motor oil with 
an all-oil body that outperforms and outlasts all others 
—in actual staying power, in protection against the 
power-stealing effects of carbon and other deposits, 
in prevention of excessive wear to cam lobes and 
valve lifters. By keeping engines cleaner than ever 


Get the complete Pennzoil profit story NOW! 
Call the Pennzoil distributor nearest you, listed in the yellow pages of your phone book; 


before possible, this different kind of 100% Pennsyl- 
vania oil maintains timing, stops sluggishness and 
loss of power—not for just a few miles after an oil 
change, but for keeps. A sure way to keep your cars 
sold—and your customers, too! 


For you: Customer relations to boost your service profits 


The Pennzoil Kontax System®—national favorite of 
car dealers for over 20 years—sells your service and 
merchandise on the basis of actual customer need . . . 
when it’s needed, to customers who need it. This plan 
calls every shot. It brings in more traffic and more 
profitable items per repair order . . . develops regular 
customers . . . keeps you in touch with prospective 
car buyers. Result: bigger service profits and in- 
creased overhead absorption—sure-fire protection 
for your profits on car sales! 


poe 
y BW or write Pennzoil, Box 78, Oil City, Pa. 


MEMBER PENN. GRADE CRUDE OlL ASSN. PERMIT NO. 2 
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laser Writes... 


Auto Letter from Europe 


ee ore Germany.—Forget- 
fulness is made easy by a Swiss 
firm which offers a tiny safe, con- 
taining a spare ignition key, to be 
mounted on the car. 
The safe can be opened by dial- 
ing a secret code number. 


The Soviet Zone of Germany 


boasts--giving the license numbers | 


—that the new type Wartburg 
passed 20 cars on the super high- 
ways of Western Germany. 

The Wartburg, so it is concluded, 
appears to be better than the cars 
made in the West. Poor people who 
have to swallow that type of 


baloney. 


* * * 


Saab Speedster 


AAB, of Sweden, has announced 

that in addition to regular types 
of passenger cars, it is preparing a 
tiny 100-miles-per-hour sports road- 
ster with a fiber glass body. 

Renault’s free-piston engine 
with gas turbine can be studied 
daily in a regular train which is 
powered by this 1,000-horsepower 
unit and runs from Paris to 
Cambrai. 

It has been in service since No- 
vember, 1952, and has covered about 
100,000 miles so far. 


* > 


Salesmen Unite 


ALESMEN do not walk alone in| 
Germany. They have founded 
an association which will take care 
of the interests of professional car 
salesmen. It is not a union, but a} 
professional association. Headquar- 
ters are in Cologne. 
aa * 


Czeched Off 


- CZECHOSLOVAKIA, new reg- 
ulations state who can apply for 
the purchase of a car. When per- 
mission is granted, the buyer pays 
the price to a bank, after which he 


* 


receives a registration number for | 


a car to be built in the future. 
According to reports, four makes 

are offered: the Czech Skoda 440, 

East German IFA F-9, French 


| Renault Quatre Chevaux and the 
| Russian Pobeda. 
/ + * 
| Half-way Effort 
| @EVERAL German cities have in- 

vited traffic police from Paris 
to study why traffic flows so slowly 
in their streets. 


Surely, the elegant, lively, French- 
men direct traffic like a well- 
greased, rock and roll orchestra. 

However, the Germans should 
have imported the quick-shifting 
French drivers, too, if they really 
want to speed up traffic. 


The average German driver 
hasn't got the “oomph” needed to 


* 


Real Reasons Sought... 


speed up traffic. Even so, he oper- 
ates at much too high a speed 
where it is not necessary. 


| man drivers. 
* 


Ignition Advice 
NFORMATION on electrical units 


of imported German cars can be 
| obtained from Bosch - Germany, 


+ * 





| New York, N. Y. 


| Bosch also will supply the name} 


|and address of the nearest whole- 


saler carrying the Bosch-Germany | 


| products. 


Why People Buy Cars 


NEW YORK. — A car owner — 
when asked “Why did you buy 
the make of car you own?” — will 
rarely give his real reason for pre- 
ferring one make of car over 
another. 

This fact was shown again by 
some new techniques in market 
research, according to Ben Duffy, 


president of Batten, Barton, Durs- 


tine and Osborn. 
Writing in Look magazine, Duffy 


| said that people, in explaining their 


car preferences, tend to “play back” 
advertising claims. 


When asked why they like the 


Autorama Plans 
November Show 





In Philadelphia 


PHILADELPHIA.—Plans for a 
privately sponsored auto show here 
have been revealed in the wake of 
an announcement that the dealer- 
sponsored show had been cancelied 





Sawyer Loses Third Plea 
In 6-Year Bribery Case 


MILWAUKEE. — Walter J. Saw- 
yer. Milwaukee auto dealer has lost 
his third appeal to the U. S. Su- 
preme (ourt in his six-year fight to 
escape a prison term for bribing 
Albert J. Krause, a Milwaukee 
alderm in. 

Th~ court declined to review Saw- 
yer. 


at Sawyer’s trial. Carl R. Becker, 
Sawyer’s attorney, is preparing an- 
other appeal. 


claim that Krause, a prisoner | 
nearing parole, committed perjury | 


because of “apathy.” 


| International Autorama Corp., said 


seum. 


First exhibitors have already 
signed up, Michie said, Displays 
will include American production 
models, chassis, sports cars and 
hotrods. 

Michie said his show has received 
the support of Mayor Richardson 
Dilworth and City Representative 
Fredric R. Mann. 

Managing director of the show 
is Homer Sanville. 








DeSoto Management Managers Meet— 


Daniel B. Michie jr., president of | 


an Autorama would be staged here} 
Nov. 10-17 at the Commericial Mu-| 


DeSoto held a meeting of its 19 regional business management managers as part 
of its new business-management program to aid DeSoto dealers. Those attending the 
conclave in Detroit were, standing, from left to right, James W. Ruland, Chicago; Guy 
Gallien, Kansas City; Larry P. Hagood jr., Philadelphia; William G. Hoyt, New York; 
Cy Shelton, Memphis; Earl D. Seney, Minneapolis; Carl J. Bush, Seattle; William C. 
Carroll, Atlanta; Thomas H. Biack jr., Pittsburgh, and Edward. E.-Kline, Cincinnati. 
Seated: Wayne F. Ditursi, DeSoto's business management: director; Frank -C.. Fisher, 
San Francisco; Raymond J. Kenney, St. Louis; Robert H. Percival, Charlotte, N. C.; 
Joseph M. Dean, Los Angeles; Orrin C. Pillibury, Boston; Mark--N.-Hackney, Dallas; 
George ¥. O'Neil, Omaha; Raymond L. Lingle, Detroit, and John A. -Childs- Syracuse. 


Cadillac or Chrysler they bought, 
| people are likely to reply, “It’s the 
| best money can buy,” or “It’s the 
| finest car produced,” he added. 


Duffy said that these are super- 
ficial reasons and that market 
researchers have turned up a 

| different set of answers by using 

| techniques developed in clinical 

psychology. 

| According to Duffy, these answers 
| reveal intangible values — such as 
| the prestige and success identified 
| in the mind of the public with 
| certain makes of cars. 

Duffy reported a profound change 
in consumer buying attitudes in the 


|past 10 years and that while in-| 


creased incomes and more leisure 
time have put the consumer in a 


| buying mood, the rise in produc- | 


| tivity has made him more discrimi- 
| nating. 

“It is this outpouring of goods 
that provides: the wide choices in 
|}cars, washing machines, 
|}mowers and toothbrushes and in 


out to buy,” he wrote. 


“Americans can exercise indi- 
viduality in almost anything they 
buy — from mouse traps to new 
steam irons to cuff links to pre- 
fabricated steel houses. Here is 
part of the challange for those 
who study the American market 
and the behaviour of consumers.” 


Duffy concluded that if he were 
| asked to supply a catch-all phrase 
|to describe our time, he would call 
|it the “time of the consumer.” 





‘Auto Electricians 
‘Discuss New-Car 


Service Problems 


DETROIT. — The technical serv- 
ices committee of the Automotive 
| Electric Assn. has met to discuss 
|current service problems with re- 
spect to the 1956 and the coming 
1957 model cars, according to J. 
Howard Reed, executive secretary. 


Carl Nelson, Carl A. Anderson 
Co., Omaha, chairman, said there 
is a tremendous need for increased 
technical information and training 
among automotive servicemen. 

The committee has 
production of two technical train- 


ing manuals on auto electrical and | 
fuel systems. These are available to| 
servicemen and to trade and voca- | 


tional schools. 


The association’s manufacturers 
division sales managers have met 
also to exchange 
first-hand information on pilot sur- 
veys to determine product design 
and customer acceptance. 

Ernie Robinson, AEA president, 
has announced formation of a 
house organ committee to study 
the needs and to develop a house 
organ program for distributor mem- 
bers. 


Versnick to Build Plant 
MADISONVILLE, Ky.—Versnick 
Mfg. Co. has announced that it will 
build a plant here to manufacture 
electronic ignition systems for high- 


speed and high-compression. 


engines. It also will produee 
electronic automotive testing equip- 
ment. 


With all due respect, smooth driv- | 
ing habits are not one of the fea-| 
tures of the new generation of Ger- | 


Factory Branch, 268 Fourth Ave.,| 


lawn) 


|almost anything else Americans set 


supervised | 


ideas and get) 


| Wilmington, Calif., are described by H. R. 





| longest continuous sales record of any Ford salesman in the nation. 
| years a Ford salesman, has spent all but 10 of them in Wilmington. 
description are Ted Ringis, left, distribution coordinator at Ford's Long Beach (Calif.) 
plant, and Frank Smolar, coowner of the dealership. 


A Ford Salesman for 40 Years— 
Chromium plated Model T tools displayed as show pieces at Kott and Smolar Ford; 


West, 75, center, who claims to have the 
West, for 40 
Listening to the 


76% of Mice Get Tumors... 


Exhaust Linked to Cancer 


CHICAGO. Automobile exhaust 
| fumes may be a cause of lung can- 
| cer, a study has revealed at Armour 
Research Foundation of Illinois In- 
stitute of Technology here. 

An investigation by foundation 
scientists shows evidence that 
gasoline engine exhaust extract 
has a marked tumor-inducing ef- 
fect upon the skin of mice, ac- 
cording to Dr. E. H. Schulz, ARF 
assistant director. 

“Seventy-six percent of the mice 

painted with an extract of gasoline 
| engine exhaust, developed tumors,” 
Schultz said. 
Purpose of the study—an ARF- 
sponsored research project—-was to 
| determine whether tumor inducers 
exist in several common sources of 
atmospheric pollution, explained Dr. 
Sidney Mittler, project leader. 

The work was done by biologists | 
and chemists in the ARF chemistry 
and chemical engineering research 
department. 

“Because the lung is a respiratory | 
organ,” Mittler said, “considerable 
attention has been devoted to the} 
study of potential tumor inducers | 
in the atmosphere which may con-| 
tribute to the increase of lung can- | 
cer.” 

Four common sources of air 
pollution were investigate—gaso- 
line engine exhaust, coal soot, oil 
soot, and diesel engine exhaust. 

Various extracts of these pol-| 

lutants and benzene controls were 
applied to a total of 167 mice dur- 
ing the 11 months of experimenta- 
tion, Mittler explained. 

“At the end of this period, 76 per- 
cent of induced tumors were ob- 
served in the group of mice painted 
with the extract of the gasoline 
| gasoline engine exhaust,” he said. 
“Only one tumor was induced in 


Chevrolet Wins 
31 Stock Races 


three major racing organizations in 
the U. S. revealed last week that 
Chevrolet has won 31 of 71 stock 
car races held this year. 

The reports, which include races 
held through the June 4 weekend, 
show that Chrysler was the second 
leading winner with 15 victories. | 

Chevrolet won 22 of 56 races sanc- 
tioned by the National Assn. for} 
Stock Car Auto Racing, five of 
seven races sanctioned by the! 
United States Auto Club and four| 





DETROIT. — Reports from the i 





of eight races under the banner of 
the International Motor Contest 
Assn. Chrysler won all its victories 
in NASCAR competition. 


the group of 36 mice treated with 
coal soot extract,” he reported, “and 
no mice in the groups painted with 
the oil soot extract and diesel en- 
gine exhaust extract developed 
tumors.” 

It was emphasized that no ef- 
fort was made to extrapolate the 
results to human cancer, “nor is 
such extrapolation warranted at 
this stage of the research. Fur- 
ther research is necessary before 
definite conclusions can be made 
regarding lung cancer,” Mittler 
said. 

In addition to the interest the 
ARF experiments show in the pos- 
sible cancer-inducing potential. of 
gasoline engine exhaust, Mittler ex- 
plained that the investigation also 
points up the need for much more 
research in the entire field of at- 
mospheric pollution by possible can- 
cer inducers. 





The ‘Golden Touch'— 


Receptionist Lois Yant adds one of the 
many “Golden Touches” to customer serv- 
ice at Cliff M. Averitt, Inc. (Cadillac), 
Columbus, Ga. Employed by Cadillac 
dealerships throughout the country, the 
“Golden Touch" program is designed to 
Provide the small services which estab- 
lish better dealer-customer relations. 








THE 


GENERAL 
TIRE 


The tubeless tire 
that gives you 
the most. 
mileage 
you ever knew 


HI-DENSITY Ru bber tougher textured for longer mileage! 


MILEAGE, surpassing any you have ever experienced, is yours in 


® the new Nygen Cord. General Tire with H1-Densrry Rubber. 

NYG EN CO RD It combines tremendous toughness with a degree of ground- 
gripping skid safety never before thought possible. 

Nygen Cord and Hi-DeEnsitry Rubber give you all the 


pound for pound, stronger than steel cables ! extra-long, extra-safe mileage you have ever wanted in a tire. 


THE GENERAL TIRE...GOES A LONG WAY TO MAKE FRIENDS 
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Lawsuits Affecting Dealers... 


Court D 


By Leo T. Parker 
Attorney at Law 

CCORDING to a recent court, 

decision an employe who suffers | 
an injury or death while greasing 
the truck he regularly drives can- 
not recover compensation, under 
the State Workmen's Compensation 
Act, because greasing the truck is 
not within the scope of his employ- 
ment. 

For example, in Neff v. Henry 
Wagner, 281 Pac. (2d) 1109, it was 
shown that Neff regularly drove a 
truck for Henry Wagner Co. 

One morning Neff had no load 
to haul and was putting in his 
time greasing his truck. To do 
this he used a grease gun which 
weighed about 80 pounds and 
holds 35 pounds of grease. 

The method of greasing the truck 
was to lie on a scooter with a head- 
rest of sponge rubber. While doing 
this, Neff felt a severe pain in his 
neck and put his hand up to his 
neck. One of the men asked what 
was the matter and he said it felt 


edn 


ecisions 


like someone had struck him in the 
back of the neck with an ice pick. 


Soon he was unconscious and 
died. Later it was found that he 
had died from cerebral hemorrhage 
from the rupture of a congenital 
aneurism, Neff's widow filed a claim 
for compensation for the death of 
her husband. 


The court refused to allow the 
widow any compensation, holding 
that the accident did not rise “out! 
of” the employment. 

* x 





* | 


Signs Found Valueless 


FEW weeks ago, an auto dealer 
wrote me, “I have posted large 
signs in different places in my| 
garage which read, ‘I will not be 
responsible in any way for loss or 
damage to automobiles while on 
these premises!’ Can I rely on these 
signs protecting me against future 
damage suits?” 
Recently a higher court rendered 
a decision to the effect that such 
signs are valueless, unless the auto 


~Comi 





Blackwood and Tinnin Open New Building— 


T & B Oldsmobile, Inc., has opened this $200,000 sales and service center in 
Fayetteville, N. C. The building has 35,000 square feer of roofed area, with 17 stalls 
in the main shop, eight customer reception stalls and 17 stalls in the attached body 
shop. Five more stalls are available for new and used-car conditioning. Lawrence 
Blackwood and George W. Tinnin are the dealers. 


premises which read, “Not re- 
sponsible for fire and theft.” 


owners and customers read the 
signs and agree to be bound by 
them, 

For example, in A. J. Ford v. 
Jos. C. McWilliams, 278 S. W. (2d) 
338, it was shown that an auto 
dealer posted large signs on his 


attempted to avoid liability for theft 
of a car on the plea that the signs 
relieved him of all liability. 

It is interesting to observe that 


OOTl... 


its new and modern automotive 


parts manufacturing facility 





a just a few weeks now, Thompson will 
begin operations in its new, modern parts 
manufacturing facility now nearing com- 
pletion in the Detroit area. This new plant 
will employ the latest methods and equip- 
ment available to provide low cost, efficient 
manufacture of chassis parts. 


Chassis design improvement has become 
an increasingly important factor in the 
automotive industry’s future planning. 


This, plus 


the tremendous acceptance of 


Thompson steering linkage and other chassis 


Youcancounton Thompson Products 


Michigan Division: Detroit + Fruitport * Portland 


parts has made Thompson’s latest expan- 
sion necessary. 


Finer steering linkage and suspension parts, 
new and advanced manufacturing techniques, 
better customer service—these are but some 
of the advantages Thompson will offer when 
its new Detroit plant begins operations. 


Have your engineers call on Thompson 
to help develop your steering linkage and 
suspension. Write, wire or phone Thompson 
Products, Michigan Division, 7881 Conant 
Ave., Detroit 11, Michigan, WAlnut 1-5010. 


In subsequent litigation, the dealer | 


|the higher court held that unless 
testimony was given that the atten- 
tion of the car owner had been 
directed to the signs and that he 
| agreed to be obligated by the noti- 
| fications, the dealer’s liability re- 
mained exactly the same as when 
no such notification signs are on 
the premises. This court said: 
“There were two signs in appel- 
lee’s garage which read ‘Not Re- 
sponsible for Fire or Theft. A 
keeper, by posting a sign or notice 
in his place of business, cannot 
limit his liability for theft, fire or 
negligence unless the automobile 
owner's attention is called to such 
a sign and he expressly or impliedly 
agrees to the provisions therein.” 
* * v 





First Lien Favored 


CCORDING to another court 

decision, if a seller, or a finance 
company, holds a first lien on a 
vehicle, one who installs equipment 
on the vehicle has a second lien 
and, therefore, secondary legal 
rights, particularly if he gives up 
possession of the vehicle. 

In Commercial Credit Corp. v. 
Caldwell Co., 279 S. W. (2d) 803, 
the testimony showed that Riggs 
Motor Co. sold a Ford truck to 
one Nelson and he executed a 
conditional sales contract which 
described the vehicle as having a 
“garbage body.” 

This contract was assigned on the 
same day to Commercial Credit and 
was properly recorded. The truck 
delivered to Nelson consisted of a 
cab and chassis, but the parties in- 
tended to have a garbage body 
installed. 

Approximately two weeks later 
Caldwell Co. installed the garbage 
body. Caldwell Co. intended to hold 
the truck until the body was paid 
for, but Nelson obtained possession 
of it. 





* * * 


‘Truck Repossessed 


BOUT six months later the fi- 

nance company repossessed the 
truck, Nelson having defaulted on 
| the conditional sales contract. Then 
Caldwell sued the finance company 
|to recover the value of the truck 
body. 

Since Caldwell had given up pos- 
|session of the truck, the higher 
court held that it had merely a 
secondary lien to secure payment 
for the truck body and since the 
| finance company had the first lien 
in its recorded conditional sale con- 
tract, it was not liable to Caldwell 
| for payment of the truck body. 

The court said, “Defendant (Com- 
mercial Credit Corp.) was certainly 
|a creditor of Nelson and it had the 
legal right to repossess this truck, 
including the body, as such a credi- 
tor under its conditional sales con- 
tract.” 


. ¥ . 


$1,707 Damages Won 
‘In Faulty-Brake Case 


SUDBURY, Ont. 
was awarded $1,707 in damages 
|when a judge ruled that a car 
dealer, a garage and a driver were 
responsible for an accident caused 
| by faulty brakes. 

toss was pinned against another 
|car by a vehicle driven by Roger 
| Grenier last fall. Testimony showed 


Francis Ross 


| that Grenier’s car had faulty 
| brakes when he bought it from 
'Mulville Motor Sales. 

The dealership twice took the 


car to Crossing Garage for repairs. 
As Grenier drove away the second 
time from the garage, he hit Ross 
in a parking lot. 

The judge ruled that there was 
no evidence that the dealership and 
the garage had made reasonable 
efforts to repair the brakes, and 
that Grenier had been negligent in 
getting too close to Ross before 
trying to stop. 

Damages were assessed 45 per- 
cent to Mulville, 45 percent to 
Crossing Garage and 10 percent to 
Grenier, 


Ranco Begins Expansion 


Of Delaware (O.) Plant 


DELAWARE, O. — Ranco, Inc., 
is expanding its plant here to in- 
crease production capacity for 
clothes-dryer and air-conditioning 
temperature controls and to in- 
crease the scope of automation of 
manufacturing operations, accord- 
ing to A. M. Hoover, president. 

Two buildings having a total of 
29,000 square feet of flcor space and 
costing $290,000 are being con- 
structed. The first is scheduled 
for completion by July 31 and the 
second a month later, Hoover said. 
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PITCH US A REASONABLE OFFER (W/TY NO /MSIDE CURVES) 
AMO YOU CAN RIDE ALL THE WAY HOME ON OUR SACRIFICE 


DRIVE LIKE A MAJOR LEAGUER ON MINOR LEAGUE 








AO” 4 
YOUR CAR GOT YOUR 

LET US RELIEVE you OF BOTH..... 
a a d 
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EIRST...We Cam OFFER You AS 6008 A DEAL 
AS You Ans come To rue ANYWHERE / 
2ND,.. Tas SemvicE we orn AFTER THAT DEAL FAR 
SURPASSES THE SERVICE ANYONE ELSE CaN GIVE You! 
FOR COMPLETE SATISFACTION 


























WE CAN GET WIMASELF A AFAL STEAL 
WHY WASTE YOUR TIME AND GAS OMY TO END UP 


Do you WORRY ABouT WHETHER THE DEAL WILL BE HomEsT? 
Do vou WORRY about WHETHER THE DEALER wal BE TRUSTWORTHY? 
Do you WORRY ABOUT WHETHER THAT CONTRACT YoU SIGN WILL ACTUALLY BE YOUR 

LAST wits 72 
RELAX / YOUVE FOUND A FRIEND 


IF YER HUNTIN’ FOR 
THE BEST DEAL 
CAUSE WE GOT IT/ 









y? 


ARE YOU GUIl 













OF FALLING FOR EVERY SOMA FIDE "OFFER YOu NEAR On Ramo AND TV? 
OF RUSHING TO THE SCENE OF THE CRIME AND BELIEVING TME SALESMAN 
wwe TELLS You YOUR CAR 15 WORTH “2000 moms You Tax? 
Dow BE A VICTIN OF CIRCUMSTANTIAL EVIDENCE as Tus! 
SEE US FOR THE DEAL THAT 
WEEDS NO LAWYER ~WELL GIVE You THE FACTS. mam! 877 






Niay = ¢ A efSe 
IM LOOKIN’ FOR A PROSPECT/ 
Keow Of Iusying 4 ow car? 


WhO de é 
dd —_— i Tam. Jt wend coat them a SCERT 
én Joon ee rc meet Nie Reto tense 










"FapuLous 
THEY OFFER OM TV MIGHT HAVE A‘}OOK™IN THEM? 
YOU CANT OPERATE AN ORGANIZATION wiTHouT ProFiT// 
our poucy oF “LAME AND LET LIVE Tuas won For us THousans oF SATTSF/ED 
CUSTOMERS AND FRIENDS DOWN TwRU THE YEARS 
JOIN THE SATISFIED 


CONGRATULATIONS 
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MAW. HE AINT RUBIN FOR OFFICE... WES JOST TELLIN FOLKS 
ABOUT THE TERRIFIC DEAL WE GOT DOWN AT 


© © COSC SS C8ee Bees e TESA Base ee eee Hy 






==> We i 
IN YOUR POSTCARDS!! 


HERE IS A MAILING PIECE WITH A “HOOK” THAT WILL GET 
“JOE PUBLIC’’ TO READ YOUR MESSAGE. THE COMBINATION 
OF CARTOON, TOPPED BY A CLEVER CAPTION, MAKES THEM 
LOOK — READ — KEEP .. . AND MOST IMPORTANT OF ALL, 
THESE CARDS ARE BRINGING RESULTS! 


This series of copyrighted “CATCHY CARDS” was orig- 
inated by JACK LANE, famous for his caricatures of motion 
picture stars on the walls of the HOLLYWOOD BROWN DERBY. 





yo 
(Ps. HE comnT—How CAN 








YOU'LL FIND CATCHY CARDS PRICED RIGHT! IN A PACKAGE DEAL MADE 
UP OF ANY FIVE CARDS (WHICH COULD BE USED AS FIVE FOLLOW UP 
CARDS TO A SINGLE PROSPECT), PRICES RUN AS FOLLOWS. 


1000 (200 each of any five cards you select) $12.00 per 1000 
Above prices do not include minor cost of dealer name impressions. We 
recommend this be done by your local printer or by the simple expedient 
of a rubber stamp. : . 


Single cards may be ordered and are priced at $18.00 per 1000 
“Daily Post Cards" are a healthy habit when you mail ‘Catchy Cards” 


moons PLEASE ORDER BY NUMBER * CUT OUT AND MAIL TO:ecene 


JACK LANE, 21911 Providencia ° - Woodland Hills, California 


Piet Gt ii ictncinnnsnncmecinenintnincag Ge 











Cards sent C.O.D. Parcel Post charge in addition. 
Nam 
Addres 
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. «+ by Jack Weed 





ee A recent police check in Grand|looking for a spot to have it} 
Rapids, Mich., 61 percent or 323| happen. 

out of 522 cars checked were found Yet this man is in the auto in- 
unsafe to drive. Police said that| dustry and has been for years. 
each of the unsafe cars received at See e 

least one “repair and report” viola- | J2#’s Up to Dealers 


tion and that one driver received 10. LL of this 


The safety check was a part of a| / thing that has been on my mind 
police campaign to cut down ac-| for a long time. That is that every 
cidents and fatalities. |ear and truck dealer can do a 

In the South Carolina vehicle | major job of helping keep this na- 
inspection last fall, approximately (tion safe on the highway by just 
one third of the vehicles inspected |helping themselves make more 
failed to pass, according to Claude | money in their service departments. 
R. McMillan, chief highway com- No one in his right mind will 
missioner. | knowingly drive a car that is un- 

Approximately 3,000 of the 12,300| safe. That applies especially to the 
vehicles inspected had defective|type of driver who patronizes the 
lights and 645 were rejected be-| average dealer’s repair shop. 
cause of faulty brakes. In this The statistics that will result 
check, brakes were found to be the| from the May Safety Month 
second-most-frequent defective)! checks will be ample proof to any 
part. | dealer that there is a lot of good 

A friend of mine, an old timer! profitable service work that 
in this industry, told me of some-| drives out of his shop every day 
thing that happened to him re-| because no one took the time to 
cently. He said he was bowling} check the vehicle and point out 
along at a good clip (he named the| faults to the owner. 
miles per hour but I won't) and Harry Barrett, of Barrett Mfg. 
suddenly had to put on his brakes.|Co., has proven that one out of 
He heard a terrific noise and his | every seven brake checks creates 
car swerved toward the ditch. |a brake job for the dealer who has 

He said he took it easy the rest | his men check every car with over 
of the way home and drove down} 10,000 miles on the speedometer. 
to his dealer the first thing the next} It pays, according to the tests 
morning. They found that he had|he has made, to pull the front left 
worn his lining all the way through. 
He admitted that he had put 60,- 
000 miles on the car without having 
the brake lining examined. | 

He was just an ambulance case 








on it. 
I am firmly convinced that there 
(Continued on Page 40, Col. 1) 





leads up to some-| 





wheel of every car coming in for| 
service with that much mileage | 


(16% of ’55 Output Called Substandard 





Bad B 


RODUCTION of spurious, sub- | “ 


standard brake fluid—which is 

a potential “killer” if put in the 

ayenem of the modern automobile 
or truck — was nearly 5 percent 
greater last year than in 1954, 
| according to figures released at the 
| convention of the Chemical Special- 
|ties Manufacturers Assn. in Chi- 
cago. 

A national survey of 1955 brake- 
fluid production showed that 16.8 
percent of all fluid produced was 
substandard, compared with 12 
percent in 1954, according to C. E. 
Allerdice jr., Bell Co., Chicago, 
chairman of the committee in 
charge of the project. 

These figures differ from those 
reported earlier in AUTOMOTIVE NEws 
since the Allerdice study is based 
on total production and the earlier 
report was based on tests of brands 
offered for sale on the open market. 

In the earlier test, made about a 
year ago by Chrysler Corp.’s en- 


| gineering department, it was found 


that 23 of 60 brands tested, or 38.3 
percent, were either very substand- 
ard or even spurious. 

That survey found that 23 brands 
tested had an average boiling point 
of 181 degrees Fahrenheit, 12 
brands met the SAE moderate duty 

specifications and had a boiling 
point of 245.5 degrees, and 25 
brands were SAE heavy-duty with 
a boiling point of 333 degrees or 


| higher. 


* * 


8 States Take Action 
HE vicious part of these sub- 
standard fluids is that their 
boiling point is so low that on a| 


* 


How Dealer Got 90% A bsorption 


T CAN be done. A dealer who! Johnson’s own words for he 
now sells nearly 900 cars and| answer: 
trucks a year in one of the nation’ | “We found, along in 1948 and 


most highly competitive areas has| 1949, that it was costing from $20,- 
not only averaged nearly 90 per-| 000 | to $25,000 per year to subsidize 
cent absorption (89.8 percent) dur-| parts and service departments from 
ing the past five years but has| new-car profit. 
made an average of nearly $100) dealer will sell his service depart- 
thousand profit before taxes each| ment ‘short’. This is what I mean 
year while doing it. - assuming that we were down 

In fact, last year while a great | the $25,000 on service revenue, we 
many dealers were complaining | would have to sell more than an 
that the push for new-car sales | additional 147 new cars at a net 
was making them paupers, | profit of $147 per unit to make this 
Hensley-Johnson (Ford), Bell- | up. Either that or have the net 


flower, Calif., not only increased 
net profits $50 thousand plus Service Chie f: 
Diplomat, Juggler 


over 1954 but hit the highest 
net profit reached in 11 years of 
7 oe 
Or Magician? 
By Joseph M. Callahan 


business with the same franchise 
and at the same location, but 
Staff Writer 
The service manager is many 


not in the same buildings. 

How was it done? 

Let Leland Johnson give you the 
different things to many different 
people, according to George Bente, 
who has been an assistant service 


formula in his own words: “The 
manager or service manager in two 


two elements of this business, sales 
plus service, are married to each 

Detroit dealerships for the last 10 
years. 


other. You can’t have one without 
Bente, who is now “between 


the other, at least you shouldn't, 

if this business is a career. The 

cut-rate curbstone dealers (who, 

thank God, are a small minority) 

don’t look at it this way. It is 
jobs,” said, “What the service 
manager represents depends on 
whether you’re the dealer, sales- 
man, mechanic, factory represent- 
ative, customer, sales r, 


beginning to appear that Time and 
the Public will dispose of this type 
manage 
insurance adjuster, vendor, the 
dealer’s friend or relative, the 


dealer.” 
x * a 
ENSLEY-JOHNSON started 
dealership bookkeeper, the 
dealer’s wife or the service mana- 


business in Bellflower, a suburb 
ger’s wife.” 


of Los Angeles, in 1945 with total 

capital of $15,000 and hasn’t bor- 
rowed a cent since then, except to 
floor plan some new cars. Today it 

~ has an investment of approximately| Bente said that these individuals 

$525,000 on which there is no debt| usually have the following pictures 

of the service manager: 

To THE Deaver: The service mana- 

ger is the real backbone of the 

(Continued on Page 46, Col, 1) 





of any kind. 
Again what is the “key” to this 
well above average showing? 
Again let us turn to Leland 


I hope that no} 





| were sold—Hensley-Johnson tallied 


profit decreased by that amount.” 
So Johnson set out to provide the 
best service possible for his cus- 
tomers. He set out to make every 
new-car buyer a customer that 
would look to Hensley-Johnson for 
all automotive needs. 
Eg of * 
T WASN’T done overnight or 
without a lot of planning. But, 
following the path Johnson blazed, 
in 1951 — when 510 new vehicles 


a parts and service total of $152,- 
623.04. 

Parts sales were $86,096.76; total 
labor, $52,808.70 and other service 
income (body and paint shop, out- 
side repairs, etc.) was $13,717.58. 

Service absorption that year 
was 70.4 percent, profit before 
taxes was $69,403.20. 

In 1952, Johnson really got the 
program rolling and completed the 
pattern that has kept the firm well 
in the 90 percent average absorp- 
tion bracket ever since. 

That year, with only 310 new-unit 
sales, parts jumped to $142,061.75; 
labor was $73,147.14; other service 
income, $15,513.60, and total parts 
and service, $230,722.49. 

Profit before taxes was $77,232.11 
and — not incidentally, however— 
percentage of absorption jumped to 
97.3 percent, highest of the five- 
year period. 

es 





et a 


HE following year, with new- 
unit sales up to 550, parts sales 
were $160,715.70; labor, $104,846.79; 
other service income, $19,707.97, for 
a total parts and service of $280,- 
(Continued on Page 38, Col. 1)° 


NEW PRODUCTS 


Page 52 





rake Fluid Up 


have enacted legislation to keep 
the substandard grades off the 
market within their borders. Seven 


panic stop,” the heat generated by 
the brake action brings the temp- 
erature up to the point where they 


are subject to turning into gas| of these states—California, Georgia, 
which leaves the car without | Minnesota, New Jersey, North Car- 
brakes. olina, South Carolina and Tennes- 


see — limit the sale of brake fluid 
to the SAE heavy-duty grade. 
Another state, Mississippi, will 
permit the sale of both heavy and 
moderate-duty fluids but will ban 
the substandard makes when its 
law becomes effective Jan. 1, 1957. 
The Georgia law becomes effective 
July 1, 1956. 


With such a high percentage of 
today’s cars being equipped with 
automatic transmissions which put 
practically the entire load of stop- 
ping the car on the brakes, the 
use of these substandard fluids 
leaves the vehicle operator with no 
means of stopping when his brake 
fluid has ceased to be liquid. 

While substandard fluids have 
other bad features such as their 
effect on the rubber parts of the 
brake system and their tendency 
to “gum,” engineers feel that 


* * 


|Progress Noted 


Moc progress has been made, 
however, toward the elimina- 
€ 4 tion of nonspecification hydraulic 
the low boiling point is sufficient | prake fluid compounds, the mem- 
reason for prohibiting their sale. | pers of the Chemical Specialties 


The authorities of eight states | Manufacturers Assn. were told. The 
now agree with these experts and | (Continued on Page 41, Col. 1) 








Backshop, California Style— 


The informal, ranch-type trend of Western architecture is reflected by the service 
department of Hensley-Johnson Ford in Bellflower, Calif. The service department, with 
about half of the stall area shown here, has a “patio’’ used for a parking area. The 
stall area adjoins the parts department, which has a window at the rear to save 
mechanics’ time and steps. At extreme right is the service manager's office, where all 
followup files are kept. 


With Plastic Finishes ... 


New Problems in Paint 





should be removed only with T-3812 
Dulux reducer. 

Not all the new finishes which 
will begin to make their appear- 
ance with 1957 models will de- 
mand such care in the refinish 
shops, their makers say. All, how- 
ever, will have to be handled dif- 
ferently from the present methods 
in some particulars. 

While it is claimed that there is 
no trouble from the standpoint of 
matching the factory-applied fin- 
ishes with the new products or in 
the degree of fade after the car has 
been in service for some time, it 
is being recommended that whole 
panels, doors or hoods be refinished 
rather than spotted. 

It also is important in applying 
the new finishes that the entire area 
to be refinished be sanded in order 
to provide good adhesion for the 
refinish product. 

~ * * 


Wane paint makers claim that 
the new finishes are being 
brought out to obtain better dura- 
bility and a longer gloss retention 
(Continued on Page 42, Col. 4) 


Wwe finishes beginning to appear | 
on production cars — finishes | 
more durable and more glamorous | 
—are providing new problems for) 
dealers who have to repair these) 
finishes in the field. 

With the duPont lucite acrylic 
lacquer, for example, only a prod- 
uct ..of similar formula can be 
used to spot or refinish over the 
original finish. 

In instructions to the field, duPont 
notes that only duPont lacquer 
Numbers 882 and 886 should be 
used to refinish Pontiac colors 56-S 
(Sandalwood Tan Metallic) and 56-T 
(Sun Beige) as well as Oldsmobile 
colors 90 (Antique White) and 92 
(Rose Mist Metallic). 

as of or 


4 poronr warns refinish shops 
not to make any substitutions 
for the products recommended as 
serious failures will follow. They are 
also warned that at least two 
months should elapse before either 
a@ wax or silicone polish should be 
applied to cars on which 882 or 886 
has been used. Any tar that gets 
on a car finished in these products 
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$100,000 Profit Before Taxes oe 
How Western Dealer 
Got 90% Absorption 


(Continued from Page 36) 


391.71. Profit before taxes was $90,- , 


046.84; absorption, 97.2 percent. 

The next year, 1954, with 727 
new-vehicle sales, Hensley- 
Johnson did the following 
volume: Parts, $163,287.18; labor, 
$116,331.30; other service income, 
- $19,707.97, for a total of $299,- 
326.45. Profit before taxes was 
boosted to $97,902.34; absorption 
dropped slightly to 95.1 percent. 

Last year, with 886 new-vehicle 
sales, parts volume rose to $188,- 
377.97; total labor to $141,720.35; 
other service income was $18,865.09 
for a total parts and service of | 
$348,963.41. 

Absorption dropped to 89 per-| 
cent, but profit before taxes jumped 
more than $50,000 to eect 


OHNSON, lenaic in * 1948, realized 
that he couldn't make service do 


the dual job of carrying the greater 
|portion of his fixed expenses and 
| developing customers for the 
| dealership without two things. 
First, an organization of hard- 
hitting men in all departments 
| that knew their jobs and were 
| willing to work at them, and, 
| second, proper and economic 
| facilities to operate in. 
Good men do not come cheap. | 
Like other dealers who 








| Johnson knew that he couldn't | 
make a dollar from service labor | 


until the mechanic made one and 
|the more 
| more the firm made. 

+ x * 


HE answer to the manpower 
paid 
Hensley-| 


problem was _ incentives, 


|monthly on volume. 





look at 


the mechanic made the 





| Seretned 4 Body Shop— 


In the departmentalized operation of Hensley-Johnson Ford, Bellflower, Calif., 


body shop is at the rear of the use-car 


| running across the rear of the used-car lot, 
street while serving as a billboard. The body shop has three lanes, 


the 
lot. The high fence at the extreme right, 
hides the body shop entrance from the 
each of which 


handles four cars. The first opening is the new-car make-ready department. The fourth 


doorway is the paint-booth entrance. 
* * * 


Johnson also gives quite substan- 
| tial year-end cash bonuses which 
| average approximately $1,000 per 
| department head. 


The lowest cash bonus in 1955 


x * * 


was $750 to the parts manager, in 
addition to a substantial monthly 
bonus. The highest was $2,500 to 
the sales manager. The service 
manager and the body shop head 








Satin Prime 
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SATIN PRIME 
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Ditzler’s FERROCHROME PRIMER DPE-1202 Inhibits Rust! 


e@ Besides new SATIN PRIME, Ditzler also makes available its popular FERRO- 
CHROME PRIMER, DPE-1202 specifically formulated for industrial and fleet 
use. This is a red oxide non-sanding primer. In addition to all the excellent 
properties to be found in new SATIN PRIME, DPE-1338, this FERROCHROME 
PRIMER is a highly effective rust inhibitor. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Michigan 


DITZLER 


PAINTS ¢ GLASS e CHEMICALS e BRUSHES e PLASTICS ¢ FIBER GLASS 


Flash Dries in 15 minutes! 
No sanding 


Apply finish coat 
immediately! 


ITZLER now introduces new saTIN PRIME 
—DPE-1338. This new light gray non- 
sanding primer sealer is specially prepared to 
give faster and better results when repainting 
the attractive pastel colors on today’s two-tone 
motorcars and trucks. 


e@ By reducing with Ditzler’s DTE-101 or 
DTE-202 for spraying, new SATIN PRIME can 


be applied in a one wet coat film. It covers 
equally well over bare metal or properly 









Bee Be ae 


"eocap1202 
'Niy i One, 


prepared old lacquer or enamel. A thin coat gives you all the advantages 
plus a better finish than a heavy coat. No sanding required. 


@ New SATIN PRIME flash dries in 15 minutes. Lacquer or enamel may be 
applied immediately after flash drying so that primer sealer and color coat 
dry down thoroughly together. You'll find SATIN PRIME gives you better 
holdout and adhesion than any other similar product you’ve ever tried. 


PRIMER 
BITS Rysy 





'N CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


each earned approximately $10,000 
for the year. 

Starting with one 15,000 square- 
foot building in 1945, the opera- 
tion now is housed in five sep- 
arate buildings built around the 
show room and main office in a 
“UO” shape, with approximately 
80,000 square feet of operating 
space. 

This space was not acquired 
overnight, either. Hensley-Johnson 
looked ahead and purchased land 
long before it actually was needed. 
In line with this type of thinking, 
the firm always had money ready 
to buy needed property when it 
became available. 

As the facilties grew, so did man- 
power. In 1951, Hensley-Johnson 
had 24 employes. Today the work 
force has expended to 51 and is 
still growing. 

* + + 
... body and paint shop always 
has played an important part 
in the service picture. For instance, 
in 1955’s total labor sales of $141,- 
720.35, body and paint labor was 
$58,628.11. 

In 1955, a total of 8,173 repair 
orders were written for an average 
labor sale of $16.19 each at a $4.50 
rate. Parts sales averaged $11.19 
per order bringing the total ticket 
up to $27.38. 

The proof of the pudding is 
always in the eating. An example 
of what good service means to 
a dealer can be shown in 
Hensley-Johnson’s first quarter 
1956 record. 

The dealership is 144 percent 
ahead of last year in new-car sales. 
The net profit is about 12.5 per- 
cent below 1955’s first quarter and 
this situation is blamed by John- 
son on “crazy discount advertising” 
prevalent in Los Angeles. 

“It is significant that the total 
parts and service in first-quarter 
1956 was $105,359.08 against last 
year’s $82,552.73,” he said. “There- 

|fore, our net profit situation has 
been brought about by ‘crazy dis- 
count advertising’ not by any drop 
|in service and parts business.” 
| = * * 

N AN aside on this problem, 

Johnson said: “The boys who 
thought they could continue mak- 
ing home runs without touching 
second base are now finding out— 
| to quite some degree, I understand 
—that there is more to selling than 
| ‘phony advertising.’ We have noth- 
|}ing to unlearn here. We always 
| have tried to do the job with in- 
spiration and perspiration.” 
| One of the reasons why Hensley- 
| Johnson enjoys such a comforta- 
| ble parts business is that the parts 
salesroom has a main street “show” 
| equal to that of their new-car show 
| room. 

In fact, the building that now 
is occupied by the parts and 
accessories department formerly 
was the main dealership build- 
ing. The original show window 
and car and truck display space 
now flaunt the latest in acces- 
sories and a good “look-see” of 
the parts counter. 


In addition to its excellent serv- 
ice business, Hensley-Johnson also 
is proud of the ten-day turnover 
of used cars and trucks. Approxi- 
mately 50 percent of all tradeins 
are retailed. Used trucks present 
no problems and move satisfactor- 
ily, the firm said. 

Hensley-Johnson also is proud of 
its 58-foot electric sign in front 
of the dealership which can be 
seen for blocks in either direction. 











Purolator Sales 
Ahead of 1955, 


President Says 


KENT, O. — Purolator Products, 
Inc., has taken title to the plant 
which it purchased from Twin 
Coach Co. here. The company plans 
to manufacture automotive oil and 
air-filter elements in the new 
facility. 

At ceremonies in connection with 
the title transfer, James D. Abeles, 
Purolator president, said his com- 
pany’s sales are ahead of 1955, best 
year in the firm’s history. 

He said business in the automo- 
tive replacement market and opera- 
tions in nonautomotive fields have 
kept sales high despite decreased 
auto production. 
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Our Service Business is UP 50% 
Since We Equipped with SUN 


DORAN CHEVROLET, DALLAS, TEXAS 


In the airport-style control tower operation. Here again SUN Test Equipment is invaluable. Used cars are recone 
of the Service Department of Doran ditioned and stringently tested, to be sold as DY NA-TESTED used cars. 

Chevrolet—one of Dallas’ leading 
dealers—the Service Supervisor gets 
a bird’s-eye view of the whole opera- 





Doran Chevrolet uses SUN Test Equipment exclusively. Joe C. Forbis, 
Service Manager, has this 
to say: 
































tion. From this tower he routes jobs 
to specialists in each field of service, 
and keeps tab on the progress of 
each job through the shop. 


‘Because of lower gross profit 
on sale of new cars, we have 
felt the need of making our ser- 
vice business a paying operation 
in itself. We are sure that the 
use of our SUN equipment has 
been a big factor in helping us 
reach this goal.” 


Six service writers write up about 
125 orders a day on incoming ser- 
vice customers. Each car is allotted 
a job number which follows it 
through all service operations. Jn- 
and-out in one day is the fixed policy of Doran Chevrolet in all but major 
overhaul work. Skillful organization makes this possible. 





SUN Test Equipment is used 
both to diagnose trouble and to 
check out finished service jobs. 
Doran Chevrolet says that using 
SUN Test Equipment to check 
on all work done is a powerful 
means of preventing ““come- 
backs.” 


The SUN Tune-Up Tester is a 
“must” in Doran’s new car make 
ready department. Used car sales 
are also an important part of the 


Felix Doran, Jr. Felix Doran III Joe C. Forbis 
President, Vice-President, Service Manager, 
Doran Chevrolet Doran Chevrolet Doran Chevrolet 


SUN ELECTRIC CORP. 
6323 N. Avondale, Chicago 31, Illinois 






Doran Chevrolet’s 
Dallas headquarters 
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Backshop . 


e e e Jack Weed 


(Continued from Page 36) 


is no better way for a dealer to| 
build good public relations than to 
have his men go over every car that | 
comes in to his shop and check it 
for safety. They don’t have to try | 
to sell the owner on having the 
work done. All they have to do is | 
to call it to the owner’s attention. | 

If more dealers would think of 
such an operation from just a good 
public relations standpoint and see | 
to it that it is done, I am sure they | 
would be tremendously surprised 
and gratified to find what a profit- 
able operation it can be. 


* * * | 
Inside Man 


_ don’t let your mechanics do | 
as a mechanic for Wilkie Buick | 
in Philadelphia did recently. It 
seems Wilkie has a practice, when 
looking for hard-to-find squeaks 
and rattles, of having a man get in 
the trunk compartment while an- 
other drives the car around. 

Well, the other day one of the 


| 
} 


mechanics approached the serv- 
ice manager and wanted a key 
cut for the trunk lock of a cer- 
tain car and wanted it in a hurry. 
What was the rush? 
The “squeak and rattle detective” 
had crawled into the trunk and 


closed the lid—with the key to the} 


compartment in his pocket. 
* * * 


Dealers and AAA 


GOT a letter from Jimmie Rear- 


don of the AAA the other day) 


with some information that sur- 
prised me no end. He gave me the 
breakdown on the classification of 
their authorized garages across the 
country and I was amazed to note 
the high percentage of car dealers 
who are AAA trouble shooters in 
their area. 

I had been laboring under the 
impression that the average car 
dealer was too busy and making 
too much money to bother with 
being an authorized service re- 


| 
| 


presentative for the touring as- 
sociation. This job, as we all 
know, entails being on call with a 
wrecker 24 hours each day and 
seven days each week. 

According to Jimmie, car dealers 
| rank right up there among service 
stations who have the authorized 
AAA sign over their shop doors. 
The breakdown as Jimmie gave it 
to me is: Independent garages, 5,- 
972 or 32.69 percent of total; serv- 
ice stations, 5,962 or 32.63 percent; 
franchised car dealers, 4,708 or 25.77 


# . 


8.91 percent. 
* 


Amazing Techniques 
ODERN industry is amazing in | 


the techniques used to do 


went over my desk about how a 


posited on a car during a normal 
waxing operation as is used to 
trace the spread of cancer. Radio- 
active Cobalt-60 was used in the 
test. 

A recent technical bulletin from 
Sun Electric deals with a subject 
that I believe is of more than com- 








percent, and other outlets, 1,627 or 


things. For instance, a story just | 
General Electric division is using | 


the same method to find out how} 
|thick a coating of wax was de- 


mon interest and that is the head- | 


VU MadieW 


“Are you the appraiser here?” 


light flickering that is sometimes 
encountered in cars equipped with 
12-volt ignition. 

According to the Sun _ techni- 
cians, this flickering usually is 
most noticeable when the car is 
driven on wet pavements or snow 
or on roads with puddles. 

They claim that on some vehicles 


2» | 


Republics Plan-O-Graph Service is 
_@ Blueprint for Bigger Parts Profits 


If you think your parts department should and could do better profitwise— 
you may be right on both counts. 
Chances are, an improved shelving arrangement would do wonders to help 
your men provide faster service and avoid waste motion. 
That’s where a Berger storage engineering expert comes in. He’s factory- 
trained to explain the many advantages of Berger’s exclusive parts department 
Plan-O-Graph Service. He'll suggest a new layout for your department that 
will result in quicker sales—even by inexperienced employees, because parts 
. will be easier to locate. He’ll show how repair work is speeded up because 
parts, numbers and prices that are clearly tagged can be quickly found. 


Your aoe storage engineer will demonstrate how factory-approved, 


Berger Stan 


ard Steel Units can make your operation more economical. And 


he'll handle all installation details. Republic’s Berger Division offers a bi 
line of automotive shelving and racks to choose from—manufactured in mack 
sizes to accommodate all automotive materials, including bulky parts. Call 
today, or send coupon for descriptive data. 


REPUBLIC STEEL 
BERGER DIVISION 


SHELVING REARRANGES 
IN SECONDS! Berger's 
handy Fiexi-Bilt Parts Bins 
with exclusive shelf adjust- 
ment rearrange quickly to 
suit changing needs. There 
are no tools required. Sim- 
ply lift, pull and re-position. 
This popular unit is just one 
of the big line of shelving 
equipment by Republic's 
Berger Division. Send cou- 
pon for specifications and 


prices. 


Canton 5, Ohio 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 
Dept. C-1442 


Company. 


qo 


1078 Belden Ave., Canton 5, Ohio 


Please send me more information on: 
O Berger Plan-O-Graph Service 
O Flexi-Bilt Parts Bins 
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a slight flicker cannot be com- 
pletely eliminated and while it 
may be annoying, or even alarm- 
ing, it is not serious and will not 
cause any trouble. 

Sun engineers claim that condi- 
tions in the charging system which 
lead to headlight flickering are 
usually caused by high resistance 
or erratic output. They have worked 
out a seven-point check procedure 
to determine where the trouble lies. 

They go on to say, however, that 
a small amount of flickering in the 
headlights or on the ammeter is 
usually caused by oxidized regu- 
lator points. Thorough cleaning of 
the points will usually remedy this 
| condition. However, they warn, 
service procedures for a headlight 
flicker complaint should always in- 
clude complete testing of both light- 
|ing and charging systems to deter- 
| mine the cause. 

cd * * 


Black Light 


ALKING about the General 

Electric use of Cobalt-60 to test 
| the thickness of a wax coating re- 
|minds me of another laboratory 
| deal that Bill Cooper, of the Black 
| Light Eastern Corp., brought in to 
|me the other day. That is the use 
|of black light to find oil leaks in 
|a car. 

Black light has been used by 
the oil industry for some time 
but it was only recently that 
someone suggested its use to 
determine whether the leak was 
from the engine or the automatic 
transmission. 

| By putting a small amount of the 
|leaked fluid on a blotter together 
| with some lubricating oil and trans- 
| mission fluid and subjecting the 
three smears to black light, the 
|glow from each will quickly and 
| positively determine which is the 
fluid that is leaking. 

By flashing the black light over 
the spot where the leak is noticed 
|it can then be traced back to the 
| point where it gets out of the case. 

In cases where engine oil is used 
to lubricate the transmission, an 
| additive in the engine oil will 
| change the color when seen under 
| the black-light lamp. 


* * * 


Pioneer Passes 


NOTHER of those old timers 

whom I was proud to call friend 
| went on to his Valhalla June 4 in 
| his home town, Moorestown, N. J. 
| Herman P. Schade was one of the 
| real early pioneers of the parts end 
| of the business. As early as 1912 he 
| was resident manager of the Hess- 
| Bright Ball Bearing Co. in Phila- 
delphia. 
In 1920 he was one of the boys 
| who pioneered the old Gabriel 
Snubber, the forerunner to our 
present shock absorbers and was 
a distributor of Purolator oil fil- 
ters before they became standard 
equipment on cars and trucks. 
During the ’30s and early ’40s, 
Herman was one of the develop- 
ment pioneers in the field of 
safety lighting and truck lamps. 
Known from coast to coast, he 
| was a life member of the Automo- 
bile Old Timers, Booster Club, SAE 
and other organizations in the auto- 
motive field. 

Herm leaves two boys in the busi- 
ness, Eric who will carry on with 
the Schade Sales Co. which he and 
his father founded and Ernest, who 
: with City Chevrolet Co., Edna, 

‘ex. 


Trade with Reds 
Is Picking Up, 
Weeks Reports 


WASHINGTON.—Two-way trade 
between the European Soviety bloc 
and the U. S. appears to be increas- 
ing, Secretary of Commerce Sin- 
clair Weeks said in his quarterly 
report on export control operations. 

The report noted that first-quar- 
ter export licenses included $540,535 
in new cars for Soviet Russia. 

Weeks said that there is some 
evidence of broadening Soviet in- 
terest in nonstrategic commodities 
from the U. S., but that exports 
still lag far behind U. S. imports 
from the area. 

In a news conference, meanwhile, 
Weeks said, “Our policy in respect 
to European Soviet bloc countries 
is clear. We are not lowering our 
military guard. We are not export- 
ing to the Soviet bloc either goods 
of strategic significance or the 
technical data from which such 
goods could be produced.” 
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16% of °55 Output Called Substandard . . . 


Faulty Brake Fluid Increases 


(Continued from Page 36) 
output of heavy-duty fluid 
creased about 3 percent. 

Reviewing the survey figures 

Allerdice said, “As everyone who 
has been active in the brake fluid 
industry for the past 10 or 15 
years, knows, a much larger per- 
centage of nonspecification fluid 
was sold in the past. From this 
year’s figures it apears that rapid 
strides are being made toward 
elimination of nonspecifica- 
tion fluids.” 

Figures from the survey revealed 
that last year, 10,624,619 gallons of 
brake fluid were compounded by 
the 28 manufacturers responding to 
the questionnaire sent out by the 
committee. 

This represents about 90 percent 
of total industrywide production, 
Allerdice said, and is much closer 
to a true picture of industry pro- 
duction than was the division’s first 
survey covering z08. 

* + 


Heavy-Duty Output Rises 


i THE report the figures were 
broken down as follows: 

1. Standard and private brands} 
compounded which meet SAE speci- 
fications: Moderate duty 70R2 or 
R-72—2,845,014 gallons; heavy duty | 
70R1 or R-71—5,681,525 gallons. 

Moderate duty was 26.8 percent 
of total production, compared with 

37.26 percent for 1954. Heavy-duty 
production in 1955 was 53.4 percent, 
compared with 50.5 percent in 1954. 

2. Gallons compounded which 
meet specific government specifica- | 
tions if not falling into heavy-duty | 
category mentioned above was 321,- | 
392. This was 3 percent of total 
production, compared with 0.24 per- 
cent the year previous. 

3. Standard and private brands 
compounded which did not meet | 
either SAE or Government speci- 
fications: 1,776,688 gallons. This 
was 16.8 percent of total produc- 
tion compared with 12 percent in | 
1954. 

Allerdice emphasized that the) 
1955 survey sought figures for fluid 
compounded by reporting com- 
panies and not for fluid sold. This, 
he explained eliminated confusion 
in the first survey covering 1954, 
when some marketers submitted 
figures on finished products bought 
from compounders for resale. 

The 1955 survey did not break 
down production figures by pack- 
age sizes; nor were they broken 
down on fluid for new-car produc- 
tion as contrasted with fluid for the 
replacement market, or on domestic 
and export sales. Many manufac- 
turers said they did not keep such 
records. 

It was, therefore, felt best to 
confine the survey to figures for 
total gallonage production. Aller- 
dice was hopeful that in succeed- 
ing surveys more manufacturers 
will submit their figures to insure 
greater accuracy of the report. 

* * - 


‘Promote Safety Laws’ 


QrE objective of the survey, he 
continued, is to furnish the in- 
dustry with information as to aver- 
age consumption of brake fluid per 
car per year. Based on 1954 
passenger-car registrations this 
average consumption figure had 
worked out to 0.177 gallons per car 
per year. 

For 1955 Allerdice placed this 
average consumption at 0.21 gal- 
lons. He conceded that this 
“might not be exactly correct,” 


A Family Affair 
That’s Lawson’s Boast 


For 5 Generations 


CINCINNATI. — “Family-owned 
for five generations” is the proud 
boast of F. H. Lawson Co. which 
is observing its 140th anniversary. 
The company manufactures serv- 
ice station equipment. 

Thomas Lawson founded the firm 
in 1816. It then manufactured 
staple sheet-metal goods and had 
a jobbing department handling 
copper and tinware, plumbing 
goods, tinplate and metals. 

Today’s president, J. A. Buhr, is 
the husband of a _ great-great- 
granddaughter of the founder. 
Frank Hey Lawson, secretary- 
treasurer, is a great-great-grandson 
of Thomas Lawson. 


in- 








because the survey’s production 


|lations for enforcement of brake 


total undoubtedly included brake | fluid laws. 


fluid used in new-car consump- 
tion. This, while it cannot be 
substantiated, he said, might be 
about a million gallons. 

The increase 
heavy-duty fluid in 1955 over 1954 
was almost 6 percent, 


various new statutes he anticipated 
that the survey to be made covering 
1956 may show an increase “well 
over 60 percent” above the 1955 
figure. 


He urged association members 


to do “anything you can to promote | 
legislation in other states in the in- | 


terest of public safety.” 

The automotive division of 
Chemical Specialties Manufacturers 
Assn. is one of six groups through 
which the 42-year-old organization 
functions. Among the division’s 
past activities has been develop- 


ment and adoption of a model) 


brake fluid bill and a set of regu- 


in production of | 


Allerdice | 
said. Due to the impact of the} 


Legal counsel for the associa- 


| tion keep in close touch with all 


state legislative activities affect- 
ing the brake fluid industry. The 
Association also is consulted fre- 
quently by state administrators 
of the various statutes now in 
effect. 


The automotive division con- 


| ducted a survey of antifreeze pro- 

duction for 1955 but the report was 
| not released at the Chicago meet- 
| ing. 


Epiror’s Note: It is a sad com- 
mentary on this phase of the 
great automotive industry that 
even the association heads of the 
very firms who make most of the 
brake fluid sold must appeal to 
their members to do “anything 
you can to promote legislation in 
other states in the interest of 
public safety.” 

This follows along the type of 
thinking — and action—ezpressed 








Dodge on Broadway— 


Max Lasko, center, long-time auto 
dealer on bustling Broadway in New 
York, signs Dodge franchise as Spencer 
T. Mannion, left, his general sales man- 
ager, and Arthur W. Rowbottom, Dodge 
regional sales manager, look on. The 
new dealership will be known as Mannion- 
Dodge, Inc. 


by one of the industry’s largest 


a@ survey on brake fluids a few 
years ago. This manufacturer 
wrote that while his company 
made both heavy and moderate- 
duty fluids it also made a 
“competitive” brand and would 
continue to make it until pre- 
vented by legislation from mar- 
keting it. 


Chicago BBB 


Turns to Radio 


CHICAGO.—As part of its drive 
to assist the automobile industry 
in regaining and maintaining pub- 
lic confidence in advertising and 
selling, the Chicago Better Business 
Bureau, in cooperation with the 
Chicago Automobile Trade Assn. is 
conducting a new radio series. 

The program is written and pre- 
sented by Carl D. Dalke, manager 
of the bureau’s automobile division. 
It is designed to alert automobile 
buyers to the sharp practices of 
“fringe” advertisers but always 
stresses integrity and reliability of 
the industry as a whole. The pro- 
gram is on the air at 3:30 p.m. 


manufacturers of brake fluid | each sunday afternoon over WMAQ, 


when AUTOMOTIVE News conducted | an NBC outlet. 











“We always recommend Quaker State Super Blend, 


—it means satisfied customers and repeat business.’ 


Car dealers everywhere have found that 
Quaker State Super Blend is best for 
today’s newer high compression motors. 
It’s the years-ahead SAE 10W-30 HD 
motor oil refined the Quaker State way 
from Pure PennsylvaniaGradeCrudeOil. 

Summer or winter, when you service 





cars with Super Blend, you know your 
customers will get super performance, 
protection and economy. And the com- 
plete satisfaction that Super Blend gives 
helps you keep them as regular cus- 
tomers. There’s no better way to build 
your business and insure steady profits. 


QUAKER STATE OIL REFINING CORPORATION, OIl CITY, PA. 


Member Pennsylvania Grade Crude Oil Association 
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Special Paint Job 
Helps Carry Out 

DOOF Promotion 


MINNEAPOLIS. 
the new meet in the middle of this 
1955 Chevrolet on display in a Min- 
neapolis dealer’s used-car lot — to 
dramatize “DOOF with the MAGIC 
Touch” month in June. 

R. O. Arendt, service manager for 
Downtown Chevrolet Co., believes in 


the ability of his body shop person-| 


nel to produce high quality work 
and he believes in putting the proof 
on display. 

Participating for the fifth straight 
year in the national Dents Out of 


Fenders promotion, Arendt is con-| 


vinced that body and paint work 
play a vital part in his service oper- 
ation. The MAGIC Touch (Modern- 
ize and Glamorize In Color) in the 
1956 DOOF program gives him an- 
other chance to display the work 
of his autobody craftsmen. 

The “half and half” car shows 
what body refinishing and “MAGIC 
Touch” styling can do for any car. 
This 1955 model was a solid color 






The old and| 


LYON 


METAL PRODUCTS, INC. 
General Offices: 

690 Monroe Avenue 

Aurora, Illinois 

Factories: 


Multi- 


Lincoln Engineering Co. has made its Multi-Luber automatic power lubrication sys- 
tem available on late-model Fords and Chevrolets. The above view of a 1955 Chev 
rolet shows Multi-Luber pump and feed lines properly strapped and connected. 
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Luber Installation— 


|\Extreme Care Demanded .. . 


Plastic Auto Finishes 
Pose New Problems 


(Continued from Page 36) 


and needed body work. With the’ (dark blue body, light blue top, off-| 
dents 
styling 


Avrora, Illinois 
York, Pennsylvania 


Your LYON 
Automotive 
Distributor 
is thoroughly qualified to lay 


out and install a complete 
parts department for you. 
Why not talk to him? You'll 
find he can save you space, 


time and money. 


A PARTIAL LIST OF LYON 





out and smart, three-tone 
using contemporary colors the car looks bright and new. 


white rear deck and fender accent), | the 





without frequent wax jobs done, it 
is expected and hoped that they will 
overcome some of the warranty 
troubles that practically all com- 
panies have experienced since the 
new light colors were introduced. 

With most factories, warranty 
expense has risen on paint jobs 
during the past few years. While 
some of the demands made on the 
dealer for refinish work on new 
cars has been brought about by 
the greater consciousness of ap- 
pearance because of higher prices 
and lighter colors, some factory 
service managers believe that 
some of the chipping and other 
blemishes may be partly due to a 
more brittle finish. 

However, they admit that during 
period when warranty claims 


| on finish have risen, cars have been 


FOR AUTOMOBILE DEALERS 


Easier ordering. 


STANDARD PR 


@ What’s your particular bulky parts storage problem? 
These Lyon racks provide the exact answer because 
they are completely adjustable and can be adapted to 
any requirement. No matter how long or bulky, parts 
can be stored neatly, by group or part number se- 
quence. Faster location. Closer inventory control. 


Write for Lyon Steel Equipment catalog and name 
of your nearest Lyon Automotive Distributor. 


ODUCTS 








driven faster and the impact of 
stones and gravel at higher speeds 
may be the cause of chipping. 

They also say that many claims 
for repaint work in the warranty 
period are not the fault of the 
product or its application, but of 
improperly applied waxes or pol- 
ishes that turn gummy, change 
color or go “sour” and give the car 
a “smudgy” appearance. 

Since the decision to pay 100 per- 
cent warranty labor, many dealers 
are getting warranty conscious and 
are sending in claims on finish that 
are not valid. 

* * - 

HERE is no question but that 

the light colors are more sus- 
ceptible to showing slight stone 
bruises or scratches. But inasmuch 
as so many of the claims are for 
damage done to the front fenders, 
hoods and other parts in the front 
of the car, it is felt that faster 
driving resulting in greater stone 
impact has done much to create 
more finish consciousness on the 
part of both owner and dealer. 

Unless the new materials now 
being introduced or tested by the 
vehicle companies do present a 
more durable finish that will 
eliminate much of the current 
cause for complaint and adjust- 
ment, it is believed that herein 
lies another factor that will tend 
to keep the prices of cars as high 
or higher than they are now. 

The new warranty policy of the 
factories will point the finger at 
assembly or production items that 
tend to cause high warranty claims. 
But it is readily understandable 
that no vehicle factory will continue 
to absorb warranty claims that are 
the fault of poor workmanship or 
substandard product. The cost of 
maintaining the warranty proce- 
dure will come rolling back to the 
public in the form of higher prices. 

In the meantime, however, some 
confusion is bound to be engendered 
in the paint shops as the new 
plastic materials are not—and no 
doubt will never be—compatible 
with the old lacquers and enamels. 

* * * 

HE introduction of the new ma- 

terials will call for the same 
type of thorough dealer education 
that has been done by both duPont 
and Fisher Body with the Pontiac 
and Oldsmobile dealers. The real 
problem, however, will be to get the 
“dos and don’ts” completely under- 
stood in the thousands of wreck 
and repaint shops across the nation. 

For a time, at least, it may even 
be confusing to determine which 
colors and products are on the car 
to be refinished unless some 
means can be worked out of seal- 
ing the old finish away from the 
new plastic finishes when they 
are applied. 

And, of course, it is going to be 


| quite a task to keep both owners 


and dealers from refraining from 
applying a wax or silicone finish to 
the cars painted in the new mate- 
rials for 60 days or more as is now 
warned. 

The hardest thing in the world to 
overcome is a habit of years’ for- 
mation. 


Beeler Mened Ad Chief 


For Dallas Jobber Show 


DALLAS. — Sam C. Beeler has 
been appointed advertising chair- 
man for the open-booth conference 
which the Automotive Wholesalers 
of Texas will hold here Oct. 25-26. 
The Dallas AWOT chapter will 
sponsor the event. 


Beeler is manager of Schoellkopf 
Co.’s automotive division. Explain- 
ing the open-booth idea, he said 
that manufacturers who accept in- 
vitations will be assigned booth 
space but there will be no exhibit- 
ing. The booths will be used for 
small-group, informal discussions 
between manufacturers and jobbers. 


Thor Adds Outlet 


KANSAS CITY. — Thor Power 
Tool Co. has opened a factory sales 
and service branch here at 606 W. 
Seventeenth St. 
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DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of the 
monthly Service Management Sec- 
tion of AuUToMoTivE News. 

+ * + 


FOR MAKE SERVICEMEN 


CADILLAC — Air Conditioner —| 
Atlanta, June 25-27; Boston, June| 
18-20; Buffalo, June 20-27; Detroit, | 
June 25-27; El Paso, Tex., June 25-| 
27; Tarrytown, N. Y., June 18-27. 
Carburetion—Kansas City, June 25- 
28; Milwaukee, June 19-22; St. 
Louis, June 25-28; San Francisco, 
June 18-28. Engine Test and Tune- 
up—El Paso, Tex., June 18-21; Los 
Angeles, June 18-28; Milwaukee, 
June 26-29. Power Steering—Cincin- 
nati, June 25-27. 

FORD—For the period covering 
June 18-July 16 most service schools 
will be conducting a SelectAire con- 
ditioner course, a 40-hour Fordo- 
matic course, two carburetor 
courses, a car rear axle course, and 
an eight-cylinder engine course. 

The SelectAire conditioner course 
covers the theory of refrigeration, 
operation of all controls, and over- 
haul and trouble shooting  pro- 
cedures. The 40-hour Fordomatic 
course consists of the principles of 
construction and operation; 
demonstration of the operation of 
gears, clutches, and servos for all 
ratios; function and operation of 
the hydraulic control for all trans- 
mission situations; overhaul pro- 
cedures including inspection and 
adjustment; review of all linkage 
adjustments; and application of 
principles to trouble shooting in- 
cluding all checks and _ adjust- 
ments. 

The carburetor courses cover 
the principles of operation, adjust- 
ments, and trouble shooting pro- 
cedures pertaining to both the dual 
carburetor and the four-barrel car- 
buretor. The car rear axle course 
covers the principles of operation, 
diagnosis, complete overhaul and| 
all adjustments. The eight-cylinder 
engine course covers trouble shoot- | 
ing, tune-up procedure. 

In addition to the above, constant 
training is being conducted on nu- 
merous other subjects such as war- 
ranty and policy, and customer re- 
lations in order to keep the dealer 
organization well informed on cur-| 
rent service procedures. | 

HUDSON—Only refresher schools | 
on engines and transmissions will 
be held during period of June 18- 
July 16. 

JAGUAR CARS NORTH AMER- 
ICAN CORP.— One-week courses 
are being held at Jaguar Cars North! 
American Corp., 42-50 Twenty-first 
St., Long Island City 1, New York. 

PLYMOUTH-—Schools in dealer- 
ships on selected subjects by dis- 
trict field service engineers. Con- 
tact Plymouth regional service 
manager. Master technicians serv- 
ice conference meetings in dealer- 
ships on subject of “vibration diag- 
nosis.” 

UNITED MOTORS SERVICE— 
Continuous instruction on various 
phases of automotive service. In- 
struction in factory approval serv- 
ice methods, using the latest equip- 
ment is available in automotive 
electricity (Delco-Remy), carbure- 
tion (Rochester), electronics (Delco 
auto radio and Guide Autronic eye), 
and transmission (Hydra-Matic) at 
30 United Motors classrooms at GM 
training centers throughout the 
country. Contact UMS distributor 
for training center locations and 
classroom schedules. 

WHITE—Classes in engine and 
transmission, cooling systems, car- 
buretors, fuels, preventive mainte- 
nance, shop equipment and tools, 
fleet safety. Frank A. Novak, in- 
structor in charge. 


FOR ALL SERVICEMEN 


ALLEN ELECTRIC & EQUIP- 
MENT CO., Kalamazoo, Mich.— 
Allen Power-Tune course is being 
conducted throughout the U. S. and 
Canada by Allen wholesalers and 
authorized field service stations. 
Additional information can be ob- 
tained by writing directly to Allen 
Electric, 2101 N. Pitcher St., Kala- 
mazoo, Mich. 

AMMCO ‘TOOLS, INC., North 
Chicago—Instruction on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 
instruction charge. Contact Richard 








Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 
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D. Stevenson, Ammco Tools, Inc., 
2128 Commonwealth Ave.,: North 
Chicago, Ill. 

BEAR MFG. CO., Rock Island, 
Ilil.—Courses will be given in align- 
ment, frame straightening, wheel 
balancing, safety service equipment 
and the comfort ride program. Con- 
tact Mildred T. Clark, registrar. 

BENDIX PRODUCTS, South 
Bend—(Power brakes and Strom- 
berg carburetors). Specialized serv- 
ice schools in both of the above 
products available through Bendix 
central service distributors, Special 
instructor’s technical schools are 
available at the Bendix factory for 
all qualified distributor personnel. | 
No definite schedule and no tuition | 
7 ae Easy to Put On— 

DEVILBISS CO., Toledo — One- 
week classes of limited size covering 





spray painting equipment. The sub- | 
ject of spray painting is broken 


(See SCHOOLS, Page 46, Col. 5) chain without seeing the locking mechanism. 








now you can be sure you get 


genuine A TL BM IT BE fittings 


only Alemite offers all 4 
extra lubrication advantages 


1. Flat top with clean, dirt-cutting edge bites 
through dirt and old grease instantly! 


2. Only Alemite fittings are armor-hard—to 
resist nicks, scratches, distortion! 


3. Tip has rounded contour to give extra work- 
ing angle... coupler won’t slip off in tight 


quarters. Alemite precision engineering! 





A Product of STEWART-WARNER CORPORATION 





a patent for his invention, says a person can 





Suspension Joint 
Said to Eliminate 


Lubrication Need 


NEW YORK. — A new automo- 
bile suspension joint which utilizes 
“Teflon” tetrafluoroethylene fiber 
woven into fabric may eliminate 
the need for conventional lubrica- 
tion in many types of bearings, ac- 
cording to E. I. duPont deNemours 
& Co. 


The joint was developed by Amer- 
ican Metal Products Co., Detroit, in 
cooperation with duPont. 

Use of fabric of “Teflon” fiber to 
face metal suspension joints also 
reduces friction by more than 50 
percent in comparison with stand- 
ard lubricated suspension joints, 
duPont said. 

In the process, duPont said, the 
| fiber is double woven with a back- 
ing of nylon or cotton. The fabric 
| then is laminated with cotton-rein- 
forced phenolic resin and formed 









A tire chain that can be applied to the tire and wheel without raising or moving | into a cup which lines the socket. 
theory, maintenance and servicing Of | the vehicle has been invented by G. G. Green of Salem, Ore. Green, who is seeking 


Wondering how new-car and truck pro- 


secure and remove the inner binding | duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year 


= Seatien. ! 


4. Only Alemite fittings have such a widely- 
accepted nationally advertised brand name— 
backed by over 38 years of continuous adver- 
tising! Made by the leaders in lubrication! 


Now You Can Tell the 
Genuine Alemite By the RED BALL 


e Instant positive identification. Anyone can see at a 
glance that it’s Alemite! @ Permanent, foolproof 
identification—and it costs no more! ¢ Protection 
against substitution at every stage! © Insurance 
against mixups and swapping! 
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AIRFOAM makes interiors Premolded AIRFOAM replaces AIRFOAM gives custom looks 
roomier, more luxurious expensive handwork — and custom rides 
looks even richer 
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Cross Section Compares “Old” and “New” Seat Construction 


Solid area indicates space saved by switch- 


And AIRFOAM orn 

makes new 
—R-0-0-M for 
Scomfort-and sales: © 





Airfoam—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 


UNTIL THEY MAKE PEOPLE SMALLER, the problems of combining 
style with room for comfort will be Number One Headaches. At least for 
manufacturers still struggling with outdated upholstering materials and 
methods. 


é THE SOLUTION HAS BEEN FOUND by growing numbers in the indus- 

Exciting new seating ideas AIRFOAM can be your try. They recognize AIRFOAM as a completely new and different cushioning 
become practical with AIRFOAM greatest sales-aid in years E f . 

medium—and, working closely with AIRFOAM Development Engineers, have 


already achieved wonders in new space engineering. 


‘ f 
t 
<a OLD-TIME BULKY ASSEMBLIES ARE OUT. Smart, compact AIRFOAM 
| Seat-Units are adding style, glamour, comfort—and R-0-0-M! 
| HAVE YOUR LINES THIS NEW SALES-MAGIC? If not as yet, they 
could very soon! Goodyear, Automotive Products. Dept.,-Akron 16, Ohio. 
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What Is a Service Manager? ... 





Diplomat, Juggler or Magician 


(Continued from Page 36) 
organization because his depart- 
ment is expected to absorb the 
dealership’s overhead expenses, 
whether cars are selling or not. 

Said Bente, “He’s expected to be 
a jack-of-all-trades, capable of re- 
placing broken windows at the 
dealer’s home, taking care of com- 


pany signs, handling a flood in the | 


basement of the dealer’s home, 
overseeing the mantenance for all 
company property—in short, the 
man who is expected to jump into 
almost any tight situation. 

“The dealer expects the serv- 
ice manager to be a source of a 
fair amount of new-car business. 
If a customer needs $200 worth 
of repair work, you can switch 
him to the other side of the 
teeter-totter frequently by telling 
him that $200 and his present car 
would be more than enough for a 
new-car downpayment.” 


| might be worthwhile for a dealer to 
give the service manager a cash in- 
|centive for funneling in new-car 
business, but that ordinarily the 
service manager considered this a 
part of his job as a member of the 
management team—‘“just like you 
you don’t worry too much about 
| your hours.” 


To THE SALESMAN: The service 
| manager is the one who pulls the 
salesman’s chestnuts out of the fire 
|when he promises to deliver a car 





| sale, 


| “The salesman will threaten or 
| plead with the service manager, 
|depending on his personality,” 
| Bente asserted. “But a good service 

manager will find a way to do it 
|even if he has to let the rest of the 
| world go hang. 


“The service manager is also the 
beach upon which the salesman 
;} casts up his temporarily-unwanted 


|in two hours in order to make a| 


| talk to 


after the purchase has been made 
when the car needs service.” 


He said that the manner in which 
a complaining customer is referred 
to the service manager is crucial 
in deciding whether the customer 
is going to be satisfied. 

Bente elaborated, “Some sales- 
men will curtly order, ‘Go see the 
service manager,’ while others 





will take the customer out to the 
shop and say, ‘Here’s our Mr. 
Jones one of the best service 
managers in the city—who’ll try 
to solve your problem. 

“Another thing, a smart salesman | 
always tries to stand in good with | 
|the service manager because one | 
|of the most common questions in | 


|the shop is, ‘Who’s a good man to| 


in the front end about a| 


|new car?’” 
| To tHe Mecnanic: The service | 
|manager is the man who is ex-| 
pected to have all the answers, | 





1956 


increases or “where are my clean 
overalls?” 

Bente explained, “Whether he’s a 
fully-experienced Class A mechanic 
(making around $150 a week) or a 
partly - experienced Class B me- 
chanic (making $75 to $100 a 
week), this employe is dependent 
upon the service manager for the 
quantity and type of work he re- 
ceives, which almost completely 
determines his income, since most 
mechanics get 50 percent of the 
customer flat rate. A good service 
manager will be scrupulously fair 
in dividing up the work. . 

“The service manager has to 
make sure to take good care of 
his Class A heavy repairmen— 
those who can beat the flat rate 
time by 25 percent. These fellows 
are the money makers. This type 
of mechanic can do a five hour 
job in four hours.” 

Bente said the Class A mechanic 
will take a glance at a repair order, 
grab a handful of tools, dive under 
the car and when he comes out, 


jhe’ll be dragging the ailing| more of an executive 


assembly. 
He said a Class B mechanic “will 
probably read over the work order 








of tools, climb under the car and 
shortly return to his tool box for a 
different wrench.” 

Commenting on mechanics’ in- 
|}comes, Bente said that in some 
shops as much time is spent get- 
ting the car on the rack as is 
spent on the car after it’s on the 
rack, “although every shop has 
some tight spot.” 

Bente said that while a good 
service manager should have a 
working knowledge of the jobs of 
all his men, it would be asking too 
much to expect him to know every- 
thing that his Class A mechanics 
know. 

He explained, “The service 
manager is too swamped with de- 
tails to be as familiar with repair 
| work as a mechanic. The service 
| manager, however, is the last re- 
| sort when everyone else is 
stumped. 

“In a small shop the manager 
assists the mechanics, road tests 
the cars and does other small jobs,” 
he said. “In a larger shop, he’s 
he has to be 
a good businessman to satisfy the 
ane one and the owner.” 

He said the mechanic also looks 








whether they’re related to product,|a few times, take a look at his/to the service manager to supply 


Bente said that sometimes it| flotsam and jetsum—the car buyer |tools, equipment, vacations, wage | manual, carefully select a handful | good equipment so that the me- 





of the right automotive bearing 


and the right bearing service 


Ball bearings look alike, and it’s practically impossible to tell 
the good from the “not-so-good” until after they're put into 
a job. 


You can always be sure of the right ball bearings for auto- 
motive replacement by insisting on the bearings in these 
boxes. 


Get the BCA ball bearings you need when you need 
them from your Federal-Mogul Service jobber. He can 
give you “on-the-spot” service—he knows automotive 
problems and can help you when you need help. 


FEDERAL-MOGUL 


SE 


Federal-Megul Service 


(Division of Federal Mogu! Bowe: Bearings, inc ) 


CETROIT 13. MICHIGAN 





RVICE 





chanic can turn out a good volume 
|of work. Bente said that every 
| dealership should have air and 
electric impact wrenches and twin- 
| post hoists which, he said, may 
improve the average mechanic’s 
productivity by 33 percent. 

Bente declared a good service 
manager will teach his men how to 
achieve more than 100 percent 
working efficiency (doing a job in 
| the time prescribed in the flat rate 
|manual) and how to sell combina- 
| tion operations. 

“If a car is having its upper 
radiator hose replaced,” he said, 
“a good mechanic will suggest to 
the owner that the other hoses and 
| the thermostat be checked.” 
| In handling mechanics, Bente 
said that it’s vitally necessary 
that the service manager demand 
the same performance from each 
mechanic and give each me- 
chanic the same consideration. 

Commenting on the mechanic 
shortage, he asserted, “One of the 
things breeding this shortage is the 
lack of space and time in the 
| average dealership to conduct an 
} (Continued on Page 48, Col. 1) 

Schools 

(Continued from Page 43) 
down into four categories, indus- 
trial, auto refinishing, automotive 
jobber, portable equipment jobber. 
No instruction charge. Applications 
may be obtained by writing DeVil- 
biss Co., 300 Phillips Ave., Toledo 
1, O. 

ELECTRIC AUTO-LITE, Toledo 

Courses open to anyone in the 
automotive trade. No fee for tui- 
tion or materials. Students learn 
basic information and fundamen- 
tals of electricity, magnetism and 
testing equipment; the battery as 
related to electrical system; com- 
ponent parts of electrical system, 
circuit by circuit, and wiring. Next 
class Aug. 6-24. Write William B. 
Selb or H. M. Riddle, instructors in 
charge. 511 Hamilton St., Toledo, O. 

INLAND MFG. CO., Omaha— 
Classes start each Monday morn- 
ing. Time ‘required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$100, otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use and 
maintenance of equipment; funda- 
mentals of merchandising, advertis- 
ing and pricing. Write J. V. Grasso, 
1108 Jackson St., Omaha, Neb., for 
reservation or further information. 

RAYBESTOS DIV., Bridgeport, 
Conn.—Five-day courses extending 
from 8:00 a.m. Monday to 5:00 p.m. 
Friday are held in the Raybestos 
brake service school and workshop 
located in Stratford, Conn. The 
training covers all phases of brake 
service work including major ad- 
justments, minor adjustments and 
complete brake overhauls on all 
types of brake systems. Personal 
instruction is augmented by a tech- 
nical full-length color sound motion 
picture for a well integrated train- 
ing program. Write J. Kane for fur- 
ther information. Courses will be 
conducted by A. D’Andrea. 

SUN ELECTRIC CORP.—Classes 
service merchandising, June 25-29; 
| test equipment operation, July 2-6; 
| automotive electricity, July 9-13. 
| Classes will be held at Chicago 
technical training center. K. R. 
; Powers, instructor. 
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Apprentices 


By J. H. Reed 
Staff Correspondent 
SAN ANTONIO. — (UTPS)—The 
first automotive apprentice training 
program in Texas and one of the 
first of its kind in the country has 
been instituted by the San Antonio 
New Car Dealers Assn. 


The program, worked out after 
eight months of conferences, may 
well serve as a model for other 
dealer organizations worried about 
the increasing shortage of me- 
chanics and the difficulty in find- 
ing well-trained men for the 
shop. 

Cooperating in the program with 
the dealer association are the San} 
Antonio Automotive Wholesalers’ | 
Assn., the San Antonion Independ-| 
ent Garage Men's Assn. and the 
Apprentice Training Board of the 
U. S. Department of Labor. 





Six training courses will be of- 
fered. Each requires 144 hours of 
classroom work and 6,000 hours of 
work in the shop under proper pro- 
vision. Each course covers three 
years, if the student works eight 
hours a day, or four years, at six 
hours a day. 

The six fields in which train- 
ing will be offered are auto me- 
chanic, body and fender repair, 
auto painting, auto upholstering, 
auto repairing and auto machin- 
ist. 

Applicants for any course must 
be at least 17 and must have a high 
school education or its equivalent. 
Youths already employed in dealer- 
ships may take the course if they 
meet the requirements. Their “ex- 
perience and relative knowledge” 
will count for credit toward com- 
pletion of the course. 

The training course is under the 
direction of a board of six members, 
who are allowed considerable dis- 
cretion in the selection of trainees 
and other matters. Representing the 
dealer association on the board are 
George Schafer and Frank Gillespie 
jr. 

Each dealership will have at least 
one trainee taking the course—plus 
one trainee for each five journey- 


Gerlach Heads 
Pacific Automotive 


Show Committee 


SEATTLE. — R. H. Gerlach, 
Spokane, has been named presi- 
dent of the 1957 Pacific Automotive 
Show which will be held March 7- 
10 in Civic Auditorium here. 

Other officers are P. T. Johnson, 
Los Angeles, first vice-president; 
Robert T. Wootten, Berkeley, Calif., | 
second vice-president; J. K. Wilson, | 
Pomona, Calif., secretary, and| 
Andrew D. Shaw, Los Angeles, | 
treasurer. 

Show directors are: D. S. All-} 
bright, Riverside, Calif.; G. R.| 
Cornelius, Albuquerque, N. M.; | 
Louis J. Cresta, San Francisco; 
Jack Dowling, Seattle; W. Gerald 
Driscoll, Los Angeles; J. W. Foster, 
Denver; Frank W. Frazee, Reno, 
Nev.; J. Leonard Gibson, Ingle- 
wood, Calif. 

J. H. Hay, Salt Lake City; Wil- 
liam D. Henderson, Sacraménto, 
Calif.; Hy R. Koslowsky, Los 
Angeles; Ira Lambert, Los Angeles; 
F. E. Mackenzie, Pocatello, Id.; 
Robert S. Mathewson, Phoenix, 
Ariz.; J. L. McCoy, Phoenix; A. E. 
Mercer, Vancouver, B. C. 

Hugh H. Morrison, South San 
Francisco; William P. Nash, Vi- 
salia, Calif.; Walter Olson, Havre, 
Mont.; Alan F. Parrish, Los Ange- 
les; R. C. Pitzer, San Jose, Calif.; 
A. V. Rodman, Los Angeles; Wil- 
lard A. Sander, Sacramento; James 
O. Shattuck, San Diego. 

Charles Silvey, Culver City, 
Calif.; Frank B. Smith, Portland, 
Ore.; S. B. Sturtevant, Van Nuys, 
Calif.; E. Tabrum,.Milwaukee, Ore.; 
J. E. Watwood, Denver; Howard 
B. Weaver, Los Angeles; Ernest 
Wilkerson, Casper, Wyo. 


DeMichele Honored 


CHICAGO.—DeSoto has awarded 
a silver plaque to Pat DeMichele, 
operator of Sunnyside Motors, in 
recognition of his 25 years as a 
DeSoto-Plymouth dealer. 


San Antonio Dealers Set Up Six Courses 
To Beat Mechanic Shortage 


| miliarization, 300 hours; brakes, 400 
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in the Shop 






men in the shop. With 24 dealer- 
ships participating, approximately 
70 trainees can be accommodated. 

While in training, the apprentices 
will be paid 45 to 80 percent of the 
going rate, according to their stand- 
ing in the course. 

When the course is completed, 
each apprentice will receive a 
certificate and will be entitled to 
employment as a journeyman. 

A typical course, that of auto me- 
chanic, has the 6,000 hours of shop 
work broken down as follows: Fa-| 





hours; chassis, 550 hours; clutch 
and transmission, 950 hours; rear| 
axle assembly, 550 hours; power 
plant, 1,200 hours; electrical system, 


800 hours; motor analyzing, 850 ° 
hours, and miscellaneous, 400 hours. Rambler Delivery Service 
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Studebaker Adds 
Tubeless Tires on 


Transtar Trucks 


SOUTH BEND. — Tubleless tires 
have been made standard equip- 
ment on all Studebaker Transtar 
trucks, according to William A, 
Keller, general sales manager. 

Conventional tires and tubes will 

continue to be available as optional 
equipment at no extra charge, he 
said. 
Greater safety and economy are 
| the advantages of the tubeless tires, 
| he said. Blowout resistance is built 
|into the tires with the air sealant 
replacing the tube, and friction be- 
tween tube and tire is eliminated, 
| reducing heat buildup and prolong- 
ing tire life. 

Keller said Studebaker antici- 
pates that 85 percent of orders will 
call for tubeless tires. 

Keller said the move was in line 
with Studebaker's program to bring 





Drawing, mathematics and simi- Royals Motors Service, Inc. (Hudson), Hampton, Va., provided a fleet of Rambler along product advances without 
lar portions of the course will be Cross Country station wagons for the grand opening of the New Market Shopping | waiting for new models. He said 
given in night courses of four hours Center in Newport News, Va. According to Ted Wolfe, Royals general manager, the announcement follows the 


a week at San Antonio Technologi- the Ramblers, manned by salesmen, were used for free delivery service to patrons availability of nonslip differentials 


cal High School. of the shopping center. From left are Hudson salesmen J. B. Hemetry and Ed Hedrick. on the company's half-ton trucks, 





TOOL 
CATALOG Be 


CORPORATION 


BEROIMA, Wittonsin 


It’s here — your new 108-page Snap-on tool catalog de- 
scribing in detail the Snap-on line of over 4,000 tools. Big 
pictures and complete specifications help you select the tools 
you need. Sockets, wrenches, screwdrivers, etc., are shown 
both individually and in full tool sets. 


Complete descriptions and illustrations of Snap-on’s out- 
standing line of tool chests and cabs. Full details on Snap- 
on’s wide range of shop equipment including bench grinders, 
electric drills, valve refacers, hydraulic body repair tools, 
latest automatic transmission tools — many 
labor-saving specials. 





SNAP-ON TOOLS CORPORATION 


8082-F 28th Avenue °* Kenosha, Wisconsin 


*Snap-on is the trademark of Snap-on Tools Corporation. 
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Ask your SNAP-ON 
man for this new 
SNAP-ON Catalog 
“Vv” or write for 
your copy. 












48 


AUTOMOTIVE NEWS, JUNE 18, 1956 


What Is a Service Manager? .. . 





Diplomat, Juggler or Magician 


(Continued from Page 46) 
apprentice program. Of course its 
understandable, since a metropoli- 
tan dealer needs to make $50 a 
day per stall to make out.” 


He voiced the opinion that the 
General Motors Training Centers 
were doing a pretty good job and 
were accomplishing about 60 per- 
cent of their objectives. 


Bente said that sometimes the 
program causes dissention in a 
dealership. For example, sometimes 
@ mechanic who has been to 
Powerglide school expects to get all 
the Powerglide repair work in the 
shop, which is about the most lu- 
crative job in a Chevrolet backshop. 

He added that it’s of the utmost 
importance that a service manager 
keep his eye open for any serious 
dissatisfaction among employes be- 
cause customers sense this im- 
mediately. 

To tHe Factory REPRESENTATIVE: 
The service manager is the big link 
between the factory (which wants 


to remain in the background) and 
the motoring public. He has to 
interpret the warranty regulations 
so as to avoid playing Santa Claus 
with the factory’s money and, at 
the same time, avoid losing the 
owner’s goodwill. 


Bente said the factory expects 
the service manager to keep up 
with product changes, to main- 
tain a constant mechanics train- 
ing program and to carefully 
carry out all the orders of the 
emergency bulletins—special an- 
nouncements of defects dis- 
covered in certain cars after they 
have been sold. 


As an example, he mentioned that 
a certain group of Chevrolets had 
defective horn relays which 
occasionally caused fires. 


“We had to check every car in 
stock and every car sold up to a 
certain serial number for this de- 
fect,” he said. 


To the factory, the service mana- 
ger is also the individual who wins 


or loses the warranty claims for a 
dealer. 

Bente declared, “Today, with all 
the paper work required, its very 
easy to lose a warranty claim, but 
a good service manager should be 
able to recover close to 100 percent 
of his claims. 

He said that when he was on the 
job he was contacted once a week 
by the Chevrolet service representa- 
tive. Chevrolet maintains a careful 
check on the performance of each 
service manager on the basis of 
(1) number of repair orders writ- 
ten, (2) customer labor volume, 
(3) shop training meetings, (4) 
attendance at factory meetings and 
(5) number and manner of han- 
dling complaints from _ regional 
offices. 

Bente said that a service mana- 
ger gets 20 points a month for each 
of these categories and that he re- 
ceived 100 points per month for 
each of the first four months of 
1956. 

He explained, “In two of the 


months, a complaint was filed in 
the regional office against our de- 
partment, but they were cleaned 
up the same day, which is the 
same as no complaints. Last year 
the winning Chevrolet service 
manager received 1,195 points. 

Commenting on the quality of 
the product today, Bente said it is 
uniformly good because it comes 
from one factory (Flint) now but 
that he remembers back in 1946-47 
when the cars came to Detroit from 
several factories and it was almost 
possible to tell what factory a car 
came from by listing the defects 
in it. 

Bente added that in April his 
service department was the sixth 
lowest among the 42 Detroit Chev- 
rolet dealerships in service com- 
plaints of all kinds, including calls 
j}and letters to the factory or the 
dealership. He said he received 1.2 
complaints for every 100 cars sold 
in April. 

To THE Customer: To the “man 
standing in the backshop with a 
lost look on his face,” the service 
manager represents the dealer and 
often the manufacturer; he is a 
symbol of their dissatisfaction or 
| satisfaction. 

Said Bente, “What the customer 














Armstrong’s 
Unmatched 
Advertising 


Impact 
Delivers 
More and 


More 
Pre-Sold 


Prospects! 


What a sales-winning combination! 


“Ounce of 
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Prevention" Can Save Your Life! 


On this page You find illustrati 
D rative proof that Armst: 
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he world’s only tires 


Nylon Miracle Tires — tubeless or kel Get Armstrong 


You can bet your life on Armstrong! 
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First: the world’s only tire with “Ounce of Prevention Safety 
Discs! Second: the most compelling campaign in tire history! Full pages in 
LIFE, POST, LEADING FARM MAGAZINES ... dramatic TV and Radio spots... 
plus a company financed budget program! Tie-in with Armstrong — the tire that 
makes it easy for you to “up-grade” to a longer profit sale! 
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thinks about the service manager 
reflects what he thinks about the 
product because no product is any 
better than the service it gets.” 

Explaining how he handles 
difficult customers, he said, “You 
have to remember that their 
attack is not directed to you per- 
sonally. You have to hear them 
out, meanwhile thinking out the 
problem. And by the time the 
customer is run down, you have 
a pretty good idea of what it’s 
going to take to mollify him.” 

He said that ordinarily the higher 
the customer’s professional level, 
the easier he is to deal with and 
that the toughest customers are 
those buying their first car. 

He continued, “These people have 
been conditioned by their contacts 
with some used-car dealers and 
they often expect to be treated 
poorly. Once you win their con- 
fidence, though, they’re good cus- 
tomers. 

“However, I think my toughest 
customer was an optometrist who 

expected his auto to run with the 
perfection of the human eye, I 
guess. He bought his car for a pet, 
rather than for transportation, and 
he became vociferous over the 
slightest thing. I spent hours riding 
up and down narrow streets at 
various speeds to detect noises. 

“Finally, I explained the facts 
of life to him and he’s been a fair 

customer ever since. 

Bente said that a service mana- 
ger must remember that a cus- 
tomer returns to his shop either be- 
cause he’s pleased and satisfied 
with the work or he’s come to 
complain about work just done. 

“Most comebacks,” he asserted, 
“originate from underselling by the 
service salesman or underbuying by 
the customer. 

“For example on a valve grind 
job, a car should receive a com- 
plete tuneup if it is to perform 
correctly. It is up to the service 
salesman to point this out to the 

customer. Likewise, on a brake 
reline, the entire hydraulic 
system should be inspected. 

“Here, it is vitally important that 
a customer have confidence in the 
shop personnel, so he will know 
that this work is needed and not 
just a way of boosting the repair 
bill.” 

Further discussing customer com- 
plaints, Bente said that they are 
usually the result of (1) poor shop 
management, (2) rushing the me- 
chanic, (3) faulty material or (4) 
poor workmanship. He added that 
a good hard-working service mana- 
ger should be able to eliminate 
almost completely complaints based 
on the above causes. 

He added that poor workman- 
ship by a mechanic is usually trace- 
able to either poor understanding of 
the owner’s complaint or poor 
understanding of the product. 

Bente said that many service 
managers, by doing a decent job at 
a fair price, build up a personal 
following and that he has about 
50 customers who come directly to 
him for service. He said he contacts 
these customers periodically by 
mail. Many service managers also 
maintain contact with commercial 
accounts, 

Bente said a good service man- 
ager will also keep down com- 
plaints by spot-checking enough 
jobs “to keep everyone honest,” 
by periodically checking door 

handles of customers’ car for 
greasy prints to detect shoddy 
work and by road-testing all en- 
gine, transmission and axle re- 
pair jobs, before and after the 
work is done. 

In this connection, Bente requires 
that the service salesmen inspect 
the majority of their repair orders. 
He added that he was against giv- 
ing service salesmen too much 
commission on their sales. 

“It’s better to pay a service sales- 
man a fair salary and a.small com- 
mission. Otherwise he'll put too 
much emphasis on building up the 
repair order at the customer's ex- 
pense. 

“A dealership is essentially a sell- 
ing business. And some incentive is 
good for all salesmen. But if you 
give any group to much incentive, 
they’ll throw everything else to the 
winds for the quick earnings.” 

He added, But there’s nothing 
that opens up a customer’s pocket- 
book like a congenial service 
salesman, whose smile says, ‘Well, 
here I am, ready to take care of 
your troubles.’” 

Bente believes that most people 

(Continued on Page 51, Col. 1) 
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Service News in Brief 


NASHVILLE. — Bill Rosengren 
has been named manager of Auto 
Bearings & Parts Co. here. He 
formerly managed Muscle Shoals 
Auto Parts, Florence, Ala. Both 
are divisions of Mills-Morris Co., 
Memphis. 


* * * 


Grey-Rock Moves in L.A. 


LOS ANGELES. — Grey-Rock 
division of Raybestos-Manhattan, 
Inc., has moved its warehouse here 
to new and larger quarters at 3320 
S. Broadway. 


* x + 


Tire Dealers Elect 


HOUSTON. — The Houston In- 
dependent Tire Dealers Assn. has 
elected Louis Bussey, president; 
Gordon White, vice-president; E. 
S. Dalton, secretary-treasurer, and 
Ralph L. Fowler, general counsel. 

+ * * 


Ford to Build Parts Depot 


And Office in Edmonton 


EDMONTON, Alta. — Rys M. 
Sale, president, Ford of Canada, 
has announced that a multimillion- 
dollar parts and accessories depot 
and district office will be erected 
here. 

The building, which will be com- 
pleted in November, will contain 
75,000 square feet of space, of which 
10,000 square feet will be used for 
offices. The building will replace 
the present Alberta headquarters 
in Calgary. 

> 


* * 


Colorado Wholesalers 


Elect Porter President 


DENVER.—Harry Porter, Porter | 
Bros. Inc., Denver, has been elected | 
president of the Colorado Automo- 
tive Wholesalers Assn. 

Bruce Keagy, Auto Parts Co.,| 
Fort Collins, is vice-president and | 
Henry Herman, Greeley Auto Sup- | 
ply Co. Greeley, is secretary- | 
treasurer. 

The three officers and the follow- 
ing make up the board of direc- | 
tors: R. D. Miller, Miller Auto 
Parts, Craig; Tex Seagler, Seagler 
Auto Parts, Montrose; H. H. Hay- 
nie, Haynie Merchandise Mart, Ala- 
mosa; John E. Good, Good Auto 
Parts, Lakewood; Dominick Lavec- 
chia, Genuine Auto Parts, Engle- | 
wood; Irving P. Birchell, Brighton | 
Gear & Parts, Brighton; George! 
Evans, Motor Accessory Co., Pueblo, 
and M. D. Bodam, Motor Supply 
Co., Lakewood. 


* * x 


Snyders Join 25-Year Club 








PHILADELPHIA. — Ben and_/| 
Gus Snyder, partners in Snyder | 
Mfg. Co., have been admitted to 


the 25 Year Club of the Auto- 
mobile Accessories Manufacturers 


Assn. 
* aK x 





‘Service Industry Coercion’ 


Is Subject of Brochure 


CLEVELAND. — Publication of | 
a brochure, “Coercion in the Auto- 
motive Service Industry,” has been 
announced by Ira Saks, executive 
director, antimonopoly committee, 
Automotive Service Industry. 

The brochure deals with the ef- 
fects of the alleged coercion and 
discusses the activities of the com- 
mittee in fighting the charged co- 
ercive practices. 

* * * 


Georgians Spent 
$37 Million in °54 


For Auto Services 


ATLANTA.—In Georgia, 11.6 cents 
of every dollar, or an average of 
$10.26 per capita, goes for auto re- 
Pair, storage and motor vehicle 
rentals, according to the Atlanta 
field office of the U. S. Chamber of 
Commerce. 

Georgians spent $36,996,000 for 
automotive services in 1954. 

In the Southeast, the per capita 
expenditures for automotive serv- 
ices were: Alabama, $8.11; Florida, 
$19.32; North Carolina, $9.19; South 
Carolina, $7.85; Mississippi, $4.71, 
and Tennessee, $9.29. 

* + 


* 
Black & Decker Opens 


Branch in Harrisburg 
HARRISBURG, Pa. — A new 





factory sales and service branch 
has been opened here by Black & 
Decker Mfg. Co. 

The new branch, at 4617 Jonestown 
Rd., will furnish complete tool re- 
pair and service facilities for Black 
& Decker users in the Harrisburg 
area. Joseph E. Watson has been 
appointed service manager of the 
branch. 

* + 


Holmes Appoints Kitson 


CHATTANOOGA, Tenn.—Ernest 
Holmes Co. maker of auto 
wreckers and towing equipment, 
has appointed Arthur H. Kitson, 
Inc., 20818 Harper Ave., Detroit, 
as Michigan representative. 





deh. Gas Tax Rises 


LITTLE ROCK, Ark. — Gasoline 
tax collections for April amounted 
to $2,968,469, compared with §$2,- 
635,211 in the same month last 
year, according to Arkansas State 
Revenue Commissioner J. Orville 
Cheney. 





Program with a Future— 





Employes of Cadillac Automobile Co. of Boston meet to hear details of Cadillac's 
new customer relations program. Called “The Golden Touches,”’ the program seeks 


to establish the best contact between customers and dealership employes. 


it was 


explained to the dealership personnel by George Fisher, instructor at the Cadillac 


Boston Training Center, who is standing to the left of the sign. 
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Ramp Publishes 
Price Charts to 
End ‘Confusion’ 


PASCO, Wash. — In an effort to 
end the “confusion” about automo- 
bile prices, Charlie Ramp, Inc. 
(Chrysler-Plymouth-Jeep), is dis- 
tributing price lists on his three 
lines, 

The four-column lists contain 
“no packs or hidden charges,” the 
dealership declared. Included in 
the table are the suggested factory 
retail price, Federal excise tax, 
freight and the “retail delivered 
price in Pasco.” 

Taking.the four-door Plaza 6 as 
an example, the chart gives sug- 
gested factory retail price as $1,756; 
Federal tax, $141.50, and freight, 
$140, for a Pasco delivered price of 
$2,037.50. Accessory prices are listed 
separately. 

The firm also has used the price 
lists in its newspaper advertising. 
Charlie Ramp, president, said pub- 
lic reaction has been very favora- 
ble and that the firm has had many 
compliments on the presentation. 
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NEW INSTALLATION TOOL KIT 


This new installation tool kit, available to all 

service outlets, saves profitable minutes on every front 
wheel job. It assures proper installation . . . cuts 

time rates... also valuable for gauging wear... an 
important help in selling new oil seals! Kit 

includes rawhide mallet and necessary converters. 
Ask your supplier, or write us for details. 


CHICAGO RAWHIDE 


World's 


oil seals 


satisfactory job. 


install @) factory recommended 


Protect your work and your own investment in : 
time and parts. Install new oil seals on every repair 
job — it’s assurance for your customers of a 


60,000,000 cars are 60,000,000 oil seal prospects — 

so follow our nationally advertised recommendation 
... Check front wheel bearings every 5,000 miles 
and install new oil seals. Whatever the job, from 
repacking the wheel bearings to major overhauls, 
always replace old oil seals. And, be sure the new ones 
are C/R... they always fit right . . . seal right! 
They’re manufactured to the same rigid specifications 
as the original oil seals installed by the vehicle 
manufacturer or engine builder. C/R oil seals are 
easier to sell because the best repair job is an 
unsatisfactory job if the oil seals are leaking... 
customers are glad to pay the slight additional 
expense. Ask your supplier about C/R oil seals to 
protect your repair work and build your profits. 


MANUFACTURING COMPANY 


REPLACEMENT DIVISION Elgin, Illinois 
IN CANADA: Super Oil Seal Manufacturing Co., Ltd. 


Manufacturer of Oil Seals Hamilton, Ontario 
original equipment ... now CHICAGO EXPORT SALES: Geon International Corporation 
Great Neck, New York 


offers the most complete replacement line! 


RAWHIDE 
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Taking a Car to Europe? 


Prepare Engine for Lower-Octane Gasoline, 
Buick Service Chief Suggests 


AUTOMOTIVE NEWS, JUNE 18, 1956 


FLINT. — Motorists planning to|too low for the domestic compres- 
take their cars abroad this summer sion ratio in effect today.” 


would be wise to install export pis- 
tons and head gasket in the engine, 
according to E. J. Krause, Buick 
general service manager. 

“Fuel octane values in many 
foreign countries are so low they 
can injure the high-compression 


engines in modern American 
cars,” he explained. 
The export pistons and head} 


gasket will reduce compression to 
about 8.4 to 1 and will cost about 
$100, he said. 

Krause warned travelers to check 
on the fuel available in countries 
they intend to visit. He said to- 
day’s high-compression engines re- 
quire a minimum octane fuel of 96 
for automatic transmissions and 
89 for standard drive. 

“In Spain and Portugal,” he ex- 
plained, “the only gasoline avail- 
able is 79 octane. In most other 
countries, including England, the 
highest octane available is 89. That’s 


| 





“Many motorists here at home 
have driven with too-low-octane 
fuel and noticed a ping,” Krause 
said. 

“That ping is the fuel detonating. 
If detonation is prolonged, as would 
be the case in European driving 
with low-octane fuel, the engine 

can be damaged seriously. 

“At home, this can be corrected 
by changing to higher-octane fuel, 
but this can’t be done in overseas 
driving.” 

Krause also suggested that the 
car be checked thoroughly, just 
as though the owner were prepar- 
ing for a trip across the U. S. 
He mentioned it would be a good 
idea to slip a three-gallon can of 
automatic transmission fluid, a 
quart of brake fluid and an extra 
spare tire in the trunk. 

“And it wouldn’t be a bad idea, 
either,” he said, “to fill the radi- 
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“Fire Chief gives you 
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Rural Dealer Goes for Volume— 


The sales and service departments of Rudy's Auto Sales (Mercury) in Celina, O. 
Rudy Buschor also has opened a Mercury dealership in Wapokoneta. He expects to 
sell 80 cars a month in the two outlets. 


But an overseas breakdown 
shouldn’t be disastrous, Krause con- 
cluded. American service station 
facilities and trained mechanics 
are available in many areas, he 
said. 


ator with permanent antifreeze, 
particularly if any cold countries 
are on the itinerary. There are 
a lot of solutions on the overseas 
market which can hurt the cool- 
ing system.” 









TEXACO DEMEE= 


Conede Latin Americ® 
Texaco Products ore else r > 
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Here are America’s 5 most famous gasoline salesmen! Millions of car owners know 


these lively Fire Chief pups. They help bring millions into Texaco Dealers for 


Fire Chief gasoline and for other products and services. This is just one example of 


the powerful advertising and promotional support backing up Texaco Dealers... 


in magazines and newspapers, on radio and television, on billboards, 


and at Texaco Dealer Service Stations. 


THE TEXAS COMPANY 


No wonder TEXACO DEALERS are such busy dealers! 


Machinery Boom 
Buoys Economy as 


Auto Sales Ebb 


CHICAGO. — Sharply divergent 
consumer and business spending 
trends are creating marked differ- 
ences in economic activity among 
major industrial centers of the mid- 
west, according to the Federal Re- 
serve Bank of Chicago. 

Consumer auto purchases are well 
below the high year-ago levels as 
the spring car sale pickup failed to 
materialize. On the other hand, the 
bank said, business spending for 
machinery and equipment is a 
major bulwark supporting the na- 
tion’s high level of prosperity. 

Writing in its monthly review, 
“Business Conditions,” the bank 
said that May unemployment in 
Detroit had topped 9 percent. Dur- 
ing midspring last year the jobless 
total was 3 percent of the labor 
force. 

Flint, South Bend, Kenosha, Wis., 
and Grand Rapids, Mich., are re- 
porting rising unemployment mainly 
as a result of the production cut- 
back of autos and auto parts. 

Of these centers only Grand Rap- 
ids has not been designated as an 
area of “substantial labor surplus” 
by the Department of Commerce. 

Milwaukee, with a concentration 
of industrial machinery and equip- 
ment, stands out as the most im- 
proved midwest city over last year. 
Employment has risen consistently 
for more than a year and in May 
was 16 percent above the early 1955 
level. In Chicago, employment has 
held up as diversified industry 
served to insulate the area from 
swings in individual lines. Unem- 
ployment in April was estimated to 
be more than one-third below the 
year-earlier total. 


Plymouth Sets Up 
4-Way Program 
Of Sales Training 


DETROIT. — “Operation Sales- 
power,” a four-pronged Plymouth 
sales training program to reempha- 
size the fundamentals of selling, 
has been announced by John P. 
Mansfield, President of the Plym- 


outh division of Chrysler Corpora- 
tion. 


Speaking before the Plymouth 
Dealers Assn. of Southern Cali- 
fornia in Los Angeles, Mansfield 
commended the group for their 
efforts to curb the “gimmick” type 
of selling. 


“The dealer who is not agres- 
sively using selling fundamentals 
and not directing managers and 
personnel to get the most from 
their abilities and efforts has to 
turn to what has become known 
as the ‘gimmick’ type of selling,” 
Mansfield said. 

“In todays market, top salesmen 
are the retailer’s front line. It is 
vital that they be properly trained. 
You can change an average sales- 
man into a moneymaker through 
training in basic selling practices,” 
Mansfield added. 


The Plymouth sales-training pro- 
gram, Mansfield said, will be kicked 
off with a program to recruit and 
train new retail salesmen for Plym- 
outh dealers and a refresher course 
on the basics of selling for all 
salesmen already employed by 
dealers. Dealers will receive a kit 
of daily sales-rally material. 

Mansfield said salesmen’s forums 
will be started soon in various 
cities. At these meetings success- 
ful salesmen will describe, for other 
salesmen, how they sell cars. 





Dealer Murray Escapes 
Injury in Explosion 

BIXBY, Okla.—(UTPS)—J ack 
Murray (Chrysler-Plymouth) 
escaped with minor injuries when 
an explosion wrecked his build- 
ing last week, 

Gasoline or an accumulation of 
natural gas was blamed for the 
blast, touched off when Murray 
lit a cigaret. 

He was blown through the door 
onto the sidewalk. A bystander 
saw the explosion and came to 
Murray’s aid. Damage was esti- 
mated at $19,690. 
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What Is a Service Manager? . 


AUTOMOTIVE NEWS, JUNE 18, 





Diplomat, J uggler or Magician 


(Continued from Page 48) 
have a rather bad opinion of 
dealership service and that this 
presents a real challenge to the 
dealer and the service manager. 

He added, “Some dealers fail to 
meet this challenge when the new- 
car sales begin to sag, because they 
immediately begin cutting costs in 
the backshop, instead of maintain- 
ing the best possible service. 
Ordinarily, when sales are down, 
service should be up because if 
people aren’t buying cars, they 
must be repairing ‘’em.” 

To THE SALes Manacer: The serv- 
ice manager represents the leader- 
ship of the other major department | 
in the company and the fellow who} 
is responsible for the proper de-| 
livery and preparation of new cars. 

To THe INSURANCE ApJuUsTEeR: The 
insurance respresentative sees the 
service manager as a go-between 
between the customer and the in-| 
surance company. 

Said Bente, “This is a highly 
competitive and worthwhile end 
of the business and one that’s 
easily lost if you don’t satisfy the 
customers. If the work is poor, | 
the customer is lost to both the 
dealership and the insurance 
company. 

“In some cases, this is very 
touchy business. In other cases, it’s 
very pleasant business, because the 
customer doesn’t have to pay for 
the service. Properly handled, it’s 
always good-paying.” 

Commenting that some independ- 
ent repair shops try to buy the 
insurance business by entertaining 
and doing favors for insurance ad- 
justers, Bente said that he had 
never found it necessary to buy 
this business. 

To tHe GeNnerRaAL Manacer: The 
service manager is a vital cog in 
the organization. An alert general 
manager will immediately notice 
any lack of cooperation between 
the service manager and any other 
department head, and either correct 
it or eliminate the uncooperative 
man. 

To THe VeENveR: The service) 
manager is the purchasing agent) 
who buys parts and supplies, as 
well as the man who sublets certain | 
types of work, usually including | 
glass and trim jobs in a dealership. 

Bente elaborated, “If the serv- 
ice manager is a good business- 
man, he’ll get the best price for 
his company, at the same time 
watching the quality. 

To THE Deaer’s FRIEND oR RELA- | 
Tive: The service manager is an| 
enigma to a friend or relative be- 
cause they don’t know whether this 
employe has been instructed to . Bive 
them a charity deal or to “rob 
them. Usually, the service manager | 
just tries to give a fair deal. 

Bente commented, “You're on 
very narrow ground here. The car 
may need $50 worth of work, but 
the service manager is reluctant to 


Ford Officials, 
Educators Seek 


More Engineers 


DEARBORN.—A movement to in-| 
crease future supply of graduate | 
engineers by encouraging closer) 
cooperation between industry and| 
universities and technical schools | 
will start here next week. 

During an engineering forum,| 
June 17-23, engineering professors | 
from all parts of the country will | 
confer with Ford Motor Co. execu-| 
tives on ways and means of in-| 
ducing young men to adopt engi- 
neering as a career. 

The educators and Ford execu- 
tives also will discuss ways in which 
student engineers may better pre-| 
pare themselves for positions in | 
industry. 

“The future of America depends | 
to a great extent upon our ability) 
to produce the technological talent) 
sorely needed in today’s swiftly ex-| 
panding economy,” said Earle S.| 
MacPherson, Ford engineering vice- | 
president, who will direct the| 
Forum. 

At the invitation of Ford engi-| 
neering staff, 25 schools will be rep-| 
resented by 50 educators at the| 
Forum, first of its kind to be held| 
at the Ford Research & Engineer-| 
ing Center. All of the guests are in| 
the field of mechanical engineering. 





hand the relative or friend a bill 
for $50 for fear of someone crying, 
‘What’s Bill (the owner) doing, 
making me pay this month’s 
rent?’” 

To tHe Bookeerer: The service 
manager is the head of the depart- 
ment which is expected to pay 
about two thirds of the firm’s over- 
head, the other third coming from 
the parts department. 

Bente commented: 

“You have a much better chance 
of achieving 100 percent absorption 
in a large dealership, but you’ve got 
to have plenty of help from the 
parts department. 

“People tend to forget that all 
you actually have to sell is the 
mechanics’ time. If you have 10 
men in Detroit, you have about 
440 hours of labor at $4.50 an 
hour—half of which goes to the 
man. Of course, in a good shop 
you can increase this by about 
25 percent with good working 
efficiency. 

To tHe Deater’s Wire: The sales 





Increase profits on 


manager is usually the unseen 
custodian of her car and “it had 
better not stop running.” 

“The dealer may be selling Chev- 
rolets and driving Cadillacs,” Bente 
said, “but his wife’s car better run 
flawlessly. The service manager is 
foolish if he ever leaves this car in 
another person’s hands for check- 
ing.” 

To THe Service MANAGER’s WIFE: 
The service manager is a fellow 
that’s away from home long hours 
—usually 10 hours a. day, 5% days 
a week, at least—for a total salary 
and commission of between $6,000 
jand $10,000 a year in Detroit. 
Bente said that most service 
|managers get a salary plus a per- 
cent of the service net profit or 
a percent of the customer paid 
labor. He said one Chrysler-Plym- 


rently amounting to about $90 a 
month for the service manager. 





outh dealer offered him a job as} 
service manager recently for $550 a Salesmen Rent a Billboard— 
month, plus 3 percent of the net} 


profit on parts and service, cur-| 


Looking for a short-cut to brake service @ protits? 


51 


1956 





Jim Neessen and Dwight Bellows, salesmen at Rudolph Chevrolet Co., Phoenix, 
Ariz., teamed up and rented a billboard for this unusual personalized selling pro- 
motion. Both salesmen report “good results’ from the joint effort. Neessen recently 
was honored for being one of the nation's top Chevrolet salesmen. 
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You can save % to 1% hours per job by using 


EXCHANGE BRAKE SHOE SETS celined with 
Wagner CoMaX BRAKE LINING 


either “bonded-on” or “riveted-on” 


brake reline jobs and speed customer 


service by using Wagner Exchange Shoe Sets. They 
eliminate dead inventory...save you the tough, time- 
consuming job of delining, cleaning and relining... 
reduce extra payroll expenses during rush periods. 


Wagner Exchange Shoes are reconditioned in mass 
quantities according to highest factory standards. All 
shoes are lined with Wagner CoMaX Brake Lining to 
assure safer, smoother stops...more miles between re- 


lines... fewer brake adjustments. Sets are available for 
all popular passenger cars and some light trucks with 
both standard and oversize lining thicknesses, either 
“bonded-on” or “riveted-on.” 

You can get Wagner Exchange Shoe Sets as well as 
Wagner Lockheed Hydraulic Brake Parts and Fluid from 
one convenient, reliable source—your nearest Wagner 


Jobber. See him today! 


YOU CAN DEPEND UPON WAGNER QUALITY BECAUSE WAGNER PRODUCTS ARE USED AS 


ORIGINAL EQUIPMENT BY MANUFACTURERS OF CARS, TRUCKS, BUSES, AND TRAILERS 


856-4 





LOCKHEED HYDRAULIC BRAKE 
AIR BRAKES ... TACHOGRAPHS... 





Ae Me 


EL CALE 


- AIR HORNS 
INDUSTRIAL CRANE BRIDGE BRAKES 


PARTS and FLUID... 
ELECTRIC MOTORS... TRANSFORMERS... 


CoMaX BRAKE LINING... 


WoRol.. 


BOOST YOUR PROFITS BY BECOMING A Matera 
WAGNER FRANCHISED DEALER 


BRAKE reels 
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| Wagner Electric Grporation 


! 6393 PLYMOUTH AVE., ST. LOUIS 14, MO., U.S.A. 
(Branches in principal cities in U.S. and in Canada) 


I 
l 
I 
Please mail me a copy of AU-607 explaining the I 
details of your Franchised Dealer Program. 
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SOLDERLESS TERMINAL KIT—A solder- 
less terminal kit, designated No. 395, de- 
signed for use by hobbyists, workshop 


enthusiasts and the professional me- 
chanic hos been marketed by Vaco 
Products Co., 317 W. Ontario St., Chi- 
cago 11, Ill. The kit includes a cutting, | 


stripping and crimping tool; a package | 
of assorted solderiess terminals and a/| 
Vaco 3/16 by 3-inch plastic handle screw- | 
driver. All are packed in plastic carrying | 
or storing pouch. 


| 





SEAT COVER — The Crest Topper is the 
latest addition to the liné of seat covers 
marketed by Crest Automobile Seat Cover 
Co., 5756 Cass, Detroit, Mich. Made in| 
Avisco rayon fabric, it can be machine- | 
washed, needs no ironing and is quickly | 
installed and detached, it is claimed. In- 
tended to protect new upholstery without 
detracting from the color styling, the cover 
is made in seven colors and four sizes 
to fit different automobile styles, it is 
said. 


° * 


Haertel Co. Introduces 


Adjusto-Deck Shelving 


Shelving that is said to allow the 
user to store items to ceiling height 
has been introduced by Walter 
Haertel Co., 2840 Fourth Ave., Min- 
neapolis, Minn. 

Known as Adjusto-Deck, the unit | 
features shelf depths from 24 to 
96 inches, and widths from 48 to 
96 inches. It is estimated that this 
type of shelving saves about 30 per- 
cent over other types. 


| degrees to make contact well behind the 


SEAL BEAM GAUGES — Trulite styrene 


plastic seal beam gauges feature a com- | 


pensating level which is said to allow 


| Polymer Chemicals, Inc., 
| Rd., Livonia, Mich. Known as Poly Epoxyn 


| in one minute or with a heat lamp in 10 





| deep 





the operator to use the gauges in any 
location. All the gauges claim the ex- 
clusive advantage of checking sealed | 
beams without removing hood rings from 
car. Trulite Corp., 3453 Cahuenga Bivd., 
Hollywood 28, Calif. 


* * x 


Auto Seat for Youngster 
Includes Safety Features 


Extra safety features are said to} 


have been incorporated into a ver- | 
satile Booster seat introduced by) 
Dennis Mitchell Industries. 4424 | 
Paul St., Philadelphia, Pa. 





| Ravenswood Ave., Chicago 40, Ill. Called 
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NEW PRODUCTS 


|Portable Infrared Drier 


Introduced by Fostoria 


= | A portable 
|neered specifically for the curing of | 
| epoxy resin materials has been in- | 
|troduced by Fostoria Pressed Steel 
Corp., Fostoria, O. 

Known as model 52-148, the unit | 
is said to be custom-designed to | 
meet the requirements of modern | 
|sheet-metal repairing, with epoxy | 
|resin materials. Using clear 250- | 
|watt G-30 lamps for both metal | 
| pre-heating and plastic curing, the | 





|drier features a highly specular | 
|patented reflector that makes it} 
ideal for a variety of other jobs, | 


including putty drying and paint| 


SOLDER—An easy to use material that) baking in “touch-up” operations, it{§ 
is claimed. t 


is said to replace bead-tin solder in re- 
pairing dents and indentations in all types ° : ° 
of metal has been announced by Co- | 
12350 Merriman 





solder, it is hardened with a blow torch 


minutes, and sands quickly to a feather 
edge without chipping, it is claimed. 
Above is shown the application of con- 
ventional automotive finishes over one- 
half of the patched surface. Lines in 
patched area indicate ease of repairing 
original patch if necessary, it is said. 
— 2 
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TUNER — The Alien “Powr-Tuner" can 
be used for tuneup tests on six or 12- | 
volt engines. Only four electrical con- | 
nections are required to test battery volt- 
age, generator-regulator charging voltage, | 
ignition output, high tension resistance, 
ignition timing, distributor automatic ad- 
vance, cam angle, engine vacuum and 
fuel pump pressure, and engine r.p.m., 
it is claimed. Allen Electric & Equipment 
| Co., 2101 N. Pitcher St., Kalamazoo, Mich. 

> - 


* 





Auxiliary Stoplight Unit 
Features ‘Fin-Line’ Design | 
An auxiliary stoplight featuring 
“fin sweep” lines has been intro- 
duced by Sinko Mfg. & Tool Co., 
3135 W. Grand Ave., Chicago 22, IIl. 
Known as Fin-Lite, the unit is 
designed to be mounted on the for- 
ward edge of the trunk lid, or one 
on each rear fender. The unit fea- | 
tures a chrome plated zinc diecast, 
with a plexiglas lens. 
* > 


AUTO JACK—The Bumper-Upper is oa 
hydraulically-operated bumper jack that 
doesn't have to be used on bumpers. The 
lifting throat of the jack, 11% 
inches from the frame to the center of 
the contact pads, is said to enable the 
jack to make contact with the brackets 
or cross bar behind the bumper of the 
cor. The jack's pads can be turned 360 
bumper, it is claimed. Made in two . 
models, hand cperated and a combination 
hand-and-air operated, the unit has a 
lifting height of 30%, inches and a low 
lifting point of 7% inches. Joyce-Gridland 
Co., Dayton 3, O. 


* * od 


Wipers for Dealers 


The disposable windshield wipers 
manufactured by Scott Paper Co., 
Chester, Pa., which for years have 
been used by service stations, are 
now being made available to dealers 
on a national basis. 

* * * 


- 
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TREAD DESIGN — Grip-a-Matic tread 
| design is being featured on the V-120 
| Premium tire produced by Vanderbilt 
| Tire & Rubber Corp., 419 Fourth Ave., 

POWER SUPPLY — A DC power supply, | New York 16, N. Y. Designed to comple- 
reportedly the first in the field designed | ment today's high-powered automatic 


to operate, test and service transistor transmissions, the tire adjusts its own 
auto radios, has been developed by | traction power to conform to changes in 
Electro Products Laboratories, 4500 N. the car's pitch or torque during periods 


of acceleration or braking, it is claimed. 
model D612T, the unit operates on AC} Under ordinary driving conditions, the 
input and handles six and 12-volt tube | thousands of slots, or sipes, on the broad 





radios, as well as transistor models, it | seven-ribbed tread of the tire provide 

is claimed. The power supply also can | effortless steering and road-hugging, it 

be used for battery charging, electro-| is said. The tread is said to eliminate 

plating, and other uses that require up | tire squealing and affords maximum 
' 


to 16 volts of direct current, it is said. cornering stability. 


infrared drier engi-|§ 






a 


VACUUM CLEANER—The Thompson Mo- 
bile Vac automobile vacuum cleaner is 


242 inches high, 18 inches in overall 
diameter and weighs 21 pounds. Equipped 
with a nonmarking rubber bumper and 


four swivel, rubber-tire casters, the unit 
has a dry capacity of one bushel and 
a water lift of 66 inches. 
aluminum housing, the cleaner vacuum 
cleaner is powered by a %-horsepower 
Lamb Universal 115-volt AC-DC motor, de- 
veloping 1600 r.p.m. Thompson & Sons, 
Inc., 8130 West Forty-seventh St., Lyons, 


* * x 


Plastic Paste Marketed 
For Repairing Metals 


Bondo, a plastic paste filler for 
use in filling, reinforcing or repair- 
ing metal, wood, stone concrete or 
tile, has been introduced by Jaycee 
Chemical Corp., Route 22, North- 
ford, Conn. 


Bondo comes in a three-pound 


can and remains inert until mixed 
with a hardener from an accom- 
panying tube. Applied full depth to 
a prepared surface, it will set hard 
within a half-hour or in 10 minutes 
with a heat lamp, it is claimed. 





TOOL, GAUGE KIT—An all-in-one ad- 
justment kit designed especially for serv- 
icing engine distributors, regulators, and 
spark plugs is being offered by Allen 
Electric and Equipment Co., Kalamazoo, 


Mich. Called the Adjust-A-Kit, the unit 
contains 21 wire gauges from .007 to 
.095, a distributor point aligning tool, 


end wrench for adjusting vacuum con- 
trolled advance on Ford distributors, spring 
tension adjusting tools for regulators, 
wrench for adjusting cam angle on ex- 
ternal adjustment type distributors, equal- 
ing file for regulator contacts, and two 
fiber gauges: .017 and .021. 


x * * 


|Steber Floodlights Designed 


To NEMA Specifications 
Steber “Series 4000” aluminum 
enclosed floodlights are now availa- 
ble to meet NEMA specification 
FL-6-210 for general purpose flood- 
lights, 300 to 1,500 watts. 
Specular and diffuse Anodal 
finished’ reflectors are said to pro- 
vide NEMA beam. spreads types 
2, 3, 4, and 5. Each is equipped 
with thermal shock and impact- 


Featuring all- | 





SEALER — Krylon's Windshield Sealzit 
is an acrylic basic crystal-clear liquid for 
sealing leaks, and is not affected by heat, 
cold or vibrations. The product seals off 
leaks right oat their sources and does 
not lay on top gum or cement, it is 
claimed. The Krylon kit includes a brush 
and eye dropper. The tubes of Sealzit 
are self-contained with spout for spread- 
| ing. Krylon, 


Inc., Norristown, Pa. 





TIRE SPREADER—Designed for garages, 
service stations and automotive repair 
depots, the model 910-A air-operated tire 
spreader is capable of spreading any 
automobile or truck tire up to 12.00 by 
24 in size. The unit brings the damaged 
section of the tire upward for repair, 
and allows maximum room for use of 
scarfing or buffing tools, it is said. The 
unit's ‘saddle’ is equipped with rollers, 
which allows for revolving the tire in- 
stead of lifting it for position 
change. Foot controls govern operation 
of the elevator, leaving 
hands free to handle the tire. Manley 
Division, American Chain & Cable Co., 
Inc., York, Pa. 


each 


the mechanic's 








TIMING DEVICE — The Powerlite timing 
device is said to adjust automotive 
engines to the correct firing point strobo- 
scopically while the engine runs in about 
one-tenth of the time required by hand 
operations. Housed in a case of molded 
Tenite butyrate plastic, Powerlite features 
an amplifying power pack that energizes 
<a flasher bulb at the proper instant. The 
flashing action is tripped by connecting 


resistant lens, stainless steel lens one of the timing light leads to the No. 1 


ring, beam sight, built-on wrench, 
repositioning stop and watertight 
connector. Steber. Mfg. Co., Broad- 
view, Ill. 


engine spark plug, it is claimed. Eastman 
Chemical Products, Inc., 260 Madison Ave., 
New York 16, N. Y. 

(Continued on Page’53, Col. 1) 











- mo oot oe et ef 





5 


ealzit 
J for 
heat, 
is off 
does 
it is 
brush 
palzit 
read- 


ges, 
pair 
tire 
any 
by 
ged 
air, 
of 
The 
lers, 


tion 
tion 
Vic's 
nley 
Co., 


ing 
‘ive 
bo- 
out 
ind 
led 
res 
zes 
The 
ing 
yy 
jan 
/e., 





AUTOMOTIVE NEWS, JUNE 18, 1956 


| 
radiator seal compounds), and rust. | 
It prepares the cooling system for | 
a more effective coating by the} 


New Products 


(Continued from Page 


Bowers Plugs Redesigned 


To Offer Better Performance 


The Bowers line of spark plugs 
has been redesigned to meet the 
demands of today’s high compres- 
sion, high-horsepower, overhead 
valve engines and the 12-volt igni- 
tion system, it was announced by 
Bowers Battery and Spark Plug 
Co., Reading, Pa. 

Specifically, the plugs are said to 
have vastly improved non-fouling 
features, increased pre-ignition 
safety, and improved combustion 


firing, all of which add up to in- | 


creased miles per gallon and better | 


engine performance. 
* * * | 








| 


WOOD, METAL CUTTER — Model 500 | 
Dial Saw is a wood and metal working | 


tool that is said to cut perfect holes | 
quickly and accurately, any size from | 
2%, to 5 inches in diameter. The high | 


speed steel cutter blades are set to the | 
desired diameter by turning the calibrated | 
dial. Available in three shank types, each 
saw is furnished with ¥-inch pilot drill 
and push-out plug, which are interchange- 
able, and two sets of steel cutter blades: 
One set with a cutting depth of 1% 
inches for wood cutting; and one set with 
a cutting depth of 1% inches for metal | 
cutting. Robertson and Ruth, Box 534, 
Elmhurst, Ill. 


Turtle Wax Introduces 


Heavy-Duty Car Cleaner 


Turtle Wax “Color-Bak,” a 
heavy-duty car cleaner, has been 
added to the line of Plastone clean- 
ing products. 

The product is said to remove de- 
teriorated paint, tree sap, bugs, 
road tar, stains, road film and 
grime. In addition, Color-Bak im- 
parts a non-oily, dry surface that 
thoroughly prepares and conditions 
the car for polishing, it is claimed. 
Plastone Co., Inc., 4100 West Grand | 
Ave., Chicago 51, Ill. 


. + @ 





SERVICE LIGHT—A line of service lights 
in two and three-wire styles, with built- 
in convenience outlets, is now available 
from McGill Mfg. Co., Inc., Electrical 
Division, Valparaiso, Ind. Feature of the 
line is said to be use of a molded- 
Phenolic handle that is nonconductive and 
heat and impact resistant. 

* * * 


Petroleum Solvents Offers 
Specialized Engine Products 


Two specialized automotive prod- 
ucts, Siloo Hydra-Valve Kleen and 
Siloo Transmission Kleen, have 
been annonuced by Petroleum Sol- 


52) 


vents Corp., 331 Madison Ave., New 
xorn,. 7, Bk 

Added to regular motor oil, 
Hydra-Valve Kleen is said to free 
hydraulic valve lifters, quiets noisy 
operation and stops sticking valves 
and rings. Transmission Kleen 


| eliminates creepage, jars and rough 


shifting, and prolongs the life of 
bands, servos and clutch discs in 
automatic transmissions, it is 
claimed. 


+ 3 * 


| Cooling System Package 


Offered by Salsbury Corp. 


A combination package of Sals- 
bury cooling system cleaner and 
Irontite PC (protective coating) is 
now being offered by Salsbury 
Corporation, 1161 E. Florence Ave., 
Los Angeles 1, Calif. 


The cleaner is a recent addition 
to the line of Salsbury Motor Seal 
products, designed especially to dis- 
solve soluble oil (found in other 








| size wire 


companion product, Salsbury Iron- 
tite, PC it is claimed. 
* * * 











WIRE CUTTER, STRIPPER — A pocket- 
cutter and stripper featuring | 
a wire size adjustment for easy wire 
stripping has been announced by Jo-El 
Co., 14209 Leroy Ave., Cleveland, O. 
Measuring five inches in length, and 
weighing two ounces, the tool features 
five-inch long blades hardened and 
ground to cut with a smooth shearing 
action severing wire cleanly and neatly, 
it is claimed. For wire stripping, the 
operator sets the adjusting stop to the 
size, closes the jaws of the tool 
around the wire, holds firm and strips 
clean to the bare wire with a “straight 
pull" motion, it is said. 


wire 





VOLTAGE BOOSTER 
electric power unit, the Portopower voltage 
booster, has been designed to deliver ad- 
ditional voltage required in construction 
work where power tools are used. The 
unit is equipped with a voltage meter for 
checking delivered operating power, and a 
five-position voltage increase switch, each 
Position providing a 10-volt step-up in 
voltage output. Portopower Division, 1511 
East Nine Mile Rd., Ferndale 20, Mich. 


A portable | 
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Rubber Car Mats 


Trim-Fit: “Feather Flex” rubber 
car mats, designed to fit front seat 
areas of all cars are now available 
in four-color box containers. Made 
in eight colors, a set consists of 
two mats. Monkey Grip Sales Co., 
P, O. Box 6170, Dallas, Tex. 

* * * 





BEARING PROTECTOR — The Ammco 
| brake drum bearing protector, No. 4282, 
is designed to fit over the drum lathe 
arbor, between the lathe and brake drum, 
to keep chips and grinding dust out of 
the hub. It may be used on any lathe 
using a one-inch arbor, it is claimed. 
Ammco Tools, Inc., 2100 Commonwealth 
Ave., North Chicago, Ill. 


“Substantial increase in our business 


with new Pittsburgh Plate Glass front,” 


says Mr. Edward C. Viner, 


Viner Chevrolet, 


Inc., Denver, Colorado 





Viner Chevrolet, Inc., of Denver, Colorado, is an excellent example of the way Pittsburgh Store Front Prod- 


ucts can be used in the modernization of an older building. The Products used were: Pittco® Store Front Metal, 
Polished Plate Glass and two Herculite® Plate Glass Doors with Pittcomatic® Hinges and two Herculite Sidelights. 


“Since the new Pittsburgh Plate Glass 
front was installed, we have enjoyed a 
very substantial increase in our busi- 
ness every month in comparison with 
months of previous years. We feel that 
the money spent on improving our front 
has been returned to us from the stand- 
point of extra sales and advertising.” 


This is not an unusual testimonial. It 
has been shown, by automobile dealers 
of all sizes—in all parts of the country— 
that a Pittsburgh Open-Vision Front on 
their showrooms pays dividends. Peo- 
ple are attracted by the modern good 
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looks, the bright, clean appearance of 
your Open-Vision Front, by the excel- 
lent displays of your new cars. They 
like to do business with you, and they r 
prove it by telling other people about 
your modern showroom and by doing 
repeat business there themselves. 


For more information on Pittsburgh 
Open-Vision Store Fronts and Pitts- 
burgh Store Front Products, just send 
in the convenient coupon. We'll be 
glad to send you a copy of our booklet, 
“How To Give Your Store The Look 
That Sells.” There is no obligation. 






INDUSTRIES LIMITED 
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Pittsburgh Plate Glass Company 
Room 6236, 632 Fort Duquesne Bivd. 
Pittsburgh 22, Pa. 


Please send me a FREE copy of your 
store front booklet. 
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At Canadian SAE Meeting— 


Some of the guests at the annual meeting of the Canadian section of the Society 





of Automotive Engineers pose in Oshawa, Ont. From left are Harold C. Brindle, 
Auto Electric Co., Toronto; Neil P. Petersen, president, Canadian Acme Screw & Gear, 
Toronto; William A. Wecker, president, General Motors of Canada, lLtd., Oshawa; 
Russell E. Kaufman, Chevrolet transmission engineer, Detroit; A. W. Hopton, presi- 
dent, Canadian section SAE.; R. S. Mclaughlin, board chairman, GM of Canada; 
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Dominion Forge & Stampings, Toronto. 
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E. F. Armstrong, chief engineer, GM of Canada; and James C. Armer, vice-president, | 
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Charles R. Tyson, executive vice- 
president of John A. Roebling’s 
Sons Corp., and a director of a 
number of prominent companies, 
has been elected a director of 
Budd Co. 


* x x 


PPG Appoints Kaley 
P. Dudley Kaley has been ap- 
pointed manager of sales for Pitts- 
burgh Plate Glass Co.'s fiber glass 
division, 
McVeigh in New Post 
E. E. MeVeigh has been named 
manager of sales engineering by 
Baker-Raulang Co. 


= + * 
Truck Insurance Firms 


Reelect All Officers 


Transport Underwriters, Inc., and 
| Transport Indemnity Exchange, 
Des Moines, have reelected all their 
officers, it has been announced. 

Transport underwriters officers 
|}are John Ruan, Des Moines, presi- 


dent; Harry Werner, Minneapolis, 
vice-president; E. W. Harlan, Des 
Moines, secretary-treasurer; Wil- 


| liam S. White, Des Moines, general 


manager, and Mike McCrary, 
claims manager. Transport Indem- 
nity officers are John A, Murphy, 
LaCrosse, Wis., chairman; Dan 
Dugan, Sioux Falls, S. D., vice- 
chairman, and Birney Baker, Des 
Moines, secretary-treasurer. 


* 


Merrill Transferred 
Dr. R. A. Merrill, assistant man- 


ager of the Detroit plant of U. S. | 
been appointed | 


Rubber Co., has 
assistant manager of the company’s 


Fisk tire plant at Chicopee Falls, | 
| Mass. 


Abbett and Robey Named 

Appointment of two new Oldsmo- 
bile district managers in the Min- 
neapolis zone have been announced. 
John T. Abbett heads the northern 
Minnesota district at Brainerd and 
W. E. Robey heads the eastern 
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Easily installed 
Easily maintained 


Easy to operate 
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Fuli Hydraulic or 
Semi-Hydraulic 


5300 Harvard Avenue 


SELF-ALIGNING 
ROLLER BEARING 


LIFTS 





Write for descriptive catalog 


UNITED STATES AIR COMPRESSOR CoO. 


* Cleveland 5, Ohio 


Montana and northwestern North 
Dakota district at Billings, Mont. 
He formerly was with Colonel Mo- 
tors (Oldsmobile), Watertown, S. D. 


* * * 


McLaughlin Is Appointed 

Appointment of Robert A. Mc- 
Laughlin as general manager of 
Pittsburgh Plate Glass Co.’s fiber 
glass division has been announced. 
| McLaughlin had served as director 
|of sales since 1952 when the fiber 
glass division was formed. 


- * = 





| Firestone Selects Thomas 


|To Manage Tire Sales 
Robert D. Thomas has been 
named manager of the tire sales 
department for 


Firestone Tire & 
“ih. Rubber Co. 
He will be re- 


sponsible for sales 
of passenger, 
truck, off-high- 
way, farm and 
airplane tires and 
treading and re- 
pair materials. 
Succeding 
- Thomas as cen- 
R. D. Thomas tral division sales 
manager is Charles H. Hahn, until 
| recently manager of the Buffalo 
| sales district. 





= * a 
|Wayne Works Appoints 
Collins, Finnan, Millet 

Three executive appointments 
have been announced by Wayne 
Works, Ine., Richmond, _Ind., 
maker of bus bodies, ambulances, 
and funeral coaches. 

H. T. Collins jr. has been 
named assistant to the general 
manager and will continue as 
director of purchases. R. J. Fin- 
nan was appointed industrial re- 
lations manager. Herschel J. 
Millet becomes manufacturing 
superintendent. 


; * r 2 





Lane Heads Inspections 


Elmer M. Lane has been ap- 
| pointed director of motor vehicle 
| inspection for the State of New 
| York. He will direct the new pro- 
gram for compulsory safety in- 
spection. 


* * * 





Boden to Manage 


New Calif. GM Plant 


| Appointment of Marshall H. 

Boden as manager of the Buick- 
Oldsmobile-Pontiac assembly 
plant to be built in Sunnyvale, 
Calif., has been announced. 


| Boden has been manager of the 
| Linden (N. J.) B-O-P plant. Suc- 
| ceeding him is Cornelius P. Blay, 
| Detroit. Named as _ resident 
comptroller of the Sunnyvale 
| plant was R. G. Middlesworth, 
resident comptroller of the Kan- 
sas City B-O-P plant. 

The B-O-P plant in Sunnyvale 
was first announced March 22 in 
San Francisco. 


+ 


Johns Quits L-O-F 
J. M. Johns has announced his 
resignation as vice-president and 
director of L-O-F Glass Fibers Co. 
He had been director of sales. 
4 Sa 


Pontiac Names Jenkins 


Consultant on Safety 


“Ab” Jenkins, race driver who 
has been called the “world’s safest 
driver,” has been named safety 
consultant to Pontiac. 


Jenkin’s duties will be con- 
cerned with the automotive safety 
field and other related engineer- 
ing activities. He is holder of 
many world and American rec- 
ords including a dozen speed rec- 
ords set at Bonneville Salt Flats 
in Utah. 


* * Eo 


IHC Picks McCaffery 


J. F. McCaffrey has been ap- 
pointed assistant manager of Inter- 
national’s Detroit truck district, He 
formerly was branch manager at 
the Detroit West Warren Ave. sales 
operation. 

* ca * 


Leach Elected President 


Of Brown Rubber in Ind. 


Brown Rubber Co., Inc., Lafay- 
ette, Ind., has announced election 
of George Leach as president, suc- 
ceeding E. A. Callanan, who died 
Apr. 14. 


Leach has been with the com- 
pany since 1936 and for the last 
(Continued on Page 55, Col. 1) 
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(Continued from Page 54) 


four years has been executive vice- 

president. W. H. Hippensteel was 

elected director to fill the unex- 

pired term of Callanan. Hippensteel 

is sales manager of rubber products. 
* * oo 


Houdaille Elects 


Wilson, 6 Others 


Robert L. Wilson has been elected 
finance vice-president of Houdaille 
Industries, Inc. He had been serv- 
ing as treasurer. 

Thomas E. Bainbridge, formerly 
assistant treasurer, was elected 
treasurer, succeeding Wilson. Allen 
Lang was appointed assistant treas- 
urer to succeed Bainbridge. San- 
ford Brown, Edmund W. Ross, 
George Phillips and George A. Cav- 
anaugh of the board of directors 
were elected to serve on the execu- 
tive committee. 

* * * 
Cadillac Appoints Moran 
In Organization, Analysis 

Cadillac has announced appoint- 
ment of Thomas J. Moran as or- 
ganization and analysis manager. 

Moran has had 
10 years’ experi- 
ence in Cadillac’s 
sales organiza- 
tion. He gradu- 
ated from the Illi- 
nois Institute of 
Technology in 
Chicago and was 
the first Cadillac 
graduate from 
General Motors 
Institute’s coc p- 


T. J. Moran erative business 
administration program. 
* * * 


Jarecki Elects Johnston 

Jarecki Corp., Grand Rapids, 
Mich., has elected Samuel Johnston, 
Beverly Ave. plant manager, a vice- 
president. Roy C. Deskin, president, 
General Shect Steel Corp., Detroit, 
has been elected to the board. 
Johnston has been with Jarecki for 
18 years, starting as a machine 
operator. 

* * 

Ford Chooses Folsom 


To Succeed Wiesmyer 


Ward A. Folsom has been ap- 
pointed general manufacturing 
manager of Ford division. He will 
direct operations in 16 assembly 
plants and the division’s manu- 
facturing staff. 

Folsom succeeds M. L. Wies- 
myer, promoted to the staff of 
L. D. Crusoe, executive vice-presi- | 
dent of car and truck divisions, 
as manufacturing consultant. Fol- 
som has been assistant general 
manufacturing manager since 
June, 1953. In 1927 he was em- 
ployed by Fisher Body and joined 
Ford in March, 1947. 


« 


L-O-F Names Bailiff 

Robert T. Bailiff has been as-| 
signed as customer service assistant | 
by L-O-F Glass Fibers Co. Previ- | 
ously, Bailiff was with the sales de- 
partment of Cooper Tire & Rubber 
Co. 
Doyle and Neudeck 
Appointed by Perfex 

Perfex Corp. has announced for-| 
mation of a new heat transfer prod- 
uct division. 

F. W. Doyle has been appointed 
division sales manager. Gene T. 
Neudeck, formerly with National 
Water Lift Co., Kalamazoo, Mich., 
will assume Doyle's duties as assist- 
ant sales manager of the industrial 


radiator division. 
- * 


Lincoln Names Craw 

James L. Craw has been ap- 
pointed manager of the new indus- 
trial relations office of Lincoln. He 
joined the Ford division personnel | 
office in 1950 and became a super- 
visor of personnel at Highland | 
Park in 1953. In June, 1955, he was | 
named salaried personnel manager | 
at Lincoln. 





Price Succeeds Ward 
At Ford Division 


Galen B. Price has been named 
associjited operations manager for 


Ford division. He has been purchas- | 


ing research manager for Ford Mo- 
tor Co. since 1951. 

Price succeeds 
named 


Earl G. 


a price analyst. In 1948, he trans- 
ferred to the purchasing research 


department. 
* + * 


Buick Appoints Archer 


Stamping Superintendent 
Rowland H. Archer has_ been 
appointed superintendent of Buick’s 
sheet metal stamping plant. He 
succeeds 
who has retired. 


Archer has been with Buick since 
1920. He left the company for 10 
years, returning in April, 1932, as 
an efficiency engineer. In 1934, he 
became assistant chief of stand- 
ards, later he was named chief of 
standards. In 1945, he 


Ward, | 
company director of pur-| 
chasing. He joined Ford in 1947 as! 





A. Richard Middleton, | 


became | M. Qualls as regional vice-president 





Klein Opens Hudson Dealership— 


Klein Motor Sales is the newest Hudson dealership in Phoenix, Ariz. The modern 
plant is owned and operated by Maury Klein. 


' 
general assistant superintendent in lin Detroit. Formerly manager of 
charge of production. |}|the Detroit terminal operation, 
| Qualls joined Western Auto Trans- 
| ports in 1937. 


* * x 


Dodge Promotes Lowe 
William J. Lowe jr. has been 


+ * * 


Qualls Is Appointed 


Western Auto Transports, Inc., 
has announced appointment of W. 


55 


appointed city manager of Dodge’s 
Baltimore district. He formerly 
was assistant car and truck mana- 
ger in Dodge’s Philadelphia region. 


Grisinger, Mercury Stylist, 
Joins Ford Advanced Studio 


A. B. Grisinger has been ap- 
pointed executive stylist, advanced 
styling, in Ford’s new staff 
advanced styling studio. 

Grisinger, formerly was executive 
stylist for advanced Mercury styl- 
ing and special products. He joined 
Ford in March, 1955. 


* * * 


Pontiac Names Simoni 


Appointment of E. P. Simoni as 
business management manager for 
Pontiac’s Milwaukee zone has been 
announced. 

Simoni has been a Chicago dis- 
|trict manager for Pontiac since 
1952. 


* * * 


Bay Names Sales Rep. 


Seaboard Industries, Inc., Rich- 
mond, Va., has been named sales 
representative for Bay Mfg. divi- 
sion, Life Time Products Corp., in 
North Carolina, Virginia, the Dis- 

(Continued on Page 56, Col. 1) 
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9 Perfect Undercoating Jobs at the Cost of 6... 
50% More Cars Coated from Every Nokorode Drum 


MADE UNDER THE PROCESS OF U.6. PATENT NO. 2.393 774 







LION OIL 


A Division of Monsanto 
Chemical Company 


Lion’s patented process results in a coating so dense... 
so uniquely tough that heavy applications, such as are 
recommended for other nationally advertised brands, are 
absolutely unnecessary. The thinner coat recommended 
for Nokorode gives added protection . . . better sound dead- 
ening for the life of the car. The thinner application 
gives you 50% more satisfied customers with each drum. 
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LION OllL COMPANY 
A Division of Monsanto Chemical Company 
Dept. AN-F 

El Dorado, Arkansas 


COMPANY 


EL DORADO, ARKANSAS 


a. 


Name- 
Street 
LS — 
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Please send me complete information about Lion 
Nokorode, and how it can increase underbody coating 
profits. No obligation, of course. 


—__——State- 
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trict of Columbia and eastern Ten- 

nessee. Bay makes pneumatic auto 

lifts, rocker-head stands and 

bumper jacks. ‘ 
oe 


L-O-F Names Frick 


George R. Frick has been ap- 
pointed sales manager of L-O-F 
Glass Fibers Co.’s new Syracuse 
district. The district consists of 


50 counties outside the New York | 


City area. Frick formerly was 


L-O-F field representative in the| 


Boston area. a 
DeSoto Appoints Fisher 


D. H. Copeland, western zone 
manager for DeSoto, has announced 
in Los 


his executive assistant 


Angeles. 
a. * * 
GMAC Ups Neighbor 
W. E. Neighbor, manager of the 
Tacoma (Wash.) offices of General 


JETSPUN* ADVERTISING HAS APPEARED IN THE SATURDAY EVENING POST 





Motors Acceptance Corp. for six 
years, has been promoted to assist- 
ant branch manager in Seattle. He 
will be succeeded in Tacoma by 
Ray Kerns, Seattle. 


* * * 


Mack Names Coffey 


Stanley J. Coffey has been ap- 


pointed western off-highway equip- |‘ : 


ment sales representative in Los 
Angeles for Mack Motor Truck 
Corp. 
et * 
Prosser, Rea Named 


Stockholders of Perfect Circle 
Corp. have elected two new direc-| 


secretary-treasurer. 
® * * 


Transportation Center 


Names Logan to Staff 


John A. Logan, professor of civil | 
engineering, Northwestern Techno- | 


a eee ae 


Ruby Chevrolet Opens New Building— 
After having a downtown site for many years, Ruby Chevrolet, Inc., has followed the 
tors. They are William B. Prosser, | population trend to the outskirts of Milwaukee. Situated on the northwest side of 


| vice-president, and George T. Rea, | the city, the new dealership covers an entire city block and features a large service | 
appointment of Frank Fisher as | 


department. 


logical Institute, has been named 
associate director of the new trans- 
portation center at Northwestern 
University. 

His appointment was announced 


A four-color full page advertisement in the May 19th issue. 


by Franklin M. Kreml, director of | 
the center. He said Logan will su- 
pervise the center’s educational, 
research, and other operational ac- 
tivities. The center was established | 





| Vice-president of 


by the Northwestern board of trus- ~ | 
tees in 1954 and will begin opera- J 


tions this fall. It will utilize 
resources for research, undergrad- 
uate training, and graduate study 
in the highway, rail, air, pipeline, 
and water divisions of the trans- 
portation industry. 


ca * * 
Schreiner and Lerch 


Promoted by Airtex 


Promotions have been announced 
by Airtex Products Inc., Fairfield, 
Ill., for Frank J. Schreiner as auto- 
motive division sales manager and 
Felix A. Lerch as field sales man- 
ager. 

Schreiner, previously Airtex Chi- 
cago zone manager, was sales man- 
ager for the midwest division of 
Bower Battery Co. Lerch was mid- 
west regional manager for four 
years. He previously was employed 
by Electric Auto Lite Co. as Phila- 
delphia representative. 

* ca * 


Naraco Picks Preston 
R. W. Preston’s appointment to 
the eastern 
branch has been announced by 
National Rack Co. Preston joined 
Naraco as a design engineer in 
1948. He later went into the sales 


| division, where he remained until 


|his recent promotion. 


* * * 


| Chrysler Names Trichel 





JETSPUN OUTDOOR MOVIES ARE NOW RUNNING IN 222 DRIVE-IN THEATERS 


Car audiences across the country are seeing the Jetspun story in full color minute movies that tell them to 
“Ask your local dealer for seat covers woven with Jetspun.” 


JETSPUN CUSTOMERS ARE READY FOR YOU. ARE YOU READY FOR THEM? 


Get into action while this promotion is at its peak. Push seat covers woven with Jetspun rayon yarn now. 
*Reg. U. S. Pat. Off. for American Enka's solution-dyed rayon yarn 


AMERICAN ENKA CORPORATION 


Sales Offices: 


206 Madison Avenue, New York 16, N. Y. 


| President of Amplex 


Appointment of G. W. Trichel as 


| president of the Amplex division of 


Chrysler Corp. has been announced 
by I. T. O’Brien, 
group executive 
in charge of spe- 
cial products. 

In his new post, 

Trichel sutceeds 

A. J. Langham- 

mer, who has been 

operating head of 

Amplex since its 

inception in 1929 

and president 

since August, 1940. 

G. W. Trichel Langhammer is 

retiring June 30 and will act as a 

consultant until that time. Trichel 

has been executive vice-president 
and general manager of Amplex 


| Since July, 1954. 


* * x 


Collins Names Miller 
F. W. Miller, general manager of 
Collins & Aikman of Canada, Ltd., 
has been appointed director of au- 
tomotive sales with headquarters 
in Toronto. C. S. Maxwell, produc- 
tion manager, has been named 
general manager with headquar- 
ters at Farnham, Que. 
x x = 


Hyster Promotes Sheafe 
Theodore H. Sheafe, Hyster Co., 
has been promoted to traffic man- 
ager, filling the vacancy left by the 
death of T. B. Dynes, who was with 
Hyster for 27 years. Sheafe joined 
Hyster in 1945. 


* * * 


Champion Chooses Jones 

The addition of Richard M. Jones 
to the racing division of Champion 
Spark Plug Co.’s engineering de- 
partment has been announced. Jones 
formerly was with McCulloch Mo- 
tors Corp., Long Beach, Calif, 
where he has been service engineer 
and foreman. 

cd x z 


Graham Ends 45 Years 
With U. S. Steel Division 

John Graham, general sales man- 
ager for American Steel & Wire 
division, U. S. Steel Corp., has re- 
tired after 45 years’ service. 

He joined the wire division in 
New York as an office boy and rose 
through various sales positions to 
become assistant to the sales vice- 
president in 1942. He was named 
general sales manager in 1945 with 
headquarters in Cleveland. 

cs * cd 


General Finance Promotes 


Attorney, 3 Regional Chiefs 

General Finance Corp. has. ap- 
pointed Lyman Buckley, Jack Cor- 
coran and Harry Kitts assistant 
vice-presidents. All formerly were 
regional managers. 

The company also promoted Tom 
O’Keefe to assistant general coun- 


sel. Buckley, Corcoran and O’Keefe 
are attached to the firm’s home 
office in Evanston, Ill., and Kitts is 
with the Orlando (Fla.) office. 


871 McCallie Avenue, Chattanooga, Tennessee 
428 Jefferson Standard Bidg., Greensboro, N. C. 
2001 industrial Bank Bidg., Providence, R. |. 








...the car polisher’s glaze 


_ prefer Meguiar’s MIRROR GLAZE 
because it does such a beautiful job. 
Customers are so enthused, they tell 
their friends and that keeps us plenty busy. 
Our service advisors find it’s a pleasure 
to sell glaze jobs. 


This superior product has really helped to 
build our department...and it’s getting 
bigger every day.”’ 


. 
. 
"Pee, — 
SPeeececeseeee** 


MIRROR GLAZE 


...‘supreme beauty with maximum protection” 


MIRROR BRIGHT POLISH CO. 


365 No. Foothill Blvd., Pasadena, California 


Eastern Division: Mirror Glaze Distributors, P.O. Box 6263, Washington, D.C 


Offices in other major cities coast-to-coast 


PRODUCERS OF FINE AUTOMOTIVE, FURNITURE & AIRCRAFT GLAZES SINCE 1901 
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Air Filtration Process— 


A process for super cleaning atmos- 
pheric air with industrial-type air filtra- 
tion equipment has been developed by 
Wheelabrator Corp., Mishawaka, Ind. It 
may be used in applications formerly em- 
ploying disposable or viscous filter or low 
voltage electrostatic precipitators. The 
process is said to involve the charging of 
the filter bags with a filter aid which pre- 
coats the filtering surfaces and provides 
a highly efficient matrix upon which the 
fine particles of atmospheric dust and 
tarry matter are collected. One applica- 
tion will last from two to three years un- 
der normal conditions. 








WHEN WILL 
BLAKE'S CAR 
BE READY? 


AUTOMOTIVE NEWS, JUNE 18, 


Technical PERSONNEL CHANGES 





4 Manufacturing Officials 
Promoted by Dodge 


Four promotions affecting key 
manufacturing personnel have been 
announced by Dodge. 

Robert L. Jenkins, former qual!- 
ity control manager, has been pro- 
moted to methods manager. Allan 
D. Woodell, who had been assistant 
quality control manager, has been 
elevated to quality control mana- 
ger. J. J. Wetzel, former general 
master mechanic—machining and 
assembly operations, is now mana- 
ger of the pilot-model program. 
Emmett J. Combs has been pro- 
moted from superintendent—pilot 
model program, to master mecha- 
nic—machining and assembly. 

* + * 


Pittsburgh Glass Names 


| Dr. Jones as Advisor 


| Dr. Webster N. Jones, former 








|dean of engineering and science | 
j}and at present vice-president of | 
|Carnegie Institute of Technology, 








Here’s how you can help increase 


ERVICE JOBS UP T0 50% 


with your present setup ! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


EXECUTONE, INC., Dept. J-8 





== 4 


415 Lexington Ave., New York’ 17, N. Y. 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 
Name 
Fi 
a ee 

In Canada—331 Bartlett Ave., Toronto 


at ak all ae acl iihieimene dman eel 











will join Pittsburgh Plate Glass Co. 
June 1 as advisor on the selection 
and training of professional per- 
sonnel. 


Dr. Jones will advise and counsel 
the director of industrial relations 
and his staff. He also will serve 
in a counseling capacity on rela- 
tions between the company and 
educational institutions, recruiting 
and selection, indoctrination and 
training, and the evaluation of uni- 
versities for further training of 
company executives. 

* * * 


Prentiss Heads Army Lab 


Major-Gen. Louis W. Prentiss has 
been named commanding general 
of the Engineer Research & Devel- 
opment Laboratories, Fort Belvoir, 
Va. 

Col. 


H. F. Sykes jr., who has 


July, 1954, has been named director. 
s + 


* 


Currie Reassigned 


Dr. Lauchin M. Currie has been 
appointed a vice-president of Union 
Carbide Nuclear Co., a division of 
Union Carbide & Carbon Corp. Cur- 
rie had been vice-president of Na- 


Carbide division. 
* = * 


Goodrich Names Haas 


Willard Haas, Cuyahoga Falls, 
O., has been named senior develop- 
ment engineer by B. F. Goodrich 
Industrial Products Co., Akron. 
Haas joined Goodrich in 1929 as 
a chemist. 

* * * 
O'Neill Appointed 
E. R. O'Neill jr. has been ap- 


lager of the tractor product plan- 
|ning department of the tractor and 
implement division of Ford Motor 
| Co. 
| * * * 
| Daily News Circulation Up 
The Chicago Daily News has 
announced that for the six-month 
ABC period ended March 31, its 
circulation was the highest in its 
history, both daily and Saturday. 
Daily News daily average cir- 
culation was 603,670, an increase 
of 12,329 over the March 31, 1955 
figures, and Saturday average 
circulation was 610219 an in- 
| crease of 11,118 over the March 
| $1, 1955 figures. 
* 





* & 


| Walsh Press & Die Picks Rep 


Appointment of Harshe-Rotman, 
Inc., as public relations counsel for 
|Walsh Press & Die Co. has been 
| announced. 


| Morris B. Rotman, president of | 


'the Chicago and New York public 

|relations firm, said a campaign 

would be initiated to promote 

|Walsh Press & Die’s product line. 
» *« * 


Hickey Named Rep 

4 Brunner Mfg. Co. and Brunner 
Co. have appointed George L. 
Hickey jr. as their .sales represen- 
tative in the New York metropoli- 
tan area. ‘ 


Reid Takes U.S. Post 


James F. Reid, retiring as general 
production manager of Timken 
Roller Bearing Co. after 37 years 
with the firm, will become assistant 
director and chief of the ferro 
alloys section of the iron and steel 
division of the Business Defense 
and Service Administration of the 
Department of Commerce. 

* * . 


Pressed Metals Picks 3 


Pressed Metals of America, Inc., 
has announced Edmund West has 
been promoted to manufacturing 
vice-president, Donald J. Clark to 
sales manager and Louis J. Aure, 
chief engineer. 

. 





DuPont Names Young 


Dr. John S. Young has been ap- 
pointed automotive industry spe- 
cialist for Du Pont Co.’s plastic 
sales section. He will head develop- 
ment work on new uses for plastics 
in automobiles. : 

* ~ 


Waukesha Picks Merriam 


commanded the laboratories since) 


tional Carbon Co., another Union | 


1956 


of J. Roger Merriam as assistant 

chief engineer. Merriam has been 

with Waukesha for 35 years. He 

started in 1920 as a tool designer. 
* * * 


Tect Appoints Moran 


Appointment of William F. 
Moran jr., as sales engineer for 
Tect, Inc., Dumont, N. J. has been 
announced. Moran formerly repre- 
sented Diamond Alkali Co. in the 
south. 

* * * 
DeLuxe Names Anderson 


DeLuxe Products Corp., LaPorte, 
Ind.,- has announced appointment 
of Joseph R. Anderson to assistant 
chief engineer. Anderson has been 
with DeLuxe for 20 years. 


* * * 


Autocar Names Bosler 


John F, Bolsler has been named 
technical service director for the 
Autocar division of White Motor 
Co. Bosler has been with Autocar 
and White since 1923 and previously 
has been an experimental engineer 
at the Exton (Pa.) factory. 

* * * 


Roberts, Raab Named 


American Chain & Cable Co., 
Inc., York, Pa., has announced that 
A. M. Roberts, former chief metal- 
lurgist for the chain division has 
been promoted to assistant to the 
plant manager and C. H. Raab has 
been appointed chief metallurgist. 

* * ca 


Eutectic Picks Erickson 
Eutectic Welding Alloys Corp., 
Flushing, N. Y., has announced 
appointment of Harley Erickson as 


Freeway Bulletin— 


Ten-and-a-half tons of steel fashioned 
| into this 30-by-90-foot roof-painted bul- 
letin provides Chevrolet with dominance 


of the San Francisco Bay area's most 
travelled arterial highway, the Bayshore 
Freeway. Shown officiating at the official 
| lighting of the nine-foot neon letters 
and eleven 1,000-watt mercury vapor 
lamps are, from left, J. W. Steele, Chev- 
rolet zone manager; N. F. Lawler, sales 
vice-president, Foster and Kleiser Co., 
San Francisco; Harry E. Heathman, Chev- 
| rolet San Francisco manager; and Milt 
| Johnson, vice-president, Campbell-Ewald, 
San Francisco. 








| 


| Rubber Corp., Youngstown, O. He 
joined Republic 10 years ago. 
* + + 





pointed to the new position of man- | 


production manager. | Fisher Appoints Olson 

He formerly was general foreman| jw. J. Olson has been appointed 
of production for Lincoln Electric manager of the Baltimore plant of 
Co. and Westinghouse Electric| Fisher Body division. He succeeds 
Corp. |L. L. Rosshirt, who has joined the 
- staff of E. J. Hanson, general man- 
Progressive Promotes Two | ufacturing manager. 
Progressive Welder Sales Co., De- | * * * 


troit, has announced the appoint- | Sembach Promoted 
ments of Ray W. Heiden as direc- | 





* * * 


tor of manufacturing and Ronald 


L. Loup as director of engineer- 


ing. 


* * * 


Allison Names Purchas 


Appointment of W. J. Purchas jr. | 


as chief engineer for the bearings 
department of transmissions opera- 
tions has been announced by the 
Allison division of General Motors 
|Corp. He joins Allison after 17 
years with GM. 
2 


* * 


| Dodge Promotes Russette 
| 


Promotion of Raymond J. Rus- 
sette to the position of superin- 
|tendent of planning for Dodge has 
been announced. Russette, car 
scheduling supervisor, will be re- 


sponsible for all scheduling, ma-| 


terial control and follow-up activi- 
| ttes of the planning department. 
= cad +. 


Ace Appoints Reuben 


Harold Reuben has been 
appointed chief chemist of Ace 
Rubber Products, Inc., Akron. Reu- 
ben previously was with the Repub- 
lic rubber division of Lee Tire & 


Paul E. Sembach has been 
named chief engineer of the new 
Longview (Tex.) plant of Trail- 
mobile, Inc. He has been with 
the firm since 1937. 


* * * 


Seaboard Coil Names 3 
Howard W. Unkrey has been ap- 


| pointed plant superintendent of the 
|Seabord coil spring division of 
| Associated Spring Corp. Randall 
| K. Otten has been appointed pur- 
|chasing agent, and William H. 
Schuck, consultant product engi- 
|}neer in the sales estimating de- 
| partment. 


* * - 

Snyder Appoints Craft 

| As Service Manager 

Charles J. Craft has been ap- 
| pointed service manager for Sny- 
|der Tool & Engineering Co., De- 
troit manufacturer of automated 
special machine tools. 

Craft will direct and coordinate 
the activities of all Snyder Tool 
personnel installing and maintain- 
ing the company’s special machine 





(Continued on Page 59, Col. 1) 





Dodge Salesmen Win Sell-A-Thon Awards— 


Top salesmen in Dodge's Sell-a-thon sales campaign received electric clocks at a 





special party for Dodge dealers and their guests in Philadelphia. From left, top row, 
are Albert Wolf, THR Motors, Philadelphia; James W. Rowland, Fred Ryder Motors, 
Chester, Pa.; Jack W. Minor, Dodge general sales manager, who made the presenta- 
tions; Lawrence Welk, one of the entertainers at the party; J. G. O'Brien, Nagle 
Motor Co., Pottstown, Pa., and Jack Deeny, Fisher Motor Co., Collingswood, N. J. 
Bottom: Walter DeVries, Howard W. Ford Co., Baltimore; Kenneth L. Eckhart, W. H. 
Watson & Son, Doylestown, Pa.; Harry J. Corley, Philadelphia regional manager; Jim 


Waukesha Motor Co., Waukesha, Herbein, Hrivnak Motor Co., Phoenixville, Pa., and William G. Moriarity, True Motor 
Wis., has announced appointment | Co., Washington. 





tools t 
foreig! 


Ne 

Will 
assiste 
Ford 
has b 
chara¢ 
vehicl 
of the 
Board 


Don 
J. Rar 
have | 
sentat 
and ¢ 
specti 
tries | 


APE 
forme 
Metal 
as Sh 
servic 
has b 


“Am 
noun 
McD« 
the < 
senta 
dent 
of Ar 
the N 
iron : 
1950 


Reg 
Do: 
Thon 
staff 
ment 
visio 
Rubb 
years 
been 
Inc., 


Pe 
engi 
since 
sales 
dust) 
Modi 
zoo } 





ed 
yl- 
ce 
st 


of 
is 
e 














AUTOMOTIVE NEWS, JUNE 18, 1956 


Technical PERSONNEL CHANGES 





(Continued from Page 58) 


tools throughout the U. S. 
foreign countries. 


and in 


New Tasks for McConnell 


William A. McConnell, technical 
assistant in vehicles testing on the 
Ford Motor Co. engineering staff, 
has been appointed to the speed 
characteristics committee and the 
vehicles characteristics committee 
of the National Highway Research 
Board. 


* * 


A-C Assigns Three 


Donald B. McClelland, Rudolph 
J. Ramstack and William D. Reuter 
have been assigned as sales repre- 
sentatives to the Detroit, Duluth 
and Columbus district offices, re- 
spectively, of Allis-Chalmers Indus- 
tries Group. 


* * * 
Shallway Picks Lay 
Appointment of Charles Lay, 


former vice-president of Upstate 
Metal Casting Co., Norwich, N. Y., 
as Shalco shell molding equipment 
service manager of Shallway Corp. 


has been announced. 
” * * 


McDonald Retires 


“American Steel Foundries has an- | 
nounced the retirement of A. J. | 
McDonald, vice-president. He was 
the company’s Washington repre- 
sentative, was a three-term presi- 
dent of the Steel Founders’ Society 
of America and served as chief of 
the National Production Authority’s 
iron and steel castings section from 
1950 to 1952. 

* 


* 2 


Regnier, Thompson Named 
Donald A. Regnier and Errol M. | 
Thompson have joined the technical 
staff of the resinous-reslac depart- 
ment of Borden Co.’s chemical di- 
vision. Regnier was with Plymouth 
Rubber Co., Canton, Mass., for 10 
years. Thompson for nine years has 
been with Thompson Shoe Products, 
Inc., Brockton, Mass. 
x * = 


Modine Ups Kohler 


Peter J. Kohler, product design 
engineer with Modine Mfg. Co. 
since 1950, has been promoted to 
sales engineer of the Modine in- 





dustrial division. Before joining 
Modine, he worked for the Kalama- 
zoo Stove & Furnace Co., Kalama- 


zoo, Mich. 
~ * = 


GE Appoints Orley 
Edward I. Orley, former staff 
accountant of Bohn Aluminum & 
Brass Corp., has been appointed 
budgets and measurements analyst 
for Carboloy department of General 
Electric Co., Detroit. 


” * * 
Mooney Joins Associates 
In Engineering Service 





Clyde T. Mooney, Detroit produc- 
tion engineering executive, has 
‘joined Engineering Service, Inc., of 
America, Detroit, as president and 
general manager. 

Joseph J. Grum and K. C. Mar- 
tens, who acquired ownership of 
the firm in 1955 
become vice-pres- 
ident and secre- 
tary - treasurer, 
respectively. All 
formerly were 
associated with 
Pioneer Engi- 
neering Co. Moo- 
ney as vice-presi- 
dent and general 
manager, Grum 
as Chief engineer, 








C. T. Mooney and Martens as 
chief die éngineer. 
* * * 


Trueman Heads List of 8 


Chrysler Appointments 

Appointments of a plant manager 
and seven other key executives in 
the newly-organized engine division 
of Chrysler Corp. have been an- 
nounced. 

Milton E. Trueman is manager 
of the Mound Road engine plant. 
Others named were: J. F. Anderson, 
manager of production engineer- 
ing; Howard W. Hunt, comptroller; 
Donald R. Kinker, divisional chief 
engineer; Marvin G. Simmons, pur- 
chasing supervisor; Harry R. Bent- 


ley, manager of production plan- 


ning; John P. Horgan, manager of | 


administration and _ organization, 
and Robert J. Stevens, manager of 
industrial relations. 

* * * 


Six New Appointments 


Announced by DuPont 


A new regional manager, two new 
additive managers, a new district 
manager, and a new account mana- 
ger have been named for DuPont 


Co.’s petroleum chemicals division. | 


Robert F. Harwick, is manager 
of the western region; George L. 


Tyler becomes assistant manager | 
and William B. Gest is manager of 


the Cleveland district Edison D. 
Jeffus is additives manager in 
Houston; William W. Wingate is 
additives manager in Tulsa, Okla., 
Richard O. Braendle is assistant 


additive sales manager in Wilming- | 


ton, Del., succeeding Wingate. 





William K,. Park is account mana- 
ger in New York City. 


Bg 


Modern Appoints May 
Modern Engineering Co., St. 
| Louis, has announced appointment 
of David D. May as factory sales 
representative for its Meco exy- 
facetylene welding and cutting 
apparatus divisions. 

* * * 


Pontiac Selects Moore 


Howard E. Moore, has been ap- 
pointed foreman of Pontiac’s engi- | 
neering department operations in 
Indianapolis. He will take over the 
duties previously handled by his | 
uncle, the late Lou Moore. He is | 
well known as a top race car me-| 
chanic at the Indianapolis Motor 
Speedway. | 


* * * 


| 





Ford Appoints Parquette 


To Military-Vehicle Post 
Arthur A. Parquette has been ap- 

| pointed executive engineer, special 

military vehicles, for Ford Motor 


Ford as chief special 


vehicles engineer in 1952. 
x 2° 


Bahun, Patel Join Borden 


Charles J. Bahun and Dr. K. U. 
Patel have joined the Philadelphia 
laboratory staff of the Durite 
products department of Borden 
Co.’s chemical division, 

BS * * 


military 


Bohn Appoints Wood 


Bohn Aluminum & Brass Corp., 
has announced appointment of 
Wallis W. Wood as manager of 
plant 15, Greensburg, Ind. Wood 
formerly was assistant works man- 
ager of Cleveland Graphite Bronze 
Co. 

Gregory Industries 

Realigns Executive Staff 
Gregory Industries, Inc., has 

announced a realignment and ex- 

pansion of its executive staff. 

New appointments are: Leonard 
C. Barr, director of operations; 
Maurice A, Enright, director of 
planning; Robert J. Kilmer, treas- 





Co.’s engineering staff. | 

Parquette entered the engineer- | 
ing field in 1937 and served as an | 
officer in the Army Ordnance Corps | 
during World War II. He joined | 


urer; George E. Gregory jr., 
controller; Thomas A. Piraino, 
secretary and manager of admini- 
strative services; Horace S. May- 
nard, vice-president; Robert C. 
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Singleton, engineering vice-presi- 
dent, and Gene P. Hopkins, engi- 
neering vice-president. 

* + * 





Vanderbilt to Direct 


Perfect Circle Research 


Vern C. Vanderbilt jr., former 
Purdue University professor, has 
joined Perfect 
Circle Corp. as 
chief research en- 
gineer. 

Vanderbilt has 
been a research 
consultant to Per- 
fect Circle for the 
last nine months. 
He has also done 
research for Du- 
Pont, General 
‘ Electric, and 
| V.C. Vanderbiltjr. EXastman Kodak. 
|In his new post, he will direct road 
testing, the dynamometer labora- 
tory, and general research. Vander- 
bilt left Purdue in 1954. 


* * * 


Ford Names Backoff 
Appointment of D. W. Backoff 
as superintendent of Ford Motor 
Co.’s Waterford (Mich.) plant has 
| been announced. Backoff joined the 
company in 1933 as a draftsman. 
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PRODUCE MORE AIR ... REQUIRE LESS MAINTENANCE! 


Yes, 
TU-FLO Compressors 


duce more air at low 


speeds where it is needed most, but 
their efficiently designed automatic 
inlet valves provide lower discharge 
temperatures and superior oil control. 

LO Compressors 


As a result TU-F 


assure more road time, 


—longer service life at lower cost. 
Make sure your truck -customers get 
TU-FLO performance by recommend- 
ing Bendix-Westinghouse Air Brakes 
on every truck sale. There is a TU- 
FLO Compressor to fit every make 


and model truck. 


werful Bendix- Westinghouse 


not only pro- 
and medium 


less shop time 


TU-FLO 300 





TU-FLO 400 


Beacdixdffesiinghonse ij 


AIR BRAKES 








TU-FLO 500 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY ¢ General Offices and Factory — Elyria, Ohio. Branches — Berkeley, Calif. and Oklahoma City, Okla. 











— ago, I rented an Essex 
| from a Tucson (Ariz.) firm to 
drive down into Sonora, Mexico. 
The roads, when they existed at 
all, would have taxed today’s jeep, 
as then unborn. 

Yet I caught snatches of scenery 
between tire changes... 
tain rim as I rubbed the roughened 
top of a puncture repair kit over 
inner tubes before applying the ad- 
hesive for a patch. I saw a Corot 
sunset as I stirred up desert dust 
jumping on the tires to get them 
back on the rim over a spare boot. 

I could rent a car, far from 
home, because a young Chicago 

automobile salesman back in 1918 

had a bright idea. He started 
renting Model Ts. In five years, 


a moun- | 
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Dodges Added to Truck Fleet— 


Sixteen of the 28 Dodge HA8-193 trucks sold to Pacific Truck Rental, Portland, Ore., 
by Gordan Swan (Dodge-Plymouth), Gresham, Ore., are shown in front of the dealer- 
ship. The Dodge units, powered by 169-horsepower V-8 engines, are being equipped 
with aluminum van bodies by Hood-Douglas Co., Portland. GVW is 17,000 pounds. 





his fleet of 12 grew to 565. Then 
he sold out to John Hertz, the 
taxicab manufacturer. 


The salesman was Walter L. 
Jacobs. He became a member of 
the Hertz staff—and now is presi- 
dent. Hertz is the biggest in the | 


booming car-rental business. 

In the days when I took the 
leased Essex to Sonora, people who 
rented a car were held in the same 
contempt as improvident guys who 
rented a home instead of owning 
one. 


Now, you rent a car on aja car 





trip as you rent a hotel room in- 
stead of buying the hotel. 
x * + 


No Cash Needed 


AST summer I went to Denver 
to make a speech. On my way 
to LaGuardia, with the heat bear- 
ing down, I got to thinking about 
the snow on Pike’s Peak and the 
smell of pines in the mountains. I 
hadn’t time to go to the bank, 
but I had a card worth more than 
any cash I packed into a money 
belt on my earlier trips to the 
bankless wilds. An airlines credit 
card. 

After cooling off in Colorado, I 
drove down to look over the ura- 
nium country. A month later,.I’d 
run up a thousand miles on the 
almost brand new car I'd rented. 
I drove it to the Albuquerque air- 
port, turning in the keys at the 
rental office on my way to catch 
the plane. 

The next month, I got my bill, 
minus what I spent on gas and 
oil. The only cash I put out on 
the whole trip was for some 
drinks and for Indian curios for 
my grandchildren. 

My Bill for the car came by mail 
too — $200. Figure it out. I’d used 





NEW AROLUBE LINE 
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The new AL-207 Pump... . perfected after three / 
years of research and development! Not one fail- 
ure in 12,260 grease jobs during tests ranging from 
Arizona to northern Canada: Uses less air and / 
fewer strokes to pump more lubricant! As for 
performance, the new AROLUBE line of 
cabinet models and new lube reels is a world- 
beater! ARO-engineered and built for extra 
years of usage, big savings in time and / 
operating costs. See your Automotive 
Wholesaler now for all the facts! 








Beautiful new ARO- 
LUBE Reels save 
space... speed 
service. 
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Wide NEW 
Al-207 PUMP 


AROLUBE Cabinet 
Models build lube 
profits with spar- 
kling performance! 

















WARRANTED FOR 3 YEARS 
OR 10,000 LUBE JOBS! 


ARO warrants the AL-207 Air Motor to be 
free from defects in workmanship and materials 
for 10,000 lube jobs or 3 years, whichever 
occurs first, from date of purchase! 





THE ARO EQUIPMENT CORPORATION 
BRYAN AND CLEVELAND, OHIO 






Also... 


Aro of California, Los Angeles 7, California 
® Aro Equipment of Canada, Ltd., Toronto 15, Ontario 
Offices in All Principal Cities 


LUBE EQUIPMENT 
AIR TOOLS .. 
. » GREASE FITTINGS 


+ AIRCRAFT PRODUCTS 


in excellent condition. It| 


even had a radio and heater. And 
it was fully insured. I didn’t have 
to think about the outposts where 
gas cost 60 cents a gallon— or the 
depreciation that comes like physi- 
cal pain when you drive your own 
car over some of our back-country 
roads. 

Nor did I make several trips for 
refunds when I changed airlines. 
A derned purty and _ intelligent 
clerk fixed it. The most painless 


vacation I ever took. 
* * = 


Business Is Growing 


UST wondering where it'll all 

end. With many a car reaching 
the ripe age of two years before 
many an installment buyer has a 
discernible equity in it ... with 
insurance rates climbing and traffic 
congesting farther and farther out 
from metropolitan areas, the car- 
rental system already means a lot 
more than mere convenience for 
vacationists. 

Salesmen can hop from city 
to city. For an extra $10, a 
plane ticket entitles you to a car 
and 25 miles at your destination. 
Corporations are leasing trucks 
and passenger fleets. It frees 
capital, avoids maintenance 
worry and permits a figuring of 
transportation costs more accur- 
ately in advance. 
| Hertz leads the field with some 
| 33,000 vehicles out of 717 cities in 
22 countries. It has 277 rental facil- 
ities at airports and contracts with 
17 major American and Canadian 
railroads. It has an international 
| division to handle reservations, in- 
ternational drivers’ permits and 
| border-crossing documents. Re- 
|eently, Hertz bought 10 smaller 
rental outfits and an automobile 
insurance firm. Last year, revenue 


increased 30 percent to $89 million. 
* x * 


$29 Million for New Cars 


ACOBS says his firm has 

budgeted a record $29 million 
for new cars in 1956. He says he'll 
start renting airplanes as soon as 
they can get around to it. 

More recently still, Hertz moved 
to buy out its nearest competitor— 
Avis — from Boston’s Richard S. 
Robie. Avis’ holdings: 5,400 cars 
and trucks and $10 million annual 
revenue. 

The potential is so great that 
neither Avis nor Hertz seemed 
worried when Greyhound Corp. 
entered the field. 

P. S. It’s a trend all right. 
Sure, the rental firms turn in 
their cars. More used cars. But 
they’re cars that have been better 
serviced and probably better 
handled than most private cars. 
Some psychology gives many per- 
sons too much pride to beat up 
a car they feel doesn’t belong to 
them. 

A lot of the sentiment of owner- 
ship will be lost. But a lot of 
drivers will be spared the pain of 
watching the paint peel off Faith- 
ful Nellie before Nellie is all theirs. 


Order Backlog 
Biggest Since 48, 


Reo Declares 


LANSING. — Reo Motors, Inc., 
concluded the first five months of 
1956 with its largest backlog of 
commercial orders since 1948, John 
C. Tooker, president, said last week. 

“Unit sales are only about 8 per- 
cent ahead of 1955,” he said, “but 
dollar volume is far in excess of 
this.” 

Tooker noted a substantial change 
in the character of his company’s 
1956 sales. 

“The bulk of our truck sales to- 
day,” he said, “are heavy-duty mod- 
els in excess of 26,000 pounds GVW. 
This was not true a year ago.” 

He said most of these are tandem 
models powered with V-S engines. 
He added that V-8s now account 
for about 40 percent of Reo’s pro- 
duction. 

He pointed to the construction 
industry as an explanation of the 
greater interest in heavy models 
and attributed the upturn in V-8s 
to a “high-powered but lightweight” 
Reo model which, he said, increases 
the payload. 














Progressive Is Seld 
TORRINGTON, Conn. — (UTPS) 
—Progressive Mfg. Co. has been 
purchased by Torrington Co. Tor- 
— Co.’s: last purchase was in 
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AUTO-LITE ' Serves Industry 


with more than 400 products of the highest quality 


Whether it be intricate die-castings, finely drawn magnet wire, 
electrical equipment for the automotive industry or any one of 
hundreds of other products . . . it is of the highest quality when 
it comes from Auto-Lite. That reputation for quality in 30 
plants from Coast to Coast is maintained through central 
engineering control and is reflected in the public acceptance of 
the name Auto-Lite . . . and in the establishment of Auto-Lite 


service facilities throughout the world. 


THE ELECTRIC AUTO-LITE COMPANY ¢ TOLEDO 1, OHIO 
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Scientific Research—In this 
field Auto-Lite combines crea- 
tive thinking with practical pro- 
duction, frequently pioneers 
the development of products 
that contribute significantly 
to progress in many fields. 





Creative Engineering— 
Many original ideas and 
products now in common use 
throughout industry came to 
life on the drawing boards 
and in elaborately equipped 
laboratories of Auto-Lite. 


J 
Yl tf... 


Precision Manufacturing— 
Scientific testing procedures 
on Auto-Lite production lines 
assure the quality and depend- 
ability of every Auto-Lite 
product and the ultimate 
economy to its users. 





‘ aoe a ere 
a ae ee os ek 


World-Wide Service— 
Franchised service outlets and 
supervised field training pro- 
grams make specialized serv- 
ice facilities available to 
owners of Auto-Lite-equipped 
vehicles everywhere. 


SPARK PLUGS « BATTERIES » BUMPERS & GRILLES » HEADLIGHT DIMMERS « FUEL PUMPS 
GENERATORS +* HORNS « IGNITION UNITS « INSTRUMENTS & GAUGES 

LIGHTING UNITS *« METAL FABRICATED ASSEMBLIES » AUTOMOTIVE FRACTIONAL MOTORS 
STARTING MOTORS « SPEEDOMETERS * SPEEDOMETER CABLE « PLASTICS 

SEAT AND WINDOW MOVING MECHANISMS + SWITCHES « WINDSHIELD WIPERS 

WIRE & CABLE « GRAY IRON, ZINC AND ALUMINUM CASTINGS 




















MOTOR SALES 


eo 






~ 





((( 
A ATT 62 Ay, 
diem 





“Find something you like, fel- | 
low?” 





Dunlop to Modernize 

BUFFALO. — An expenditure of 
$2,800,000 has been authorized for} 
further modernization of the Dun- 
lop Tire & Rubber Corp. plant here, | 
according to Glenn H. Crawford, | 
president, This will bring to nearly | 
$7,300,000 the amount spent or ap- 
propriated since 1954 for a general | 
plant overhauling. 
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News to Note... 


Auto World in Brief | 


NILES, Mich. — Construction is 
under way on a 22,000 square foot 
addition to National-Standard Co.’s 
plant here, supplementing 366,000 
square feet of existing manufactur- 
ing space. 

+ + 
National Management Assn. 


To Honor Three Leaders 


DAYTON, O. — A Canadian rail- 
road president, an airplane builder, 
and a Kansas City editor have been 
selected to receive the annual in- 
dustrial citations of the National 
Management Assn., according to 
Gordon R. Parkinson, NMA presi- 
dent. 

Chosen for awards are: 
Roy Crump, “International 
agement Man of the Year.” 


Man- 
He is 


Norris | 








McNarney (ret.), “National Man- 
agement Man of the Year.” He is 
president of Convair division of 
General Dynamics Corp., San Diego, | 
Calif. John W. Colt, “Free Enter- | 
prise Newswriter of the Year.” He 
is managing editor of the Kansas| 
City Star. 

+ * * 


Half-Million Vehicles 


Face W. Va. Inspection 


CHARLESTON, W. Va. — More} 
than half a million cars, motorcy- | 


| cles, trailers, semi-trailers and coal 
| trailers will 


be inspected between | 
July 1 and Sept. 30, the State De-| 
partment of Motor Vehicles has| 
announced. 


that number was registered on Apr. 


|in rates charged 
* 


manda, deputy superintendent, who| highway safety quiz at the State 
|said the cost of administering the | Highway Safety Conference. 
| Sanderson, of Greenfield, 
| rates. Under the law, the underwrit-| had a perfect score in the quiz. 


program was not expected to change 


N. H, 


ing companies are to be assessed by | He has completed the driver-train- 
the State for administration costs.|ing course at Portsmouth (N. H.) 


They, in turn, could include the cost 
to policy holders. 


* * 


$113 Million Expansion 


FONTANA, Calif. — Kaiser Steel 
Corp. has begun a $113 million ex- 
pansion of its Fontana plant. This 


| Kaiser Steel Begins 


| ATLANTA. 


is the largest single industrial ex-| 
pansion in West Coast history, ac-| 
cording to Jack L. Ashby, general | 


| Manager. 


Fred Borden, sales vice-president, | 


said that he didn’t think that the 
auto cutbacks would hurt Kaiser 
Steel since only 4 or 5 percent of 


Kaiser's output goes to the auto! 


industry. 


Smith Heads MIC Unit 


HUNTINGTON, W. Va. The 
Motors Insurance Corp. operation 


| Commissioner Joseph Condry said | here has been raised from a district 


| Office to a field branch. Ray E. 


president of Canadian Pacific Rail- | 30. Not included are vehicles classed | Smith, formerly claim manager in 


way Co., 


‘No-no-we Start over-zee Americans 
insist that car floor must Ht vzew 
Sty/emaster ker Rugs! 


Your customers want... 
Stylemaster 


.... the original 
nationally advertised 
and promoted line 
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THE WOOSTER RUBBER CO., WOOSTER, OHIO 
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Central Cadillac Co., Cleveland 


de - S- lO attracts customers... 


reduces black top upkeep 


By using Jennite J-16 surface seal, you make 
both your showroom and your used car lot 
outstandingly attractive. Also, you double asphalt 


service life and substantially 


reduce maintenance costs. 


Jenniting stops destructive effects of gasoline 
and oil, seals out frost, eliminates crumbling 
and retards drying action of the sun. 

The attractive satin black Jennite finish is tough, 
easy-to-clean...a sound merchandising investment. 





distributors in principal cities 


Write for bulletin 1352-56. 
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ceptions. Motor vehicles inspection 
was started last year under an act 
| passed by the Legislature in 1951 
and amended in 1955. 

* * * 


Dealer Cooper Appointed 


Small Business Advisor 


WASHINGTON. H. Ward 
Cooper, president, Cherry Falls Mo- 
tor Co., Inc. (Studebaker), Webster 
Springs, W. Va., has been named 
to the National Board of Field Ad- 
visors of the Small Business Admin- 
istration. 

Cooper is a member of the Cen- 
tral District Industrial and Devel- 
opment Organization. His appoint- 
ment brings to 16 the number of 
West Virginians on the field ad- 
visors board. 

* * = 


U.S. Rubber Plant Sold: 


Under Lease to Publicker 


LOUISVILLE. The U. S. has 
sold its synthetic-rubber plant here 
to Union Carbide & Carbon Corp., 
| New York. Presently, it is leased to 
Publicker Industries, Philadelphia. 

The sale was said to end the Gov- 
ernment’s synthetic-rubber enter- 
prises and Publicker said the sale 
does not change its immediate plans 
and operations. “All I know is that 
we're merely changing landlords,” 
said Dr. T. Earl Jordan, Publicker 
manager here. 
| * * * 


| Gasoline Dealers Unite 


To Reduce ‘Pressure’ 


CHARLESTON, W. Va. Major 
objectives of reducing oil company 
| pressure through the one-year lease 
agreement and banning “unsightly” 
price-cut signs in service stations 
were announced here last week by 
ithe Kanawha County Retail Gaso- 
line Dealers Assn. 

At a recent organization meeting, 
Ed Withrow was named as execu- 
tive secretary of the association, 
and budget, legal and nominating 
committees were appointed. 


Black Moves Its Plant 
To Livingston, N. J. 


LIVINGSTON, N. J.—Black Mfg. 
Co. has moved to new quarters| 
here. 


The new plant replaces the former | 


installation at Harrison, N. J. | 


Montreal. Gen. Joseph T.|4S antiques and certain other ex-| Richmond, Va., has been named 


| manager. 
| * aa + 


'Tall Walls in Toronto 


Rouse Residents’ Ire 


TORONTO. — A protest against 
large walls erected by auto dealers 
along Danforth Ave., has been 
presented to the Civic 
Committee by Alderman 
Summerville. 


Donald 


Summerville said he has had nu-| 


merous complaints from residents 
after walls 20 to 25 feet high were 
erected at the rear of lots. Since 


these walls do not mark property| 


lines, fence regulations do not apply 
to them. 
* ad * 


Reflector-Hardware Corp. 


Builds Near Chicago 
MELROSE PARK, IIl.—-Construc- 
tion has begun on Reflector-Hard- 
ware Corp.'s new office, 
and warehouse building here. 


Samuel Froelich, president, said | 


the building is being built on a 
24-acre site and will have about 
250,000 square feet of floor space. 
Melrose Park 
Chicago. 


. * 


AC Spark Plug Building 


Wisconsin Defense Plant 
OAK CREEK, Wis. 
of a $2.5 million AC Spark Plug 
defense plant has begun in Oak 
Creek, 12 miles north of Racine. 


Construction 


The plant will be located on a 
160-acre site and will have ap- 
proximately 225,000 feet of floor 
space. 


a 
N. H. Road-e-o Champion 
Wins Car in Safety Quiz 
MANCHESTER, N. H.—David 
Sanderson, 18, winner of the 1955 
State Driver Training Road-e-o, 
was awarded an automobile after 
topping five other contestants in a 


| Kellogg 


High School. 


* * x 


Insurance Tipsters Hit 


Georgia has pro- 
hibited auto insurance companies 
from paying commissions to per- 
sons who are not bona-fide agents, 
according to Zack Cravey, State 
insurance commissioner. He said 
his investigators had found that 
auto salesmen were receiving in- 
direct commissions for furnishing 
tips to insurance companies. 


Kellogg Divisions Move 


CHICAGO.—The Chicago sales 
offices for two divisions of M. W. 
Co.—the chemical manu- 


| facturing division and the chimney 


| division 


Property | 


factory | 


is 10 miles west of | 


are now located at 221 N, 
LaSalle St. They were previously 
at 79 E. Adams. 


cd * + 
Standard Products 
Expanding in Windsor 

WINDSOR, Ont.—Standard 
Products (Canada), Ltd., has 
begun work on a $300,000, 48,000- 
square-foot addition to its Prince 
Road plant here, according to 
Andrew C. Lyon, general mana- 
ger. 

He said the addition will handle 
new orders and also will absorb 
all operations now conducted at 
the company’s building on Mer- 
cer St. here. Completion is scked- 
uled for August. 

* 


x = 
$4,665,706 for Washington 
OLYMPIA, Wash.--The State of 


Washington collected $4,665,706 in 
motor fuel taxes during May. This 


was a 3.05 percent increase over 
May, 1955, collections. 
” > 2 
|New Corn Harvester 
Introduced by Ford 
BIRMINGHAM, Mich. — A new 


two-row corn harvester that can be 
mounted on all Ford “tricycle” trac- 
tors has been introduced by the 
| Ford tractor and implement divi- 
| sion. 

It is designed for use in areas 
where it is desired to leave the 
| husks on the ears, according to E. 
|H. Woods, general sales manager. 
| This is accomplished, he said, by a 
| new snapping roll principle. “Corn 
| saver” pans are placed beneath the 
} rollers to catch any corn shelled by 
| contact, Ford said. 

* cd . 


After Laot Your Rebuilds 


After Last Year’s Fire 


CHARLESTON, W. Va. — An- 
nouncement plans for a new 
showroom building to replace one 
gutted by fire last year have been 
made by R. D. Rhodes, president, 
Rhodes-Walker Chevrolet Co., 
Charleston, W. Va. 

The new building will cost $200,- 
000 plus another $25,000 in equip- 


(Continued on Page 63, Col. 1) 





* * * |e. 


Air Reduction Moves 


NEW YORK. — After 26 years in 
the Lincoln Building, 60 E. Forty- 


second St., New York City, Air Re- | : 


duction Co., Inc., has moved its 
executive offices into the new 
Socony-Mobil Building, 150 E. Forty- 
second St.. New York 17. The com- 
pany will occupy. the third and 
fourth floors 
x oe ES 
Scouting Business 
GARY, Ind. — McAnary and Wel- 


ter, Inc. (Ford), has been awarded |# 
a contract for seven police cars. 


* * * 


} 
|No Rate Increase Seen 


For New York Insurance 


ALBANY. — There will be no in- 
crease in auto insurance rates next 
year as a result of New York’s com- 
pulsory insurance law, 
Insurance Department said. 

This is the view of Arthur F. La- 


| Mack Lures Bankers— 





| Philadelphia. 





P. O. Peterson, center, president, Mack Trucks, Inc., shows off a new cab-over-engine 
| model Mack tractor «to bankers attending a meeting of the Financial Analysts of 
From left are Thomas J. McCann, partner, Gerstiey Sunstein & Co.; 


| Joseph Harrison jr., vice-president, Philadelphia National Bank; Peterson, who was 


the State guest speaker at the meeting; William L. Day, board chairman, First Pennsyivania 


' Banking and Trust Co.; and F. W. Elliott Farr, vice-president, Girard Trust Corn Ex- 


; change Bank. 
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News to Note... 


Auto World in Brief 


from Page 62) 





(Continued 


ment when completed next Sep- | high of $233 million, including $50 
tember, Rhodes said. Work on | million for municipal roads, Sas- 
the project begins immediately. | katchewan has earmarked $25 mil- 


A smaller building also will be 


constructed. 
* * * 


Smoke Inspector Saves 


100 New Cars from Harm 


CHICAGO. — Thanks to an alert| 
smoke inspector, 100 new Mercurys| 
belonging to Lake Park Motors 
were saved from possible damage. | 

Checking on heavy smoke from 
a chimney, Inspector Charles Fitz- 
gerald found an oil furnace blazing 
in the deserted building and sev-| 
eral inches of smoldering heating 
oil covering the floor. He sum- 
moned firemen, who said the fur- 
nace probably would have exploded 


in a short time. 
* * * 


General Tire Expands 


Ashtabula Chemical Plant 


ASHTABULA, O. — Work has 
started on the first major expan- 
sion of General Tire & Rubber Co.’s 
chemical plant. 

The plant is expected to provide 
more versatile production, as well 
as boost output of polyvinyl chlo- 
ride resin. 

> 7 7 


Antique-Car Fanciers’ Club 


Grows to 170 Members 


DOVER, N. H.— (UTPS) — The 
Profile Automobile League, organ- 
ized in 1954 with 15 charter mem- 
bers, has expanded to 170 old-car 
enthusiasts throughout New Hamp- 
shire and adjoining states. 

The purpose is “preservation and 
restoration of antique automobiles.” 
Officers and their autos are: Gran- 
ville S. Watson, president, 1914 
Ford roadster and 1908 Lancia tour- 
ing car; James E. Wentworth, 
Dover, vice-president, 1912 EMF 
and 1913 Ford touring car; Stan- 
wood S. Brown, Hampton, secre- 
tary-treasurer, 1907 Maxwell; Earl 
Smith, Penacook, 1906 Reo; Joseph 
W. Harvey, Nottingham, director, 
Sears motor buggy, and Charles 
Boothby, Emery Mills, Me., director, 
owner .of 25 to 30 antique cars. 

> * > 


Machine Tools Offered 


On 10-Year-Payment Plan 


RICHMOND, Ind.—National Au- 
tomatic Tool Co. Inc., has an- 
nounced a new installment plan that 
will allow 10-year payment terms. 

The financing program was 
worked out with C.1.T. Corp. The 
company will offer three-year terms 
on an_ equal - monthly - payments 
basis. Terms to 10 years will be 
offered on a plan under which 
monthly payments during any year 
of the contract will total approxi- 
mately what can be depreciated 
that year under depreciation sched- 
ules. 

* * * 
Firestone Suggestion Plan 


Close to $1 Million Mark 


AKRON.—Firestone Tire & Rub- 
ber Co. expects that during 1956 it 
will pass the million-dollar mark in 
awards paid to employes for ideas) 
to improve sales, production and| 
operations. 

Since the suggestion plan began | 
in 1918, Firestone has received} 
183,000 suggestions and has adopted | 
57,000 of them. The company said | 
it currently is receiving about 15,000 | 
a@ year and putting 4,000 into use. 

* * * 


Ford Cites Seven Dealers | 


MILWAUKEE. — Seven Milwau- | 
kee-area dealerships have won 1955 | 
four-letter awards from Ford Mo-| 
tor Co. They are Tom Zweifel Ford, | 
E. A. Swendson Inc., W. M. Heiser | 
Co., Robert Soerens Ford, Schwister | 
Motor Sales, Al Shallock, Inc., and| 
Venus Motors. | 

* » ” 
Canadian Provinces Allot 


$258 Million for Roads 


OTTAWA. Two provincial gov- 
ernments have announced a total | 
of $258 million will be spent on} 
roads during the 1956-57 fiscal year. | 

Ontario’s plans will set a new) 


lion, including $12 million from 
capital account. 

* * « 

Courtaulds to Expand 
MOBILE, Ala. — Courtaulds, Inc., 

producer of rayon staple fiber 
and white rayon staple, will soon 
begin construction of a textile re- 
search and pilot plant here. 

* * + 


Ford Awards Contracts 

On Rawsonville Plant 
DEARBORN. — Ford Motor Co. 

has awarded construction contracts 

for its new Rawsonville (Mich.) 

parts manufacturing plant. Site 

preparation began last week, ac- 


| cording to John S. French, general 
| manager, parts and equipment man- 
ufacturing division. 

French said the size of the plant 
will be increased from 600,000 square 
feet to approximately 780,000. The 
increase will provide space for staff 
and engineering offices of the parts 
and equipment manufacturing divi- 
sion which will move from its pres- 
ent location in the Ypsilanti plant. 

+e + * 


Canada Safety Conference 


Moves to New Office 


OTTAWA.—The Canadian High- 
way Safety Conference has estab- 
lished its permanent headquarters 
at 272 Somerset St., W. Ottawa, un- 
der W. Arch Bryce, general man- 
ager. 

He formerly was director of the 
University of Toronto’s division of 
public safety. 


Seiberling Rubber Opens 


South American Plant 
AKRON. — Seiberling tires are 


in a new South American factory 
in Bogato, Colombia. 
A new South American com- 
(Continued on Page 64, Col. 1) 





now rolling off the production line | 
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: i s 
| Mitchell Opens Nash Deal in Dallas— 





Jack Mitchell, center, describes features of his new Nash dealership, Jack Mitchell, 
| Inc., Dallas, to R. R. Compton, left, Nash Western division sales manager, and M. A. 
| Saunders, Nash assistant sales manager. Mitchell will operate both his Dallas and 
San Antonio dealerships in his publicly announced bid to become the largest Nash 
| dealer in the U. S. 





can wear your drivers down 
unless your trucks have E-Z-EYE 


Your drivers can travel farther and faster, more safely 
when their eyes are protected by a shaded E-Z-Eve 
Safety Plate Glass windshield. When you buy a new 
truck, tell your dealer you want E-Z-Eyve Safety Plate 
Glass. For further details, call your Libbey-Owens:Ford 
Distributor (listed under “‘Glass” in phone books), or 


write Dept. 5666, Libbey-Owens-Ford Glass Company, 


608 Madison Avenue, Toledo 3, Ohio. 


E-Z-EYE SAFETY PLATE 


with the shaded windshield 


| “Redueeo Claw, Eyestrain, Sun Heat 
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pany—Productos de Caucho Vil- 
legas, S. A.—was formed in ‘1954 
by Seiberling Rubber Co. and a 
group of Colombian businessmen. 
Construction of -the new plant 
was. begun late‘in 1954. Another 
rubber firm,. Almacen Willegas, 
has been incorporated into the 
+ new-rcompany. Seiberling said 
this was its first full-scale over- 
seas manufacturing operation, 


Car Theft Ring -Probed 


As ‘Insurance ‘Racket 

HAMILTON, Ont. — Detectives 
are investigating a car-theft ring 
operating here which one official 
said has “all the earmarks ofan 
insurance racket.” 

Harold Farrell, 27, Hamilton, has 
been charged following the recov- 





DUCO BLACK 


ery of six ‘rebuilt stolen vehicles. 
| Serial numbers from wreeked cars 
|had been substituted. Police said 
collusion. between one owner and 
the thieves is under investigation. 
|Potice said the cars, on which in- 
| suranee -had «been colleeted,. had 
+been stripped, registration changed 
j}and .then rebuilt with salvage 
| equipment. : 


| * cad * 


.Baskins Replaced 


CLEVELAND. Buddy Simon 
kand Sandy Wachsberger have taken 
|over the Baskin Brothers used car 
dealership here. 

* > > 


Ra. Assn. Lauds Judge 
|For Sentencing Dealer 


WILKINSBURG, Pa. - The 
Western Pennsylvania Independent 











! 
Automobile .Assn. has commended | 
the judge who sentenced used-car | 
|dealer Mike Foreman to six to| 
| 2344 months in jail for fraudulent 
conversion in a truck deal. 

The judge -was protecting the 
public, declared Al DelAssandro, 
WPIAA president. He added: “Our 
code of ethics forbids the un- 
scrupulous practices of ‘which this 
dealer was guilty.” Foreman was 
not a member of DelAssandro’s 
group. 





* * * 


Additive Sales Up 

NEW -YORK. Climax .Molyb- 
denum Co.’s:domestic sales of its 
lubricant additive increased 80 per- 
cent in 1955, according to E. E. 
Smith, lubricant sales development 
manager. ‘In~1955, Climax -sales of 
Moly-Sulfide totalled 409,177 pounds 
as «contrasted with sales in 1954 
of 230,513 pounds. 


* * = 


Chrysler Teletype Net 


Expanded for Volume 


DETROIT. — Chrysler Corp. 
has completed-an expansion of its 


private-teletype system to provide | 
four times the .coverage of -the | 


previous ‘network. 





~The installation is.the largest 


SURE POLISHES FAST! . 


AND DULUX 
BLACK HAS A 
GREAT GLOSS, TOO! 





1956 





“Gird your loins, gentlemen! 
When the factory has a problem, 
they blame the dealer, the dealer 
blames ‘the sales manager, .the 


sales manager blames ... and 


here it comes!” 





of its type used by an industrial 
cencern, -Chryster said. . Each 


Rich-looking Du Pont Blacks are easy-handling 
... CUT YOUR JOB COSTS! 


DUCO® Jet Black Lacquer is a rich, super-gloss lac- 
quer that does a super selling job with customers. It 
dries extra-fast—you can compound over-all jobs in 
four hours, touch-ups:in two. And because of its 


high initial gloss, it 


needs less compounding .. . 


saves man-hours. As a further economy, “Duco” Jet 
Black reduces 3 to 1—one gallon gives four at the 
gun! Use “Duco” Jet Black:-when you want the 
finest, glossiest lacquer finish. 

DULUX® Black Enamel is a rich-looking, heavy- 
duty finish made to cut your costs on over-all jobs. 
Its high percentage of extra-fine solids gives a higher 
build . .. makes it very fast-covering. And “Dulux’”’. 


Black flows out smoothly, hides quickly, dries fast to 


a wrinkie-free gloss. 


So for real economy and top quality in enamel as 


- well as lacquer,.use Du Pont 


Blacks—‘“‘Duco” Jet 


Black Lacquer . . . “Dulux” Black Enamel. 
DU PONT REFINISHING MATERIALS 


REG. U.S. PAT. OFR 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 





month more than 50,000 messages 
are. exchanged, or about the same 
“traffic volume” as a telegraph 
office in. a city of 160,000 popula- 
tion might handle during a simi- 
lar period, Chrysler said. 


. * = 
Firestone to Construct 


Plant in Philippines 


AKRON. — Plans for construc- 
tion of a $5,300,000 tire and tube 
manufacturing plant in the Philip- 
pines and. development of a rubber 
plantation there are announced by 
Harvey S. Firestone jr., chairman 
‘of Firestone Tire & Rubber.Co. The 
‘Philippine plant will -be the 14th 
foreign pkant operated by Firestone. 

‘The plant will be located in the 
Manila .area, will have approxi- 
mately 115,000 square feet of fioor 
space and will be equipped to pro- 
duce. 100,000 passenger car and 
truck tires annually. Present-.plans 
call for establishment of a 1,000- 
acre rubber plantation. 

> * * 


Vt. Misses 100,000 


MONTPELIER, Vt. — (UTPS) — 
Vermont’s passenger oar registra- 
tion just.missed the 100,000 mark 
predicted by Motor Vehicle Derart- 
ment officials, but 139,000 plates 
are expected to be issued during 
the current registration year, About 
99,700 registrations had been listed 
just before deadline, some 5,000 
more than at the same time last 
year. 


Ford’s Plant Escapes 


Louisville Annexation 


LOUISVILLE.—Ford Motor Co.’s 
|}assembly plant here will escape 
| annexation, planned so that the 
| city could collect taxes on property 
| and payroll. 

This was breught about by a bill 
| before the Legislature which would 
| outlaw “corridor” annexation aimed 
|}at bringing .industrial plants onto 
| tax lists. R. W. Settle, plant man- 
|}ager, said his firm does not desire 
to see road bloeks placed against 
|future expansion of the city, but 
|he indicated that he opposed “cor- 
ridor” annexation. 
| * * 





Really Lincoln Pennies 


'—227.500 of Them 


| 
CHICAGO. — Pennies, pennies 
everywhere was the situation at 
Lake Park Motors after a cus- 
| tomer drove out in a 1956 Lincoln. 
| He left a 1953 tradein, a few 
| dollars in currency—and 227,500 
pennies which he had been sav- 
ing since 1932. 
Mused manager Ronnie Tcu- 
| ber: “He said he was going to 
pay for. the car in pennies. I 
thought he was kidding.” 


* * * 


IN. Y. Sales Club Sets Up 


| Research Workshop 


| NEW YORK. -— The New York 
|Sales Executives Club has estab- 
lished a research workshop to un- 
cover what top management really 
|thinks about significant sales and 
| market problems of the day. 

The primary function of the 
workshop, to be directed by Edgar 
| A. Steele, will be to act as a clear- 
ing house for information to mem- 
bers. Already six studies of in- 
terest to sales managers are now 


underway. 


+ * 


|Ford Employes Give 
$1,961,969 to Charity 


DEARBORN. —.-Ford Motor Co. 
|employes contributed $1,961,969 to 
health and community services and 
to individual charities throughout 
ithe U. S. during 1955, according to 
John S. Bugas, vice-president. 
Ford men and women gave $218,- 
000 more than they did in 1954, the 
previous record year. The 1955 total 
was in addition to $837,250 donated 
by the Ford Motor Co. Fund in 
cities across the country where 
Ford has plants, parts depots and 


sales offices. 
= 





* x 


Peninsular Steel to Expand 
Facilities at 7 Branches 


DETROIT. — Peninsular Steel 
Co, has announced an expansion 
program that includes office and 
warehouse projects in Cleveland; 
Toledo; Akron; Dayton, O.; Indi- 
anapolis;.Grand Rapids, Mich., and 
Buffalo. 

Construction of the new facili- 
ties already has begun, according 
to James H. -Kurtz, Peninsular 
vice-president. 
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Some people are miles ahead of others... 










million tires on the way. Plus a potential 9 million 

spark plugs, 242 million oil filters and 600,00 

batteries as well! ; 
But best of all, in Holiday you sell these people 


Pictured is a typical Holiday reader indulging in his 
favorite pastime: loading up the family chariot for 


é 
& 


another |-o-n-g trip. 
Holiday readers really like to climb behind the 





wheel and go places. (That’s why they read Holiday 
in the first place!) And the result is quite-a tidy sum 
in gas, oil, parts and accessories. 

For instance: Holiday readers drive an eye-pop- 
ping 12.4 billion miles a year, buying 900 million 
gallons of gas, 42 million quarts of oil and 1% 


while they’re in a happy, motoring mood. For Holi- 
day prods their restless imaginations, puts a gleam 
in their eye and a road map in their hands. 

Facts like these explain the presence of top auto- 
motive advertisers...51 of them... in the pages 
of Holiday. How about you? 
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Bulletin Board... 





Spray-Gun Bulletin 
M & E S-70 Micro-Spray Gun— 
Bulletin 300, free. Department G- 
305, M & E Mfg. Co., 2571 Win- 
throp, Indianapolis 7, Ind. 
* * * 


Cable Conveyor System 


Cable conveyor system included 
in engineering manual—36 pages, 
free. Tipp Mfg. Co., Tipp City, O. 

e * * 


Corrosion Index 


“Ten Year Index to Corrosion,” 
an alphabetical subject index of 1,- 
056 names—32 pages, $5 and $7.50 
(nonmembers). National Assn. of 
Corrosion Engineers, 1061 M&M 
Building, Houston 2, Tex. 


* * * 


Welding Steel Castings 


“Recommended Practice for the 
Welding of Steel Castings” 
booklet, 40 pages, free. Published 
by Steel Founder Society of Amer- 
ica. Limited supply offered free 


Get big Profit volume 


Plastic 


‘++ €ven foreign and s 


For extra fast s 
ated counter dj 





by Tempil Corp., 132 W. Twenty- 
second, New York 11, N. Y. 
? * * 


Transmission Repair 


Catalog covering overhaul kits 
for automatic transmissions, free. 
Raybestos Division, Raybestos- 
Manhattan, Inc., Bridgeport, Conn. 

* 


* * 


How to Shelve 


“Do-It-Yourself Shelving” — 
(Folder No, 708) — six pages, free. 


Frick-Gallagher Mfg. Co., Wells- 
ton, O. 
+ * * 
Paint Equipment 
“Hot Spray Method,” “Paint 


Heaters” and “Paint Pumps” 
free. DeVilbiss Co., Toledo 1, O. 


Microwave Catalog 


Technical catalog of standard | 


and custom-engineered microwave 
components and mechanical assem- 
blies — free. J-V-M Engineering 


indshield w 


A toe-touch On the foot 


Id. One model fits every 
Ports cars, Eliminates lost 


cling, get this customer Oper- 
Splay in assortment N 


0. 742, 








with new C] 
Reservoir Windshield We 


The most Powerfu/ w 


amsodiate Cleaning action ! 
8ainst the windshield thro 


covet ugh ss 7 contro] in 
: 90 Cutting into manifo BN clog-proof jets, Less th oe 


an twenty minut 
Car and 
Sales 


Co., Dept. AND, 8846 W. 47th St., 
Brookfield, Ill. 


+ * * 
Signal Lights 
Signal light catalog — free. Auto 


Lamp Mfg. Co., 2909 Indiana Ave., 
Chicago 16, Ill. 
* 


* * 


Hotel and Motel Guide 
“Leahy’s Hotel-Motel Guide and 
Travel Atlas” $5. American 
Hotel Register Co., 226-232 W. 
Ontario St., Chicago 10, Ill. 


* * * 


Ceramic Cutting Tools 
“Minutes of Symposium on Ce- 
ramic Cutting Tools,” (PB-111747) 
—127 pages, $3.25. U. S. Depart- 
ment of Commerce, Washington 
25, D. C. 


Dump Truck Body 


Catalog describing Model SD se- 
ries, two-cubic-yard dump truck 
bodies—two pages, free. Hercules 


| Steel Products Co., Galion, O. 


* * * 


Spacemaster Catalog 


Store fixtures Spacemaster cata- 
log (No. 56-S)—128 pages, free. Re- 
flector-Hardware Corp., Dept. FP, 


View PZ ; 


tly shoots water 
€s to instal] 


Western Ave. at 22nd Place, Chi- 
cago 8, Ill. 


Van Bodies 


A bulletin describing the Unisteel 
van body line—four pages, free. 
Unisteel Body, Co., Galion, O. 

* 


Water Filters 


A bulletin describing the uses, 
design features and engineering 
details of pressure sand and gravel 
water filters—12 pages, free. Graver 
Water Conditioning Co. 216 W. 
Fourteenth St., New York, N. Y. 

* * ” 


Metal Oxidization 


“Symposium on Basic Effects of 
Environment on the Strength, Scal- 
ing and Embrittlement of Metals at 
High Temperatures,” — 120 pages, 
$2.75. American Society for Testing 
Materials, 1916 Race St., Phila- 
delphia 3, Pa. 

* 


* * 


Power Tools 
A catalog describing SpeedTools 


used in the auto industry—20 pages, | 
free. Thor Power Tool Co., Aurora, | 


Ill. 
* * « 
Finance Handbook 
Business Finance Handbook—$10 
(10 days’ free trial). Parker Pub- 


lishing Co., Fifth Ave. at 13th &t, 
New York City, N. Y. 


. * * 


Wheel Bearings Inspection 


An illustrated folder describing 
the importance and advantages of 
having front wheel bearings in- 
spected and repacked every 5,000 
miles is now available from Chicago 
Rawhide Mfg. Co., Replacement 
Sales Division, Elgin, Ill. 

* > * 


Metal, Alloy Standards 


“ASTM Standard on Light Metals 
and Alloys, Cast and Wrought” 
(third edition) — 276 pages, $3.50, 
American Society for Testing 
Materials, 1916 Race St., Philadel. 
phia 3, Pa, 


* * * 


High Speed Welding 


| “High Speed Welding of Steel 
|Compressor Cases” (Form ADR- 
| 100)—12 pages, free, Air Reduction 
|Sales Co., 150 E. Forty-Second 
St., New York 17, N. Y. 


* * * 


Floor ‘Armors’ 
Hexsteel and Floorsteel specifica- 
| tion and installation manual—12 
| pages, free. Klemp Metal Grating 
|Co., Corp., 6615 S. Melvina Ave., 
| Chicago 38, Ill. 








Finance Reserve Cut Seen... 


‘Tight Money’ Warning 


INDIANAPOLIS. — One extreme 


“tight money” danger to auto 


dealers, as pointed out by the Auto- | 


mobile Dealers Assn. of Indiana 
here, is the tendency of finance 


companies to seek greater returns | 


by reducing dealer finance reserves. 

“If that occurs,” the associa- 
tion said, “virtually all profit of 
dealers could be washed out in 
a single stroke.” 

The association urged dealers to 
do everything they can to make 
their financing companies “be- 
holden to them.” Some things sug- 
gested for dealers to do to keep 
finance firm paying a resonable re- 
serve are: 

1. Concentrate financing with 


Modern Autos 
Iron Bumps Out 


+ 7 

Of Taxi Ride 
DETROIT.—The rattling, bump- 
ety-bump rides commonly associ- 
ated with taxicabs are getting to be 
a thing of the past, according to 
Jack W. Minor, Dodge general sales 
manager. 

Minor said today’s cabs are being 





built with an eye to passenger com- | 


fort, coupled with a smoothness of 
operation made possible only by 
recent automotive developments. 


“Last year more than 80 percent 
of the taxicabs we sold had stand- 
ard, three-speed transmissions,” 
Minor pointed out. “Our 1956 sales 
report, however, shows more than 
85 percent of our cabs have been 
equipped with automatic transmis- 
sions.” 

This means not only a smoother, 
more comfortable ride, 
without the sudden jerks and stops 
all of us have experienced, said 
Minor. 

He sees a definite trend toward 
better-equipped taxis in all parts of 
the country. Even in the north, 
some of the taxi companies are be- 
ginning to add air-conditioned cars, 
Minor noted. 


Dean First in Charleston 


To Buy Israel Bond 


CHARLESTON, W. Va. — First 
sale of an Israel bond here this 
year was made to Roger Dean 
(Chevrolet), according to Ivor Boi- 
arsky, general chairman. 

Boiarsky, heading the bond sale 
drive in this area, said Dean wrote 
that he was buying the bond”... 
because it will provide investment 
dollars to help the people of Israel 
become self-sufficient.” 


Lushan in New Home 


BOSTON, — Lushan Co., plastics 
manufacturer, has consolidated its 
expanded production facilities with 
general offices at a new plant at 
71 Elm St. Waltham Branch, 
Boston 54. 







but one; 


fewer companies or possibly with 
|only one. 


2. Make certain that paper is of 
good character—not questionable. 

3. Keep floor plan at a minimum. 

“Actually,” the association said, 
“the hardships imposed by higher 
money costs show quite clearly the 
fallacy of operating a business 
where profits are almost 100 per- 
cent dependent on dealers’ finance 
| participation.” 

The ADAI said that dealers 
should treat finance reserves as 
plus profit, earned from specific 
investments in clerical help 
rather than add it to general in- 
come and rely upon it to sustain 
average profits. 

“It is a contingency fund,” the 
| association pointed out, “which can 
be dissipated by repossessions, in- 
creased interest or lowered reserve 
schedules—it is unreliable.” 

All this, the ADAI said, indicates 
the “very great need” for concen- 
trating all possible effort on 
making a reasonably good margin 
of profit per deal. 


Car a Day 
It Keeps the Wolf Away, 


Says Saunders 


HARTFORD, Conn. — “A car a 
| day keeps the wolf away.” That is 
the basic philosophy of William M. 
| Saunders, the only New England 
|salesman to receive the “Top 
| Hatter” award from Ford division. 

This is the second Top Hatter 

for Saunders, who is salesman for 
| Gengras Motors, Inc., and has been 
| selling Fords since 1927. 

In 1955, Saunders did better than 
|a car a day. His total sales of 
new and used cars and trucks hit 
447 in a 300-working-day year. 
Although 64, Saunders says he has 
been so busy he hasn’t had time 
to grow old. 

“I average about 72 hours a week 
on the job—love every minute of 
it,” he says. 

How does Saunders sell cars? 
What is his secret? He says the 
most important factor is constant 
contact with previous customers. 
Second, winning confidence of car 
vrospects by honesty and sincerity. 
Third, building confidence in the 
dealership in the mind of the cus- 


$60,000 Fire 


NEWPORT, Ore. — Damage was 
estimated at $60,000 in a fire which 
destroyed the body and paint shop 
and four automobiles at A & M 


wi» STEMAC 


PERSONALIZED 
NAME PLATES 


DETAILS ON REQUEST 


STEMAC 1281 So. Cherokee 


Denver, Colorado 






















NE’ 
ments 
tion a 
mana 
follov 

Id: 

Gray 

ploy 

sent: 
his « 
agen 

Ka! 
State 
and i 
authe 
missi 
clude 
law | 
vote. 

Th 
law |] 
hour: 
“mor 
sche 
if en 
time. 
polls 





" 
4 





on 

ibing 
2s of 
| in 
5,000 
cago 
nent 


etals 
ght” 
53.50, 
iting 
idel. 


Stee! 
DR- 
‘tion 
nd 


fica- 
—12 
ting 
ive., 


vith 
; of 


um, 
aid, 
her 
the 
less 
er- 
nce 


Ip 
n- 


the 
oan 
in- 
rve 


tes 
en- 


zin 


is 
nd 
op 
Dn. 


‘or 
en 


rit 





By Legislation and Regulation . . . 


AUTOMOTIVE NEWS, JUNE 18, 1956 








States Step into Labor Relations 


NEW YORK. New develop- 
ments in the field of state legisla- 
tion and regulation affecting labor- 
management relations include the 
following: 

Idaho: State Attorney General 
Graydon Smith ruled that an em- | 
ployer must bargain with repre- 
sentatives of a union chosen by 
his employes as their bargaining 
agent. 

Kansas: Bills which the Kansas 
State Legislative Council’s labor} 
and industries committee has been 
authorized to draft for possible sub- | 
mission to the 1957 Legislature in- | 
clude a measure to amend a present | 
law allowing workers time off to} 
vote. | 
The committee said the present 
law permitting workers to take two 
hours off to vote should be made 
“more flexible” so that production 
schedules will not be interrupted 
if employes can vote on their own 
time. If they work at all times the 
polls are open, they should be al- 
lowed time off to vote, the com- 
mittee said. 

The committee further declared 
it is concerned about the “twilight 
zone” in labor relations between 
State and Federal jurisdiction. 

Its report noted that the Taft- 
Hartley Act allows the National 
Labor Relations Board to “cede 
back to the states certain controls 
when the state has comparable pro- 
visions in its law.” The committee 
plans to hold a conference with the 
state labor commissioner to “deter- 
mine what might be done about this 
situation.” 

Louisiana: A bill to repeal the 
controversial “right-to-work” law, 
prohibiting the union shop and 
ether forms of union security 
contracts, was introduced in the 
Legislature by Senator B. B. Ray- 
burn, Bogaulsa. 

At the same time, however, he 
introduced another bill to continue 
the so-called “right-to-work” pro- 
visions in effect for agricultural 
workers. 

Maine: In the first such action in 
the state, the Maine Public Utilities 
Commission was asked, in effect, to 
overrule the “hot cargo” clause in 
a trucker’s labor contract and re- 
quire the trucker to handle ship- 
ments brought across picket lines. 

Sidney W. Wernick, counsel for 
Portland Local 340, International 
Brotherhood of Teamsters, said the 
commission was being asked, in 


Used Trucks Top 
Buying Plans on 


Colorado Farms 


DENVER.—Used trucks play the 
prominent role in the auto market 
among Colorado farm and ranch 
families, according to a buyers’ sur- 
vey conducted by the Colorado 
Rancher and Farmer. 

According to the survey, 7.1 per- 
cent of the operators of Colorado’s 
40,749 farms plan to buy a used 
truck in 1956. The indicated buyers 
of new trucks amounted to 2.8 per- 
cent. 

New-car purchases during this 
year were indicated by 6.6 percent 
of the: farm families, while 5.6 per- 
cent said they intended to buy a 
used car before Dec. 31. 

The number of farms indicated 
as buyers, based on the survey, 





are: Used trucks, 2,893; new cars, 
2,282, and new 


2,689; used cars, 
trucks, 1,141. 


effect, 
cision 


to make a far-reaching de- 
in a labor disput which a 
State Supreme Court justice al- 
ready ruled was in Federal rather 
than State jurisdiction. 

Sidney F. Thaxter, counsel for 
the Complainant, said it was a 
question of whether carriers will be 
required to carry shipments with- 
out discrimination. 

Montana: A campaign for a 
Montana “right-to-work” law, to 
prohibit the union shop and other 
forms of union security contracts, 
is being conducted by a recently 
organized Montana Right to 
Work Assn. 

New Jersey: A bill providing for | 
|the creation of a State Labor Re-| 
lations Board was introduced in the | 
| Legislature by Senator W. H. Jones, | 
| Bergen County Republican. 

The board would be designed to| 
protect the rights of employes to 
organize and bargain collectively; 
define and prohibit unfair labor 
| practices; provide appropriate pro- 
|eedures for the hearing and dis- 
| position of unfair labor practice 
cases; and provide for the deter- 
|mination of representatives of em- 
ployes in collective bargaining. 

The bill would declare that the 
|public policy of the state is “to 
|}encourage the practice and pro- 
cedure of collective bargaining, and 
to guarantee to employes the right 
|of collective bargaining.” 


| 


| zations was “arbitrary and discrim- 





| It would further provide that 
|employes must be free from “inter- 
ference, restraint or coercion of 
their employers.” 

New York: The State Insurance 
Department took an initial step 
toward authorizing self-insurance 
for hundreds of millions of dollars 
in labor-management welfare and 
pension funds. 


State Insurance Supt. Leffert 
Holz, in a major policy change, 
expressed his opinion that wel- 
fare fund trustees had a legal 
right to pay benefits to workers 
and their families without using 
a commercial insurance company 
or setting up a licensed insurance 
business of their own. 


His opinion reversed the stand 
taken by the State Insurance De- 
partment for the last six years. 
It was emphasized, however, that 
State Attorney General Jacob K. 
Javits would have to pass on the} 
validity of the new view before | 
there would be an official green | 
light for self-administered benefit | 
programs. 

Wisconsin: A 1955 Wisconsin law 
prohibiting labor unions from using 
money for political purposes should 
be regarded as “valid in principle,” | 





State Officials, 
Oil Men Discuss 
Gas Tax Problem 


CHARLESTON, W. Va.—Gasoline | 
tax and oil industry executives 
from 11 states have conferred here 
on refund claims and safety topics 
during a gasoline tax conference. 

Tax administrators talked with} 
gasoline producers and trucking in- 
dustry officials to find more efficient | 
ways to collect gas taxes. 

R. C. Ferrell, supervisor, West | 
Virginia gasoline tax division and | 
regional conference governor, said | 
he and Francis Farley, executive) 
secretary, West Virginia Petroleum | 
Assn., will carry some conference| 
results to the next Legislature. 

Also on the list of speakers were! 
Emmett Bush, managing director, | 








West Virginia Motor Truck Assn. | 
and F.. H. Sullivan, comptroller, At- 
lantic Greyhound Corp. They sug- 
gested ways by which motor car- 
riers can pay to a state its share of 
gas consumed within its bound- 
aries. 

Earlier, the tax officials and in- 
dustry representatives were guests 
of the state petroleum association 
at a meeting to discuss the “Slow 
Down and Live” safe driving cam- 
paign. 


Standard-Triumph Moves 


NEW YORK. — The national 
headquarters of Standard-Triumph 
Motor Co., Inc., has moved to the 
Chanin Building, 122 E..Forty- 
secona St., New York 17, N. Y. 


State Attorney General Vernon W. | j 
Thomson declared in a letter to 
Milwaukee District Attorney Wil- | 
liam J. McCauley. | 

McCauley sought the attorney 
general's views after having issued 
an opinion of his own last January 
questioning the constitutionality of 
the law. 

Known as the Catlin act, the 
law added labor unions to corpo- 
rations as a class of organiza- 
tions prohibited from making 
political contributions or using 
their funds for political purposes. 
Expressing belief the law was un- 
constitutional because it abridges 
“freedom of speech, press and 
peaceable assembly for lawful pur- 
poses,” McCauley had claimed the} 
“denial of rights” to labor organi- 





Portable’ Service Shop— 


Significant savings in man-hours have been accomplished by conversion of an Inter- 


inating.” national truck-tractor into a ‘portable’ service shop at the. Detroit terminal of Roadway 
Thomson, however, said in an| Express, Inc. To speed up routine checks of new diesel-powered.International RD-205 
informal opinion: “I respectfully | Roadliners and 35-foot semi-trailers, Roadway compactly arranged all necessary tools 


in the International's extended chassis and placed it in service. Mechanics check and 
repair trailer air and electrical systems, grease, check brake linings, inflate and change 
tires and perform other normal shop tasks. 


suggest to you that it is our duty 
to seek to uphold the statute in 
question if we can do so.” 











HERE’S THE ‘“‘GUARANTEED * WAY TO BUILD 
YOUR SERVICE BUSINESS . .. THE VALVOLINE 


33,000 MILE NEW CAR GUARANTY... 
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Now, with every new car you sell, you 
can guarantee the performance of all 
Valvoline-lubricated chassis and en- 
gine parts up to 33,000 miles or 24 
months, and at no cost to you. Valvo- 
line will foot the bill for any necessary 
repairs. 
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‘Every Sales Aid is imc 
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MAIL THIS COUPON TODAY FOR COMPLETE INFORMATION 
NO OBLIGATION 









VALVOLINE OIL COMPANY 

FREEDOM, PENNSYLVANIA i 
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FTC Closes Ad Case 


On Rebuilt Regulators 
WASHINGTON.—The Federal 
Trade Commission has approved 
an agreement by Automotive 
Enterprises, Inc., Newark, N. J., 


to stop representing that rebuilt | been rebuilt. 


voltage regulators it sells are 
new. 

The company also agreed to 
stop using the brahd name of 
the original manufacturer unless 
there is a “conspicuous disclos- 


ure” that the regulators have 
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. . . For added profits on new car sales 


Tumble-( 


TESTED BY ACCREDITED LABORATORY 


heck 


KIDDIES 





Protects child against sudden stops, open doors 
—allows complete freedom of seat movement 


@ Easily installed by parent 


e Adjustable for ages one to six 


@ Crotch strap prevents harness @ Entire harness laboratory 


slipping over head 


tested 


ENDORSEMENT BY LEADING CITY SAFETY DEPARTMENTS WITH INSTRUCTIONS 
Supplied for 2-Door and 4-Door Car Models. Specify model on orders. 


10” 


RETAIL 





W. L. WEBSTER MFG. 


oe. BOX 
CANADA 


3269 


JEFFERSON STA 
5320 RIVERSIDE DR 
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LUGGAGE 
KITS TIE-DOWNS 


Sold only thru New Car Dealers coast-to-coast . 
write for literature showing our entire line. 


Coacheraft Sales Corp. 


9015 Santa Monica Blvd. 


* Hollywood 46, California 





PUT YOUR USED CARS IN SHAPE! 





Tailored Trunk Mat No. TM-10 in 1955 
FORD Fairlane 


Don't miss a sale because you failed to install tailored-to-fit 
rear floor and trunk mats. It takes just a few minutes to clean up 


your Ford trade-ins . . 


. only costs a few dollars. Order today 


from your favorite specialty jobber. 
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By Martin L, Whitmyer 
Staff Writer 
In an effort to help reduce the 
rising toll of highway accidents, 
| Shell Oil Co. is launching a nation- 
|}wide safety campaign through 
| newspaper advertising. 

B. C. Astrup, manager of Shell’s 
New York division, said the cam- 
paign was spurred by the suc- 
cess of Shell’s safe driving 
quizzes which appeared earlier 
this year in newspapers through- 
out the nation. The quizzes, 
aimed at testing the readers’ abil- 
ity as drivers, were generally 
acclaimed by the press, traffic 
safety officials and civic leaders. 
Like the first series, the new cam- 

paign stresses the quiz idea instead 
of scare-type pictures or slogans, 
Astrup said. The ads will appear 
before the three major holidays this 
year and in the middle of summer, 
when large numbers of motorists 


leave their homes for vacations, 
ca 2d 





Outdoor Ad Law Vetoed 


Precedent-setting legislation, 


|aimed at limiting all outdoor ad- 


vertising and carrying a_ special 


| threat to small companies that de- 


pend on outdoor advertising to pro- 
mote their business, was recently 
vetoed by Gov. Ernest W. McFar- 


|land of Arizona. 


Representatives of industries 
depending on roadside advertis- 
ing point out that, if the measure 
had become law in Arizona, it 
would have set a pattern that 
would make similar legislation in 
other states probable. 


The vetoed bill spelled out re- 
strictions affecting size, spacing, 
licensing and other factors directly 
injurious to the outdoor advertis- 


Versatility Called 
A Challenge to 





| Plastics Industry 


NEW YORK. — Unlimited color, 


| fluidity of design and multiplicity 
|}of uses are among the industrial 


advantages of man-made plastics, 


j} according to five New York de- 


signers. 


But special industry challenges 
must be met before their full po- 
tentialities can be realized, the de- 
signers contended. 


The designers— Egmont Arens, 
Garrett Becker, Howard Ketcham, 


|Raymond Loewy and Walter Dor- 


win Teague—offered their observa- 
tions in Plastics Exposition News, 
published in advance of the seventh 
National Plastics Exposition and 
Conference which opens here June 


11. 


According to Arens, the plastics 


}industry’s greatest challenge is “to 


|methods of cleaning, 


meet the creative and inquiring 
mind of the chemist and carry it 
over into the field of product ap- 
plications.” 


He added, “Plastics cannot come 
into their own until they are ap- 
plied to our lives with boldness, 
imagination and | desing.” 


Shine ‘em Up 


Fruehauf Demonstrates 


Truck Cleaning 


DETROIT. Fruehauf Trailer 
Co. is staging an annual cleanup 
program with demonstrations in 
Fruehauf branches on modern 
brightening 


Affecting Factories and Dealers . . . 





Auto Advertising 


ing industry and the many busi- 
nesses it serves and maintains. 


* + * 
Crackdown on Billboards 
Automobile dealers and other 


business men who use outdoor ad- 
vertising in Vermont have been 
warned by Secretary of State 


|Howard E. Armstrong against the 


erection of any commercial signs 
before they are properly licensed. 

The official, who said a statewide 
inspection of billboards and other 
signs was under way, said a com- 
mon violation of the state law was 
failure to show the name of the 
owner on the signs and failure 
to attach -the metal number tag 
issued with each permit. 

He also pointed out that all signs 
must be back from the center of 
the traveled part of the highway 
and at least 300 feet from an inter- 
section, railroad crossing, cemetery 
or playground. 

= * 


Newspaper Linage Up 
National advertising linage in 


newspapers established new all- 
time highs for the month of April 


and for the first four months of 
the year, it was reported jointly 
by the Bureau of Advertising of 
the American Newspaper Pub- 


lishers Assn., 
Inc. 

An increase of 11 percent was 
recorded over April of last year, 
while the four-month total was 
up 12.5 percent over the same 
1955 period, according to the 52 
City Index tabulations prepared 
by Media Records. 

General advertising (all 
National linage other than auto- 
motive) also established April 
and four-month records, with 
gains of 23.3 percent for the 
month and 128 percent for the 
year to date. Automotive, while 
falling behind last year’s alltime 
April record by 13 percent, wound 
up the January-April period with 
a new high, 11.9 percent above 
the 1955 figure. 


* + Ed 


and Media Records 


Pontiac in Johnson Promotion 

Pontiac Star Chiefs will be dis- 
played in super-market grocery 
stores during June and July as a 


|result of S. C. Johnson Co.'s pro- 


|and protecting aluminum, stainless | 
| steel and painted surfaces on trail- 
| ers and truck bodies. 





Invitations will be sent to truck 


| and trailer users to attend the dem- 


onstrations. New chemicals will be 
employed, together with special 
equipment. Kits are assembled by 


| the factory and provide a complete | 


setup for this type of work. 

One of the chemicals employed is 
the new Cee-Bee, B-4, a cleaner and 
brightener for aluminum surfaces. 
It removes surface dirt, oxidation, 
corrosion and corrosion products, as 
well as stains from the metal. It 
restores the surface to its original 
bright condition, Fruehauf said. 





motion of Carnu 
polishes. 

A 1956 Pontiac Star Chief has 
been chosen by the Johnson Co. as 
the key award in a national con- 
test. 

About 25,000 super-markets will 
participate in the promotion and 
will feature basket-cart wrap- 
arounds that reproduce the front 
and side view of a Pontiac. Many 
Pontiac dealers will display the 
prize model car at super-market 
parking areas. 

In addition to the super-markets, 
about 100,000 service stations and 
auto supply stores will participate 
in this point-of-purchase advertis- 
ing campaign promoting Carnu and 
J-Wax. 


and J-Wax car 


* * * 


Allen Appoints Harmanson 


Gerald L. Harmanson has been 
appointed advertising and 
promotion manager of Allen Elec- 
tric & Equipment Co., Kalamazoo, 
Mich. Harmanson formerly was a 
staff member of Netedu Advertising 
Agency, St. Joseph, Mich. He also 
was formerly associated with Deep- 
freeze Appliance division of Motor 
Products Corp., Chicago, as assist- 
ant advertising and sales promotion 
manager. 


Harmanson replaces George Post, 
who has resigned to enter another 


line of business. 
* * 


|New Ad Series Available 


A new series of classified ads 
has been prepared for used-car 
dealers by the H. K. Simon Ad 
Agency, Pelham, N. Y. 

The ads are available on an ex- 
clusive basis to one dealer in each 
community. Details and samples 
will be sent on request to the 
Simon Co., Dept. 206, 48 Fifth Ave. 
-— Pelham, N. ¥. 


* 


Fox Heads Sales Club 


John M. Fox, president of Minute 
Maid Corp., has been elected presi- 





dent of the Sales Executive Club 
of New York. He succeeds Will A. 
Foster, vice-president of Borden 
Cheese Co. 

Other officers are: John W. Hub- 
bell, vice-president, Simmons Co., 
first vice-president; Philip J. Kelly, 
vice-president, Calvert Distillers 
Corp., second vice-president; Robert 
S. Larkin, director of sales promo- 
tion, Philip Morris, Inc., secretary, 
and Joseph D. Ardleigh, executive 
vice-president, Research Institute 
of America, treasurer. 

* * * 


|Wagon Popularity Traced 


The rise in the popularity of the 
station wagon is traced by Arthur 
W. Baum in the current issue of 
the Saturday Evening Post. 


His article, “All-American Au- 
tomobile,” reports that in no year 
before the war did the auto in- 
dustry ever make as many as one 
station wagon in every 100 cars 
produced. 

Today, it says, at least every 
10th car manufactured is a wagon 

. and in the low-priced field the 
station wagon of one company ac- 
counts for every second car pro- 

duced. 


# * * 


Dinah Extends Activities 


Dinah Shore, whose debut. as 
a mistress of ceremonies on two 


hour-long television shows this 
year won national acclaim, will 
get similar responsibilities next 


fall on extended scale. 

Chevrolet dealers, sponsors of 
the entertainer, have announced 
Miss Shore will handle “at least 
eight” of 20 variety shows signed 
for next season over the National 
Broadcasting Co. nework. Bob 
Hope will star in a minimum of 
six shows, it was added, while 
other Broadway and Hollywood 
personalities will headline the re- 
maining programs. 

The new “Chevy Show” 
schedule begins Sept. 18 and will 
be staged every other week. It 
will occupy the 8-9 p.m. Tuesday 
time slot. 

* 


| Firestone Offers New Film 


| 










A color and sound motion picture, 
“Pacemakers and Champions,” 
which shows how autos and equip- 
ment are tested at the Indianapolis 


“500,” the Pan-American Road 
Race, and the Pike’s Peak Hill- 
climb, is now available from As- 


sociation Films as an informational 
service of the Firestone Tire & 
Rubber Co. 

The 28-minute documentary 
film is offered on a free-loan basis 
to clubs, industries, high schools, 
adult education classes, TV sta- 
tions and other community or- 
ganizations. 

“Pacemakers and Champions” is 
the newest film in Firestone’s con- 
tinuing motion picture program. 
Eight other films are also available 


(Continued on Page 69, Col. 1) 


Market Gain 
Predicted for 


Auto Chemicals 


DALLAS.—A $400 million annual 
market for automotive chemical 





| specialties by 1960 was predicted 
|here at the national spring meet- 
sales | 


ing of the American Chemical So- 
ciety. 

Wellington M. Langton, technical 
director of Permatex Co., Inc., said 
he believed that the 1955 volume 
of $315 million spent by vehicle 
owners for chemical products will 
increase approximately 5 percent a 
year during the next five years. 

In support of his belief, Langton 
cited a continued sizeable rise in 
the 68 million passenger car, truck 
and bus registrations expected in 
1956. 

Features such as power brakes, 
power steering and increased horse- 
power have tended to pyramid the 
amount and complexity of vehicu- 
lar maintenance being performed 
at the 400,000 general service out- 
lets throughout the country, he 
added. 


Cocnucia: Satan. Adds 


Plymouth Showroom 

ALBUQUERQUE, N. M. — Con- 
verse Motor Co. (Chrysler- 
Plymouth) has opened an exclusive 
Plymouth showroom at 405 Fourth 
St. N. W. 
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was transferred from the promo- 
tion and research department to 
OAI’s New York sales division. 


















































69 






























a e * + * 
tubs Oo Adv t n Add Names 
Co,, Aut er ISI £ C. S. Hanson, advertising man- 
ay ager of Look magazine, has been) 4 
ert (Continued from Page 68) elected a vice-president of Cowles 'e e | A {I gy 
mo- | for free loan, and include “Gog-| Conley and H. H. Walters, of Chi- Magazines, Inc., publisher of Look. : i he ef 
ary, | gies and Gauntlets,” a Glidden tour|cago, and James T. Tupper jr., of | Hanson has been associated with ; y 
tive [| of antique autos; “Building of aj|San Francisco. Cowles since 1949, and has been ‘ p R( ) BD | if ( ) N 
ute Tire,” a Walt Disney production on| Elected to the board in addition| Look’s ad manager since 1951. : é 
tire-making, Fe ee oon of a a. Strouse and cape a Nicholas Ivan Orloff has joined r , 
Rubber,” a arch - of - Time - pro- | Car eorgi jr., vice-president of] the Detroit office of Geyer Adver-| ; 
duced documentary on the rubber|D. P. Brothers & Co., and E. A. cinta Ine pe s menchen Orloff 
tk industry. | Jones, president of MacManus, John t ‘ 1 a : ti 
~e- All films are available from the| & Adams, Inc. anne ak sade ‘agent in Michi-| 
cc i p ive | * * * es 
of = —— < ee a eae ; gan for RCA Victor distributing 
film a ri Onid ala NS: L Cadillac Names Jollymore ye 
ik Grange I; Dallas, and San Fran- Warren R. Joliymore has been) son. H Glass, formerly advertis- 
ar cisco named director of public relations| . . “ ; 
n- Pe * * * for Cadillac. He has been a public | ing Manager, has been named chief 
ne Ti Sets Adv. R d relations staff assistant at General | executive of the advertising depart-| 
rs a * ” “s wae — ” Motors central office for the past|™ent of the New York News, suc- | 
An all-time advertising mark for|three years. Previously he served ceeding Thomas J. Cochrane, ad- | 
a single issue of The New York|on the Wisconsin State Journal. | Vverttising director, who retired 
co Times was set Sunday, May 6, when * * June 7. 
: the paper published 725,225 lines of 9 ° : ] James E. McCarthy, dean of the 
the advertising. Look’s Circulation U af college of commerce of Notre Dame 
ee This followed a record-smashing| Look has reported that its circu-| University for 30 years, has re- . 
ro- | four-month period when the Times | lation reached an alltime high dur-| signed that post to establish his ie ae en 
registered 18,396,322 lines. aie an first three , cae, oa own management-consultant  busi- . - SASIN TER a , 
t o* 8 | with an average of 4,201,297. 1S| ness and to become associated with +s OV 
| represents an increase of 137,155, or| Gerity Broadcasting Co. in Michi- W 
ws Outdoor Ad Bureau Elects | 3.4 percent over the magazine's cir-| gan. . ee us W aah D COMPANY 
“ J. H. Ellis, president of Kudner| culation for the same period in 1955, | ; . cad FOUNDRY DIVISION 
oa Agency, Inc, and Norman H.| Look said. i a chaise i F Good. J 
i Strouse, president of J. Walter| ‘os an ca. an aan socmated 7-2 pe le, = 
we en ig ts aed ea ‘aa Show Aimed at Motorists | new assignment at Akron to direct mee AIN TOFFICE BAND SMANUFACTURING PLANTS 
man of the executive committee A new radio show designed to| activities of the company’s newly CHATTANOOGA 2. TENNESSEE 
of respectively of the National Out- capture the Southern California| formed speakers’ bureau. 4 
d aoa Advertising Bureau. car-radio audience has been in-| Russell J. Housman has been ap- 
st J. J. Hartigan, senior vice- augurated by Radio Station KPOP, pointed financial advertising man- 
d president of Campbell-Ewald Co., is — — "ar an ae eee ager of the New York Herald Trib- 
al secretary-treasurer. Five vice- aa a id AE : a e \raig| une. Housman, a member of the 
b presidents elected at a recent meet- “c fled th Te “ky Mile stations. financial advertising department 
of ing include B. J. Egan and Ralph L. alle e ucky Mileage’ Ppro-| since Feb., 1954, succeeds Richard 
le Livingston, of New York; L. E. gram, the announcer reads three Gibson, who has resigned. 
d -___—_ numbers during each spot. If these ———————— 
mh 6 numbers appear as the last three 
Heil Announces numbers on the mileage meter of 
a O Pi Pla ™ the car, the motorist can drive to 
: as | the nearest Craig and Golden Eagle 
= ne Lece Stic |service station and receive free a 
° certificate good for 10 gallons of 
v | Refrigerated Van | irvine” © . - 
MILWAUKEE. -- Heil Co. has ama oe ee 
announced development of a one-| Permatex Appoints Sargent et 
piece molded plastic refrigerated}; Epes W. Sargent has been : 
re, truck body which will be produced | appointed advertising manager of Zz 
s,” under the trade name “Frigid-| Permatex Co., Brooklyn, N. Y. For | cz 
ip- Van.’ the past four years, Sargent has t BE 
lis Heil says the van is able to|been with the E. I. duPont de t Ze 
1d {maintain a lower temperature for | Nemours Co. in Wilmington, Del. A 
ill- a longer time than conventional; Previously, he was a partner in Eg 
\s- bodies and calls it the “first truly| the New York public relations firm tg 
al new concept in refrigerated truck |of Rowe & Sargent. ee ee 99 
& transportation to be developed in| - © * Be A M U Ss T F oO R E Vv E RY Cc A R 
the last 25 years.” |Ford Moves to ABC gz 
y The body employs the Heil} “forg Theatre.” top-rated dra- Be TWICE A YEAR eee FOR You AN 
= Frigid-Lite plastic process in which | matic program, moves to ABC Tele- Se TO EVERY 
| sandwich structures of reinforced| vision from NBC starting in Octo- EXTR A $900 g AL Senna 
ce an e insulation | per. 
Pe are formed in a one-piece molding| The program is produced by 
is operation. |Sereen Gems, Inc., a subsidiary of 
= sans oe * F. Meyer, Heil | Se arseage ee gy be Ford 
vice-president, e new van pro-| Motor Co. is J. Walter ompson 
= vides greater protection with half Co., New York. Vi 
the insulation thickness, increasing > #»&.% 
the payload almost 20 percent. OAI Picks MacGregor Test BONUS IN Au d Y 4 
Also, Meyer said, moisture or wo To A 
; liminated b h George P. MacGregor, formerly we 4 ° a 
vapor is eliminate ecause the | vice-president of Biow Co., has been | ND/s 
© 


between the plastic sheets. He con- 
tended this would do away with 


named vice-president and national 
director of research and sales pro- 
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motion for Outdoor Advertising, | 





































dead weight and cut operating [neo A new acid-free scientifically designed deter- 
costs. Be 2 He succeeds Harold Holt, who gent powder, expels muck, slime, rust, scale, 
al sludgy grease, antifreeze scum, dirt. It’s a must 
al for today’s high compression engines and 
“ pressure scaled radiators. Pour it into the 
= radiator twice a year, especially before and 
after using antifreeze. Drain! Presto! Radi- 
al ator—clean as new! 
id 
1e 
Ie | NS WATER LOSS 
ill 
. completes the job! This sensational factory 
yn treatment — used on four out of five cars as 
in they roll off the production lines—stops leaks, 
k assures radiator repair, resists rust and scale, 
- lubricates pump seal, repairs engine block 
S, and conquers head gasket seepage. Drop an 
e- NS WATER LOSS pellet into the radiator 
c any time your car needs water. 
~d 
t- 1 
t- YoU WOULDN'T) GREAT PRODUCTS, INC. 
RINSE YOUR e. @, 862% 37 FENTON, MICHIGAN 
ee (so. ei a GR OD LW SN BE nS AR PO Mr te ee ee Oe 
3 Pe renee a MOUTH AND EXPECT 5 Ask for Demonstration 
| YOUR TEETH To / § 
Heil's Plastic 'Frigid-Van'— 2 NAME stints tone ; inibisdasaia 
3- BE CLEAN © a 
re Heil Co., Milwaukee, says its one-piece molded plastic refrigerated truck body a 
re will maintain a lower temperature for a longer period than conventional bodies. ai ek chai ih aan a seeeeeee. <n Eo aiden ee 
h Increased payload and lower operating costs also are claimed for the unit which will acacia TRYING TO COPY US. o 


be produced under the: trade name. “Frigid-Van.”’ 





Average Used-Car 


1955 


AUTOMOTIVE NEWS, JUNE .18, 1956 


1956 


(Compiled by Automotive News from auction reports.) 


Aug. Sept. 


* Prices of '56s added; 


Market Trend 


An advance of $8 was recorded 
last week on Automotive News’ 
index of all used cars sold at 
wholesale auction. 

The gain came after the index 
average had held at the same 
level for three consecutive weeks. 
Not since the index of May 21 
have overall prices suffered a set- 
back. 

On last week’s index, only two 
models showed a decline: ’52s 
dropped $5 and ’51s went down $9. 
In neither case was the loss ex- 
tensive enough to reach the re- 
corded low for the respective 
model. 

Gains on the index were: 56s, 
up $21; ’50s, up $16; ’49s, up $13; 
54s, up $11; 53s, up $9, and ’55s, 
up $7. 

At a group of representative 
auctions last week, the average 
consignment consisted of 166.6 
units. Of these, an average 74.4 
percent were sold. A week ear- 
lier, 73.8 percent of an average 
212.6 units were sold. 

Prices marked with an * indi- 

cate a unit equipped with an au- 

tomatic transmission or overdrive 

and (ps) indicates power steering. 
> * * 


DENVER 


(Jack Layton’s Auto Auction. Sales every 
Monday and Thursday. Prices are for sales 
of June 4-7.) 

(Market strong 
units.) 

BUICK—’'55 Super coupe, $2,175* (ps); 2- 

dr., $2,175* (ps); Riviera, $2,175* (ps), 

2 at $2,100* (ps); Century 4-dr., $1,575*. 

*54 Super Riviera, $1,545* (ps). '53 Super 

4-dr., $1,045*. 
CADILLAC—'56 


on good, clean used 


(62) coupe, $4,220* (ps), 
$4.150* (ps). ‘55 (62) coupe, $3,475* 
(ps). ‘53 (60) Special sedan, $2,095* 
(ps). "51 (62) 4-dr., $975*. 

CHEVROLET—'56 Bel Air (8) conv., $2,- 
355*; Two-ten (6) 2-dr., $1,715. '55 One- 
fifty (6) 2-dr., $1,050. °54 Two-ten sta- 
tion wagon, $1,230. '52 Bel Air Sport 
coupe, $525; 2-dr., $460. °51 SL Deluxe 
4-dr., $300°*. 

DeSOTO—'52 4-dr., $370*. 

FORD—’'56 Main (8) Ranch Wagon, §$2,- 
435° (ps); Fairlane (8) club sedan, $2,- 
195*; 4-dr., $1,980° (ps); Town sedan, 
$1,970° (ps); 2-dr., $1,925*. °53 Crest 
(8) Country sedan, $970; Main (8) Ranch 
Wagon, $895. ‘52 Main (8) Ranch Wag- 
on, $635; Custom (8) conmv., $585*. °51 
Custom (8) 4-dr., $420*%; Custom (6) 
2-dr., $185. 

HUDSON—'55 Wasp sedan, $805*. 

MERCURY-—'56 Monterey Hardtop, $2,425*; 
4-dr., $2,275*. ‘54 Monterey Sun Valley, 
$1,475*. 

NASH—’'55 Ambassador 4-dr., $2,000* (ps). 

OLDSMOBILE—'55 (88) Holiday, $2,150*; 
4-dr., $1,940*. °53 (98) 4-dr., $1,050*. 
"52 (88) Super 4-dr., $815*; (98) 4-dr., 
$670". 

PACKARD—'55 Clipper 4-dr., $1,545* (ps). 

PLYMOUTH — ‘53 Cambridge Suburban, 
$795°. 

PONTIAC — '54 Star Chief 
$1,325°. 

STUDEBAKER — '52 Commander 2-dr., 
$305. ‘51 Commander Land Cruiser, $175. 

WILLYS—’52 station wagon, $610. 

MISCELLANEOUS — '56 Chevrolet %-ton 
pickup, $1,625. '55 Chevrolet %-ton pick- 
up, $1,410; Ford %-ton pickup, $775. '54 
Ford %-ton pickup, $770; Willys %-ton 
pickup, $960. ‘53 Ford ‘%-ton pickup, 
$590, $500; GMC %-ton pickup, $475. '52 
Ford %-ton- pickup, $465; GMC %-ton 
pickup, $420. ’51 Chevrolet %-ton pickup, 
$465; Ford %-ton pickup, $450. °'49 
Dodge %-ton pickup, $225; Studebaker 
%-ton pickup, $240. '48 Dodge ‘%-ton 
pickup, $225. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of June 5.) 
(Market off on ‘55 and °56 models. 
°SIls through °54s in good demand. We 
could have sold 100 more clean and sharp 
autos as demand in this area continues 
strong. Sold 93 cars out of 131 offerings.) 
BUICK—'55 Century 4-dr., $1,800. '54 Su- 
per Riviera, $1,325*. ‘53 Super conv., 
$890*; 4-dr., $905* (ps), $875*, $745°*. 
‘51 Super 2-dr., $420°; 4-dr., $335*; RM 
2-dr., $360°; 4-dr., $250*. 
CADILLAC—'55 (62) .coupe, $3,375*. °'53 
(62) 4-dr., $2,750* (ps). '52 (60) Special 
4-dr., $1,210* (ps), $1,160* (ps), $1,120* 
(ps). "51 (62) conv., $945*; (61) 4-dr., 
$675*; (75) 4-dr., $565*. ’50 club coupe, 
. 


CHEVROLET — ’'55 Two-ten (8) station 
wagon, $1,445*; 4-dr., $1,175, $1,150, 
$1,125: 2-dr., $1,140, $1,120, $1,100, $1,- 
075; One-fifty (6) 2-dr., $960. '54 Two- 
ten 4-dr., $835, $830, $825; 2-dr., $820, 
2 at $775, $760; One-fifty station wagon, 
$915; 4-dr., $670; 2-dr., $660, $645. '53 


(8) Catalina, 











$943* $915 


$880 §=— $873 


Oct. Dee 


. Jan. 
'48s dropped. 


Nev. 


Bel Air Sport coupe, $765; One-fifty 4- 
dr., $455. '52 SL Deluxe 4-dr., $200, $180. 
‘51 SL Deluxe station wagon, $350. ‘50 
FL Deluxe 2-dr., $235. '49 SL Deluxe 
4-dr., $120 
CHRYSLER—’'52 Windsor 4-dr., $435. 
Windsor 4-dr., $160. ‘49 NY 4-dr., $100. 
DeSOTO—'52 Deluxe 4-dr., $285. 
DODGE ‘53 Meadowbrook 4-dr., 
‘52 Coronet 4-dr., $370; 
$350. 
FORD 


$565*. 
Wayfarer 2-dr., 


"56 Fairlane (6) 4-dr., $1,680*. '54 


51) 
| MERCURY 


Auction Prices 


$873 $874 


Crest (8) conv., $1,295*; Custom (6) 4- 
dr., $850. "53 Custom (8) 2-dr., $700*; 
Main (6) 4-dr., $460; Delivery sedan, 
$340. ‘51 Custom (8) 2-dr., $375, $340; 
4-dr., $330. 

KAISER—'51 4-dr., $160. 

"53 Monterey 2-dr., 
Monterey 2-dr., $615*, $560 

NASH-——'51 Statesman 2-dr., $120. 

OLDSMOBILE—'52 (98) 4-dr., $685*, °51 
(88) 4-dr., $410*. '50 (88) 2-dr., $235”. 


"52 


$865". 





| PACKARD—'53 Clipper 4-dr., $585*; May- 
| fair 2-dr., $775°, 

PLYMOUTH—’55 Plaza (6) 4-dr., $1,025. 
‘54 Savoy 4-dr., $705; utility sédan, $545. 
‘53 Cambridge 2-dr., $310. ’51 Cranbrook 
Belvedere, $265. '49 Special Deluxe 4-dr., 
$170, $140; 2-dr., $145. ’47 Special De- 
luxe station wagon, $125. 

PONTIAC — '54 Star Chief (8) Catalina, 
$1,230*. '50 Silver Streak (6) 2-dr., $225. 
’49 Silver Streak (8) 4-dr., $240*. 

STUDEBAKER—'53 Champion 4-dr., $420. 
’51 Commander 4-dr., $225*, $205*. 

MISCELLANEOUS — '55 Chevrolet %-ton 
panel, $780. '54 Vedette 4-dr., *440. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Thursday. Prices are for sale of June 7.) 

(Market very active although consign- 
ment was low. Sold 78 cars out of 106 
offerings.) 

BUICK—’55 Century 2-dr., $2,455*; Spe- 
cial sedan, $2,520*, $2,495*. '55 Special 
2-dr., $1,925*, $1,750, $1,745, $1,640. °54 
Super 4-dr., $1,580*, $1,550*, $1,520", 
$1,485*, $1,450, $1,150. '53 Super 4-dr., 
$970*, $865*, $860*. ‘52 Super 2-dr., 
$555, $550. '51 RM 4-dr., $400*. '50 Su- 
per 4-dr., $250. ‘49 Super 2-dr., $140, 
$125, $100. 

CADILLAC—'56 (62) 2-dr., 
"52 (62) 2-dr., $1,200*. 

CHEVROLET—’56 Bel Air (8) 2-dr., 
345*, $2,285*. '55 Bel Air (8) 2-dr., $1,- 
325*, $1,315*, $1,220, $1,195, $1,065. '54 
Bel Air 2-dr., $500. '53 Bel Air 2-dr., 
$635*. '52 SL Deluxe 2-dr., $610*, $490, 
$280. 

CHRYSLER—’'52 Windsor 2-dr., 
Windsor 4-dr., $300*. 


$4,425* (ps). 


$2,- 


$540*. °51 





LEADING USED-CAR 


Rates: 


Frequency 
$3.50, 52-times. (minimum 


umns.) For Display 


CALIFORNIA 


WEST SACRAMENTO — Sacramento 
Auto Auct., 4304 W. Capitol Ave., 


Ph. HU. 1-4076 (Thurs. 12 noon). | 





COLORADO 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 

Francis R. Cassell 

Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorado Avte Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood end Dean Davis 
All cars paid for by our own check through 
the First National Bank of Englewood. 


DENVER AUTO AUCTION 
(Denver's Oldest Auto Auction) 


4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 


ILLINOIS — 
CHICAGO — Greater Chicago Auto 
Auction, 7750 S. Cicero (Thursday 
12 Noon). 





MICHIGAN 


Flint Auto Auction, Inc. 
3711 Western: Rd. Flint, 


Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 
Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 


GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half = west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Cot, W. E. "Bill" Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 


(maximum: three lines of 








DIRECTORY 


1 inch on 1 


type) —$5.00, 1-time: 
space, columa—maximum, 5-inches on 
‘meontact Want Ad De pt., Automotive News, Detroit 26, Mich. 2 


MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 


Conveniently located Y mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks. 


MISSOURI 


ST. LOUIS AUTO 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 - 


NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


Eve 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You. are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





Phone Dunkirk 3-0150 


NEW YORK 


| LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Rovte 20A Phone 5-9535 


CLEVELAND—Cleveland Auto Auc- 
tion, 4305 Euclid Ave. (rear), Tel. 
EN. 1-2100 (Every Tues. 1 p.m.). 


PENNSYLVANIA 


MANHEIM AUTO AUCTION, INC. 


im, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—10:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240/ 


TENNESSEE 


JOHNSON AUTO AUCTIONS 
HUNTSVILLE, ALABAMA Every Friday 
NO SALE—NO FEE 
FREE PLANE TICKETS for BUYERS 
(Buy 3 cars or more and we pay plane fare 
from your home town to Huntsville, Alabama) 
Insured Checks and Titles 
Lawrenceburg, Tenn. Every Tuesday 


| NASH 





Model Breakdown 
Of Auction Averages 


June, 1956 May, April, 
To Date 1956 1956 


$2,161 $2,164 $2,256 
1,582 1,573 1,620 
1,082 1,115 
740 157 
488 499 
336 329 
249 241 
181 177 


Model 


759 


Overall 


Average $ 860 $ 852 $ 874 


DeSOTO 
(ps). 
FORD — '56 Fairlane (8) 2-dr., $2,075*; 
Fairlane (6) 2-dr., $1,500; Main (8) 
Ranch Wagon, $1,825; sedan, $1,220, 
$1,050, $950. °54 Crest (8) Victoria, $1,- 
100*; station wagon, $825. 53 Crest (8) 
Victoria, $605*. ‘50 Custom (6) 2-dr., 

$160. '49 Deluxe (8) 2-dr., $175. 

HUDSON—’52 Wasp 2-dr., $195. 

KAISER—’'53 Manhattan 4-dr., $300. 

LINCOLN—’'55 Capri 2-dr., $1,960* (ps). 

MERCURY — '56 Monterey 2-dr., $2,240* 
(ps). '55 Monterey 2-dr., $1,765* (ps), 
$1,300. '52 Monterey 2-dr., $570. ‘49 2- 
dr., $120. 

—'54 Ambassador 2-dr., 
Statesman 2-dr., $625*. ‘51 
2-dr., $325, $300, $265, $125 

OLDSMOBILE—'55 (8S) Holiday, 
(ps). '54 (S8) Holiday, $1,640* (ps). ‘51 
(88) conv., $410*; 2-dr., $325. "50 (S88) 
2-dr., $350*, $175. °49 (S8) 2-dr., $155. 

PACKARD —’52 Clipper sedan, $435*. 

PLYMOUTH—'56 Belvedere (8S) 2-dr., $2,- 
185*. '55 Belvedere (8) 2-dr., $1,600*. ‘54 
Plaza 2-dr., $870. °53 Cranbrook 2-dr., 
$490. '52 Cranbrook 2-dr., $155. '51 Cam- 
bridge 2-dr., $240, $200. 

PONTIAC—'54 Star Chief (8) conv., §$1,- 
370*; Chieftain (6) 2-dr., $865. '53 Chief- 
tain (8) 2-dr., $675*, $500*. 52 Chieftain 
(8) 2-dr., $515*, $425. ‘51 Silver Streak 
(8) 2-dr., $525, $305. °49 2-dr., $140 

STUDEBAKER—’'56 Hawk 2-dr., $1,600*; 
Commander 2-dr., $1,150. ‘50 Champion 
2-dr., $150. 

MISCELLANEOUS 
up, $650. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 

Thursday. Prices are for sale of June 7.) 

(Prices very firm and demand excel- 

lent. Cars a little bit searce, Sold 113 

out of 131 offerings.) 

BUICK—’'54 Super 4-dr., $1,230* (ps); Spe- 
cial Riviera, $1,200*. ‘53 Super 4-dr., 
$1,080*; Special Riviera, $820*. ‘52 Super 
Riviera, $490*. "50 Special 4-dr., $300*. 
’49 Super 2-dr., $175. '48 RM 4-dr., $140. 
‘47 Special 4-dr., $150. 

CADILLAC—’56 (62) coupe, $4,225* 
55 (62) 4-dr., $3,130* (ps). ‘53 
4-dr., $1,400* (ps). 

CHEVROLET "56 Two-ten (8) station 
wagon, $2,255*. ‘54 Bel Air 2-dr., $875°*. 
"53 Bel Air 4-dr., $770; Two-ten 4-dr., 
$785*, $730. '52 SL Deluxe Bel Air, $630*. 
‘51 FL Deluxe 2-dr., $395; SL Deluxe 
4-dr., $350*, $315. ‘50 SL Deluxe conv., 
$520; Bel Air, $300*; 2-dr., $430; FL 
Deluxe 4-dr., $300; 2-dr., $240. ‘49 FL 
Deluxe 4-dr., $220. 

CHRYSLER—’'56 Windsor Newport, $2,950* 
(ps). ‘53 Windsor 2-dr., $735. ‘51 NY 
Hardtop, $480*. °49 4-dr., $165*. 

DeSOTO—’'54 station wagon, $1,540* 
’53  Powermaster club ‘coupe, $710 
Custom 4-dr., $215. 

DODGE—’55 Royal Lancer 2-dr., $1,600* 
(ps). '53 Coronet conv., $595. "52 Coronet 
4-dr., $480, $440; Meadowbrook 4-dr., 
$400*. ‘50 Coronet coupe, $180. ‘48 Cus- 
tom 4-dr., $115. 

FORD—'56 Fairlane (8) Victoria, $2,240*. 
55 Custom (8) 2-dr., $1,250, $1,225. ‘54 
Crest (8) Victoria, $1,255; 4-dr., $810; 
Custom (6) 2-dr., $850*. '53 Custom (8) 
2-dr., $685, $640*; Custom (6) 4-dr., 
$650. "52 Custom (8) 4-dr., $580*; club 
coupe, $560; Main (8) 2-dr., $385; De- 
livery sedan, $480. ‘51 Custom (8) Vic- 
toria, $450*; 4-dr., $380*, $285*; 2-dr., 
$410*; club coupe, $330; Custom (6) 2- 
dr., $280; Deluxe (8) 4-dr., $275; Deluxe 
(6) 2-dr., $210. '50 Custom (8) 2-dr., 
$300*, $150; Deluxe (8) 2-dr., $200, $195, 
$145, $135. '49 Custom (8) club coupe, 
$140. 

LINCOLN — 
$375*. 

MERCURY 
$215*. 

NASH.— '53 Statesman 4-dr., $485*. °52 
Rambler station wagon, $395; Statesman 
2-dr., $150*. ’51 Ambassador 4-dr., $135*. 

OLDSMOBILE—’'56 (88) Holiday, $2,530°*. 
'53 (98) 4-dr., $1,150*; (88) Super Holi- 
day, $1,110*. ’52 (98) 4-dr., $625*. ‘50 
(88) 4-dr., $250*. °49 (88) Super 4-dr., 
$220*. 

PACKARD—’52 2-dr., $425*. 

PLYMOUTH—’'55 Belvedere (8) conv., $1,- 
680*; Plaza (6) 4-dr., $1,040. '53 Cam- 
bridge station wagon, $760; Cranbrook 
4-dr., $690. ‘47 Special Deluxe coupe, 
$130; 4-dr., $110. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,- 
090*. '51 Silver Streak (8) 4-dr., $340*. 

STUDEBAKER—'50 Champion 4-dr., $110. 

MISCELLANEOUS — '55 Chevrolet %-ton 
pickup, $935; Ford %-ton pickup, $940. 
’54 Ford %-ton pickup, $805. '53 Chevro- 
let %-ton pickup, $660; GMC %-ton 
pickup, $695. ‘52 bages | %-ton panel, 
$210 ’50 Ford %-ton pickup, $390, $365. 
’49 International %-ton panel, $150; 
Chevrolet %-ton pickup, $385. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of June 6.) 

(Western buyers prominent at our sale 
every week. Sold 152 cars out of 184 con- 
signments. 

BUICK — '56 RM Riviera, $2,800* (ps); 
Super Riviera, $2,640* (ps); Special 2- 
dr., $2,175. '55 Super Riviera, $2,120* 
(ps); 4-dr., $2,010* (ps); Century Rivi- 
era, $2,020* (ps). ‘54 Super Riviera, 
$1,465*; 4-dr., $1,395*; Special 4-dr., 
$1,315*. °53 Super Riviera, $975*. ‘52 
Special 2-dr., $625. "51 RM 4-dr., $410*. 

CADILLAC—'56 (62) sedan de Ville, $4,- 
600* (ps); coupe, $4,210* (ps). ’55 (62) 
coupe de Ville, $3,675* (ps); coupe, $3,- 
360* (ps); sedan, .$3,190* (ps). '54 (62) 
coupe, $2,740* (ps); sedan, $2,550* (ps), 


(Continued on Page 71, Col. 1) 


~'55 Fire Dome (8) 4-dr., $1,750* 


$965. ‘53 
Statesman 


$1,925* 


53 GMC *%-ton pick- 


(ps). 
(62) 


(ps). 
50 


’52 conv., $480*. ‘51 4-dr., 


$240. °49 4-dr., 


50 2-dr., 
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$2,240* 
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(ps) 51 
"5O (S88) 
, $155. 
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excel- 
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"49 FL 
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"51 NY 
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10. ‘50 


$1,600* 
Coronet 
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is Cus- 
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$810; 
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4-dr., 
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5; De- 
8) Vic- 
2-dr., 
(6) 2- 
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), $195, 
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$135°. 
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| Monterey 4-dr., 


(Continued from Page 70) 


$2,545° '53 (62) $1,645° 


(ps). °50 (61) 4-dr., $665°. 


(ps). sedan, 


CHEVROLET—'56 Bel Air (8) Sport coupe, | 


$2,100; 4-dr., $2,090*, $2,070°; Two-ten 
(8) 4-dr., $2,030*. '55 Bel Air (8) Sport 
coupe, $1,610*%; Two-ten (6) 2-dr., §$1,- 
260°, $1,250°, $1,205, $1,140, 2 at $1,125; 


4-dr., $1,250*°, $1,195, $1,175, 4 at §$1,- 
150, $1,145, $1,135. ‘54 Two-ten 2-dr., 
$815; 4-dr., $775. '53 Bel Air Hardtop, 


$865; conv., $880, $865; 4-dr., $815, $700; 
Two-ten station wagon, $1,040; 2-dr., 
$635; One-fifty 2-dr., $730. '52 SL ae 
"51 


2-dr., $485; FL Deluxe 2-dr., $445. 
SL Deluxe 2-dr., $390*, $360; Bel Air, 
$430. 


CHRYSLER—'55 Windsor sedan, $2,020*. 


'53 Windsor 4-dr., $850*. ‘52 Windsor 
4-dr., $630°, $505° (ps). '49 NY 4-dr., 
$105° 


DeSOTO—'53 Fire Dome (8) 4-dr., $725* 
(ps); coupe, $700* (ps). '52 Fire Dome 
(8) 2-dr., $550° (ps). 

DODGE—’' 54 Coronet 2-dr., $885. '53 Coro- 
net (8) 4-dr., $675, $660*. '52 Wayfarer 
2-dr., $295; Coronet 4-dr., $435°. 

FORD — '56 Fairlane (8) conv., : 
Victoria, $2,140°; 2-dr., $1,945°; 4-dr., 
$1,995* (ps). '55 Country sedan, $1,715°; 
Fairlane (8) conv., $1,700*; 4-dr., $1,- 
520°, $1,460*, $1,440*; Custom (8) 4-dr., 
$1,295*. ‘53 Crest (8) Victoria, $845°; 


CHRYSLER — '56 Windsor 4-dr., 


DeSOTO—'56 Fireflite Sports coupe, 


LINCOLN — '56 Premiere coupe, 





Custom (8) 2-dr., $700; Main (6) 2-dr., | 
$480. ‘52 Crest (8) Victoria, $700*. ‘51 
Custom (8) conv., $450; 4-dr., $360*. '50| 
Custom (8) 2-dr., $245. 
LINCOLN—’50 Capri 2-dr., $500°. 
MERCURY—’56 Monterey 4-dr., 
Custom Hardtop, $2,200%, $2,040°. ‘55 
Monterey Hardtop, $1,945*; 4-dr., $1,- 
755*, $1,585*, $1,480°. '54 Monterey 4-dr., 
$1,290" (ps); Hardtop, $1,230*; Custom) 
Hardtop, $1,245*. 53 Custom 4-dr., $795°. | 
’49 coupe, $175°. 
NASH—'55 Ambassador 4-dr., $1,800*. '53) 
(600) 2-dr., $530. 
OLDSMOBILE—'56 (88) Super 4-dr., $2,-| 
695* (ps), $2,600°, $2,550° (ps), $2,550°. 
'55 (88) 4-dr., $2,285*; Super 4-dr., $1,- 


$2,320°; 


800; 2-dr., $1,780°; (98) 4-dr., $2,100° 
(ps), 2 at $1,700° (ps). "54 (88) Super 
4-dr., $1,665° (ps), $1,560° (ps). °53/ 
(88) Super 4-dr., $1,160° (ps). ‘51 (98) | 
Holiday, $390°. ‘50 (88) 4-dr., $415°. 
PACKARD—’'50 4-dr., $130°. | 
PLYMOUTH — '55 Belvedere (8) station | 


wagon, $1,700° (ps); Plaza (8) Suburban, 
$1,405°. 54 Plaza 2-dr., $760. '53 Cran- | 
brook 4-dr., $660°; Cambridge 2-dr., $525. 
"50 Special Deluxe 4-dr., $155. 
PONTIAC—’55 Chieftain (8) Catalina, $1,- 


695°, $1,555°; 2-dr., $1,350°. '54 Chief- 
tain (8) 4-dr., $1,090*°. ‘53 Chieftain (8) 
4-dr., $860°, §850°, $840. ‘51 Silver 


Streak (8) 2-dr., $410°, $285. | 
STUDEBAKER—'54 Champion 4-dr., $665. 
‘650 Champion 4-dr., $130. | 
WILLYS—'54 Lark 4-dr., $600°. | 
MISCELLANEOUS — '55 Chevrolet %-ton 
pickup, $1,125*. ‘54 Chevrolet %-ton| 
pickup, $785; Ford 2-ton truck, $650. '53) 
Dodge 2-ton truck, $485. ‘52 Chevrolet | 


%-ton pickup, $515. ‘51 Willys %-ton 
pickup, $300. 
FARGO, N. D. 


(Tri-State Auction Co, Sale every Thurs-| 
day. Prices are for sale of June 7.) 
(Weather and sale, both hot. A high 
percentage, 74 out of 108, sold.) 
BUICK—'55 Super conv., $2,200° (ps). ‘54 
Super 4-dr., $1,395° (ps). "53 Super 4-dr., 
$740° (ps). ‘52 Super 4-dr., $510°. ‘51 
Special Riviera, $390°. ‘49 Special 2-dr., 
$155. 
CADILLAC—'50 (61) 4-dr., $740°. 
CHEVROLET—'55 Bel Air (8) station wag- 
on, $1,790°; 4-dr., $1,475*, $1,470; Two-| 
ten (8) Delray coupe, $1,325*, $1,305°; 4- 
dr., $1,200; 2-dr., $1,225, $1,200, $1,095; 
One-fifty 4-dr., $945. ‘54 Two-ten 4-dr., 
$870, $850°, $735; One-fifty 2-dr., 
'53 Bel Air 2-dr., $775*; 4-dr., 
Two-ten 2-dr., $700, $575; 4-dr., . 
$700, $690. '52 SL Deluxe Bel Air, $740, 
$625°; 2-dr., $575. ‘50 SL Deluxe 4-dr., 
$225. ‘49 SL Deluxe 4-dr., $130. 


DeSOTO—'51 Deluxe 4-dr., $315*. ‘50 De- 
luxe club coupe, $140. 

DODGE—’51 Coronet 4-dr., $300. 

FORD — ‘55 Fairlane (8S) 2-dr., $1,545°| 
(ps); Custom (6). 2-dr., $1,275; 4-dr., 


$1,270. ‘54 Custom (8) 2-dr., $920; Main) 
(6) 2-dr., $765. '53 Custom (8) station) 
wagon, $850. ‘52 Crest (8) Victoria, 
$620*; Main (8) 4-dr., $590. ‘51 Custom 
(6) 4-dr., $355; Deluxe (8) 2-dr., $320. 
"50 Custom (8) sedan, $425; Deluxe (8) 
2-dr., $300; 4-dr., §250; Deluxe (6) 
coupe, $120. "49 Custom (6) 2-dr., $165; 
4-dr., $100. 

MERCURY—’S51 2-dr., $460. 

OLDSMOBILE—’53 (98) 4-dr., $730° (ps). 

PLYMOUTH—'55 Savoy (8) 4-dr., $1,220; 
Plaza (6) 2-dr., $960. '54 Savoy 4-dr., 
$800*. °53 Cranbrook 4-dr., $510°; 2-dr., 
$515. ‘52 Cranbrook club coupe, $350. 
‘S51 Cranbrook 4-dr., $315; Cambridge 
4-dr., $250. 

PONTIAC—'55 Chieftain (8) Catalina, $1,- 
675°; 4-dr., $1,575°; 2-dr., $1,225. ‘53 
Chieftain (8) 4-dr., $750°. '52 Chieftain 
(8) Catalina, $565*. ‘50 Silver Streak 
(6) 2-dr., $150. 

STUDEBAKER — 


$400. 

MISCELLANEOUS — '53 Chevrolet %-ton 
pickup, $870; Dodge 2-ton truck, $725. 
’50 Ford %-ton pickup, $410. '48 Dodge 
%-ton pickup, $300. ‘46 Dodge 1i-ton 
pickup, $325. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of June 4.) 
(Sold 270 cars out of 320 offerings.) 
BUICK—'56 Super Riviera, $3,000° 
Special Riviera, $2,675°, $2,525°; 
tury Riviera, 2 at $2,665* (ps). '55 Cen- 
tury station wagon, §2,450° (ps); 
era, $2,150* (ps), $2,040*; Super Riviera, 
$2,260* (ps); RM coupe, $2,235° (ps). 
"54 Century station wagon, $1,885° (ps); 
Super Riviera, §1,510° (ps). 
CADILLAC—'56 Eldorado SeVille, $5,470* 
(ps), $4,755° (ps), $4,650* (ps); (62) 
coupe de Ville, $4,470° (ps). ‘55 (62) 
conv., $3,550° (ps), $3,500* (ps). ‘54 
Eldorado conv., §3,400* (ps); (60) Spe- 
cial 4-dr., $2,905° (ps); (62) 4-dr., §2,- 
795° (ps), $2,630* (ps). 
CHEVROLET—'56 Bel Air (8) 4-dr., §$2,- 
325°; Sport coupe, 2 at $2,250*; Two-ten 
(8) 4-dr., $2,325°, $2,295, §2,265°, §$2,- 
150°, $1,880. '55 Bel Air (8) Sport coupe; 
$1,800*, $1,735, $1,675; Two-ten Handy- 


’52 Commander 4-dr., 





MERCURY—’'56 Montclair coupe, 


man, 2 at $1,690; One-fifty Business 
coupe, $1,330" (ps). ‘54 Bel Air 2-dr., 
$1,225*, $1,050*, $1,035*; Two-ten 4-dr., 
$975*, $913, $840. '53 Bel Air Sport coupe, 
$965. '52 FL Deluxe 2-dr., $380. '50 SL 
Deluxe 2-dr., $190. '40 ambulance, $150. 


(ps). '55 NY 4-dr., $2,210* (ps). '54 NY 
4-dr., $1,550* (ps). '53 NY 4-dr., $950* 
(ps). | 
$2,- 
980° (ps). '55 Fire Dome (8) Hardtop, 
$1,805* (ps). '54 Fire Dome (8) 4-dr., 
$945*. °53 Fire Dome (8) 4-dr., $890* 
(ps). '52 station wagon, $885*. 


DODGE—'55 Royal (8) 4-dr., $1,665*. ‘54 | 


Royal (8) 4-dr., $1,000*, $735. | 


FORD—’'56 Thunderbird, $3,255* (ps), $3,- 
175, $2,745* (ps), $2,575* (ps); Fairlane | WILLYS—'56 station wagon, 


(8) 
conv., 


Victoria, $2,510° 
$2,110°; 


(ps), 2 at $2,385; 
Country sedan, $2,460*, | 
$2,315*, $2,200, $2,180*. ‘55 Country 
Squire, $1,950, $1,800*; Fairlane (8) 
conv., $1,825*, $1,750*; Victoria, $1,710, 
$1,675*, $1,650, $1,620*; Main (6) 2-dr., 
$1,090. "54 Main (8) Ranch Wagon, §1,-| 
450° (ps). °53 Crest (8) Victoria, $935. 





HUDSON—'55 Wasp (6) Hardtop, $1,525*. 


‘53 Hornet (6) 4-dr., $775*; Jet (6) 4- 
dr., $455. '52 Wasp (6) coupe, $325. | 
$4,100° 
$3,550*° (ps); Capri coupe, $3,400* 
‘55 Capri 4-dr., $2,295* (ps). 

$2,380, | 
"55 


(ps), 
(ps). 


$2,350*; Custom Sport coupe, $2,280. 


$1,725* 


(ps); Custom 


2-dr., $1,545*. '54 Custom station wagon, 


$1,560*; Monterey Sport 


'53 Monterey 4-dr., $980". 
NASH—'55 Ambassador 4-dr. 


| Ambassador 4-dr., $695. 
<. $380. '51 Rambler 





(ps); 
425°. 


(88) 
"55 


Holiday, $2, 
(98) Holiday, 


(ps); 2-dr., $1,685°. '54 ( 
$1,875* (ps), $1,575*. 
2-dr., $1,405* (ps). 


$600. 
OLDSMOBILE—'56 (98) Holiday, $2,950* 


$2,375* (ps); (88) Super Holiday, $1,925* 
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coupe, $1,200. 


'52 Ambassador 
station wagon, | 





750° (ps), 
$2,500* 


$2,- 
(ps), | 


88) Super 4-dr., 
(88) Super 





PACKARD—’56 Clipper 4-dr., $2,900* (ps). | 


$2.680° | PLYMOUTH—"'55 Belvedere 


(8) conv., $1,-/ 


785*; Sport coupe, $1,490*; Belvedere (6) 


Suburban, $1,750; Savoy 


(8) 4-dr., $1,- 


275* (ps); Plaza (6) 4-dr., $1,200, $975. | 


‘54 Plaza (6) 2-dr., $745. 


4-dr., $275. 
PONTIAC—'55 Star Chief 
900* (ps), $1,795* (ps), 
tain (8) 4-dr., 


wagon, 
$1,110* 


$1,300°; 
(ps). 


station wagon, $1,100. 


MISCELLANEOUS—’56 Willys %-ton pick- | FORD—’56 Country sedan, 


up, $1,675. '55 GMC 
305*; International 

54 GMC ¥%-ton pickup, 
%-ton pickup, $780. ‘52 

ton cab and chassis, $485. 
pickup, $250. 


PORTLAND, 


'52 Cambridge | 


(8) 4-dr., $1,- | 
$1,685"; Chief- 


$1,680*, $1,585", $1,530*; | ; 
2-dr., $1,190. ’54 Chieftain (8) station | DeSOTO—'54 Fire Dome (8) 4-dr., $1,210* | 
Star Chief 
*53 Chieftain 
$805, $665. '52 Chieftain (8) 4-dr., $510 


(8) 
(8) 


4-dr., | 
4-dr., 
. | 


$1,365. 


%-ton pickup, $1,-| 
%-ton pickup, $795. | 


$775*; Dodge | 
International 2- | 
’49 GMC %-ton 


ORE. 


(Portland Auto Auction. Sale every Tues- 


day. Prices are for sale of 
(Cars are scarce; 


June 5.) 


market very firm, 


Sold 167 cars out of 254 offerings.) 


BUICK—’54 Super coupe, 


$1,860* (ps); | 


There’s extra profit 


in this picture 
—DO YOU SEE IT? 


Are you missing a chance to get extra 
profits now when car selling is more com- 


petitive than ever? 


Sell Motorola Car Radios. They’re 
custom designed to fit and match the 
instrument panel of most cars. They’re 
the best known, the best sellers. Sales 
are 30% ahead of last year’s... and will 


grow even bigger this year. 


Motorola has just brought out a fine 
new car radio line for ’56. These new sets 
have the famous patented VOLUMATIC 
circuit that lets Motorola sets play even 
under bridges and among tall buildings. 


$1,650°. ‘53 | CADILLAC—'55 (62) coupe de Ville, $3,- 


| CHEVROLET—'56 Bel Air (8) coupe, $2,- 
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club coupe, $510, $500*; station wagon, 
$490"; Custom (6) sedan, $280, '50 Cus- 
tom (8) 2-dr., $275. '49 Custom (8) 4-dr., 
$290*, $250, $220, $175; Custam (6) 
scedan, $155*. 

HUDSON—'51 Hornet club coupe, $275. 

KAISER—'52 4-dr., $610*. 

oo . Cosmopolitan coupe, §$1,- 
10°, 

MERCURY—'55 Monterey coupe, $1,900*. 
’54 Monterey coupe, $1,595", $1,420°. ‘53 
Monterey 4-dr., $790*, '51 4-dr., $480*. 
‘50 club coupe, $435*. 

NASH—’52 Rambler coupe, $410* '51 Ram- 
bler station wagon, $465. 


Special 4-dr., §$1,265*. ‘51 RM 4-dr., 
$580*. '50 Super 4-dr., $310, $290*; RM 
2-dr., $230*. '49 Super 2-dr., $325*, $170°*; 
RM 4-dr., $225*; conv., $200°. 


255* (ps). ‘51 
(62) conv., $820; 4-dr., 


(62) 4-dr., $1,100*. ‘50 
$770". 

265*; Bel Air (6) 2-dr., $1,905*. ‘55 No- 
mad station wagon, $2,070*; conv., $2,- 
005*; Bel Air 4-dr., $1,775*, $1,750"; Bel 
Air (6) sedan, $1,600*; Two-ten (8) 4-dr., 
$1,420, $1,405, $1,395; Two-ten (6) sta- 
tion wagon, $1,600*°; 2-dr., $1,340; One- 
fifty (8) sedan, $1,115. '54 Bel Air coupe, 


$1,380*; 2-dr., $1,035; Two-ten sedan, | oLDs c—’ ° 
$975. "53 Bel Air ‘coupe, $1,105%; 4-dr.,| "loge (pa), $1,505" acde gL, DoUe (aa, 
$775*. ‘52 SL Deluxe 2-dr., $675*. ‘51 ‘54 (88) Super 4-dr., $1.370*. ‘53 (98) 
SL Deluxe 4-dr., $450; 2-dr., $390*. '50| conv., $1,270°; 4-dr.” $1,240* (ps), $1,- 
FL Deluxe 4-dr., $360; SL Deluxe sedan, 100"; coupe, $1,115* (ps); (88) Super 
$315. °49 SL Deluxe 2-dr., $190. 2-ar.. $1,165. °50 (88) 2-dr. $530°; 4- 

CHRYSLER—'54 NY coupe, $1,170*. '52| dr., $360", $310*. '49 (88) 4-dr., $355, 
Saratoga 4-dr,, $§795*. ‘51 NY 4-dr., $235* 


$405*. 





dr., $600*. '49 4-dr., $115*. 


(ps); Custom (6) 4-dr., $1,140*. '53 Fire | PLYMOUTH—'56 Belvedere (8) coupe, $2,- 





Dome (8) club coupe, $750* (ps). ’51 245*; Plaza (8) sedan, $1,885"; Plaza 

: Custom 2-dr., $365°*. | (6) 4-dr., $1,550. '55 Savoy (6) 4-dr., $1,- 
‘55 | DODGE—'51 Meadowbrook 4-dr., $350*; 190; Plaza (6) sedan, $1,130; 2-dr., $1,- 
Wayfarer 2-dr., $300, ‘49 2-dr., $255. 105. '54 Savoy 4-dr., $780. '53 Cranbrook 
$2,055: Main as ere y poe a. = Sub- 

e ve = urban, test ranbroo elvedere, 

(8) Ranch Wagon, $2,125* (ps); Fairlane $470; 4-dr., $350. '50 Special Deluxe 4- 





(8) Victoria, $2,100*; Custom (8) 2-dr., 
$1,925*. '55 Fairlane (8) Victoria, $1,930*, 
$1,890*, $1,750*; Custom (8) 2-dr., §$1,- 
480°; 4-dr., $1,130; Main (8) Ranch 
Wagon, $1,700*. '54 Main (8) Ranch| 
Wagon, $1,375*; sedan, $1,195; Custom | 


dr., $340, $210. 

PONTIAC—'55 Star Chief (8) Catalina, 
$1,930; Chieftain (8) station wagon, $1,- 
750. '54 Chieftain (6) 2-dr., $980. ’53 
Chieftain (8) 4-dr., $840*; conv., $780*. 
‘52 Chieftain (8) Catafina, $630*, $625*. 





(8) 4-dr., $1,165*, $975*, $930. '53 Main; ‘51 Silver Streak (8) 4dr., $430*°. '50 
(8) Ranch Wagon, $1,005; 2-dr., $650°, | Silver Streak (6) 2-dr., $155. ‘49 club 
$610*, $580; Custom (8) 4-dr. 805*;| coupe, $120. 

2-dr., steo-, $750*. '52 Crest (8) a, | STUDEBAKER — '55 Commander station 
$620*; Main (8) 4-dr., 2 at $515, '51| Wagon, $1,495*. °51 Commander Land 


Custom (8) conv., $630*; Victoria, $560; | (Continued on Page 72, Col. 1) 








deep profit margins give you room to 
make the best possible deal. 


Installation charges give you still more 


profit margin. Even your greenest 
helper can install Motorola Car Radios 
in just a few minutes’ time. Remember, 
they’re designed to custom-fit instru- 
ment panels of most cars without cutting 


or drilling. 


They retail from $39.95 to $99.95. And 


Name 
Fi 
Street. 


MOTOROLA 


Motorola, Inc., Dept. AN-6, , 4545 W. Auguste Bivd., Chicago 51, Ill. 


Attn.: Car Radio Department 
Please give me all facts about the Motorola Car Radio business. 
Thank you. 











Don’t you owe it to yourself to get the 
facts about the plus-profit Motorola car 
radio business? Just send us this coupon. 
You'll get full information promptly. No 
obligation. 


World's Largest Exclusive Electronics Manufacturer 
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Custom (8) 2-dr., $985, $970. '52 Main 
(8) 4-dr., $500*. °51 Custom (8) 4-dr., 
e e $455", $380. 
LINCOLN — '56 Capri Hardtop, $3,825* 
sed-Car Auction Prices {23ers cast? sits. 
MERCURY—’55 Montclair 4-dr., $2,165; 
Custom 4-dr., $1,725*. °54 Monterey 
Hardtop, $1,495*; 4-dr., $1,160*. °53 
s Custom 4-dr., $920; 2-dr., $900*. °'52 
(Continued from Page 71) Custom Hardtop, $745; Monterey Hard- 
. s 8, ee 
Cruiser, $375*. "49 Commander 4-dr.,, coupe, $1,605. '54 Belvedere 4-dr., $1,050.| {08 $8850. , 5) Montessy coupe, $585 
$100°. | '52 Cranbrook Belvedere, $325. Nheth/06 mhtion wagon, 81,470 
WILLYS—'56 Jeep, $1,890. PONTIAC—’55 Chieftain (8) 4-dr., $1,335. | a ‘i gon, ; e 
MISCELLANEOUS — '53 Chevrolet %-ton| 54 Star Chief (8) conv., $1,365* (ps); |OLDSMOBILE—’56 (98) Holiday, $2,870. 
pickup, $770; Ford %-ton pickup, $750. Chieftain (8) 4-dr., $1,065*, $835. '53 55 (88) Super. Holiday, $2,225*; 4-dr., 
'52 Chevrolet %-ton pickup, $600, $555.| Chieftain (8) Catalina, $960* (ps); 4-| $1,890*, $1,870*; Deluxe 4-dr., $1,720°. 
| dr., $790; Chieftain (6) 2-dr., $595. "52| (4 (48) Super 4-dr., $1,525°; Deluxe 
~ | Chieftain (8) 4-dr., $530. ‘51 Silver een ota — 
JENISON, MICH. | Streak (8) conv., $305*, '50 Silver Streak | PACKARD—~’51 (200) 4-dr., $235*. 
(8) 4-dr., $265*. ’48 Torpedo (6) 4-dr., PLYMOUTH — '53 Cranbrook Suburban, 
(Grand Rapids Auto Auction, Sale every $190 $760; sedan, $530; club coupe, $470. ’52 


Tuesday. Prices are for sale of June 5.) 


Cranbrook 4-dr., $380. ’'50, Special Deluxe 
(Market very strong on all clean units. 


MISCELLANEOUS — ’55 C 1 
sero yy cerns sedan, $245. '48'4-dr., $100. 


pickup, $1,057, $925. ’54 Chevrolet %-ton 


¥, -ton 


Bidding active throughout entire sale. : -” . PONTIAC—’'55 Chieftain (8) conv $1,- 

| pickup, $660, $625. ’53 Chevrolet %-ton a a ae ; - ; 

BUICK. "56 Century, conv. $2,800- (ps).| Pickup $600. 2dr. ga1s*" sa. aL aes: 
JK—’? 9 , . -dr., $375*, $345 

’55 RM conv., $2,200* (ps); Special Rivi- | | STUDEBAKER—’55 Commander 4-dr., $1,- 


era, $2,015*, $1,840*; Super Riviera, $1,- 


235*. 


OMAHA 


980* (ps). °54 Century Riviera, $1,460*, | | WILLYS—’'48 station wagon, $165*, $145. 
$1,450*; Special 4-dr., $1,420*%; Super (Richard Abel Auto Auction. Sale every | MISCELLANEOUS—’54 Volkswagen 2-dr., 


Riviera, $1,360*. '53 Special 4-dr., $800*,| Thursday. Prices are for sale of June 7.) $940. '50 Studebaker %-ton pickup, $275. 





$735*. ‘51 Super Riviera, $500*. (Prices and crowd good with several | 49 International %-ton panel, $215. "47 | 
CADILLAC—'55 (62) 4-dr., $2,835* (ps).| new buyers in attendance.) | Chevrolet %-ton pickup, $155. '46 Ford 

54 (62) coupe de Ville, $2,985* (ps);| BUICK—’55 Century Riviera, $2,100* (ps) ; %-ton panel, $200. 

4-dr., 2,325* (ps). ‘51 (62) coupe de} 4-dr., $1,965* (ps); Special 2-dr., $1,565. | 

Ville, $725*. '49 (62) conv., $580*. ’54 Super 4-dr., $1,520* (ps); Special 4- . 
CHEVROLET—'56 Two-ten (8) 4-dr., $1,-| dr., $1,280. ‘53 Super Riviera, $920*, | ALBANY 

825* (ps), $1,665. '55 Bel Air (8) conv.,| $845*. ‘52 Special 4-dr., $610*; Riviera, ~™ as F . | 

$1,710° (ps); Two-ten (8) Delray, $1,.| §565*. ’51 Special Riviera, $445, °50 Su-| some Anspach Auto Auction. Sale every 

ae ° Md 5 Monday. Prices are for sale of June 4.) 

385*; 4-dr., $1,325*, $1,175, $1,085; Bel| per conv., $295. '49 Super conv., $205. (The market here today swung slightly 

Air (6) 2-dr., $1,285. '54 Bel Air conv.,| CADILLAC—'56 Eldorado conv., $5,515* yuaed. oh G6 Glenn. fenéy-to-ccll unite 

$1,300* club ‘coupe, $1,200, $1,155*; 4-| (ps); (62) coupe, $4,080* (ps). ’55 (62) penne ge eg en ; 

dr., $975; Two-ten Delray coupe, $865;| coupe, $3,265* (ps), $2,855* (ps). ’52| Tesardless of year or make. Guyers in 


large groups attended, accounting for the 
fast auction and high percentage sold. 
Sold 154 cars out of 199 offerings.) 


sedan, $730. '53 Two-ten station wagon,| (62) 4-dr., $1,185*. '49 (62) 4-dr., $525*. | 
$875; 4-dr., $700, $695, $580, $560; Bel| CHEVROLET—’56 Bel Air (8) station wag- 
coupe, $430, $425, $390, $365. '51 SL De-| on, $2,200*; 4-dr., $1,695; Two-ten 2-dr., 


mC ‘se gS $< Priv . 2 
coupe, $430, $425, 390, 365. '51 SL De-| $1/570. '55' Bel Air (8) 4-dr., $1,670*, | BUICK—'55 Special foe an bate » $1- 
luxe Bel Air, $500*; FL Deluxe 2-dr.,| $1,455; 2-dr., $1,605*; Bel Air (6) 4-dr.,; 800°. '54 Super Riviera, $1,450" (ps), 
$265. '49 FL Deluxe 2-dr., $250. $1,525*; Two-ten (8) °2-dr., $1,265°, $1,-| $1,420° (ps), $1.410°; Special Riviera, 

CHRYSLER—'55 NY club ‘coupe, $2,135*| 220; Two-ten (6) 4-dr., $1,095, ‘54 Bel| $1,260. °53 RM Riviera. $925" (ps); 4- 
(ps). '54 Windsor sedan, $840*, 53 Wind-| Air 4-dr., $1,255, $1,200; 2-dr., $1,180*| (T-, $985" (ps), $850" (ps); Super 
sor 4-dr., $710*. (ps); Two-ten Delray, $995; 4-dr., $805; a [ho 4 dr vgnhe; Special ae 

DODGE—'56 Royal Lancer, $2,025*. '53 One-fifty 2-dr., $670. '53 Two-ten 2-dr., $350: Ode. $320. 50 Super a. $260°. 


Coronet (8) 4-dr., $510. $765, $745; One-fifty 2-dr., $635. °52 SL 











FORD—’'56 Custom (6) station wagon, §$1,- Deluxe Sport sedan, $600. '51 SL Deluxe _2-dr., $220°; Special 4-cir., $165. 
770. ’55 Custom (8) 2-dr., $1,150*. '54| club coupe, $415; 4-dr., $400*, $310; SL | CADILLAC—"55 (62) coupe, $3,125" (ps) 
Custom (8) 2-dr., $790; Main (6) 2-dr.,| Special 2-dr., $350. '50 SL Deluxe 2-dr., 54 (62) 4-dr., $2,500" (ps). “52 (62) 
$695. '53 Custom (8) club coupe, $850; $425; 4-dr., $225. '49 4-dr., $245; coupe, coupe, $1,315 (ps). ‘51 ‘ 62) 4-dr., $1,- 
2-dr., $765, $655*. °51 Custom (8) 2-| $150. ’48 FL Aerosedan, $125. 160%. °50 (61) coupe, S660°. — a 
dr., $260. "50 Custom (8) 2-dr., $240;| CHRYSLER—'53 Windsor Newport, $840* | CHEVROLET—'56 Bel Air (8) 2-dr., $2,- 
Custom (6) sedan, $200, $150. '49 Custom | (ps). 52 4-dr., $425*. 185*; 4-dr., $2,075 . 55 Bel Air (8) 
(8) 4-dr., $130. DeSOTO—'51 4-dr., $325*. 2-dr., $1,750". 54 One-fifty station 
MERCURY — ‘54 conv., $1,425*; club| DODGE—’56 Royal 4-dr., $2,275* (ps). '55 wagon, $930; 4-dr., $730; Two-ten 2- 
coupe, $1,285*- 4-dr., $1,250; 2-dr., $980,| Custom Royal 4-dr., $1,955* (ps); Coro- dr., $790*. °53 Bel Air 4-dr., $720*; 
$700. net 4-dr., $1,220*. ‘51 Coronet 4-dr., Two-ten 2-dr., S680, $650; One-fifty 4- 
OLDSMOBILE—'55 (98) Holiday, $2,265* $275. dr., $555, $400, $380, $370. '52 SL De- 
(ps); 4-dr., $2,125* (ps); (88) Holiday, | FORD—’56 Thunderbird, $3,080*; Fairlane luxe 4-dr., $600. '51 SL Deluxe Bel Air, 
$2,045* (ps); Super 4-dr., 2 at $1,850*. (8) Victoria, $2,300*; Custom (8) 4-dr., $520*; 4-dr., $490; 2-dr., $400. "50 SL 
"54 (88) Holiday, $1,680*; 4-dr., $1,415*, $1,855*; 2-dr., $1,675. ‘55 Fairlane (8) Deluxe station wagon, $290; SL Special 
$1,335*. "53 (98) 4-dr., $1,110* (ps). "51 Crown Victoria, $1,800*, $1,725*; 4-dr., coupe, $350; 2-dr., $305. '49 SL Deluxe 
(98) 4-dr., $490*; (88) 4-dr., $450*. '50 $1,630*; 2-dr., $1,550*; Custom (8) 2-dr., 4-dr., $220; SL Special 2-dr., $190. 
(98) 4-dr., $265*. °49 (88) 4-dr., $175*. $1,365*, $1,110*; 4-dr., $1,220, $1,195. | CHRYSLER—’53 NY 4-dr., $445*; Windsor 
PLYMOUTH — ‘55 Belvedere (8) Sport "54 Crest (8) Victoria, $1,305*, $1,250*; 4-dr., $620*, "52 Windsor Newport, $485*. 
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COMMERCIAL MUSEUM PHILADELPHIA 
November 10 to 17, 1956 


FOR FULL 
EXHIBIT 
DETAILS ... 





1956 


DeSOTO—’53 Fire Dome (8) 4-dr., $690. 
’52 Custom club coupe, $400, '49 Custom 
conv., $120*, 

DODGE—’53 Meadowbrook 4-dr., $650; 2- 
dr., $550*, $480; station wagon, $540. 
’51 Coronet coupe, $385; 4-dr., $350, 
$290; Meadowbrook Business coupe, $180. 

FORD—’56 Fairlane (8) Victoria, $2,260* 
(ps); 2-dr., $1,650. °55 Fairlane (8) 
conv.,+ $1,700*, $1,650*, Country sedan, 
$1,410; 2-dr., $1,485*; Custom (8) 2-dr., 
$1,195*. °54 Main (6) Ranch Wagon, 
$1,100; 2-dr., $700 (police car); Custom 
(8) 2-dr., $900. °53 Crest (8) Victoria, 
$1,100*; 2-dr., $740; Main (8) Ranch 
Wagon, $1,970*; Custom (8) 4-dr., $625. 
"52 Crest (8) Victoria, $570*; Custom 
(8) 2-dr., $540; 4-dr., $550, ’°51 Custom 
(8) 4-dr., $420; $330; 2-dr., $235; Vic- 
toria, $335; Deluxe (8) 2-dr., $250. '50 
Deluxe (8) 4-dr., $310; 2-dr., $190; Cus- 


tom (8) 2-dr., $205, $200, $155; 4-dr., 
3130. °49 Custom (8) 2-dr., $110. °41 
Super Deluxe 4-dr., $250. | 
| HUDSON—’54 Wasp 4-dr., $795. } 


KAISER—’53 
luxe 4-dr., 

LINCOLN—’ 53 
040* (ps). ’5 
$710* (ps). 

MERCURY—’55 Monterey Hardtop, $1,860* 
(ps); 2-dr., $1,770*. ’54 Monterey conv., 
$1,360*. °'53 Monterey 4-dr., $770*. °’52 
Monterey Sport coupe, $670; 4-dr., $600. | 
’50 4-dr., $180; club coupe, $160. 

OLDSMOBILE—’55 (88) Super Holiday, 
$2,185* (ps), $2,000* (ps). '52 (98) Holi- 
day, $900*; (88) 4-dr., $540*, °50 (88) 
4-dr., $340*, $210*, $110*. "49 (76) 4-dr., | 
$130. 

PACKARD—’52 Clipper 4-dr., $330*; 
4-dr., $310*, 

PLYMOUTH—'56 Belvedere (S) 4-dr., 
990*. '55 Belvedere (8) station wagon, 
$1,550; Plaza (8) station wagon, $1,- 
430. '54 Belvedere 4-dr., $950*. '53 Cran- 
brook conv., 720*; club coupe, $500; 
4-dr., $590, $530; Cambridge 4-dr., $540; 
station wagon, $810. °51 Cranbrook 4-| 


Deluxe 4-dr., $500*, '51 De- 
$160*. | 
Cosmopolitan 4-dr., §1,- 


92 Cosmopolitan Sport coupe, 












(200) 


$1,- | 


dr., $250, '50 Deluxe 2-dr., $110. 
PONTIAC ’54 Chieftain (8) station 
wagon, $1,200; 2-dr., $1,110* (ps). ‘53 
Chieftain (8) Catalina, $1,080*%; 4-dr., 
$630*. ‘52 Chieftain (8) 2-dr., $§720*; 
Chieftain (6) 2-dr., $330. 50 =Silver 
Streak (8) Catalina, $310; 4-dr., $200; 
Silver Streak (6) 4-dr., $150. °49 Silver 
Streak (S) 4-dr., $190 
STUDEBAKER ‘53 Commander coupe, 
$590; Champion coupe, $440; 4-dr., $400, 


$290. °52 Champion 4-dr., $240. ‘50 
Champion 4-dr., $150, $140; club coupe, 
$110. 

MISC.—’56 Morris Minor 2-dr., $650. ‘51 
International ‘'4-ton pickup, $250. ‘50 
Chevrolet %-ton Delivery, $130, '48 Dia- 
mond T 2-ton dump, $310. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 

Prices are for sale of June 1.) 
(Market strong on above average 

units. Prices going down on common 


merchandise. Sold 164 cars out of 22: 


offerings.) 





BUICK—'56 RM coupe, $2,.875* (ps), S2,- 
800* (ps). "55 Century Riviera, $2,175" 
Super coupe, $1,860* (‘ps). ‘54 Super 
conv., $1,550*; Riviera, $1,460* (ps); 
Special Riviera, $1,395* (ps), $1,320 
"53 RM Riviera, $1,045* (ps); Super 
4-dr., $935* ‘ps), $730*; Riviera, $915* 

CADILLAC 56 Eldorado conv $5,355* 

(62) sedan de Ville, $5,100* (ps) 
$3,990 (ps) 55 (62) coupe, 83,- 
(ps). 54 Eldorado conv., $3,190* 

(ps) "51 (62) 4-dr $1,065". 
conv., $1,- 


CHEVROLET—'55 Bel Air (5) 
795*; Sport coupe, $1,685" ‘ 
} Two-ten (S) 4-dr., $1,365 


», Si,- 
Two- 












ten (6) $1,315. ‘54 Bel Air Sport 
| coupe (ps); conv $1,205 53 
| Bel Ajir S785; Two-ten 2-<ir 
$735*, 8625, S5S5 52 SL Deluxe 2-<r 
$500*, $475*, $335*; SL Special 2-dr 
$370; FI. Deluxe 2-dr., $455*, $435, °51 
SL Deluxe 4-dr., $400, $300; FL De- 
luxe, 2-dr., $350* 
| CHRYSLER—55 Windsor 4-dr., $1,800*. 
| °'51 Windsor Cross Country, $275; NY 
| 4-dr., $155* 50 Windsor club coupe 
$240; 4-dr., $225. 


| DODGE 55 Coronet Diplomat, $1,600* 


(ps), $1,485*; 4-dr., $1,465* 54 Coro- 
net 4-dr., S890*. '53 Coronet 4-dr., $545; 
Meadowbrook 2-dr., $495. °51 Coronet 


club coupe, $345 
FORD—'56 Country 


sedan, $2,375* (ps); 








} Fairlane (8) Victoria $2,14 2-dr., 
| $1,850; Custom (6) 2-dr., $1,595, $1,- 
470. °55 Thunderbird, $2,595*; Fairlane 
(8) Victoria, $1,740*%; Custom (8) 2-dr., 
$1,075. °54 Crest (8S) Victoria, $1,100*, 
$1,075*; Custom (8) 4-dr., $915*. °52 
Custom (8) 2-dr., $535*, $500*, $420°. 
HUDSON—'53 Wasp 2-dr., $535; Pace- 


maker 2-dr., $310*. ‘51 Commodore ‘6) 
4-dr., $210*. 
KAISER—’52 Manhattan 


Deluxe 4-dr., $255. 


4-dr., $210*. ‘51 


| LINCOLN—’54 Capri Coupe, $1,425* (ps) 
MERCURY—'56 Monterey 4-dr., $2,260*. 


’54 2-dr., $1,110, $735*. "53 coupe, $810*; 
4-dr., $675. ‘'51 4-dr., $345*, $305, 
$225*; club coupe, $115*. 


NASH—'55 Rambler 4-dr., $1,250*%. ‘54 
Statesman 2-dr., $920. ‘51 Statesman 


4-dr., $295*. 


OLPSMOBILE—'56 (88) Super coupe, §$2,- 
840°. °55 (88) coupe, $2,060*° (ps). ‘54 
(98) 4-dr., $1,600* (ps); (88) 4-dr., $1,- 


515*. '52 (88) Holiday, $765*. '50 (88) 
4-dr., $365*, $140*. 

| PACKARD—’'55 Panama _ coupe, 
(ps); Clipper 4-dr., $1,685* (ps). 

| PLYMOUTH—'54 Belvedere 4-dr., $1,025*; 
Savoy 4-dr., $810. 53 Cranbrook Belve- 
dere, $835*. ‘51 Cranbrook Belvedere, 
$165; 2-dr., $135. 

PONTIAC—’55 Star Chief (8) Catalina, 
$1,750* (ps), $1,710*; Chieftain (8) 2- 
dr., $1,515*. °54 Chieftain (8) Catalina, 
$1,390*. °53 Chieftain (8) Catalina, 
$945*; 4-dr., $680, $625, $550*. ‘52 
Chieftain (8) 2-dr., $505*. 

STUDEBAKER—'55 Champion club coupe, 
$1,245*. °54 Commander 4-dr., $805*. 
"53 Champion 2-dr., $605*, $595. °49 
Champion 2-dr., $190*. 


$1,835* 


MISC, — ’'54 International %-ton pickup, 
$660. 
(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
June 7.) 


AVeather fine and market very good 
on all late models. Sold 240. cars out of 
278 offerings.) 

BUICK—’56.RM Riviera, $2,975* (ps). ‘55 
RM conv.,' $2,155* (ps); Special Riviera, 





$2,025* (ps); Super Riviera, $2,020* 
(ps); “Century .2-dr., $1,665*. °54 RM 
conv., $1,600*. (ps); 4-dr., $1,530* (ps), 

| $1,400* ¢ps); Super “Riviera,’’ $1,660* | J: 


(ps), $1,425*; Century 4-dr., $1,4:5*. 
Special Riviera, $1,300. °53 Super Rivi-. 
era, $995* (ps), $900* (ps); Special 2 
dr., $825, $805; RM 4-dr., $775* (ys), 
CADILLAC—’56 (62) coupe de Ville, $4. 


250* (ps). '55 (62) coupe, $3,285* (ps); 
4-dr., $3,025* (ps). '53 (60) Special 4-dr,, 





$1,780*; (62) 4-dr., $1,700* (ps), $1,645¢ 
(ps). ’°52 (62) coupe, $1,400*; 4-dr., $1,-. 
220*. °51 (60) Special 4-dr., $1,015*:; 
coupe, $1,000*; (62) 4-dr., $835*. ‘59 
(62) 4-dr., $510*. °49 (61) 4-dr., $605*; 
(62) 4-dr., $540*; (60) Special 4-dr,, 
$360*. 

CHEVROLET—'56 Bel Air (8) Sport coupe, 
$2,300* (ps); 4-dr., $2,120* (ps); Bej 
Air (6) conv., $1,995*; Two-ten (8) 
Sport coupe, $1,875. ‘55 Bel Air (6) 
Nomad, $2,075* (ps); Sport coupe, §$1,. 
700; Bel Air (8) Sport coupe, $1,755*; 
conv., $1,790*; Two-ten (8) 2-dr., $1,230, 
$1,205; One-fifty (6) 4-dr., $895. ‘54 
Corvette conv., $1,625*; Bel Air conv,, 
$1,300*, $1,245; Sport coupe, $1,275*, 
$1,170, $1,100; 2-dr., $960; station wag- 
on, $915. '53 Bel Air 4-dr., $815; Two- 
ten 2-dr., $735*; 4-dr., $700, $630; One. 
fifty 2-dr., $585. °52 SL Deluxe 2-dr,, 


$575*. 
CHRYSLER—’56 Windsor Newport, §$2,- 


805* (ps). °53 Imperial 4-dr., $985*; NY 
4-dr., $710*. °'51 Windsor 4-dr., $315%, 
$275* 


DeSOTO—'55 
$1.650*. °53 

DODGE—'54 Coronet (6) 
Coronet (6) 4-dr., $590. 
lomat, $405* 


Fire Dome (8) 
Powermaster 4-dr $640*, 
4-dr., $985*. °53 
‘52 Coronet Dip- 


Sportsman, 





| FORD—’56 Fairlane (8) ambulance, §2,- 
375; conv., $2,045* (ps); 4-dr., $1,900*; 
Custom (8) Country sedan, $2,165*, §2,- 
125. '55 Thunderbird, $2,650* (ps); Fair. 
lane (8) Country Squire, $1,970* (ps): 
Crown Victoria, $1,800*;: Fairlane (6) 
Victoria, $1,460*; Main (6) Ranch Wag- 
on, $1,490; Custom (8) 4-dr., $1,290; 
2-dr $1.205. °'54 Crest (8) Victoria, 
$1,380* (ps); Main (8S) Ranch Wagon, 
$925; Custom (6) 2-dr., $695, $520. ‘53 
Crest (8) conv., $1,000: Custom (8) 
4-dr., $800* (ps); 2-dr., $785 

HU DSON—'54 Hornet 4-dr., $875 

LINCOLN — ‘56 Premiere coupe, $3,665* 
(ps), $3,520* (ps). °54 Capri coupe, $1,- 
400* (ps). "53 Cosmopolitan coupe, $925*. 
"52 Capri conv $840*. 

MERCURY—’'56 Monterey Sport coupe, $2,- 
445* (ps); Custom Sport coupe, $2,29q°. 
"55 Montclair Sport coupe, $1,940* (ps), 
$1,835*. '54 Monterey station wagon, $1,- 
585*: 4-dr., $1.550; Sun Valley, $1,490*: 
Sport coupe, $1,370* (ps), $1,365* (ps). 

NASH—'55 Rambler Cross Country, 2 at 
$1.550, $1,515. °53 Rambler station wag- 
on, $745 52 Rambler Country club, 
$415. '51 Rambler Country club, $240 

OLDSMOBILE—'56 (98) Holiday, $2,800* 
(ps). °55 (SS) Super Holiday, $2,170* 
(ps). $2,150* (ps) $2.115* Deluxe 
Holiday, $2,000*, $1,950*. °54 (S8) Super 
4-dr., $1,550* (ps), $1,375 "53 (88) 
Super 4-dr., $940, $S860*, $725; (98) 4- 


dr $910" 






PACKARD—'55 Caribbean conv., $2,510* 
(ps) Clipper coupe, $2.030* (ps) "53 
Clipper 4-dr sS700* 

PLYMOUTH—'55 Belvedere (S) 4-dr., §$1,- 
195° ‘53 Cambridge 2-dr., $415. ‘53 
Cambridge 2-dr., $415, $395: Cranbrook 
i-dr.,. $290 

PONTIAC—'56 Chieftain (8S) Catalina, $2,- 
200*. °55 Star Chief (8) conv., $1,980*; 
Chieftain (8) 2-dr.. $1.435* $1,425*; 
4-dr $1,310*. ‘53 Chieftain (8) 4-dr., 
$S00* (ps), $745* 

STU DEBAKER—’56 President Sky Hawk, 
$2.275*. ‘55 Commander 4-dr., $1,030*, 
53 Commander Hardtop, $720 4-dr., 
$525. $510. "52 Champion 4-dr., $300 

MISCELLANEOUS—'55 Ford -ton pick- 
up. S$S60 

MINNEAPOLIS 
‘(Minneapolis Auto Auction. Sale every 


Wednesday. Prices are for sale of June 6.) 
(Things very slow. Both new and used 








prices dropping. Sold 60 cars out of 98 
offerings.) 

BUICK—’'55 Super Riviera, $2,130*: Spe- 
cial Riviera $1,S835* "53 Super 4-dr., 
$910* 50 Special 4-dr., $200*, $175* 

CADILLAC "54 (62) coupe, $2,.910* (ps). 
51 (62) 4-dr $960" '49 (62) 4-dr., 
S$398* 18 (62) #dr., S390* 

CHEVROLET—'55 Bel Air (8) 4-dr., $1,- 
190* Two-ten (8S) 4-dr., $1,150, $1,130, 
$1,115. ‘54 Two-ten 4-dr $890 2-dr., 
$745 53 Bel Air 4-dr., $650*: One-fifty 
i-dr., $475. ‘52 SL Deluxe 4-dr., $500, 
$405. ‘51 SL Deluxe 4-dr $320, $275. 

DODGE—'55 Custom 4-dr., $1,650*. ‘51 


Deluxe 4-dr 
FORD—'55 Fairlane (8) 


$205*, S200 


Victoria, $1,685*; 


Custom (8) 4-dr $1,325*, $1.270, $1,- 
235. '53 Custom (8) 4-dr., $745, $690. 
‘51 Custom (8) conv., $350*; 2-dr., $275, 
$255, $225. "50 Custom (8) 4-dr., $150*. 
°49 Custom (8) 2-dr., $230 
HUDSON 53 Jet 4-dr., $325 
| NASH—’'52 Statesman 4-dr.. $460*. 
OLDSMOBILE—’52 (S88) 2-dr., $715*. ‘51 
(88) 4-dr., $545*. ‘50 (88) 4-dr., $335, 
$220, $175. "49 (SS) 2-dr., $170*. 
PLYMOUTH—'54 Savoy 4-dr., $785*, $650. 
‘52 Cranbrook 4-dr., $360, $350, $250 
PONTIAC—’'55 Chieftain (S) 4-dr., $1,- 
515*. °51 Silver Streak (8) 2-dr., $350*, 
$260*, $250*. 
* * * 
— Auctions in Brief — 
SYRACUSE 


Syracuse Auto Auction. Sale every Wed- 
nesday (June 6). Large entry of cars plus 
buyers from Maine to Pennsylvania pro- 
duced an action-packed sale. 


WINDSOR, VA. 


Windsor Auto Auction. Sale every Thurs- 


day (June 7). All makes and models were 
represented today with a high percentage 
sold. 


HARRODSBURG, KY. 

Blue Grass Auto Auction, Inc. Sale every 
Thursday (June 7). Market steady on clean, 
late model cars. A good percentage sold 
today. We could use more cars. 


INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (June 7). Prices continued 
good on all cars as activity was very heavy 
today. Sold all but 10 cars in the group 
under '52. 


PHILADELPHIA 
Harold B. Robinson Aute Sales Auction. 
Sales every Tuesday and Thursday (May 
31-June 5). Prices very high as used cars 
are still very scarce. Sold 174 out of 195. 


N. PLAINFELLD,‘N. J. 
Leninen Auto Auction. Sale every Wed- 
mes lay (June 6). Action strong with prices 
up 9n most merebandise. Sold 66 aut of 96. 


CHIGAGO 
4sTena Auto Auction. ;Bale every Tuesday 
2 5). Sold 325 cars ott OF 439 offerings. 
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neers that no matter how well the 

> rest of the company does its work, 
Colbert Tells of Progress... the product can be no more suc- 
cessful than the engineering that 


Chrysler Decentralizing [i 'i3c5, or au me sinas of 


competition there are in the auto- 


DETROIT. — Chrysler Corp.,| present management does, that |™obile business, I can’t think of 
which has the most centralized| there is nothing fixed and per- |47y that is more fundamentally 
manufacturing operation of any Big| manent about the relative posi- | important than competition among 
Three auto maker, is due for more| tions of the various companies in the industry's engineers and de- 
and more decen-| the business. signers. In spite of the very great 
tralization, ac-| “As we look in the future,” he| importance of sales and production 
cording to L. L.| continued, “we see opportunity on | 4nd purchasing and the many other 
Colbert, president} an immense scale for the automo-|4ctivities that keep the company 
of the corpora-| bile industry generally and for|!" business, what the engineer and 








tion. |Chrysler Corp. in particular. We|designer do with their ideas 18 
Speaking at the| are preparing to make the most of basic to the company’s success. 
23rd commence-|that opportunity. Colbert spoke in the auditorium 
ment of the| “Above everything else, it is going| of the Chrysler Corp. Engineer- 
Chrysler Institute| to take the right kind of men ...| ing division where 49 students 
of Engineering,|men who are individuals ... men] received master of automotive 





Colbert declared,/ who can draw upon themselves and] engineering degrees, after two- 


“The full results|/their own inner resources for the| year st-graduate courses, and : 
L. L. Colbert of the accelerated | extra effort when it is needed. 31 sean were oneateh eure The Golden Milestone Award 








decentralization of the company “We need men who go into the ° . an Mest A highlight of the Sixth Highway Transportation Congress in Washington was the 
may not be visible for some time to! automobile business A aon they tificates for completing individual presentation of the Golden Milestone Award for outstanding state highway depart- 
$9. come. Already, however, we have! like it—because they get a lift courses. ment reports to four states, Illinois, Massachusetts, Maryland and Nebraska. From 
400%; | seen enough good results to show) out of the exciting work it offers The Chrysler Institute, the indus-| left are Roy E. Jorgensen, NHUC engineering consul and secrefary of the award 
ome we are on the right track, and we; —pbecause they are convinced it |try’s only graduate engineering | committee; Fred B. Dole, associate public works commissioner, Massachusetts; A. E. 
-.. | will keep pushing ahead with the, gives them the best chance to |school, was established in 1931.| Johnson, executive secretary, American Assn. of State Highway Officials; E. A. Rosen- 
“(6) program.” grow and develop their own tal-| Nearly half of the company’s pres-| stone, director, Department of Public Works and Buildings, Highways Division, Mlinois; 
Vag. He said Chrysler Corp. has been ents.” ' ent engineers are graduates of the'l. M. Ress, state engineer, Department of Roads _and Irrigation, Nebraska; and 
oria, redeploying its people and facili- Colbert told the graduating engi- | institute. Russell McCain, former chairman, State Roads Commission, Maryland. 
8s ties because “the automobile bus- 
(8) iness is dynamic and changing | 


and what may have been a per- 
aa fectly satisfactory way of doing 
$1.- things in the past may not be the | 
125°. right way now.” | 

Discussing the company’s divi- 
sionalization program, which was| 
first developed in the auto industry 
gos; Jat General Motors and later| 
ps). fadopted by Ford Motor Co. he 
vac, | asserted: 
club, “It’s based on the principle that 
eooe | the bigger an organization becomes, 
170° the more necessary it is to give 
luxe | more authority and responsibility 
ibs, | to the people who manager its indi- 

4- | vidual parts. In the last two years 
we have been stepping up the 
process.” 

Referring to the men who 
$1,- founded Chrysler Corp. in the 
rook face of claims that there was no 
chance for a newcomer, Colbert 
said they believed then, as the 
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Now Washmobile offers 
TWO great automatic 
car washing machines for 1956. 


ee Create profits in your car washing 


department with faster, more effi- 
cient service. 


~. |Small Businesses ‘ 
«: |Report 57.1% | 5 


Profit Increase 


WASHINGTON. — Small busi-| 
very nesses in the U. S. are doing quite 
6.) well, according to the U. S. Cham- 
sed ber of Commerce, which bases its| 
conclusion on the Federal Trade| 
Spe- Commission-Securities and Ex-| 4 
change Commission quarterly re- * 
s). port for manufacturing corpora- 


Increase goodwill by giving your 
ir., tions. 4 
$1.- This report shows that in the last | 


customer a really clean car when he 
er wants it. 
130, year corporations with assets of less | 


ay than $250,000 increased their profits | Sy Here's the 1956 model of the famous WASH- 
500, 57.1 percent over 1954, compared j 





Pep up sales with sparkling demos 


ori : ‘ MOBILE Pressure Foam FSE with exclusive 

275. to an average increase of 20 percent : 

"Sl for all manufacturing Sodnekalinna, 5 emulsifying action. Precision-built car washing and cleaner used cars. 
a5: The Chamber did not say what equipment engineered for low cost operation. 

$1,- these profits amounted to in 1954. 


— The group of corporations with| 5 Remember, the car stands still while 
Washmobile rolls over it spraying 


the next greatest rise in profits 
last year over the previous year water, applying detergent, and rins- 
ing clean. 










was those firms with assets from| 
'51 *% $250,000 to $1 million. 













we The Chamber also noted that 
350, while business failures have risen 
+1. 24 percent since 1950, the number 
0°, of new incorporations has risen 36 
percent, 
Bi - n 
ig Business 

oe Government Now Operates 
rO- 19,771 Firms 


WASHINGTON, — The U. S. Bu- 
nine reau of the Budget has reported 
ere that the U. S. is operating 19,771 
age commercial - industrial businesses 

with 266,000 employes and with 
sod $11.9 billion in capital assets. 


an The report shows that Uncle 


old 





Meet the “WASHMOBILE 49 er", our. new 
lower-priced automatic car washing unit. Now 
there's a Washmobile for every dealer's budget. 








Sam’s business projects fall into EE ARE SEER j 
more than 200 categories, including U. S. WASHMOBILE, 276 Halsey St., Newark 2, N. J. ANA ' 
= mining, construction, manufactur- Washmobile fits into your present . eae te 
1ed ing, wholesale and retail trade, wash area--no structural changes. I'd like to know more about the Washmobile “FSE' and "49'er"’. 5 
AVY Services, farming, forestry, agricul- . ! 
up | ture, transportation, communica- Send free information today. i 
ti » fi i os as i. 
mo nance, insurance and real One wash a day pays the way (0 Please send representative: i 
on. - 
lay The U. S. Chamber of Commerce ; 
ars Says that when the U. S. runs a Name of firm : 
. business that private citizens could t 
¥ run just as well, the U. S. is adding NAME. { 
pe unnecessarily to the cost of Gov- 
06. sane. Furthermore, the U. S. is ADDRESS i 
osing money because private busi- STATE PHONE 
lay ness pays taxes while the Govern- oe ; 





gs. ment activities do not. 
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Consumer Debt U 


$18 Billion... 





Savings Rise $8 Billion in °55 


WASHINGTC:'\ — Individuals in 
the U. S. saved $8 billion in 1955 
compared with $11.3 in 1954, ac- 
cording to estimates released last 
week by the Securities and Ex- 
change Commission, 

The lower savings principally 
reflect the huge increase in con- 
sumer debt, SEC said. Individual 


Canada to Sue 


Manufacturer 


As ‘Price Fixer’ 


OTTAWA. — Car dealers are 
showing interest in the Federal de- 
cision to prosecute Moffats, Ltd., 
for alleged violation of Canada’s 
ban against resale price mainte- 
nance. 

The Restrictive Trade Practices 
Commission has charged that this 
company attempted to control prices 
through a plan whereby it paid a 
portion of a dealer's advertising 
costs. 

Moffats is a wholly-owned sub- 
sidiary of Avco Mfg. Corp., New 
York. 

Under Federal regulations, no 
Canadian company can attempt to 
set the price of its products in 
wholesale or retail trade through 
such methods. In the opinion of the 
commission, no valid distinction 


can be made between the advertis-|jength and width of automobiles | 
ing of an article at a price and its! nearly has been reached, according | 


sale. 

The advertising of an article at 
a price is an offer to sell at that 
price, the commission holds, infer- 
ring that it is a direct part of the 


selling process. Any attempt to con-| been perplexed over the size of cars | 


trol the advertised prices of such 
articles is necessarily an attempt 
to control the resale prices of the 
articles, it said. 


Maryland Check 
Pinpoints Faults 


In 2 of 3 Cars 


BALTIMORE. — Over two-thirds 
of the cars which went through a 
Safety Lane inspection here in one 
week showed some defect, accord- 
ing to Joseph Robinson, chairman 
of the Junior Assn. of Commerce 
group which conducted the tests. 

Results of the tests, Robinson 
said, showed the need for com- 
pulsory inspection of motor vehicles 
in Maryland. 

The greatest percentage of de- 
fects was found in focussing of 
front lights. More than 20 percent 


of the cars checked showed this| 


| indebtedness rose $18.2 billion 
| during 1955, almost twice the pre- 
| vious year’s increase. 


At year’s end, according to SEC, 
| individual financial assets exceeded 
| three-quarters of a trillion dollars 
ion $320 billion worth of corporate 
| stocks and bonds and $434 billion 
|}in such assets as cash, bank de- 
| posits, savings and loan shares, in- 
surance and government securities. 


Mortgage and consumer debt 
totalled $112 billion at the end of 
the year. 


More than two-thirds of the in- 
crease in indebtedness was made 
up of mortgages which climbed 
$12.4 billion. The rest of the $18.2 
| billion boost was primarily install- 
|ment debt for automobiles and 
other durable consumer goods. 

Expenditures for durable goods 

totalled a record $35.3 billion and 

private residential building 
amounted to about $15.4 billion, 
compared with $12.5 billion in 

1954. 










Larger Autos? 
No, Stylist Tells 
| Parking Assn. 


| ST. LOUIS. — 


The ultimate in 


| to Roy A. Brown, chief stylist, Ford 
Motor Co., who spoke at the con- 
vention of the National Parking 
Assn. j 
Members of the association have 


as it pertains to parking problems. 

Assurance was given by Brown 
that certain factors, including lim- 
ited -highway widths and growing 
complaints of women who cannot 
| park without denting fenders, would 
| prevent further growth of automo- 
| biles. 

Parking lot owners with facilities 
for 1940 models were given little 
encouragement by Brown who be- 
lieves there will be no trend toward 
shorter or narrower machines. He 
said that such a trend would wound 
the American motorist’s ego. 

“In a sense we are satisfying the 
ego of the potential buyer,” Brown 
said. “The car he purchases is the 
one which not only fits his pocket- 
book but the one that also adds to 
his sense of pride in ownership, 
control of power and comfort and 
travel.” 


Bohn Acquires Betz 
DETROIT. Bohn Aluminum & 


defect. Many also had rear lights|Brass Corp., has acquired the as- 


that were not burning. 


Some of the cars of State safety| Betz manufactures heat - transfer | 


sets of Betz Corp., Hammond, Ind. 


officials also failed to pass all the| equipment for commercial refriger- 


tests, Robinson said. 


| ation and air conditioning. 


New Passenger Car Registrations, All States for April, 1956-1955 


Another important change in the | 


pattern of individual saving, SEC 
said, was a substantially larger in- 
vestment in Government and cor- 
porate securities. This amounted to 
$5.7 billion, highest since 1945. 

Private insurance and pension re- 
serves continued to grow, as did 
investment in savings and loan as- 
sociation shares. 

Individuals added $300 million to 
their holdings of U. 
Bonds, plus $1.6 billion in other 
U. S. Government securities and 
$1.4 billion in state and local ob- 
ligations. 


Savings bond purchases were 





The following advertised-delivered prices 
include the suggested base factory list 
prices, 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
| passed on to the retail buyer, such as 





State and local taxes, transportation 
charges and optional equipment. 
BUICK—Special—4-dr. sed., $2,412; 2- 


|dr. sed., $2,353; 4-dr. hardtop, $2,524; 2- 
| dr. hardtop, $2,453; conv., $2,736; 4-dr. 2- 
|}seat stat. wag., $2,771. Century — 4-dr. 
|}hardtop, $3,020; 2-dr. hardtop, $2,958; 
conv., $3,301; 4-dr. 2-seat stat. wag., 
$3,251. Super —4-dr. sed., $3,245; 4-dr. 
| hardtop, $3,335; 2-dr. hardtop, $3,199; 
conv., $3,539. Roadmaster—4-dr. sed., $3,- 
|}498; 4-dr. hardtop, $3,687; 2-dr hardtop, 
| $3,586; conv., $3,699. (Dynaflow standard 
‘on Century, Super and Roadmaster. 
Steering standard on Super and 
master.) 

CADILLAC — Series 62—4-dr. sed., $4,- 
291; 2-dr. hardtop, $4,196; 4-dr. Sedan 
de Ville hardtop, $4,748; 2-dr. Coupe de 
Ville hardtop, $4,619; conv., $4,761; 2-dr. 
Eldorado Seville hardtop, $6,551; Eldorado 
Biarritz conv., $6,551. Series 60 Special— 
4-dr. sed., $5,042. Series 75—8-pass. sed., 
$6,608; 8-pass. lim., $6,823. (Hydra-Matic 
and power steering standard.) 

CHEVROLET (Prices are for 6-cyl. 
models; for V-8s, add $99.)—One-Fifty— 
4-dr. sed., $1,865; 2-dr. sed., $1,822; utility 
sed., $1,730; 2-dr. 2-seat stat. wag., $2,167. 


Road- 


Two-ten—4-dr. sed., $1,951; 2-dr. sed., $1,- 
908; 4-dr. hardtop, $2,113; 2-dr. hardtop, 
$2,059; cl. cpe., $1,967; 2-dr. 2-seat stat. 


| wag., $2,211; 4-dr. 2-seat stat. wag., $2,- 
259; 4-dr. 3-seat stat. wag., $2,344. Bel Air 
4-dr. sed., $2,064; 2-dr. sed., $2,021; 4- 
hardtop, $2,226; 2-dr. hardtop, $2,172; 
$2,340; 4-dr. 3-seat stat. wag., 
$2,478; 2-dr. 2-seat Nomad stat. wag., 
$2,604. Corvette—-Hardtop cpe. or conv., 
(V-8 only), $3,145. 


CHRYSLER—Windsor—4-dr. sed., $2,- 
865.75; 2-dr. Nassau hardtop, $2,900.25; 
i-dr. Newport hardtop, $3,123.75; 2-dr. 
Newport hardtop, $3,036.75; conv., $3,- 
°331.25; 4-dr. stat. wag., $3,593.50. New 
Yorker—4-dr. sed., $3,774.50; 4-dr. New- 
port hardtop, $4,097; 2-dr. Newport hard- 


dr 
conv... 


top, $3,946.50; 2-dr. St. Regis hardtop, 
$3,990.50; conv., $4,237.75; 4-dr. stat. 
wag., $4,518.50. 300B —2-dr. hardtop, $4,- 
414.25. (PowerFlite standard on New 
Yorker. ) 

CLIPPER—Deluxe — 4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custom—4-dr. sed., $3,069; 2-dr. 
hardtop, $3.164 

CONTINENTAL — 2-dr. sed., $9,538. 


(Turbo-Drive and power steering standard.) 

DeSOTO — Firedome — 4-dr. sed., $2,- 
| 673.25; 4-dr. Seville hardtop, $2,828.25; 
2-dr. Seville hardtop, $2,729.25; 4-dr. 
Sportsman hardtop, $2.948.75; 2-dr. Sports- 
man hardtop, $2,849.75; conv., $3,076.75; 


4-dr. stat. wag., $3,366.25. Fireflite—4-dr. 
sed. $3,114.50; 4-dr. Sportsman hardtop, 
$3.426.50; 2-dr. Sportsman hardtop, §$3,- 


341.50; conv., $3,539.50; Pace Car conv., 


S. Savings | 


Federal excise tax amounts and | 


Power | 


1956 


lower than in 1954, but other 


Federal security purchases com- 
pared favorably with the 1954 
total of $1.7 billion. Purchases of 
state and local securities were 
almost three times the 1954 figure 
of $500 million. 

Individuals also increased their 
savings in corporate stocks and 
|other securities by $2.4 billion. Of 
lthis figure, $300 million was in 
| stock. SEC said stock purchases ac- 
tually totalled $1 billion, but $700 
million ‘was borrowed to purchase 


equity boost of $300 million. 


Currency and bank deposits went 
|up $4.3 billion, compared with $7 
billion in 1954. The 1955 increase 
|was made up of $3.5 billion in time 
deposits and $400 million each in 
checking accounts and currency. 





| $3,610.50. 

| \flite.) 
DODGE — Coronet 6 — 4-dr. sed.. $2,- 

263.50; 2-dr. sed., $2,190.50. Coronet V-8— 


4-dr. sed., $2,371.25; 2-dr. sed., $2,298; 
2-dr. 500 sed., $2,529.90; 4-dr. hardtop, 
$2,547.50; 2-dr. hardtop, $2,433.50; conv., 
$2,773.50. Royal — 4-dr. sed., $2,508.75; 
|4-dr. hardtop, $2,692.75; 2-dr. hardtop, | 
$2,578.75. Custom Royal—4-dr. sed., $2,- 
618.75; 4-dr. hardtop, $2,802.75; 2-dr. 
|} hardtop, $2,688.50; conv., $2,908. Station 


Wagons—2-dr. Suburban 6, $2,487.25; 2-dr. 
Suburban V-8, $2,595; 2-dr. Custom Sub- 
j}urban V-8, $2,724; 4-dr. 6-pass. Sierra 
| V-8, $2,712.25; 4-dr. 8-pass. Sierra 
| $2,817.75; 4-dr. 6-pass. Custom Sierra V-8, 
| $2,864; 4-dr. 8-pass. Custom Sierra V-8, 
$2.969.50. 

FORD —(Prices for 6-cyl. models; for 
V-Ss, add $99.98.)—Mainline—4-dr. sed., 
$1,891.48; 2-dr. sed. $1,846.30; business 
2-dr., $1,744.22. Customline — 4-dr. sed., 
| $1,981.76; 2-dr. sed., $1,935.58; 2-dr. hard- 
|} top, $2,098.93. Fairlane—4-dr. sed., $2,- 
089.64; 2-dr. sed., $2,043.46; 4-dr. hardtop, 
$2,244.80; 2-dr. hardtop, $2,189.98; Crown 
Victoria 2-dr., $2,333.75; conv., $2,355.07. 
Station Wagons — 2-dr. 2-seat Ranch 
Wagon, $2,181.05; 2-dr. 2-seat Custom 
Ranch Wagon, $2,245.60; 2-dr. 2-seat 
Parklane, $2,424.05; 4-dr. 2-seat Country 
Sedan, $2,292.87; 4-dr. 3-seat Country Se- 
| dan, $2,424.05; 4-dr. 3-seat Country Squire, 


$2,528.60 Thunderbird—Hardtop cpe. (V-8 
only), $3,147.60. 

HUDSON — Wasp Super 6—4-dr. sed., 
$2,416. Hornet Special V-8—4-dr. sed., 


$2,626; 2-dr. hardtop, $2,741. Hornet Super 
6—4-dr. sed., $2.770. Hornet Custom 6— 


4-dr. sed., $3,019; 2-dr. 





or carry them, resulting in a net} 


Current Prices on New Cars 


(PowerFlite standard on Fire- | 


V-8, | 


hardtop, $3,136. | 


Hornet Custom V-8—4-dr. sed., $3,286; 
2-dr. hardtop, $3,429. 
IMPERIAL—Imperial — 4-dr. sed., $4,-| 


827; 4-dr. hardtop, $5,220.50; 2-dr. hard- 
top, $5,089.25. Crown Imperial—4-dr. 8- 
pass. sed., $7,597.50; 8-pass. lim., §$7,- 
731.50. (PowerFlite and power steering 
standard. ) 


LINCOLN—Capri — 4-dr. sed., $4,207; 
2-dr. hardtop, $4,114.50. Premiere—4-dr. 
sed., $4,596; 2-dr. hardtop, $4,596; conv., 
| $4,742. (Turbo-Drive and power steering 
standard.) 

MERCURY—Medalist—-4-dr. sed., $2,309; 
| 2-dr. sed., $2,250; 4-dr. 
2-dr. hardtop, $2,384.50. 
sed., $2,406; 2-dr. sed., 
hardtop, $2,551; 2-dr. 
conv., $2,707.50; 4-dr. 
$2,718; 4-dr., 8-pass. 
Monterey—4-dr. sed., $2,551; 4-dr., 
| top, $2,696; 2-dr. hardtop, $2.626; 4-dr. 
| 8-pass. stat. wag., $2,973. Montclair——4-cir. 
hardtop, $2,830.50; 2-dr. hardtop, $2,760.50; 


$2,346.50; 
hardtop, $2,481; 
6-pass. stat. 
stat. wag., $2,815. 
hard- 


conv., $2,895.50. 

METROPOLITAN—2-dr. hardtop, $1,527; 
conv., $1,551. 
| NASH—Statesman Super 6—4-dr. sed., 
| $2,381. Ambassador Special V-8 — Super 


| 4-dr. sed., $2,591; Custom 4-dr. sed., $2,- 
816; 2-dr. hardtop, $2,681. Ambassador 


hardtop, $2,454; | 
Custom—4-dr. | 


Dueck Grosses 


$22 Million on 
(10,147 Sales in °55 


| VANCOUVER, B. C. — In 1926, 
Dueck On Broadway, Ltd., was 
founded as a one-man gas station 
by L. D. Dueck. In 1955, the 
|company grossed $22 million as 
|a Chevrolet-Oldsmobile-Cadillac. 
GMC dealership. 

Dollar volume was 20 percent 
ahead of 1954, the company said, 
adding that it moved 10,147 new 
}and used units during its banner 
year. 

The sprawling dealership now 
accupies 4% acres, operates a large 
| retail tire business and maintains 
|}a@ parts inventory of more than 
$150,000. 





Super 6—4-dr. 
Super V-8—4-dr. 


$2,685. 
$2,997. Ambassador 
Custom V-8—4-dr. sed., $3,236; 2-dr. hard- 
top, $3,379. 


sed., Ambassador 


sed., 


OLDSMOBILE — Series 88 — 4-dr. sed., 
| $2,483; 2-dr. sed., $2,418; 4-dr. hardtop, 
$2,667; 2-dr. hardtop, $2,595. Super 88— 


4-dr. sed., $2,635; 2-dr. sed., $2,569; 4-dr. 
hardtop, $2,876; 2-dr. hardtop, $2,803; 
conv., $3,026. Series 98—4-dr. sed., $3,- 
293; 4-dr. hardtop, $3,546; 2-dr. hardtop, 
$3,475; conv., $3,735. (Jetaway Hydra- 
Matic and power steering standard on 
Series 98.) 


PACKARD — Executive—4-dr. sed., $3,- 
465; 2-dr. hardtop, $3,560. Patrician— 
4-dr. sed., $4,160. 400—2-dr. hardtop, 
$4,190. Caribbean—2-dr. hardtop, $5,495; 
conv., $5,995. (Ultramatic standard.) 


PLYMOUTH—Plaza 6—4-dr. sed., §$1,- 
922.50; 2-dr. sed., $1,879.50; bus. cpe., 
$1,780.50. Plaza V-8—4-dr. sed., $2,025.75; 
2-dr. sed., $1,982.75; bus. cpe., $1,883.75. 
Savoy 6—4-dr. sed., $2,021.50; 2-dr. sed., 
$1,978.50; 2-dr. hardtop, $2,125.75. Savoy 
V-8—4-dr. sed., $2,124.75; 2-dr. sed., $2,- 
081.75; 2-dr. hardtop, $2,228.25. Belvedere 
6—4-dr. sed., $2,105.50; 2-dr. sed., $2,- 
062.50; 4-dr. hardtop, $2,277.50; 2-dr. 
hardtop, $2,209.75. Belvedere V-8 — 4-dr. 
sed., $2,208.75; 2-dr. sed., $2,165.75; 4-dr. 
hardtop, $2,381; 2-dr. hardtop, $2,313; 
conv., $2,473.50. Fury—2-dr. hardtop, $2,- 
862. Suburban 6 2-dr. 2seat Deluxe 
stat. wag., $2,192.50; 2-dr. 2-seat Custom 
Stat. wag., $2,263.50; 4-dr. 2-seat Custom 
stat. wag., $2,309.75; 4-dr. 2-seat Sport 
stat. wag., $2.479.75. Suburban V-8—2-dr. 


2-seat Deluxe stat. wag., $2,296; 2-dr. 
2-seat Custom stat. wag., $2,367; 4-dr. 
2-seat stat. wag., $2,413.25; 4-dr. 2-seat 
Sport stat. wag., $2,583.25. 


PONTIAC—Chieftain 860—4-dr. sed., $2,- 
294; 2-dr. sed., $2,236; 4-dr. hardtop, $2,- 
439; 2-dr. hardtop, $2,366; 2-dr. 2-seat 
stat. wag., $2,564; 4-dr. 3-seat stat. wag., 
$2.647. Chieftain 870—4-dr. sed., $2,409; 
4-dr. hardtop, $2,530; 2-dr. hardtop, $2,476; 
4-dr. 2-seat stat. wag., $2,744. Star Chief 
—4-dr. sed., $2,523; 4-dr. hardtop, $2,731; 
2-dr. hardtop, $2,661; conv. $2,853; 2-dr. 
2-seat Safari stat. wag., $3,124. 


RAMBLER—Deluxe—4-dr. sed., $1,826. 


| Super—4-dr. sed., $1,936; 4-dr. 2-seat stat. 
wag., $2,230. Custom—4-dr. sed., $2,056; 
4-dr. hardtop, $2,221; 4-dr. 2-seat stat. 
wag., $2,326; 4-dr. 2-seat hardtop stat. 
wag., $2,491. 


4-dr. | 


wag., | 


| sedan, $2,121; 


STUDEBAKER — C 6 — 4-dr. 
sedan, $1,993; 2-dr. sedanet, $1,841; 2-dr. 
sedan, $1,943. Hawk 6—Flight Hawk 5- 
pass. cpe.- $1,982. Commander V-8—4-dr. 
2-dr. sedanet, $1,970; 2-dr. 
sedan, $2,072. President V-8—4-dr. sedan, 
$2,231; 2-dr. sedan, $2,184. President Clas- 
sic—4-dr. sedan, $2,485. Hawk V-8—Power 
Hawk 5-pass. cpe., $2,097; Sky Hawk 
2-dr. hardtop, $2,473; Golden Hawk 2-dr. 
hardtop, $3,057. Station Wagons—Pelham 
6-cyl. 2-dr., $2,229; Parkview V-8 2-dr., 
$2,350; Pinehurst V-8 2-dr., $2,525. (Over- 
drive standard on Golden Hawk.) 




























































































Car couletvotions by ees AM. 
are release ere weekly, as Hud- MO- Chrys-| impe- De- «Mer. 
compiled by R. L. Polk rep- TORS : 
sataniatives 10 dele ceplten. son Nash | TOTAL ler rial Soto cury 
34 States Previously "56 1841; 4304; 6145; 5333 494, 5057; 10951! 22935; 44770; 65435! 2085) 13950) 87| 81557! 27712; 6926! 76440; 21836! 18037| 150951; 1698; 4219! 5917) 2663! 292003 
Reported for April 55 2910; 5164; 8074) 7162 627|__6115| 14791; 32963) 61658| 72337) 1420) _16769| | 90526) 36242) 6611) 72446) 27566) 25213) 168078} 2990; 4892) 7882! 1795! 338013 
Alabama ‘56 7,)6UMShCOT:C(‘ 12; 76; 58) SOL; 845) 1822! 35) 346) | 2203; 703) 117; 2740; 558) 441) 4559 20 63), 35) 7797 
‘551 30) 59| 89) 132) 6| 10! 246; 854; ~—«:1339)_——-2220/ 24 356 | __ 2600 746| 116) 2130) 528} ~—639}_—4159) 32| 92) 124} 21| 8332 
Calitornia . 209 748, «957, 918) 162; 740| ~=«1544| +3653) «7017, «105e8! +~«=—«548| 3237) 27; (14400; 4321 = 1621| +13175' 3094) 3021| 25232 227 715; 942! —-2715| 51263 
‘SS 478 1043} 1521 1054) St! 855 | 2276 4613) 8949 11365 338 3987 | | 15690 7337 1719) 11801 | 4658 4183; 29698 531 | 1129) 1660) 1267} 58785 
indiana ‘56 86, 193, 279/362; 29/357 586) 1329) 2663) 3678; 138) 857 1} 4674) 1798) 408; 4400) 1496; 1113) 9215 89; 511/600) 88] «17519 
"S5| 163} 347 | 510 he 463) 37) 514) 1044 2227 4285 4646) 72 1035) | 5753 2465 398 4798! 1763) 1696) 11120) 171) 764 935) 63) 22666 
Kentucky ‘56 18) 46 64) 88 | 4) 84) 192 539) 907|—«11744) 27) 354) 2125 723) 116; 9 2171) 550) 44) 400! 24) 61! 85) 14; 71% 
‘SS 37; _—83)_— 10 134) 7} 99; 298 735| 1273) __—‘1759| 13 273 2045 854} 86! 1852 537 523; 3852) 48 | 95) 143 18| 7451 
Louisiana "56 | 16 52| 68) 82| 9 62; 155; 503 «831 ~—~«1 878) 28 353) | 2259 613 147, 2369 632 599| 4360 30 94) (124) 28) 7670 
‘55! 21 42| 63) 74) Nt} 72\ 242} 746| ~—«1145|_—2182! 16| 302| 2500} 646 112) 1889) 596| 651| 3894 45 129| 174| 18| 7794 
Maryland : 29 90; 119) s«59) 10; 182/397 977; 1725! 2416) 52 316 2784 862 176| 2813 628 594; 5073 59 140 199 66, 9966 
"55 | 45 118} -163|_—_—*189| 8] 189} ~— 479] ~—«*1108}_—«1973| 2145) 38 484 2667} 949 162} 2429 747 704; 4991 94 167 261) 41| 10096 
Massachusetts "56! 175; 487,662) «369 37; 303| = 38} +1660; + 3007; +3618 136 575 1| 4330; 1665 376| 3677; +=—:1699| 1188) 8605 78; «197 275; —«-271|+~«2'7150 
‘55) 189) 538 | 727) 450) 34) 414) 889) 2065 | 3852) 3948 78 | 805 | 483) 2064 | 294) 3663 1736 1373 9130 152 224 376) 161 19077 
Missouri "56 31] wed5] 196152] 15} 213! S314) —sT1S6| = 1850; 2945) 50; 683 1; 3679; ‘1071 259; 4206; 913) 764) 7213 66; 19% 262| 82| 13282 
‘55! 60! 172!) 232; 244) 12! 278 | 541|  1776| 2851; 3598) 37) 736 4371| 1435 227 3632 1245 1200| 7739 91 211 302! 52| 15547 
New Mexico "56 7 12| 19) 29| 3| 14) 39 93; 178) ~—315) 8 68 391 159 43) 431;—és«éis 102; 853 2 7| 9) 3) 1453 
‘SS 6} 24| 30| 77 7| 25| 98 193! 400) 512) 19 149 680 292 31 593 198 245| 1359 21 48 | 69| 12| 2550 
New York 56) 408; ~10F8} 1426; 1997; «1451 «1589; 3124) +~=—-6720| 13575) 12698; 551/ 2900) 17| 16166) 6488) 1821) 13291; 5827; 4557) 31984 442 932; «1374|—«1389| 65914 
55) S19) 1092} 1611) 2104) 145) 1508) ~—3173|__—*7253|_—‘(14183| 12060 344; 3508 15912} 8214) —1761| 13563} 6254) +5002] 34794 745 882| 1627; 795) 68922 
Pennsylvania 56) 184; 436) +620) ~=S«ab 94 52; 791| 1352| 3301/ 6190) 6120) 193) 1259 ry | 3006 6I1| 6817! «2071; —«1753)«14258| + ~=244) = «473; ~=SO717|~=S«216| «29577 
"55 | 371{ + =641| 1012) ~—s:1240 87| 1024) 2419; 4944) ~—-9714| 8005) 186| 2012! 10203} 4812 738|  8499/  3383/  3230/ 20662 521 652} (1173! 315} 43079 
South Carolina "56 | 8) 23 31 37) 2) 42; «1 310) = 1241! 19 172] 1| 1433; 379 57 are 306{ 229) '~=—«2459 5 46 51 20} 450! 
"55 | 23) 30 53) 57| 6| 72} 198 487; 820) _~—s«:1214! 16} 215] | 1445} 490} 52) 1310 385 397! 2634 32 74| 106 22| 5080 
South Dakota "56 | 20 49) 69) 33) 3] 19 60; 182; = 297) ~=S554! 10 102 666) 194 37| 650 159) 127) ~—S—«1'167 16 38 54) 12| 2265 
"55! 32 47| 79| 43| 3} 23 111] 220} += 400} = 439) 9 101 549| 203 30 552 169} 132} 1086} 30) 36 66) 11} 2191 
Texas *56| 78; «179 257 al a 289 699; 1660) +3015; +7402 173; -1392/ ‘| Sal =| 664, 10266; 2293) 1630) 17678 80 335 415 128) 30468 
55) 107} 195 302 504 67 345| 1000} 2676) 4592| 8624 119} 1819} 10562} 3647 627| 8863) 2995!  2877| 19009 166 461 627 55| 35147 
Washington "56 | 65 160 225 104/ 7| 9 260; «458; += 918) += 1486 34 279| 3 1802 508 110) 1581) 353) 356) 2908) 41 110 151 244, 6248 
‘55 | 75 198 273 159| 17| 150 369| 678; 1373) 1448) 26 283) 1757 731 108 1507} 525| 524 3395| 67 161 228 99; 7125 
All States Reported "56| aa 8007} 11209| 10773; 1033 +9927) +20585| 45977| 88295| 123940| 4087) 26843;  150| 155020 rt 13489) 146515| 42533| 34952] 290516) 3121| 8137) 11258] 7974) 564272 
To Date for April ‘55| 5066; 9793) 14859} 14086) 1225] 11784) 28174) 63538] 118807) 136502! 2755| 32834) | 172091} 71127) 13072! 139527} 53285) 48589! 325600) 5736; 10017) 15753} 4745) 651855 
Year *56| 11833) 27478! + 39311| 37318; 3703) 34815] 71942| 167453! 315231| 421923) 13877; 92164) 700! 528664) 197364) 47837 508618! ol 127637 | 1038027! 11646| 30737) 42383) 25080) 1988696 
To Date ‘55! «13991 26551; 40542| 50953} 4478) 40412) 94522] 217651| 408016] 463949; 9248 107900) | 581097) 240628} 49426] 443798| 183264) 167057|1084173| 15923| 34126] 50049| 16494/218037! 





“‘The information contained in this report has been compiled from official state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 


received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 
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Used-Car Notes 





BUFFALO.—Windshields of more 
than 40 recent-model automobiles 
have been cracked during the past 
six weeks by pellets from a power- 
ful compressed air gun fired into 
the Brown Motor Sales, Inc., used- 
car lot. 

Donald L. Manley, general sales 
manager, estimates damage “close 
to $2,000.” Colvin Station police 
have been unable to catch the 
mystery gunman despite nearly a 
dozen after-dark attacks on the lot 
in the heart of Buffalo’s “auto- 
mobile row.” One shot nearly struck 
John McCann, a salesman. “Always 
the newest cars are hit,” said Man- 
ley. 


Air-Rifle Pellets Pepper 
100 Cars on Baltimore Lots 


BALTIMORE. — More than 100 
automobiles on five-used-car lots 
along New North Point Rd. in the 
Edgemere area have been damaged 
by vandals with air rifles, accord- 
ing to Baltimore County police. 

The pellets were concentrated on 


Oilman Deplores 
Natural Gas Bill 
Lobbying Tactics 


LEXINGTON, Ky. — Plymouth 





Oil Co.’s president, Walter S. Halla- 
nan, has said the oil industry faces 
a fight to regain public confidence 
because of improper lobbying meas- 
ures taken before the defeat of the 
natural gas bill. 

Speaking at the annual conven- 
tion here of the Kentucky Oil and 
Gas Assn., the Charleston (W. Va.) 
GOP national committeeman said 
the industry has “a great story to 
tell.” 

“If we do not get it across to the 
American people, we will have no 
one to blame but ourselves.” 

The oil industry's standing “at 
the bar of public opinion is today 
at the lowest level since the muck- | 
raking era at the turn of the cen- 
tury,” he added. 

Hallanan called Presidential veto 
of the Harris-Fulbright bill, abol- 
ishing Federal control of natural 
gas production, “a crippling blow” 
to the petroleum industry’s efforts 
to maintain its position in a free 
competitive enterprise. 


Shipping Carton 





Floats Windshield 


NEW YORK. — Flotepak, a con- | 
tainer for shipping curved wind-| 
shields by use of a minimum of in- | 
terior packing which floats the| 
glass, is being produced by Robert 
Gair Co., Inc. 

The container was developed by 
Flotepak, Inc., Detroit, with the 
assistance of Gair packaging en- 
gineers. | 

Flotepak has solved the problems | 
of how to suspend glass and pre- 
vent its movement within the con- 
tainer. Three corrugated cushion- 
ing blocks are positioned beneath 
the glass at its strongest points. At 
these points the glass is wrapped in 
die-cut corrugated sheets attached 
by wire clips and pressure sensitive 
tape which prevents sideways 
movement. 


Easy to Adjust 
Delco-Remy Distributor 


Has a ‘Window’ 


ANDERSON, Ind. — A new igni- 
tion distributor developed by Delco- 
Remy division of General Motors 
can be adjusted through a “win- 
dow” opening while the engine is 
running, the company says. 

The distributor cap need not be 
removed and an ordinary “hex” 
wrench is the only tool required to 
make the adjustment. Contact 
Points can be replaced as a unit by 
removing two attaching screws. 
The points are aligned and the 
breaker lever spring tension is set 
at the factory. 

Delco-Remy said the external ad- 
justment distributor is standard 
equipment on 1956 Oldsmobiles and 
Cadillacs. Another modei is used on 
heavier Caevrolet trucks. 





the windshields, leaving pock marks, 
cracks or scratches. Lots affected 
were Mel’s Auto Sales, Dundalk 
Sales, Repossessed Motors, Martin’s 
Auto Sales and Hawkins’ Auto 
Sales. 
* an * 
Sunday Motors Opens 

SOUTH ST. PAUL, Minn.—Sun- 
day Motors, 770 N. Concord, is a 
new used-car lot replacing South 
St. Paul Auto Sales. Joe Ouradnik 
is owner. 

7 + * 

Franks and Spector 
Head Jewish Appeal 

PHILADELPHIA. Benjamin 
J. Franks and Myer Spector have 
been acting as co-chairmen of the 
auto dealers and finance division of 
the 1956 Allied Jewish Appeal. 

Franks is owner of Ben J. Franks 
Co. and Regal Motors, Inc. He is a 
state director of the National Inde- 
pendent Auto Dealers Assn., the 





Philadelphia Used-Car Dealers and 
a member of Beth Israel Men’s 
Club. Spector is a partner of Mira- 
cle Motor. 

* > e 


2 Va. Dealers Switch 


To Used Cars; 3 More Fold 


RICHMOND, Va. — Emrhae 
Motors, Bayside, Va., and Keyser 
Motor Co., Luray, now are opera- 
ting as used-car firms, according 
to the Automotive Trade Assn. of 
Virginia. Emrhae formerly was a 
Ford dealership and Keyser a Mer- 
cury dealership. 

Silvey Motor Sales (used cars), 
Blacksburg, now is operating as 
Silvey Sowers Ford Sales, and Ed- 
dins Motor Co., Madison, has 
changed its name to Eddins Ford. 
Three Virginia dealerships have 
gone out of business. They are 
Geyer Motor Co., 
Plymouth), Richmond; Gibson- 
Fugate Motors (Packard), Norton, 
and New Market Auto Co., Inc. 
(Pontiac), New Market. 

> * * 


K & N Motor Opens 


FORT PIERRE, S. D.— K&N 
Motor Sales, a used-car firm, has 
opened here. Harold Krull is man- 
ager of the company. 


HERE’S HOW YOU CAN EARN MORE... 
SERVICING MODERN ENGINES 








Here's what the new AL ILEIN course offers you 


ods, tec! 


motive engines. 


This well illustrated free booklet tells you 
all about the new Allen‘*Power-Tune” 
Course for modern engine servicing. Shows 
how care and maintenance of 6 and 12 
volt systems can make more money for you 


The Allen “Power-Tune” Course consists of five 
lessons; each containing the very latest in meth- 
hniques and equipment. 
the ‘Allen “Power-Tune” Course you'll know all 
there is to know about tuning modern auto- 
The course includes the follow- 
ing subjects: Regulators, Generators and Start- 
ers ¢ Automotive Batteries and Ignition Circuit 
¢ Distributors ¢ Fuel Systems and Carburetion 
¢ Power-Tune Procedure. 
This new Allen course is the finest, most effective 
ever offered. To save time, do a better job.. 

and make more profit on every job. . 
tial, and it’s convenient. Your Allen distributor 
or authorized Allen service station is arranging 
a course in your locality. 


m you finish 


. it’s essen- 








Inc. (Dodge-|Promote Traffic Sulstpa 


Charles R. Freed, right, president, Freed 
Motor Co. (DeSoto-Plymouth), Solt Lake 
City, chats with Gen. Levin H. Campbell, 
board chairman, Automotive Safety Foun- 
dation, Washington, at the Western 
Regional Conference of President Eisen- 
hower’s Committee for Traffic Safety. 
Freed was appointed chairman of the 
Utah delegation to the conference in 
San Francisco. 


Dayton Rubber Co. reported the 
best second quarter in its 51-year 
history by attaining consolidated 
net sales of $34,321,742 in the six 
months ended Apr. 30. This was an 
increase of 13 percent over the sales 
of $30,417,721 for the same period 
last year. 

Profits before taxes were $2,255,- 
944 compared with $1,946,388 for the 
same 1955 period. Net profits after 
taxes were $1,093,299, up 13 percent 
from the $963,558 earnings for the 
first half of the 1955 fiscal year. 


* * * 


°57 Outlook Termed Good 


For Finance Companies 


Earnings of finance companies 
this year will reflect the record vol- 
ume of paper on hand, according 
to Standard & Poor’s Corp., statis- 
tical and investment advisory or- 
ganization. 

A prosperous year also is ex- 
pected in 1957, S&P said, based on 
growth of the country and the long- 
term upward trend of automobile 
sales. 


-———— 
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Only KYTOON 
in-the-Sky DISPLAYS 


@ bring prospects in from miles around right to 
your door. 

@ tie-in with your National Advertising. 

@ pre-sell the buyer on his way to your showrooms. 

@ reach buyers concentrated right in your trade 
area. 

@ can be flown at low cost, when and where you 
need to focus sales action. 


FLY-IT-YOURSELF KYTOON-KIT 


K8000 KYTOON, a HELIUM infiated captive blimp, soars up to 
200 feet above location. Inflation and mooring equipment 
comes with KIT. Size inflated: 10 feet long; 51 inch diameter; 
80 cubic feet HELIUM capacity. 

Complete with your Trade Name, hand lettered on two six feet 
long: detachable side panels; with your Sales Slogan, on one 
side of the 7’ x 6’ x 9’ display banner, and with an instruction 
folder showing 9 easy to follow Photo-Steps, for assembly 
and operation. 


For Free Kytoon Brochure Write, Wire or Phone 
Tel.: TRowbridge 6-1400 


DEWEY AND ALMY 


CHEMICAL COMPANY 


DIVISION OF W. R. GRACE & Co. 
Cambridge 40, Massachusetts 
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Trucks Jump 32% in Quarter . . . 
Canadian Sales Gain Ae = 


11.8% Over Last Year 


Staff Correspondent 


OTTAWA.—Sales of new motor 
| vehicles in the first quarter of 1956 


| By M. L. Schwartz 


| increased 11.8 percent over the like | 


| period of 1955, or 93,150, compared 
| with 83,306, according to the Ca- 
nadian Government. 

January, 1956, showed a loss 
from January, 1955, but rises of 
22.6 percent and 38.7 percent were 
registered in February and March 
respectively. 

New-car sales were 76,677, com- 
pared with 70,831. Trucks, however, 
jumped 32 percent for the quarter, 
| or to 16,473 from 12,475 sold in last 
| year’s first quarter. 
European-made motor vehicle 
| Shot up 94.1 percent in the quarter, 
|to 3,426 from 1,765 sold in 1955's 
first quarter. Passenger cars ac- 
counted for 3,111 of the units. This 


quarter of 1955. 


More sales were financed in this 
year's first quarter, a rise to 33,385 
motor vehicles from 28,793 financed 
in the first three months of 1955. 


Newfoundland dealers led Canada 
in new-car sales increase with a 
| boost of 61.7 percent over last 
year’s first quarter. Ontario was 
second with an increase of 26.6 per- 
cent; Quebec, third, 22.7 percent; 
Alberta, fourth, 13.3 percent; New 
Brunswick, fifth, 11.2 percent; Nova 
Scotia, sixth, 7.8 percent; Prince 
Edward Island, seventh, 2.4 percent, 
and British Columbia, eighth, 0.9 
percent. 

Manitoba dealers reported a loss 
of 7.9 percent and Saskatchewan 
dropped 19.9 percent. The same 

provinces also showed losses in 
the truck market; Manitoba, 10 
percent, and Saskatchewan, 31.7 
percent. 

Truck sales were up in the other 
provinces as follows: Newfound- 
land, 69.1 percent: New Brunswick, 
54.7 percent; British Columbia, 47 
percent; Quebec, 42.7 percent; 
Prince Edward Island, 26.7 percent; 
Alberta, 19.3 percent; and Nova 
Scotia, 17.7 percent. 

= > z 


GM Reports Good Sales 
Of Autos in Canada 


OTTAWA. — Retail sales of auto- 
mobiles in Canada during the first 
four months of 1956 were more 
than 8 percent higher than in 1955 
and sales are continuing at their 
predicted rate, with General Mo- 
tors of Canada still working over- 








Insurance Refunds 
Of $300,000 Made 
In Conn. Probe 


HARTFORD, Conn. — Insurance 
refunds of $300,000, 
overcharges, have been made to 
Connecticut policyholders on fi- 
nanced autos, according to Thomas 
J. Spellacy, insurance commissioner. 

He said the overcharges princi- 
pally were the result of applying 
the under-25 age rate when there 
was no one in the household of the 
owner in that bracket. 

Spellacy said that 15 out-of-state 
companies were involved, all spe- 
cializing on insurance covering 
financed cars. 

He estimated the refunds would 
run as high as $500,000. About 35,000 
questionnaires have been sent to 
policyholders, Spellacy said. They 
have been checked by the state in- 
surance department. 





Big Bend Sales Files 


Bankruptcy Petition 


ST. LOUIS. — The directors of 
Big Bend Motor Sales Co. (Dodge- 
Plymouth) of Richmond Heights, 
Mo., have voted to file a bank- 
ruptcy petition in federal court 
here. 

The schedule filed with the court 
shows liabilities of $47,524 and 
assets of $14,815 which includes 
real estate, debts due and stock. 


compared with 1,590 sold in the first | 


representing | 


|time to produce sufficient cars to 


meet current demand, according to 
W. A. Wecker, GM of Canada presi- 
dent. 

“As for GM, we have been work- 
ing overtime ever since we reached 
full production and will be work- 
ing overtime for some weeks to 
come to fill present orders,” he said. 
“The Canadian market for passen- 
ger cars seems at this time to 
be a little stronger than in the U.S. 
Our economy is strong today and 
should continue strengthening un- 
der present conditions.” GM of Can- 
ada does not plan to curtail pro- 
duction, he said. 
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“Frankly, 
with a little less ‘can’ and a little 


I’d like something 


more ‘soup’.” 








2 Providence Dealers Quit .. . 


Period of Transition? 


PROVIDENCE. Cutbacks in 
the automobile industry are not 
confined to the Detroit factories. 


Here, two automobile dealers 
are going out of business, one 
after 27 years. 


“The entire industry is in a 
period of transition,” a veteran 
dealer said here last week. “Ever 
since World War II, the pendulum 
has been moving in one direction— 
increased production, stepped up 
‘hard selling’ and most of it on 
credit. 


“The movement especially has 


Top Cabbies Point 
Finger at Worst 


Problem Drivers 


DETROIT.—Speeders, lane jump- 
ers and bumper riders are the three 
worst types of problem drivers, ac- 
cording to the nation’s 33 top taxi- 
cab drivers. 


The drivers were in Detroit last 
week to be honored by the taxicab 
industry as America’s Four-Star 
Drivers of 1956. They were the 
guests of Chrysler Corp.’s Plymouth 
and Fargo divisions. 

The wild drivers are silly as well 
as dangerous, the taxi men insist. 
“In the long haul, it doesn't get 
you where you want to go any 
faster,” they declare. 

Other nominees in the “worst 
problem” category were day dream- 
ers, hotheads and conversationalists 
—motorists who don’t pay attention 
to their driving. 

What's the most dangerous day of 
the year to drive? The cab drivers 
picked the afternoon and evening 
of the day before Christmas, fol- 
lowed by New Year's Eve, the 





Fourth of July and the day after 
Thanksgiving, when Christmas 
shopping gets under way. 


been pronounced since 1953. Now 
the pendulum is beginning to swing 
back the other way.” 

A spokesman for Motorville, Inc., 
(DeSoto-Plymouth), one of the dis- 
appearing establishments, said it 
was a question of “too much and 
too many.” 

The “too much” referred to 
production and dealer inventory; 
the “too many” to dealerships. 

In the case of Philip R. Graves, 
president and treasurer, Nash Co. 
of Providence, however, there are 
also personal reasons involved for 
his decision to quit business. 

Philips, in reviewing his 50 years 
in the business, also spoke of the 
production volume, the increase of 
dealerships and the rise of auto 
merchandising based on long terms 
with little or no downpayments. 

“Customers are shopping for 
terms and allowances rather than 
automobiles,” he said. “Dealers 
are selling terms and tradein 
allowances instead of automo- 
biles.” 

Nevertheless, there are dealers 
here who voiced the hope that this 
transition period will be given a 

chance to run its course. As they 
see it, that course will extend well 
into the 1957 model and production 
years. 


They're encouraged by “more 
realistic thinking on the part of 
the factories.” 

Dealers may be taking a wait- 
and-see attitude toward develop- 
ments at factory level, but mean- 
while they have an immediate job 
on hand—that of moving present 
stocks of new and used cars. 


The months ahead and the tran- 
sition period dealers talk about also 
will be difficult. It is agreed by 
most that some marginal dealers 
will be forced out of business. 

Not only in Rhode Island, but 
all over the nation. 





Map Plans for Stock Car Race— 





Plans for the 250-mile stock car road race at Elkhart Lake, Wis., Aug. 12, were 
made in Chicago at a meeting of officials representing NASCAR, the Sports Car Club 
of America and Dodge. William. C. Newberg, Dodge president, will drive the race's 
official pace car, a Dodge D-500. From left are M. C. Patterson, Dodge manufacturing 
vice-president; Lee Petty, driver; Bill France, NASCAR president; Frank Mundy, driver; 


and Lee F. Desmond, Dodge vice-president. 
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Sales Conditions in Various Areas... 


AUTOMOTIVE NEWS, JUNE 18, 1956 








Auto Market Reports 


New Orleans 


New-car registrations in New 
Orleans for May totalled 2,182, 
which was 188 more units than 
registered in April and 413 less| 


than the corresponding period of 
last year. 

Truck sales for May amounted | 
to 320, compared with 294 in April | 
and 278 for the like period of last | 
year. 

New cars by individual makes 
were: Chevrolet, 751; Ford, 584; 
Pontiac, 195; Oldsmobile, 171; 
Buick, 149; Mercury, 105; Plym- 
outh, 60; Cadillac, 36; Chrysler, 
31; DeSoto, 22; Studebaker, 23; 
Lincoln, 15; Volkswagen, 11; 
Packard, 10; Hudson, 6; M-G, 4; 


Dodge, 3; Willys, 2; Austin, 1; 
Hillman, 1; Jaguar, 1, and 
Triumph, 1. 


Trucks by makes were: Chevro- 
let, 119; Ford, 118; International, 
46; Mack, 20; GMC, 6; Diamond T, 
5: Studebaker, 4, and Reo 2. 
(Gordon Hebert.) 

* * * 


Salt Lake City 
A total of 868 new cars were reg- 
istered in Salt Lake County (Salt 
Lake City) during May, according 


to the Utah Automobile Dealers 
Assn. 
Truck registrations during the 


month amounted to 168. 

By make, car titling was di- 
vided as follows: Chevrolet, 238; 
Ford, 187; Buick, 69; Oldsmobile, 
62; Mercury, 54; Plymouth, 52; 
Pontiac, 35; Volkswagen, 32; De- 
Soto, 29; Dodge, 27; Cadillac, 25; 
Chrysler, 17; Studebaker, 10; Lin- 
coln, 8; Nash, 5; Hudson, 4; Pack- 
ard, 3, and miscellaneous, 11. 
Truck registrations were: Chev- 

rolet, 76; Ford, 40; GMC, 14; Inter- 
national, 14; Dodge, 10; Willys, 6; 


Kenworth, 2; Reo, 2; Studebaker, 
2: Diamond T, 1; miscellaneous, 1. 
& * + 
Pittsburgh 


New-car registrations in the 
Pittsburgh area were down in the 
week ended June 2, but the drop 
was less than seasonal, according 
to the Bureau of Business Research 
of the University of Pittsburgh. 

The bureau's seasonally ad- 
justed index of general business 
activity rose to 208.8 percent of 
the 1935-39 average. It had been 
207.1 a month earlier and 196.8 
at the beginning of April. 

The steel-ingot rate dipped to 98 
percent of practical capacity, a drop 
of 8 percentage points from the 
peak reached in late April. 

Pittsburgh new-car registrations 
in April, as announced last week 
by the Pittsburgh Automobile Deal- 
ers Assn., totalled 3,432, down 35 
percent from the 5,272 recorded in 
March. 

The April breakdown showed: 
Chevrolet, 725; Ford, 647; Buick, 
445: Plymouth, 374; Oldsmobile, 280; 
Pontiac, 214; Dodge, 157; Mercury, 


134: DeSoto, 108; Chrysler, 100; 
Cadillac, 73; Nash, 42: Packard, 
41; Studebaker, 35; Lincoln, 27; 


Hudson, 3, and miscellaneous, 27. 
(Leon M. Leffingwell.) 


* * 


+ 
Boise, Id. 

A total of 316 new cars were reg- 
istered in Ada County (Boise), Id., 
during May, an increase of 35 per- 
cent over the 233 registered in April. 

New-truck registrations, mean- 
while, morer than doubled with 
105 registered in May against 50 
in April. 

The May new-car breakdown 
showed: Chevrolet, 88; Ford, 44; 
Pontiac, 25; Plymouth, 22; Buick, 
20; Hudson, 19; Oldsmobile, 19; 
Dodge, 14; Nash, 14; Cadillac, 9; 
Mercury, 9; Chrysler, 5; Lincoln, 
5; DeSoto, 4; Studebaker, 4; 
Willys, 3; Imperial, 1, and Pack- 
ard, 1. 

New-truck registrations by make 
were: Chevrolet, 51; Ford, 27; Inter- 


national, 11; Willys, 7; GMC, 4; 
Dodge, 1, and miscellaneous, 4. 
* 7 + 


Dayton, O. 

Chevrolet continued to lead new- 
car sales in Montgomery County 
(Dayton), O., during May, piling 
up a total of 527, against 445 for 
Ford. 

The report pointed out, however, | 


that registration of new cars, 
trucks and scooters slipped to 2,209 
from 2,367 a year ago. New-car 
registration for the five months 
were down to 13,489 from last year’s 
14,010. 

Buick, with 238, was closest to 
the new-car sales leaders and 
considerably ahead of fourth-place 
Oldsmobile, with 142. Pontiac sold 
137, and Plymouth, 103. 

Others were Mercury, 95; Cadil- 
lac, 73; Dodge, 52; DeSoto, 31; 
Studebaker, 30; Chrysler, 25; Lin- 
coln, 15; Volkswagen, 13; Nash, 12; 
Hudson, 9; Packard, 8; Clipper, 4; 
Imperial, MG, Triumph, Willys, 
Austin and Porsche, one each. 

Chevrolet led truck sales with 86, 
contributing to the 219 total in this 
category.—(Ernest F. Barker.) 


* x * 
Minneapolis 

New-car deliveries in Hennepin 
County (Minneapolis) in the first 
five months of this year lagged well 
behind 1955, according to Winance 
and Commerce, Minneapolis busi- 
ness daily. 

The paper reported deliveries 
through May totalled 17,108, com- 
pared with 18,787 in the same period 
a year ago. 

May deliveries in the county 
slumped to 2,285, the lowest figure 
for the month since 1952. In May 
last year the total was 3,300. 

Chevrolet, which has held the 
lead for the five months in Min- 

neapolis, also ranked first in new- 
car registrations during May with 

4184. Ford, ranked second during 

the first five months, also was | 
second in May with 397. | 

A breakdown of other deliveries 
during May showed: Oldsmobile, | 
249; Plymouth, 248; Buick, 209; 
Dodge, 113; Pontiac, 101; DeSoto, 
80; Packard, 73: Cadillac, 71; Mer-| 
cury, 64; Chrysler, 55; Studebaker, | 
54; Nash, 30; Hudson, 29; Lincoln, | 
8, and miscellaneous, 20. 

New-truck deliveries for the five} 
months just about equalled the 
year-ago total, with 1,385 against 
1,395 for 1955. 

New-truck deliveries in May| 
totalled 271. By makes, registrations | 
were: Ford, 105; Chevrolet, 71; In-| 
ternational, 36; Dodge, 28: GMC,| 
13; Studebaker, 11: Mack, 1: White, | 
1; Willys, 1. and miscellaneous, 4. 

(Donald M. Lyons.) | 

7 # « 


Columbus 
New-car registrations in Franklin | 
County (Columbus), O., during May 
totalled 2.586, up nearly 13 percent! 
over the 2,293 counted in the previ-| 
ous month. 

Tax- paid used-car transactions 
amounted to 5,950, down 2 percent 
from the 6,117 recorded in April. 

New-car registrations by make 
were: Chevrolet, 690; Ford, 657; 

Plymouth, 215; Buick, 208; Olds- 
mobile, 202; Pontiac, 173; Dodge, | 

119; Mercury, 93; Cadillac, 49; 
DeSoto, 40; Chrysler, 32; Stude- 
bakerf, 26; Volkswagen, 18; Nash, 

14; Clipper, 12; Lincoln, 12; Hud- 
son, 11; Packard, 6; Imperial, 3; 
Willys, 3; Alfa-Romeo, 1; Austin, 

1, and Continental, 1. 

The month's new-truck registra- 
tions amounted to 215, a decline of | 
14 percent from April's 250. A total 
of 382 tax-paid used-truck sales 
were recorded, a decline of 7 per- 
cent from the April total of 412. 

By make, new-truck registrations 
were: Chevrolet, 75; Ford, 53; Inter- 
national, 28; Dodge, 23; GMC, 21; 
Diamond T. 3: Mack, 3; Reo, 3; 
White, 3; FWD, 1; Studebaker, 1, 
and Willys, 1.—(Bert Strang.) 

x + cd 


Cincinnati 

New-car registrations in Hamil- 
ton County (Cincinnati), O., totalled | 
3,053 in May, a decline of 3 percent} 
from April's 3,152. 

In the first five months of 1956, 
registrations amounted to 16,096, or| 
17 percent fewer than the 19,549 
registered in the same period of | 
last year. | 

May new-car registrations by 
make were: Chevrolet, 916; Ford, | 
562; Oldsmobile, 288; Buick, 265; | 
Plymouth, 248; Dodge, 164; Pon- 
tiac, 150; Mercury, 135; Cadillac, | 
63; Chrysler, 54; DeSoto, 50; Nash, 
43; Studebaker, 30; Hudson, 27; | 
Volkswagen, 19; Lincoln, 16; Im- 
perial, 4; Mercedes Benz, 2; Tri- | 


|;cent from the year-ago total 


| 


umph, 2; Willys, 2; Rolls-Royce, | 
1; MG, 1; Austin, 1; Jaguar, 1, | 
and Hillman, 1. 

New-truck registrations in May| 
totalled 345, up 14 percent from the| 
April total of 301. In the first five! 
months of this year, new-truck 
registrations were 1,552, up 7 per- 
of 
1,448. 

By make, new-truck registrations 
in May were: Chevrolet, 105; Ford, 
93; International, 50; White, 36; 
GMC, 22; Mack, 13; Dodge, 12; 
Diamond T, 6; Willys, 4; Studebaker, 
3, and Reo, 1. 

Used-truck transactions in May 
amounted to 168, down 23 percent 
from 219 in the previous month.— 
(Frank Kappel.) 


* * * 
Houston 
A decline of less than 2 percent 


marked new-car registrations in 
Harris County (Houston) during 


May, when the total was 4,553, com- | 
pared with 4,631 in April. 
New-truck registrations, however, 
were up 10 percent, from 615 to 678. 
By make, new-car registrations 
were: Chevrolet, 1,426; Ford, 1,- 
232; Buick, 374; Oldsmobile, 312; 
Plymouth, 274; Mercury, 232; 
Pontiac, 219; Dodge, 105; Cadil- 
lac, 95; Chrysler, 51; DeSoto, 51; 
Studebaker, 42; Lincoln, 32; Hud- 
son, 27; Nash, 24; Packard, 13; 
Willys, 8; Imperial, 7; Continen- 

tal, 1, and miscellaneous, 28. 

Truck registrations were: Chevro- 
let, 248; Ford, 174; International, 
125; GMC, 34; GMC bus, 30; Dodge, 
26; White, 20; Mack, 8; Diamond T, 
5; Kenworth, 2; Reo, 2; Studebaker, 
2, and Autocar, 2.—(Ruby Fenoglio.) 


* 


Washington, D. C. 

Dealers in the National Capital 
delivered 2,235 new cars in May, 
some 19 percent fewer than the 
April total of 2,750. 

The new-truck total was 226, 
down 17 percent from the previous 
month’s count of 274. 

May’s new-car market was 
shared in this fashion: Chevrolet, 
620; Ford, 390; Plymouth, 366; 
Oldsmobile, 165; Buick, 139; Pon- 
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tiac, 111; Dodge, 105; Mercury, 

78; Cadillac, 73; Chrysler, 52; De- 
Soto, 36; Nash, 15; Lincoln, 12; 

Packard, 12; Hudson, 9; Imperial, 
9; Studebaker, 7; Willys, 1, and 
miscellaneous, 35. 

The Truck count was: Ford, 83; 
Chevrolet, 75; International, 28; 
GMC, 20; Dodge, 6; Divco, 3; Reo, 3; 
White, 3; Willys, 2, and miscellane- 
ous, 3.—(William Ullman.) 

* * ak 
Birmingham, Ala. 

Registrations of new cars in Bir- 
mingham, Ala., dropped 10 percent 
in May to total 1,559, compared 
with 1,729 in April. 

By makes, registrations were: 
Chevrolet, 583; Ford, 325; Buick, 
134; Pontiac, 113; Oldsmobile, 103; 
Plymouth, 83; Mercury, 62; Cadillac, 
34; Dodge, 23; Chrysler, 22; Dodge, 
18; Studebaker, 17; Lincoln, 10; 
Nash, 9; Packard, 9; Volkswagen, 
3; Imperial, 1; MG, 1, and Prefect, 
1.—(Stuart Riddle.) 


Polk Moves in New York 


NEW YORK. R,. L. Polk & 
Co. has relocated its New York 
sales and executive offices and the 
Eastern regional headquarters of 
its direct-mail division at 60 E. 
Fifty-sixth St. 


aL TT ay Sy FOR YOUR protection 


KENDAL! 


2000 MILE 
OIL 








TAP THIS PROVEN SOURCE OF GREATER 
SERVICE DEPARTMENT VOLUME 


Kendall, The 2000 Mile Oil boosts your business and profits 


because it: 


@ Keeps your new car customers satisfied with their 
engines’ performance and your service. 


@ Attracts Kendall users to your service department. 


@ Increases service customer loyalty. Keeps them 
returning regularly, giving you added opportunities 
to develop new and used car prospects. 


@ Supports your reputation for quality... builds 
customer confidence in you. 


Kendall, The 2000 Mile Oil is refined by exclusive processes 
from 100% Bradford Pennsylvania Crude Oil—world’s richest. 


KENDALL REFINING COMPANY 
BRADFORD, PENNA. 
Lubrication Specialists Since 1881 


There’s nothing 
like the 


= 


to boost business ! 
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«+» tosell your AUTOMOTIVE PRODUCTS 
to a multiple group 
readership of nearly “3° MILLION! 


MOTOR TREND © MOTOR LIFE ¢ HOT ROD 
“largest selling automobile consumer magazines 
in the world” 


A strictly auto-minded market available 

at a low “cost per thousand” . .. buying almost 
twice as much automotive equipment and 
services as the average U. S. motorist! 


OTTAWA. — Canadian sales fi- 
nancing and acceptance companies 
reported a sharp increase in the 
amount of financing for the pur- 
chase of new motor vehicles in the 
first quarter of 1956. 


Transactions increased 15.9 per- 


FOR RATES AND MERCHANDISING DATA CONTACT: 


NEW YORK | 


LOS ANGELES DETROIT 
. ; cent to 33,385, and the amount 
PETERSEN PUBLISHIN MPANY Jim Go Ben LaM: i oe 
SENG COMPA 5959 Hollyw'd Blvd. | 550 Fifth Ave. 1514 Book Bldg. involved jumped a whopping 36.5 
HO 2-3261 CI 6-1365 percent. First-quarter financing 


WO 3.9660 


amounted to $77,018,000 compared 
with $56,441,000 for the first three 
months of 1955. 

Financing of commercial vehicles 
shot up 64.5 percent to a first- 
quarter total of $15,607,000. In the 
first quarter of 1955, only $9,490,- 
000 worth of truck paper was 
issued. Passenger-car financing 
climbed 30.8 percent to $61,411,000. 

Used-car financing rose 14.8 per- 
jcent to top the $60 million mark | 
|for the quarter while used-truck | 
| paper totalled $9,268,000, an advance 
of less than one percent. 
| Meanwhile, a Government source | 
revealed that Canadian car and | 
}truck dealers achieved a _ gross 
volume of $2,344,200,000 in 1955 
| compared with $2,028,700,000 in 1954. 
Cash sales were reported at 
$753 million, installment sales $1,- 
011,500,000 and charge sales at 
$578 million. All three categories 
were ahead of 1954. 

The ratio of cash sales to credit 
sales declined progressively during 





Dobie Silent Service Salesman SELLS MORE SERVICE 


1956 


TAT LOR MAE $77 Million in Ist Quarter... 


Canadian Notes Climb 
In Vehicle Financing 


miles at the end of fiscal 1954, 
up 7,246 miles over a year earlier. 
Of the total, 192,616 miles were 
surfaced roads. 

Ontario led the nation with 63,- 
756 miles of surfaced roads, fol- 
lowed by Alberta with 30,273 miles 
and Quebec with 30,175. 

An accident report covering every 
province except Quebec showed 
that 2,084 persons were killed in 
highway mishaps during 1955 com- 
pared with 1,960 in 1954. 

Injuries increased from 47,020 to 
49,828 and total accidents rose from 
143,168 to 144,846. 

The Government noted a decline 
in railway car loadings of autos, 
trucks and parts through May 21 
this year. Loadings were 39,745 
compared with 43,339 in the same 
period of 1955. 

Factory sales of electric storage 
batteries and parts in April were 
23 percent ahead of April, 1955, 
with a total of $2,198,000. The total 
through Apr. 30 was $8,352,000, up 
10 percent from the previous year. 





New England Report... 


Credit Squeeze Hurts 


By Charles G. Sampas 
Staff Correspondent 





Handle the increased summer traffic at a 
profit with the Dobie Silent Service Sales- 
man. Customers buy 20% to 30% more 
service per R. O. when they can see what 
they need and what it costs. Prices and 


the year. Such sales stood at 33.6 
percent of all business in the first 
quarter and fell to 30.8 in the 
fourth quarter. 


Installment sales rose from 89.4 





maintenance items on this display set up for 
your Make, and are easily changed. Used by 
leading dealers coast to coast. Write for folder. 


THE DOBIE COMPANY 
7410 Woodward Ave. Detroit 2, Michigan 


to 40.2 percent during the year, 
and charge sales increased from 27 
to 29 percent. As noted above, 
new-vehicle financing continued to 
climb during the first quarter of 
1956. 

Accounts receivable in the hands 
of dealers totalled $86.6 million at 
the end of 1955 compared with 
$62.5 million a year earlier. Install- 
ment accounts made up 21.5 per- 
cent and charge accounts 78.5 per- 
cent of the 1955 total. 

Another Government report 

showed that Canada’s highways 
and rural roads totalled 524,055 


















Dietz Predicts 
Productivity Rise 


Of 25% by *66 


NEW YORK. — America’s climb- 
ing economy can be expected to 
add 25 percent to the nation’s pro- 
ductivity in the next 10 years and 
will put today’s levels of prosperity 
“in the shade,” Arthur O. Dietz, 
president, C. I. T. Financial Corp., 
told the New York Chamber of 
Commerce. 

But this increase is closely linked 
to consumer installment credit, he 
said. Dietz called such credit one 
of the principal means of broaden- 
ing markets, improving living 
standards and raising levels of 
employment and prosperity. 

“To deliberately suppress install- 
ment credit,” Dietz asserted, “would 
mean cutting auto and appliance 
production and forcing the chain 
of reduced output and employment 
to extend all the way back to the 
mines.” 

He declared that many who criti- 
cize the wide use of installment 
credit “simply distrust the ability 
of the average man to manager 
his own pay envelope.” He ruled 
out inflation as a serious threat 
except during a wartime emergency. 
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BUILD CUSTOMER SATISFACTION 
AND PROFIT WITH 





You can charge more for LUBRIPLATE Lubrication Service 
because you’re actually giving your customer a better grease 
job. He will fairly feel how much smoother his car runs and 
will have fewer repairs and parts replacements. LUBRIPLATE 
Lubrication Service will bring customers back to you again 
and again. 


White Repossesses 
25 Scranton Buses 


Many motorists already know LUBRIPLATE 
Lubricants. They use them in their shops, in 
their homes and on their guns and fishing 
reels. It will pay you to find out more about 
LUBRIPLATE Lubricants. Ask for our Service 
Franchise Deal. Write today. 


LUBRIPLATE HDS MOTOR OIL keeps 
the motor cleaner and smoother run- 
ning. Results in fuel economy. 


LUBRIPLATE DIVISION, Fiske Brothers Refining Co. 
Newark 5, N. J. Toledo 5, Ohio 


Co. has been authorized to repos- 
sess 25 Scranton Transit Co. buses 
on which the truck company claims 
$227,175 in rental fees. 

Judge T. Linus Hoban said the 
order did not interfere with White’s 
right to prosecute any claims 
arising out of the failure of the 
transit company and its receiver to 
comply with the terms of two ren- 
tal agreements. 





SCRANTON, Pa. — White Motor} * 


LOWELL, Mass. — An informal 
survey of automobile sales in New 
England proves one thing: Auto 
dealers feel more credit expansion 
is needed; the squeeze is hurting. 


Some of the Boston used-car 
dealers are crying into their 
small sales slips, while others 
say they never had it so good. 


Other dealers, in Connecticut, see 
an improvement in new and late- 
model used cars, while in New 
Hampshire the picture is blurred. 


In Nashua, N. H., a “fair-sized 
city,” the report is that late-model 
used cars are breaking records in 
sales. In Manchester, some dealers 
are seeing “the end of the world.” 


In Lawrence, Mass., one dealer 
reported that he has been getting 
complaints on the “higher” prices 
of cars and customers have been 
asking if it’s true that cars are 
going to be “higher” after June, 
because of the steel industry’s con- 
templated hike. 


Another dealer, in Lowell, 
Mass., said that the high first- 
year depreciation is hurting the 
new-car business just about as 
much as anything else. 

In the Boston area, auto dealer- 
ships are enlarging their sales ef- 
forts by concentrating in the fast- 
growing suburbs, where new elec- 
tronics, plastics and other “growth 
potential” industries have been lo- 
cating, away from the congested 
Hub. 

Similar changes are reported 
throughout the entire New Eng- 
land area, and economists in the 
area believe that this will bring 


Dealers Honor Student— 


Keith B. Bailey, center, June graduate 
of Indianapolis Technical High School, 
receives a master mechanic set of tools 
and metal chest from Thomas Hanika, 
right, executive vice-president, Indianapo- 
lis Automobile Trade Assn., while George 
L. Lone, school representative, looks on. 
Designed to stimulate auto shop interest 
among students, the award was presented 
to Bailey, an automotive shop student, for 
his outstanding achievement record at 
the school. 


new spirit and new, younger en- 
terprise in this fast-moving field. 

Anything—and everything—is lia- 
ble to happen in the New England 
auto field. Pessimism and optimism 
are side-by-side. 


All-Metal Wagon 
Held Big Factor 
In Texas Climb 


SAN ANTONIO.—In three years, 
station wagons have risen from an 
occasional sale to—in the case of 
Ford and Chevrolet dealers—almost 
10 percent of new-car registrations, 
San Antonio dealers say. 

And many expect the percentage 
to keep climbing. 

Chiefly responsible for the rise, 
one dealer said, was the develop- 
ment of the all-metal wagon. “It 
transformed the station wagon in 
the mind of the public from a lux- 
ury vehicle for the rich to a vehicle 
anyone could afford,” he explained. 

According to this dealer, three 
classes of drivers buy station wag- 
ons: Young persons, two-car fami- 
lies and persons who want a dual- 
purpose vehicle that can be used 
for business as well as pleasure. 

He admitted that the wagons’ 
popularity has cut into other new- 
car sales, but declared that it has 
brought a new buyer into the new- 
car market. 

“That’s the businessman or 
rancher who formerly owned only 
a truck,” he said. “Now he buys 2 
station wagon.” 












Clark Unveils New Straddle Carrier— 











This 30,000-pound straddle carrier, featuring a new five-speed syncromesh trans- 
mission, 15 percent more horsepower at the wheels, hydraulic control of load hooks 
and four-wheel radi-arc steering, has been introduced by the Ross carrier division, 
Clark Equipment Co., Benton Harbor, Mich. Named the Series 93, the machine is 
available in nine models capable of carrying loads ranging from 54 to 66 inches 
in height, and 52 to 64 inches in width. It is equipped with the standard Hercules 
131 horsepower engine or an optional Hercules 142 horsepower engine. Road speed 
is 38.2 m.p.h. with the standard engine. 
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In Search for More Revenue... 


Cities Gain Broader Tax Power 


NEW YORK. Reports from 
across the nation indicate a further 
extension of the 10-year trend to- 
ward broadening of taxing powers 
of cities and other political sub- 
divisions. 

There is also an apparent trend 
toward increased sharing by lo- 
calities in the receipts of state- 
collected taxes. 

While formal proposals for im- 
mediate adoption of new local non- 
property taxes are being raised as 
an issue in fewer cities than in 
some former years, there are indi- 
cations that municipal revenue 
problems are widespread and will 
be laid in the laps of most of the 
45 state legislatures scheduled to 
convene next year. 

A proposed earnings and net bus- 
iness profits tax is being considered 
for submission to the voters of Kan- 
sas City, Mo. 


An increase from ‘ to 1 percent} 
in the Columbus (O.) municipal in-| 


come tax will be submitted to voters 
there in November and, meanwhile, 
was expected to be put into effect 





July 1 for a temporary three-month | 


period. 

Kentucky's Legislature this 
year enacted enabling legislation 
for an increase from 1 to 1% per- 
cent in the Louisville “occupa- 
tional” tax on wages and 
profits which was put into effect 
by the City on March 1. 

Another Kentucky enactment au- 
thorized the Louisville and Jeffer- 
son County boards of education to 
impose a similar tax of '% percent, 
if approved by local voters. A ref- 


erendum on such a levy was tenta- | 


tively scheduled for June 30. 

Cities in which new local income 
taxes have been suggested, but not 
yet formally proposed, include Den- 
ver and Milwaukee. 

Income-payroll taxes have been 
levied in such cities as St. Louis, 
Mo., and Lexington, Louisville, 
Newport and Paducah, Ky. In Ohio, 
the cities of Cincinnati, Columbus, 
Dayton, Canton, Campbell, Barber- 
ton, Lancaster, Portsmouth, Spring- 
field, Struthers, Toledo, Youngs- 





town and Warren levy the tax, as| 


do several suburbs of Cincinnati 
and one Toledo suburb, Maumee. 
In Pennsylvania, 18 cities, 125 
boroughs, 14 first-class townships, 
and 262 school districts impose the 
tax. Among the largest Pennsyl- 
vania cities employing such a levy 
are Philadelphia, Pittsburgh, Scran- 
ton. Erie, Altoona, Bethel, Am- 
bridge. Butler, 
burg, Carbondale, Johnstown, State 


College. Meadville, Mount Lebanon, | 


New Castle, New Kensington and 
Williamsport. 

Illinois cities, both large and 
small, are now relying heavily on 
local % percent sales taxes, 
adopted under the terms of 1955 
enabling legislation. By late last 
year, 594 Illinois cities, including 
Chicago, had adopted such levies. 
Local sales taxes also are widely 
levied in California, which last year 
enacted a law providing for a per- 
missive uniform 1 cent sales tax 
for cities and counties. 


California cities previously were} 


empowered to levy local sales taxes 
but the state’s 58 counties lacked 
such authority. Some 170 cities were 
levying local sales taxes ranging 
from '+ to 1's percent. 

Other states in which municipal 
sales taxes are in use include Ala- 
bama, Arizona, Colorado, Louisiana, 
Mississippi and New York. 

Current-year developments affect- 
ing taxes and revenues of local gov- 
ernments include the following: 

ARIZONA: Prescott city voters ap- 
proved a 50 percent cut in the local 
property tax and authorized the 
City Council to impose a City sales 
tax at half the rate of the State 
sales tax. 

Colorado: Mayor W. F. Nichol- 
son of Denver predicted that vot- 
ers there will have a chance to 
decide on a municipal income tax 
within the next year or year and 
a half. Nicholson suggested the 
Possibility of imposing a new City 
tax on liquor outlets. 

Iowa: A state legislative interim 

tax study committee, which will re- 


Donora, Cannons- | 





port to the 1957 Iowa Legislature, | 


has received proposals for legisla- 
tion to broaden the tax base for 
cities and towns. 

KenticKky: An increase from 1 to 


é 


1% percent in the Louisville City | 
“occupational” tax on wages and| 
net profits went into effect March | 
1 to provide additional revenue for! 
pay boosts to City employes. | 


The Legislature also passed a bill | 
to permit the Louisville and Jeffer- | 
son County boards of education to 
impose a similar tax of ™% percent, 
if approved by local voters. 

LovtsiANA: Bills introduced in the 
Legislature with the backing of the 
Louisiana Municipal Assn, would: 


Permit cities to increase local 
property taxes from 7 to 10 mills; 
increase the State liquor tax from 
$1.50 to $1.90 per gallon, to produce 
an extra $2 million a year for dis- 
tribution to cities, and authorize 
cities to impose a 4 percent gross 
receipts tax on public utilities. 

Missouri: On the ground there 
would be insufficient time to con- 
duct an educational campaign on 
the City’s needs, a majority of 
the Kansas City Council voted 
not to submit an earnings and 
net business profits tax to the 
voters at the Aug. 7 primary, as 
had been earlier planned. 

Councilmen were unanimously 
agreed, however, that the Council 
must act on an earnings and net 
business profits tax and submit it 


| as soon as possible to the voters. 
net | 


The Council's finance committee 
recommended a ' percent tax with 
no exemptions, except for workers 
receiving $1,200 or less a year. 

On10: A resolution approved by 
the Columbus City Council declared 
its intent to place a City Charter 
amendment on the November ballot 
providing for a permanent increase 
in the City income tax from % to 1 
percent. 

Meanwhile, an ordinance was in- 
troduced to put such an increase 
into effect temporarily for a three- 
month period starting July 1, to 
yield an estimated $1,250,000 in ad- 
ditional revenue. 

In another development, Gov. 

Frank Lausche called a special 





| accident - prevention 


| 


Safety Programs 
Slice 21 Pct.from | 


Insurance Rates 


CHICAGO. — Effective accident- 
prevention programs have cut acci- 
dent-insurance costs 21 percent in 
five years. members of the National 
Automobile Transporters Assn. were 
told. 


Horace L. Taylor, NATA board | 


chairman, reported on the savings 
at a conference attended by 40 of 
the group’s accident-prevention di- 
rectors. Insurance rates for NATA 
members now are $4.90 per $1,000 
compared with $6.20 per $1,000 five 


| years ago, he said. 


H. K. Halbrooks, director of the 
division, re- 
ported that April was the 38th con- 
secutive month that NATA drivers | 
had kept their accident ratio below | 
one accident 100,000 miles of opera- | 
tion. 


cor 


. « d F 


session of the Legislature to start 
June 28 to consider tax legisla- 
tion to prevent local governments 
from losing nearly $10 million in 
the form of tax rebates to banks. 

PENNSYLVANIA: The Legislature 
enacted a bill to increase state aid| 
for local roads from $18 million to| 
$30 million a year. 

In another development, the State| 
Internal Affairs Department made 
public a report showing that re- 
ceipts from levies imposed under 
Pennsylvania’s “tax anything” law 
topped the $50 million mark in 1954. | 
Enacted in 1947, the law permits} 
local taxation on anything not} 
taxed by the State. 

A review of taxes adopted under} 
the act showed that school districts, | 
boroughs, townships and third-class | 
cities imposed 3,552 separate taxes| 
under the law during 1954. 

Texas: The State Supreme Court | 
invalidated a Harris County meas- 
ure seeking to impose local motor 
vehicle registration fees to finance 
the acquisition of rights of way for 
state and federal highway construc- 
tion in the county. 

Although apparently leaving the 
way open for the Texas Legisla- 
ture to pass a general act permit- 
ting counties to impose such local 
levies, subject to local option elec- 
tions, the high court held that en- 
abling acts to permit a single 
county to levy such taxes are un-! 
constitutional. 

Utah: Enactment next year of 
Utah legislation to increase the 
State sales tax from 2 to 3 per- 
cent, with the added revenue ear- | 
marked for return to municipali- | 
ties, was proposed by Mayor A. F. | 
Stewart of Salt Lake City. 

Vircinta: Local and state tax| 
problems, including whether the 
State should enact and share a! 
sales tax with localities, are being 
studied by a state legislative in- 
terim commission set up by the 
1956 Legislature. 

Wisconsin: A_ state committee 
studying revenue sources, prepara- 
tory to submitting recommenda- 
tions to the 1957 Legislature, is con- 
sidering whether automobiles should 
be restored to property tax rolls as 
a means of giving cities more rev- 
enue. 

Automobiles were taken off local 
property tax rolls in Wisconsin in 
1931. Thereafter, 20 percent of the 
license fees collected by the State) 
| were returned to the municipalities 
|in which the vehicle owners lived. 
Wyrominc: Enactment next year 





| the State sales tax from 2 to 3 per- 
| cent, to raise $3,900,000 in additional 
annual revenue for distribution to 
cities and counties, has been pro- 
posed by the Wyoming Assn. of | 
Municipalities. | 

The association also will ask the! 
1957 Legislature to add 1 cent to} 
the State gasoline tax, with half of | 
the increase going to the State! 
Highway Department for primary| 
road construction and the other 
half to cities on a population basis. | 


= 


. 





Complete Dealership Management Course— 


Pontiac officials and dealer employes who recently completed a dealership man- | 


agement course at General Motors Institute 


in Flint, are, from left, Richard C. Bennett, 


Great Falls, Mont.; Ewart L. Murray, Souris, Canada; Leland S$. Woolley, Escondido, | 
Calif.; James A. Giebel, Bethesda, Md.; L. W. Walker, Pontiac sales promotion manca- | 
| ger; Howard Simon, Herkimer, N. Y.; Charles Schneider jr., St. Louis; and Kenneth 


L. Elow, Herkimer, N. Y. 


of Wyoming legislation to increase} 


79 





installation and 
change-over time with 


ORROUGHS 
BINS 


Borroughs Bins offer you more features than any other bins on the 
market. Borroughs sliding shelves are simpler, and slide easier. 
Dividers are instantly adjustable, and are not restricted by holes 
punched in the shelf..they snap into position any place you want 
them. You can adjust shelves with dividers in place. Shelves are 
18 gauge, and do not require side flanges. Frame is stronger because 
Borroughs Bins have a separate base and top which are bolted to 
uprights and back to give utmost rigidity. Compare, and you will 
discover that Borroughs Bins are the Best Buy. 


send for more information and catalog 
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SLIDING SHELVES 
adjustable without bolting 


SNAP IN DIVIDERS 


snap in any place on shelf 


Borroughs “delivers the goods” from survey to installation 
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Complete survey service 
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Efficient installation service 


- Prompt delivery service 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK aii KALAMAZOO, MICHIGAN 


@mMp Plants and other Subsidiaries: (American Metal Products Co. Detroit, 
Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio 

Kilgore, Texas —Colton, California) (General Spring Products, Ltd. - 
Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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30 Days 
In 6 
Regional 
Editions 
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New Feature in the 


N.A.D.A. OFFICIAL USED CAR GUIDE 
AVERAGE 


WHOLESALE \ 


Compiled by Direct Reports From Dealer Sales and 
Wholesale Markets throughout Your Trading Area. 
Complete, Factual, Usable. 
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IN ADDITION 


e Average Loan 
(Except West Coast) 


e Average Retail 


e Identifying 
Specifications 


Quantity Prices on Request 


NATIONAL AUTOMOBILE DEALERS 
Usepo CAR Guipe Co. 


1800 H Street, N.W. Washington 6, D. C. 





** Frank Buck . .. Shmank Buck. 


It's the Pullman Vac that brings ‘em back !”” 


OWN A 
, GASOLINE STATION, TOO? 
Want to catch more regular customers? It’s those 
Write for FREE Booklet ‘How 


“little extras” you perform .. . like returning his 
car with the interior spick and span. Makes a 
man feel like you’ve done an all-around thorough 
job of servicing. 


to Sell More Oil, Oil Filters. 
Lubrication and TBA Items In Your 
Service Station 


And the satisfied service customer is your best 
prospect for a trade-in sale, too. Progressive auto- 
motive merchants everywhere are increasing their 
sales in all departments with the help of the 
Pullman Vacmobile. Keep your customers headed 
to your door by providing that “little extra” that 
counts so much. 


MAIL THIS COUPON TODAY 
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Puliman Vacuum Cleaner Corp. 
25 Buick Street, Boston 15, Mass. 


Rush me your free kit showing me how 
the Pullman Vacmobile can mean more 
business for me. ° 


Nome 
Company 
Address 
City 


VACMOBILE 


It’s the Pullman Vac that brings ‘em back! 
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Zone State 
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|'Exports Also Lag... 





By F. C. Livingstone 

Special Correspondent 
I ONDON. (UTPS) More 

4 gloomy figures have just been 
released showing that the British 
auto industry's output for April was 
58,947, or 8,735 below April a year 
ago. 

The export figures are even 
gloomier. So far this year, exports 
have been clipped by 33,634 cars to 
110,383. 


Total output of the industry so 
far this year has been 274,270 
autos, which is 27,382 below last 
year’s figures. So some of the 
lost export orders are apparently 
being mopped up by the home 
market, unless they are still in 
the pipeline. 

These are the peak months for 
| selling autos in Britain. When this 
| peak is passed, the outlook for the 
industry is not a happy one unless 
exports can be boosted. A few man- 
ufacturers are reporting good busi- 
ness overseas, but they are, almost 
without exception, the makers of 
specialty cars. 

The one real bright spot in the 
April output figures comes from 
the truck makers. They are at an 
alltime peak of 116,305—up 11,811 
over last year. 

* * * 


Jaguar Output Up 


HILE most other auto makers 

in Britain are being compelled 
to cut production, the Coventry fac- 
tory of Jaguar Cars, Ltd., is going 
on to break all records. 


Production there is now run- 
ning at nearly double the 1955 
figure. Jaguar sales in the U. S. 
this year are expected to amount 
to over $20 million, or 80 percent 

| more than the previous best year. 
| In other parts of the world, too, 
|Jaguar sales also show signs of 
|continuing improvement. The New 
Zealand Government has just taken 
| delivery of 10 Jaguar Mark VII sa- 
| loons with automatic transmissions. 
This fleet is intended for the use of 
Cabinet Ministers. 

Production of the MG Car Co., at 
| Abingdon, England, has increased 
by 38.9 percent since January. The 
total export production has been at 
the rate of about 60 percent and 
over 50 percent of the output has 
gone to dollar markets. 

* * * 





Bigger Truck Exports 


A essa of individual truck 
+% makers’ output figures show 
that they are all sharing in the 
upsurge of export prosperity. 
Exports of Rootes Group com- 
mercial vehicles during the first 
|quarter of 1956 were 63 percent 
higher than during the same quar- 
ter last year. The greater part of 
this increase was due to buying by 
Continental customers, who sent 
|the figures soaring by no less than 
100 percent on last year’s sales. 
| Truck sales to dollar countries 
showed an increase of 28 percent 
on 1955 figures. 


Is It Chrysler? 
of the 


* * 


most-talked 


Exchange is the agressive buying 
of shares in Standard Motors. 
Nobody knows who is behind it. 


It is calculated that the mystery by 


buyer must now own something 
like two million Standard shares, 
which is close to 10 percent of the 
| total issued — a nice springboard 
|from which to make a take-over 
bid. 

Alick Dic, the young boss of 
Standard, says he does not know 
who is behind this buying. 
Massey-Harris, who is_ linked 
with Standard for the manufac- 
ture of Ferguson tractors, says 
it has nothing to do with it. 
There is a general feeling that 
Chrysler money is being used to 
buy this entry into the British 
market. Chrysler has no stake in 
the European field now. 

” ~ * 


The Austin A-105 


HE British Motor Co. has intro- 
| duced a new car which its pro- 
|moters confidently predict will 








| which 


ORE of | 
mysteries on London's Stock | 


British Production 
Below Last Year 


make the firm England’s leading 
auto exporter. 

The car is the Austin “A-105,” 
a luxurious foor-door sedan 
is expected to apeal to 
all markets. It will sell for 739 
pounds (2,069) plus the purchase 
tax of 370 pounds (1,041). 
Capable of about 100 miles an 
hour, the “A-105” is powered by a 
six-cylinder overhead-valve engine 
equipped with twin S. U. carbure- 
tors. The engine will produce 102 
British horsepower at 4,600 r.p.m. 
An overdrive unit operated semi- 






Government Cuts Off 


By Douglas Grahame 
Staff Correspondent 


N EXICO CITY. What was fast 
_ becoming a _ business some 
dealers branded it a “racket’—has 


been nipped by the Ministry of Fi- | 


nance. 

This was the practice of U. S. 
visitors selling their cars here at 
top prices which, minus import 
duties, were bargains in Mexico. 
The ministry has posted notices 
in English and Spanish at all points 

of entry and exist. The notices 


proclaim that every visitor must} 


return in the same car that was 
brought in. 
Otherwise, the tourist will have 


to explain to the customs authori- 
ties. The regulation allows tourists 
who, for emergency reasons, must 
sell their cars to post a bond guar- 
anteeing payment of duties. How- 
ever, this permission, the Govern- 
ment warned, can be granted only 
by Federal authority. 


* 


Duties Cut on Old Cars 


HE Ministry of Finance also has | 


reduced import duties on old 
automobiles brought 
country. The cuts range from 10 
percent on 1951s to 70 percent on 
1945s or older. 


They apply to all autos of up to 


10 passenger capacity. The implied | 


purpose of the reductions was to 
bring down the prices on these 
cars, 


* * 


Ruling on Negligence 

HE National Supreme Court has 

set a precedent in ruling that 
it is “criminal negligence” to per- 
mit the use of a car to anyone who 
doesn't know how to drive, or at 
least doesn’t drive well enough to 
get a license. 

The press hailed the decision 
as “a wholesome procedure” and 
commented that many parents 


are guilty of this crime when 


Dealers Donate Communicatio 


The Cincinnati Automobile Dealers Assn 
Civil Defense Corps, a Ford bus for use 
unit. 


Auto News from Mexico 


By Tourists from the U.S. 


into the} 


— 


| automatically through the accelera- 

|tor pedal on the third and top 

| ratios and provides high-speed 

| cruising at comparatively low en- 

| gine revolutions. 

* * ed 

| Aluminum Coupe 

A NEW Aston Martin coupe, 
with an aluminum body, has 

been produced by the David Brown 

Industries group. 

This new two-seater is on the 
same chassis as other Aston 
Martin cars and has the same 
six-cylinder engine, developing 
210 British horsepower. It is 
said to be capable of 150 miles 
per hour. 

New features include a four- 
speed David Brown gearbox with 
a central gear lever, Girling hy- 
draulic brakes, three Weber car- 
buretors and a single clutch plate, 





‘Bootlegging’ of Autos 


they permit inexperienced young- 
sters to use their cars. 
Conviction may be punished by 


jail terms of from two to six 
| years, depending upon the district, 
state or territory in which the 
offense is committed. 

; a 


Mercedes Rep Named 
UTOMOTRIZ TAME, S. A., has 
= been named as general rep- 
| resentative of Mercedes-Benz in 
Mexico. 
‘ mn ~S 
|Auto Laundry Opens 
AVADO Automatico Navarate 
4 has started what it claims to 
be Latin America’s largest and 
most modern auto washing service. 
It guarantees to thoroughly wash 
a car in two minutes flat. 


4 Safety F eatures 
Offered to Buyers 
Of Ford Trucks 


| DEARBORN.—Ford division has 
made four more safety features 
available on most truck models, it 
was announced last week by J. S. 
Snyder, truck marketing manager. 


They are optional seat belts for 
driver and passenger, padded in- 
strument panel and sun visors and 
|safety rear-view mirror. The mir- 
ror will be standard equipment on 
pickup and express trucks. 


The new features can be obtained 
in either of Ford’s optional safety 
packages. One includes the instru- 
ment panel crash pad and padded 
sun visors while the other has these 
items plus seat belts. 


| The safety items are available 
for all models except cowl and cowl 
windshield chassis. In these, the 
company said, the driver’s position 
|in relation to the instrument panel 
makes the equipment impractical. 









ns Unit— 


- Presents to the First Defense Area, Ohio 
as the group's first mobile communications 


On hand for the presentation were, from left, Harry Muth, the civil defense 


unit's communication officer; C. B. Ayer; Erdie Turner, CADA secretary; and H. H. Van 


Meter, Superior Chevrolet. 


gears gives the car six forward gear 
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Big 3, U. S. Agencies Alarmed... 


AUTOMOTIVE NEWS, JUNE 18, 


Rules Bill Held Franchise Peril 


‘Continued from Page 1) 


national oversupply might have to 
dump the vehicles where they could 
get the best price. 

“Then the very system sought 
to be preserved by this legisla- 
tion, namely the franchise sys- 
tem, will be weakened, if not 
actually destroyed,” Hufstader 
testified. 

A Chrysler Corp. statement also 
called it an “unsafe supposition” 
that relations between auto makers 
and dealers can be changed dras- 
tically without jeopardizing the 
existence of the present distribution 
system. 

* * * 
_ opposition to the bill was 
spelled out in a letter from FTC 
Chairman John W. Gwynne to Sen- 
ator Warren Magnuson, chairman 
of the Senate Interstate and For- 
eign Commerce Committee. 

Gwynne said it was impossible 
to tell whether the Monroney bill 
would actually help dealers as 
intended or, on the contrary, 
“hasten radical changes in the 
distribution of automobiles.” 

Gwynne said his basic objection 
to the measure was that it would 
force the Government to supervise 
actively and partially control and 
regulate the business relations be- 
tween private parties. 

These business relations, he 
added, have no more bearing on the 
public interest as a whole than the 
business relations between any 
other private contractors. 

* * * 

HE letter from the Justice 

Department was written by 
Assistant Attorney General William 
P. Rogers. 

He said the buy-back section 
would legalize practices “which 
constitute a boycott by new-car 
dealers of nonfranchised dealers.” 
He added that, in practice, the 
buy-back system would tend to 
stabilize prices at the retail level. 
The provision to require auto 
makers to cancel dealers only for 
reasons spelled out in 


Rogers said it raises serious con- 
stitutional questions to the extent 
that the bill modifies relations 
under existing contracts. But Jus- 


‘Can’t Legislate 
Bad Dealer into 
Good Dealer’ 


WASHINGTON.—“I think that in 
the long run this legislation would 
do the dealers a lot of harm,” 
George M. Holtsinger, a Tampa 
(Fla.) Ford dealer of 28 years’ 
standing, testified last week at hear- 
ings on the Monroney bill to regu- 
late factory-dealer relations. 

“In my opinion,” Holtsinger said, 
“you cannot legislate a bad dealer 
into a good dealer. I do not want 
to have my business regulated by 
legislation designed to prevent some 
of the practices that I and other 
dealers have never engaged in.” 

Holtsinger said he believed that 
Senator A. S. Mike Monroney, Okla- 
homa Democrat and sponsor of the 
bill, is trying to contribute some- 
thing in the way of legislation that 
would improve the lot of dealers. 










However, he said, the auto indus- | 
try has had other difficult periods | 


and has always managed to work 
its way out without legislation. 


Holtsinger said he, as a dealer, | J r B 
| manship stops and coercion starts.” | 


Dean said the bootlegging provi- | 
| sion of the bill would have several | 


had made “stupid mistakes” and 


that “some people” at Ford Motor) 


Co. had made “equally stupid” mis- 
takes, 
corrected without legislation. 
Holtsinger also said: 
“If (Ford) had to buy back cars 
from other dealers under this bill, 


I would not want to be asked to} 
take any of them, nor would I want | 


them sold by the company to used- 


rcar dealers in my territory or 


directly to my customers... 

“I do-not believe there is anybody 
(at Ford) who could sell me or 
make me take any automobiles‘ that 
I do not want... 

“IT do not want to see anything 
done that will interfere with 
(Ford’s) ability to produce a gocd 
automobile at a low price .. . 

“I already have enough Govern- 
ment regulation in my business, and 
I do not want any more.” 


selling 
agreements also drew heavy fire. 





but that mistakes can he} 


tice indicated it would not oppose 
manufacturers’ incorporating ter- 
mination provisions in new con- 
tracts negotiated with retailers. 

Rogers also opposed requiring 
factories to assume full liability 
for assets of cancelled dealers, add- 
ing that Justice would not oppose 
a requirement of partial assistance 
by factories during liquidation. 

Like FTC, Justice believes that 
the anticoercion section is unneces- 
sary, since such practices already 
are illegal. 

* * * 


Passage Doubtful 


ONCERTED opposition to the 
4 bill makes chances for passage 
this session extremely doubtful. 
Even if the bill should make it 
through the House and Senate, 
there is a strong probability that 


President Eisenhower would veto 

it. 

Ford witnesses, including an 
independent economist and two 
Ford dealers, spent nearly seven 
hours before the Monroney sub- 
committee as GM witnesses 

| awaited their turn in the crowded 
hearing room. 

Gossett said he opposed not only 
every provision of the Monroney 
bill, but every other dealer bill in- 
troduced in the House and Senate 





except one offered by Senator Wal- 


lace Bennett, Utah Republican. 
Gossett said the implications of 
the Monroney bill were “drastic 
and frightening.” It would inevita- 
bly work to the detriment of the 
public through higher prices for 
motor vehicles and service, he said. 


Granting FTC power to regulate | 


operations of the auto industry, the 


Monroney Bill Could Upset 
Industry, Economist Says 


WASHINGTON. The overall 
effect of the Monroney bill on 
factory-dealer relations might well 
be to change the entire character 
of automobile distribution, the sub- 
committee on automobile market- 
ing practices was told last week. 

Testifying was Joe Dean, pres- 
ident of a firm of economic and 
management consultants and pro- 
fessor of business economics at 
the graduate school of business 
of Columbia University. 

Dean said he testified at hearings 
on the Monroney bill at the request 
of Ford Motor Co. 


Provisions of the Monroney bill, 
|he said, would produce significant 
changes in the operation and struc- 
ture of the present automobile dis- 
tribution system. 

He listed the most important 
short-run possibilities as follows: 

1. The legislation would tend to 

strengthen the “locational mo- 
nopoly” of the dealer by taking 
away much of the stimulus to 
competition. 


tition would be higher profit 
margins for the dealer and gener- 
ally higher prices for the consumer. 


|}result in a lower volume of auto 
|sales and of employment. 
4. There would be an increase 


|in the cost of auto distribution, 
|largely as a result of uncertainty, 


| deeper Government participation in 


the business and litigation. 

These short-run effects, he said, 
| would eventually impel the factories 
lto devise other and more efficient 
ways to market their cars com- 
petitively. 

The manufacturers, Dean said, 
might increase the number of 
retail dealers and strip them of 
some of their functions, with a 
resulting narrower profit margin 
and a decline in the value of the 
franchise. 

Separation of the retail functions 
|}of sales and service might also 
result he said. ’ 

As a last resort, Dean said, the 
|factories might enter directly into 
retail selling, servicing or both. 


| 


facturer in selling efforts because 
“it is hard to know where sales- 


probable consequences: 

| 1. It would convert auto 
|ing into consignment selling (be- 
| cause of the buy-back proposal). 

| 2. The factory might be forced 
to use a larger number of dealers 
‘with little, if any, geographical 
| protection and possibly with little 
|}or no ..responsibility for servicing. 
3. The manufacturer would have 





a thorny problem in disposing of | 


the units he was forced to buy 
back. 

Dean charged that the bill runs 
counter to antimonopoly legisla- 
tion. Consequently, he said, it 

| would injure the consumer and 
be an obstacle to economic prog- 
ress. 
If enacted, he said, it would set 
a sweeping precedent. It would be 


2. The result cf lessened compe- 


3. Higher consumer prices would | 


The coercion measure in the bill, | 
Dean said, would inhibit a manu-| 


retail- | 


hard, said Dean, to deny dealers 
of farm equipment, major appli- 
ances and other durable goods the 
same treatment which the Mon- 
roney bill gives to auto dealers. 

“The bill is likely to prove in- 
effectual in the long run in obtain- 
ing for the dealers the benefits 
they seek,” Dean said. 


“The bill would either prove to| 


have loopholes which would in 


effect nullify it, or it would be so} 


| effective in the short run that man- 
|ufacturers would in the long run 
‘be forced to modify basically the 


structure of automobile retailing.” | 
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Check Insurance Policy, 


Buffalo Assn. Warns 


BUFFALO. — The Buffalo Au- 
tomobile Dealers Assn. has urged 
its members to check their deal- 
ership liability insurance policies 
to make sure they are adequately 
covered. 

The suggestion came after an 
Akron dealer was ordered to pay 
$300,000 to a child struck by a car 
driven by one of the dealer's 
salesmen. The child’s attorney has 
filed a bankruptcy petition against 
the dealer indicating, the Buffalo 
association said, that his insur- 
ance was insufficient to cover the 
award. 





| Ford spokesman claimed, would in- 
|volve Government regulation and 
|direction of a manufacturing 





|tered points 


| 
| 


warding possibilities.” 
| + * 
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assets that were either unnecessary 
or ill-suited to his business needs. 
Gossett said the Bennett bill, 
which would permit dealers to issue 
new-car warranties instead of man- 
ufacturers, deserved more thorough 
consideration, and “might have re- 


+ 


ONRONEY asked Gossett if he 
4 didn’t think the buy-back pro- 
vision would encourage dealers to 
buy a more selective representation 
of cars. 

Gossett replied that the dealer 
may do that now. 

“If a dealer's overstocked,” Gos- 
sett said, “he can simply order 

fewer cars next month.” 

He said that in a free economy, 
there will probably always be scat- 
of friction between 
factories and dealers, but he added 


| that “human beings are going to be 


in- | 


| dustry without precedent in Ameri- | 


| can history. 
It would give rise to burdensome 
| and disruptive litigation before FTC 
and the courts, he charged. 
| * * 
|; JF FACTORIES were required to 
buy back surplus cars from deal- 


j}agreed to take 


| ers, said Gossett, “inefficient dealers | 


| would be 
contingencies, 
ineptitude and bad judgment.” 

Under such circumstances, he 
continued, “there might be little 
need for authorized dealers.” He 
added that, if the bill passed, it 
was clear that wholesale prices 
could not be held at present 
levels. 

Gossett also attacked a provision 
of the bill to require auto makers 
“to effectuate an equitable liquida- 
tion of the assets” of a cancelled 
dealer. 

The Ford attorney said that this 
clause might guarantee a dealer 
against his own bad business judg- 
ment or extravagance in acquiring 


guaranteed against all 


including their own| 


human beings.” 

Senator Frederick Payne, Maine 
Republican and a co-sponsor of the 
Monroney bill, said he thought Gos- 
sett had raised one important point. 

“IT can see that if a dealer has 
sO Many cars, in 
good faith,” Payne remarked, “then 
it might be hard on the manufac- 
turer to have to buy the cars back.” 

* * * 
| peed could we get rid of the 
cars we bought back?” asked 


| Gossett. “We can sell cars only to 
| other dealers.” 


But Payne pointed out that 
dealers wonder what they will do 
if there is another “mad com- 
petitive race” in another three 
years. 

“I don’t blame them,” Gossett 
said, “but this is not the proper 
legislation to protect them.” 

He branded the bill as “a super- 
ficial statute,” adding that it is a 
delusion to think it will stop boot- 
legging. 

Monroney told Gossett that indus- 
tries have always opposed bills to 

(Continued on Page 82, Col. 1) 
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Attention All Dealers! 


In most instances, factory-in- 
stalled optional duals are not 
available as an accessory kit. 
The demand from your cus- 
tomers whose cars are not 
equipped with duals is tremen- 
dous. 
for their cars means additional 
profits for you. 

Grand manufactures perfect fit- 
ting duals for all V-8 installa- 
tions. 
Order Grand duals from your 
Grand jobber today! 


Additional horsepower 


GRAND AUTOMOTIVE PRODUCTS 


| 2055 Ruby Street 


Melrose Park, Illinois 
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Rules Bill Held Franchise Peril 


(Continued from Page 81) 
regulate them, and he cited opposi- 
tion to the formation of the Securi- 
ties & Exchange Commission as one 
example. 

Gossett snapped back that the 
present situation is in no way com- 
parable to the SEC Act battle. 

“The merits of our argument 


stand on their own feet,” he de- 
clared, “and they are eminently 
sound.” 


* + + 


NADA Criticized 


EORGE M. HOLTSINGER, a 
Tampa (Fla.) Ford dealer since 
1928, also testified against the bill. 
Holtsinger said he thought NADA 
leaders “just have not thought 
through” on the bill. 
Under questioning, 


the dealer 


drew laughter from reporters and} 
Ford and GM witnesses when he| 


told Monroney: 

“I just can’t believe you're go- 
ing to pass a law to help Old 
George without penalizing Old 
George in some way.” 

He admitted he had been pres- 


|makes an 





sured by the factory to take more| 


cars, but he said he just ignored 
the pressure. 

“Maybe I haven't had _ sense 
enough to be afraid,” he said. “But 


dealers, our suppliers, our employes | 
and our more than 300,000 stock- | 
holders; nor merely because it ap- | 
pears inimical to the best interest | 


of our industry,” he said, 

“We oppose it also because it 
contains implications that far 
transcend its immediate practical 
effect and could do serious 
violence to the whole economic 
system of the nation.” 

The Monroney bill, Gossett said, | 
does not have a valid concept and | 
is seriously discriminatory. 

“It is aimed solely at the auto- 
motive industry and almost entirely 
at one segment of that industry 
the manufacturers,” Gossett said. 

“It ignores completely the fact 
that some of the most serious public | 
criticism directed at the industry is | 
attributable to the conduct of some 
dealers.” 

The proposed legislation, he said, 
ineffective attempt to 
deal in part with the question of 
bootlegging, but makes no attempt 


| to curb other abuses which he said 
|have had far greater effect upon 


the public welfare. 
*. - * 
OSSETT charged that provisions | 
of the bill would subject the| 


| dealer-maker relationship to “close | 


it’s part of the dealer organization | 


to gripe, just like the Navy.” 
* * . 


OLTSINGER said he had never 
bothered to read his contract 


with Ford, but thought he could) 


take care of himself. 

When asked if Ford had placed 
any “stimulator dealers” in the 
Tampa area, he told senators that 
“some dealers act like they’re 
stimulators, but I try to stimulate 
them back a little, too.” 

The Florida retailer said he hon- 
estly believed Ford has made a sin- 
cere effort to stamp out bootleg- 
ging. 

“I really think,” Holtsinger said 
in conclusion, “that any dealers 
with horse sense who stop to ana- 
lyze your bill would be against it.” 

* + * 
HAROLD HOPKINS, a Glen- 

© side (Pa.) Ford dealer, filed a 

statement opposing the “ground- 
rules” bill because “ultimately Gov- 


and detailed supervisory regula- 
tion” by the Federal Trade Com-| 
mission. 

This regulation, he said, probably | 
would include among other things, | 
contract making, product pricing 
and other conditions of sale. The 
bill, he said, would tend to inhibit 


|or eliminate certain areas of com- 


ernment regulation of our business | 


could only hurt us dealers and the 
public.” 

Joel Dean, an independent econ- 
omist retained by Ford, testified 
that passage of the bill would re- 
duce competition and strengthen 
the “locational monopoly” of 
dealers. 

Dean 


explained that eventually | 


auto makers would have to find! 


other ways to market their cars 
competitively. Dean also charged 
that the bill runs counter to anti- 
monopoly legislation. 

General Motors, while specifically 
opposing the buy-back provision of 
the bill, supported its 
general objectives.” 

Hufstader said GM didn’t think 
legislation was necessary, but he 
refused to class himself as an oppo- 
nent of the measure. 

* + +” 
UFSTADER insisted, however, 
that factories should not be re- 

quired to buy back cars from deal- 
ers, regardless of the market situa- 
tion. GM’s original proposal, he said, 
was that manufacturers be given 
the option to repurchase cars from 
dealers. 

“While no manufacturer would 
intentionally overproduce,” ex - 
plained Hufstader, “the proposed 
legislation would not ensure that 
it could not happen.” 

He added that if the anticoercion 
provision of the bill is enacted, the 

buy-back provision would be un- 
necessary. 

“If the manufacturer cannot co- 
erce or intimidate a dealer into 
purchasing motor vehicles,” he 
asked, “why is it necessary to im- 
Pose upon the manufacturer the 
obligation to repurchase any cars 
offered back to him by the dealer?” 

” 


Economy Imperiled 


OSSETT told the subcommittee 

that Ford “is opposed to most 
of the proposed legislation in form 
and in substance.” 

“That is our position, not merely 
because we think the proposed 
legislation would be injurious to our 
company and to the interests of our 


“apparent | 





petition among manufacturers. 

Gossett charged that the bill’s 
clause on “coercion” was vague 
and that there was no exception 
from the operation of its pro- 
vision for “the normal persuasive 
effort that is basic in a seller- 
purchaser relationship.” 

The bootlegging clause, he said, 
would not “reach many bootleg 
sales” and would make enforcement 
against bootlegging “virtually im- 
possible.” 

It would, however, load on the 
factories most of the commercial 
risk inherent in selling cars, he 
said, and this would make dealers 
careless in ordering cars. 

This, he said, could well lead 
to a different distribution system 
and to higher prices. 

* * * 


Repurchase Assailed 


N ATTACKING the buy-back 
proposal, Gossett said, “Under 
the repurchase provisions, deliveries 
to dealers would be tantamount to 
consignments. 

“The manufacturer would have 
no control over the selling efforts 
of dealers, but would be responsible 
for their inventories. 

“If any profit were to be made, 

the dealers would make it. If any | 
loss were to be incurred, the 
manufacturer would take it.” 

Since the factories would not 
know what their repurchases might 
be, he said, they would tend un- 
duly to ease production, thus caus- 


| 





GM Gets Bond Award— 


Harlow H. Curtice, 


right, president, 
Motors, accepts achievement 
aword from Noble OD. Travis, vice- 
president, Detroit Wabeek Bank and 
Trust Co., for GM's contributions to the 
success of the savings bond program. 
Travis, who also is chairman of the 
Michigan division of the bond program, 
praised the 1955 purchases of GM em- 
ployes in Michigan and elsewhere which 
totalled more than $111 million. 


General 


|‘but it would not be welcomed 


| dealer relationships and control 


' retail 


ing layoffs. The effect, he said, 
would be the same as a planned 
scarcity. 

“Perhaps this would be wel- 
comed by some dealers,” he said, 


most dealers, and certainly not 
the public or by the hundreds 
thousands of people employed 
the industry.” 

He also posed the question of 
how factories would dispose of 
the repurchased cars. Any method 
used, he said, could lead to charges 
of coercion or dumping. 

+ * * 


Or’ THE warranty clause, Gos- 
sett charged that the system 
of compensation demanded by the 
bill would necessitate negotiations 


with the FTC, which would lead 
to “rate making” by the com- 
mission. 


“No other manufacturing in- 
dustry has ever been subjected to | 
regulation to such an extent,” 
he said, “except in times of na- 
tional emergency. And no basis 
has been shown for singling out 
the automotive industry for such 
regulation.” 

In regard to sales agreements, 
Gossett charged that the bill would 
require FTC approval of all con- 
tracts, which would give the gov- 
ernment authority over all factory- 


over the sale and distribution of 
all motor vehicles. 

Contracts, he said, would have to 
be spelled out in minute detail, and 
any cancellation would get bound 
up in impractical litigation. 

“Our criticism of the Monroney 





| bill does not reflect a lack of aware- 


ness of the problems of the manu- 


| facturer-dealer relationship or an 


unwillingness to do something 
about them,” Gossett said. 
* > > 


NDER the existing authorized- 

dealer system of distributing 
automobiles, particularly in a tight 
competetive market, the depend- 
ence of the manufacturer on hard- 
hitting dealers with high morale is 
as great as it is obvious.” 

He said Ford had already | 
made changes beneficial to 
dealers, and that its newly 
formed dealer policy board is 
considering further steps for im- 
proving factory-dealer relations. | 

“We believe that the manufac- 
turers have demonstrated clearly | 
that they are ready and willing to) 
do their part to meet the problems | 
of the time without legislative in- 
tervention,” Gossett said. 

“It is only reasonable to suggest | 
that the industry be given sufficient 
time to complete the process of | 
working out solutions of its prob- 
lems ‘within the family’ in the 
traditional American way.” | 

a . 2 | 


GM’s View Given 


= HIS testimony before ae 
committee, Hufstader said GM 
supports the “apparent general 
objectives” of the Monroney bill but 
opposes certain provisions as harm- 
ful to the industry, its dealers and 
the public, and certain other pro- 
visions as unnecessary. 

Hufstader charged that “many of 
the practices which plague the in- 
dustry today were generated or 
developed” during the “unusual” 
postwar period. 

“Whether the manufacturer, the 

dealer, the consumer or all of 
them are to blame and if so, to 

what extent, is not too important 
at this time,” Hufstader said. 

“What is important is that these 
conditions and practices, and their 
causes, be eliminated.” 

Hufstader said GM opposes the 
buy-back provision of the bill be- 
cause it places “no limitation upon 
the right of the dealer to return 
cars to the manufacturer. He may 
do so for any reason which may be 
entirely to his self-interest.” 

Hufstader said the provision 
would cause manufacturers to in- 
sist that dealers place orders with 
them well in advance of actual 
production, or the manufacturers 
would be “ultra-conservative in 
scheduling production.” 

“The result,” he said, “would be 
that motor vehicles would always 
be in short supply, priced higher 
because of relatively higher costs 
in relation to volume and sold to 
customers by dealers at 
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: 


Dodge Dealers Pay Off — 
Marlene Baver, winner of the $8,000 
golf tourney sponsored by Dodge dealers 
in the Pittsburgh area, gets her check 
in a@ minature Dodge from Sam Liberto 
of Mt. Lebanon Motors as fans look on. 
Liberto was chairman of the sponsoring 
Dodge dealers committee. 
higher prices because of the over- 
balance of demand in relation to 
supply.” 
. * 
UFSTADER recalled that in 
1954 GM was prepared to in- 
corporate in its selling agreement 
a clause “which would in effect 
require the dealer to offer new 
cars back to (GM) at dealer’s cost 
before disposing of them in bootleg 
channels.” 


At that time, however, the 
Department of Justice refused 
to waive the possibility of action 
under the antitrust laws in con- 
nection with the proposed GM 
clause. 


Differences between the 1954 GM 
proposal and the “buy-back” pro- 
vision of the Monroney bill include, 
Hufstader said, the fact that the 
GM proposal would have given the 
manufacturer the option to repur- 
chase cars from dealers, but the 
Monroney bill would require the 
factory to repurchase them, regard- 
less of circumstances, 


Many dealers, under the Mon- 
roney provision, might return un- 
sold cars to the factory as the end 
of the model run approaches, Huf- 
stader said. 


“This latter situation is already 
provided for in the GM selling 
agreements,” Hufstader said, “since 
they make provision for rebate to 
dealers of 5 percent of the list 
price of prior-year models on hand 
at the time of introduction of new 


models.” 
* 7 = 


Bootlegging Clause 
EFERRING to the causes of 
bootlegging, Hufstader 

that such selling was 

extensively from 1947 through 1952, 

a period of short supply when no 

one “would even entertain a 


thought that there was overproduc- 
tion of GM cars.” 


“Further more,” he said, “the 
legislation does not, as such, re- 
late to bootlegging nor prevent 
it and it may create an impossible 
economic situation for the manu- 
facturer.” 


Should a manufacturer be com- 
pelled to repurchase large num- 
bers of cars during a temporary 
period of excess inventories, Huf- 
stader said, he would “have no 
alternative but to dispose of those 
cars at the best prices he can 
obtain either in wholesale or retail 
channels.” 


“Then the very system sought to 
be preserved by this legislation, 
namely, the franchise system, will 
be weakened, if not actually 
destroyed,” Hufstader said. 


“If the condition prevails for any 
period of time, the manufacturer 
will find himself distributing his 
products through two entirely 
different systems of distribution, a 
situation which could prove to be 
intolerable.” 

* * * 
JCretTAaDen pointed out that 
the bill would permit a manu- 
facturer to refuse to repurchase 
cars if buying back the units would 





impose an unreasonable financial 
burden upon the factory. 


“This,” he said, “would auto- 
matically permit the dealers to 
bootleg these cars at will. Such 
a condition would depress the 
market for all manufacturers and 
cause the dealers of all other 
manufacturers to have excess 
stocks of new cars. 


“If, then, such other manufac- 
turers were required to repurchase 
the accumulated excess of new-car 
inventories, they would be penalized 
as a result of the overproduction 
of another manufacturer.” 


In discussing production and in- 
ventories at the outset of his testi- 
mony, Hufstader said GM believes 
that there has been some maldis- 
tribution of new cars this year 
“for some of which the corporation 
is not entirely responsible, but it 
has not importantly contributed to 
the excess inventory of new cars.” 


“We have always watched our 
distribution carefully and in the 
past few months when new-car 
stocks of dealers have been the 
highest of the postwar period, we 
have given it special attention... 

“As for overproduction .. . there 
has not been overproduction of GM 
cars in relation to the demand and 
the market for these products.” 

7” * * 


GM Stocks Drop 


M IS adjusting its production in 
line with current demand, he 
said, and as a result of these ad- 
justments, the new-car inventory of 
GM cars in the hands of dealers 


|decreased approximately 40,000 


said| 
practiced | 





units during May. 

“As of May 31,” Hufstader said, 
“GM dealers had on hand 41.6 
days’ supply of cars, which is 
considerably less than the days’ 
supply of the rest of the indus- 
try. 

“Production schedules for 
balance of the 1956 model run 
have been finalized because it was 
necessary to make firm commit- 
ments for materials and compo- 
nents required for the balance of 
the model run. 

“On the basis of the present 
market and the trend of sales, it 
is anticipated that 1956 GM model 
cars on hand, at the time of an- 
nouncement of 1957 models, should 
be less than 2 percent of the aggre- 
gate purchase of such models dur- 
ing the model year.” 

GM regards as “unnecessary inso- 
far as GM and its dealers are 
concerned,” a provision of the bill 
prohibiting the use of “coercion, 
intimidation or discrimination” by 
manufacturers in inducing dealers 
to accept ther products, he said. 

Other provisions of the bill, he 
said, are also unnecessary because 
their objectives are met in the cur- 
rent GM selling agreements. 
7 > * 


Chrysler Files Statement 


HRYSLER Corp., in the state- 
ment it filed with the subcom- 
mittee, said enactment of the Mon- 
roney bill could well mean the end 
of the present distribution system. 
“We do not mean by this,” Chrys- 
ler said, “that we think automobile 
manufacturers would willingly or 
as a matter of choice abandon the 
present franchise system. 

“We mean that is is wholly 
foreseeable that forces over 
which the manufacturers have no 
control and the exigencies of try- 
ing to survive would bring about 
such a change.” 

Chrysler said the bill also “may 
quite possibly greatly increase the 
cost of cars.” 

It added that the effect on the 
industry would be “lowered produc- 
tion, again with consequent bad 
effects on employment, supplier in- 
dustries and the national economy 
in general.” 

In opposing the coercion clause 
of the Monroney bill, Chrysler said 
it has never permitted its repre- 
sentatives to “use threats or other 
high-handed methods” in selling to 
dealers. 


the 


* * * 


5 IS against the clause, Chrysler 
said, because the language used 
is too vague and because such a 
law would render factories “power- 
less to guide and advise dealers.” 

“This poses a special problem 
for Chrysler,” the corporation 
said, “most of whose dealers now 
handle two makes of cars, Plym- 
outh and either Dodge, DeSoto 
or Chrysler, but who, under the 
bill, could concentrate on one 

(Continued on Page 83, Col. 1) 
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NEW CAR DEALERS—OWENS FRANCHISE AVAILABLE! 


NEW CARS 
NEW BOATS 


Many of the people who buy your cars, also 
buy our boats. Since you have the contacts 
{and selling boats will not interfere with 
selling cars!), why not get your share of 
this profitable business? It's a big new mar- 
ket—if you can qualify! 


With minimum capital and time investment, and the 
very same facilities you already possess, you can be- 
come an Owens direct-factory boat dealer. We manu- 
facture on our assembly line a complete, nationally- 
famous line of quality boats—models are 14, 16, 18, 20, 
21, 26, 31 and 35, starting with a $345 outboard on up to 
the luxurious 35-foot cruiser. 


You may qualify. Preferred areas are still open to 
quality dealerships. For information, please write to: 


Mr. H. L. Johnson, Vice President, Charge of Sales, 


The One-Two 
Punch for ‘56 


Dee Ue 


| Analysis of Changes... 


New GM Franchise 
Reaching Dealers 


(Continued from Page 1) 


purchased from the factory may be 
returned. 

4. A clause permitting the dealer 
to name his successor. This is an 
extension of the previous policy in 
which a dealer could name his son 
or son-in-law as his successor. 

+ * * 


f@ A CLAUSE increasing the fac- 


7 tory contribution to the cooper- 
ative advertising fund from 30 cents 
for each $1 contributed by the 
dealer to 50 cents for each $1 con- 
tributed by the dealer. 

For instance, for each Chevrolet 
sold, the dealer formerly contrib- 
uted $20 to the fund and the factory 
contributed $6. 

In the case of Cadillac, the 
dealers formerly contributed and 
will continue to contribute $45 to 
the ad fund on a Series 62 car, 
$50 on a Series 60 car and $60 on 
a Series 75 car. Formerly the fac- 
tory contributed $13.50, $15 and 
$18 respectively. Now the Cadil- 
lac contributions will be upped to 
$22.50, $25 and $30, respectively. 

A significant change in the new 
contract is that it does not say pre- 
cisely what the factory and dealer 
contributions to the ad fund will be, 
|merely declaring that the Dealer 
Price List supplied by each division 
each year will list the contributions. 

The advertising fund clause also 
provides that the factory can mod- 
ify or increase the advertising 
charges but the factory contribu- 
tions will “at no time be less than 
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50 percent of the amount of the 
dealer contribution.” 
* * x 


| Sales Performance 
A CLAUSE providing for a new 


6. system for evaluating the sales 
| performance of a dealer. 

The old clause flatly stated, 
“Dealer shall properly develop to 
seller's satisfaction the sale of 
Chevrolet Motor vehicles and chas- 
sis in the area described in Para- 
graph First.” 

The new clause explains at some 
length that the evaluation of a 
dealer's sales performance shall be 
based on the relationship between 
his sales and the sales of other 
dealers in direct competition with 
him “both in price and product,” 
and not necessarily to the exclu- 
sion of other dealers in his zone or 
in the nation. 

The new evaluation method will 
take into consideration (1) the 
trend of the dealer’s sales per- 
formance, (2) the availability of 
new cars and (3) local conditions 
directly affecting sales. 

Also, the clause provides that 
when several Chevrolet dealers are 
operating in the same area, an 
evaluation of the combined sales 
performances shall be made, with 
each dealer expected to contribute 
his “fair share” of sales. 

Principal factors in this evalua- 
tion will be (1) availability of cars, 
(2) geographic location of the dealer 
and (3) general shopping habits in 
the area. 

* * * 

HE new agreement consists of 

34 major clauses on 24 pages, 
compared with the 35 major clauses 
and 21 pages of the old agreement. 
The four main sections of the 
new agreement are Selling Rights, 
Terms and Conditions of Sales 
(clauses 1-10), Operating Require- 
ments (clauses 11-22), Termination 

of Agreement (clauses 23-26) and 
General Provisions (clauses 27-34). 

Deleted from the new document 
were two of the old clauses. One 
clause required the dealer to “de- 
vote his full time, attention and 
energy to the conduct of the deal- 
ership business.” 

The other deleted clause required 
the factory to furnish the dealer 
a suggested building and layout 
| plan, at the dealer's request and at 
no charge to the dealer. 

Also missing in the new agree- 
ment were six minor paragraphs 
that: 

1. Required the dealer to return 
to the factory any transportation 

| refunds. 

2. Required the dealer to pay the 
|factory for any special charges 
connected with the transportation 
of a car. 

| 3. Prohibited the dealer from 
| claiming a refund for any cars pre- 
viously purchased, if the factory 
subsequently came out with a 


cheaper model. 
* * = 


More Dropped Clauses 


4, REQUIRED the dealer to re- 
* ceive and pay for any special 
tools (up to a value of $150) which 
the factory considered necessary 
for servicing the product. 

5. Required the dealer to install 
the Flat Rate System of labor 
charges in his shop, However, the 





dealer is required to use this sys-| 


tem in making warranty claims. 

6. Permitted the factory to “in- 
spect and check over dealer’s 
service facilities and stock of 
parts and accessories at any rea- 
sonable time in business hours.” 
The new Dealer Selling Agree- 

ment contained one new clause and 
several added paragraphs in exist- 
ing clauses. 

The one new clause, labeled “Sup- 
plemental Provisions,” provides that 
the agreement may be supplemented 
“at any time to include provisions 
relating to the general subject of 
‘bootlegging,’ ‘territory security’ 
and ‘service responsibility,’ as those 
terms have been used or inter- 
preted by Congressional commit- 
tees or subcommittees in hearings 
or proposed legislation, provided 
that such supplemental provisions 
}are incorporated in the selling 


agreements of all other Chevrolet 
dealers.” 

* cd * 

i THE clause entitled “Treat- 

ment of Purchasers,” General 

Motors has included its promised 
demand for ethical advertising. 
| This provision reads, “Both Chev. 
| rolet and the Dealer recognize the 
j}need of maintaining the highest 
standards of ethical advertising at 
all times in order to secure and 
maintain public confidence in the 
dealer, Chevrolet and Chevrolet 
| products. 

“Accordingly, Chevrolet will not 
publish, cause to be published, en- 

| courage or approve any advertis- 

| ing relating to Chevrolet products 
which is likely to mislead or de- 
ceive the public and dealer will 
not publish, cause to be published 
or approve any advertising relat- 
ing to dealer's sale of Chevrolet 
products which is likely ‘to mis- 
lead or deceive the public.” 

An unheralded addition to one 
clause provides that the dealer 
shall not be liable for any failure 
to accept shipment of products from 
Chevrolet where such failure is due 
to any labor trouble in dealer's 
establishment or any cause beyond 
the control or the fault of the 
dealer. 

A minor change in the contract 
requires that dealers pay for parts 
and accessories on a specified day, 
rather than on the 10th day of the 
Col 1) 


‘Continued on Page S5 


Cut in Discounts 


For Brass Lauded 


But GM Dealers See 
No Surge in Business 


| actave-cgggeo MOTORS dealers last 
¥ week applauded the corpora- 
tion's action in cutting the dis- 
count on cars purchased by factory 
officials, but none expects the new 
policy to create a traffic jam in 
his showroom. 

Executives discounts were 
pared recently to about 20 per- 
cent on all GM cars and acces- 
sories. They formerly had 
ranged from about 24 to 26 per- 
cent on cars and 25 percent or 
more on extras. 

Effect of the order is to 
dealers in GM plant cities in a 
better position to bargain with 
factory officials. Dealers have com- 
plained that the discount program 
has usurped many of their cus- 
tomers by offering cars roughly at 
dealer cost. 


put 


* 


DETROIT-AREA Chevrolet 
£% dealer called the discount re- 
duction “wonderful” and said it 
already has brought his firm a few 
deals. Other dealers expected only 
eccasional sales, but were quick 
to add: “Every little bit helps, you 
know.” 

Some 
attitude. 
explained: 

“It’s too late in the year for 
this change to have much effect 
on ‘56s. The factory boys get 
their cars early in the model 
year. We'll have to wait until 
about the first of the year really 
to appraise how much good this 
has done.” 

Another dealer expected the new 
policy to spur his sales early in 
the model year—but not because 
of an influx of executive-type cus- 
tomers. 

“Quite often,” he said, “the more 
popular models—like hardtops— 
are in short supply right after in- 
troduction because the plant is fill- 
ing orders for the factory people. 
| Now maybe there won’t be as many 
|of those orders and the dealers 
| will get more cars.” 

= * eg 


Ore dealer was heartily opposed 
to the discount cut. He called 
it “a very stupid move” and said 
the factory people affected were 
| blaming the dealers for it. 

“What’s more,” he added, “a 
lot of those factory people feel 
like they’ve had a pay cut and 
they’re going to be mighty poor 
public relations representatives 
for the corporation.” 

He advocated leaving the dis- 
count at its former level and giving 
the dealer 3 or 4 percent of the 
price of each car he delivers to a 
factory official. The payment, he 
said, could be made either by the 
division involved or the corporation. 


adopted a _ wait-and-see 
An Oldsmobile’ dealer 
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Dealers Get Copies, Pick from 4 Options... 


New GM Pact Analyzed 


(Continued from Page 84) 


following month, as was previously 
required. 

The section of the new agreement 
devoted to “Termination of the 
Agreement” has been expanded 
from six to nine pages. Most of the 
changes appear to be an effort to 
improve the lot of the dealer “get- 
ting out.” a 


Factory Termination 


TILL heading this section is a 

clause which permits the dealer 
to terminate the agreement after 
giving the factory a 30-day notice. 

The division is empowered to ter- 
minate a dealer's franchise in the 
following situations: 

1. If the dealer is located in a 
state which requires a license and 
the dealer, for any reason, is unable 
to obtain such license. 

2. If the dealer fails to observe 
several of the “Operating Re- 
quirements” of the agreement. 
This concerns his place of busi- 
ness, capital requirements, ac- 
counts and records, sales per- 
formance, sales staff, sales and 
service records and handling of 
customer complaints. 

3. In the event of the death or 
incapacity of the dealer. However, 
in this case, the factory may post- 
pone termination from three to 12 
months to facilitate an orderly ter- 
mination. 

4. If the dealer or any partner 
withdraws from the dealership. 

5. If any attempt is made to 
transfer the franchise to another 


person. 


ad * * 


6 IF ANY misrepresentation 
* made to the factory regarding 
the ownership of the dealership. 

7. If there is any dispute among 
the officers or stockholders which 
adversely affects the operation of 
the firm. 

8. If the dealer becomes insolvent. 

9. If the dealer or any princi- 
pal stockholder is convicted of a 
crime which adversely affects the 
goodwill of the dealer, dealership 
or the factory. 

10. If the dealer fails to maintain 
a going business. 

In the clause entitled “Transac- 
tions after Termination,” a new 
paragraph was inserted permitting 
the dealer to name as his successor 
any person who has or acquires a 
25 percent interest in the firm. The 
person must qualify as a “dealer- 
ship operator.” This provision holds 
only if the dealer dies. is incapaci- 
tated or voluntarily withdraws. 

The next clause concerns the fac- 
tory’s rights and duties in repur- 
chasing cars, trucks, parts, acces- 
sories, signs and equipment. On the 
whole, the dealer is given a much 
more favorable deal. 

- * * 

Buy Back Tools 
AN IMPORTANT change in this 

section is that the factory 
agrees to buy back any special tools 
recommended by the factory which 
the dealer purchased in the previ- 
ous three years. Formerly, -the 
Period was one year. 

A significant and lengthy change 
in the new contract comes under 
the heading “Loss of Premises” and 
is concerned with the terminated 
dealer's property, whether it be 
leased or owned. 

A series of paragraphs under this 
clause is given the startling title of 
“Chevrolet’s Obligation.” possibly 
giving a tipoff to the spirit and let- 
ter of the entire agreement. 

It is agreed that “Chevrolet's 
Obligation” is to “assist dealer in 
the orderly 
aforesaid to the 


premises, end 


that equities of the dealer will be | 


protected, and dealer will not suf- 
fer a-loss on said premises in 
relation to the market 
thereof as of.the time of termina- 
tion.” 

Broadly speaking, the factories 
agree to help the dealer find a 
buyer or a lessee of the property. 
If no buyer or lessee is found, the 
factory agrees to buy the property 
or take over the lease, providing 
the lease is for no longer than one 
year. 

In arriving at the fair value of 
the dealership, the independent ap- 
Praisals of three qualified real es- 
tate appraisers will be used, one 


named by the factory, one by the 


‘ 


is | 


disposition of the | 


value | 


dealer and the other by the two 
appraisers already selected. 
* * * 
. factory assistance will not 
be given if the dealer does not 
request it within 30 days after ter- 
mination or if the dealer receives a 
bona fide offer and turns it down. 
The factory's duty to a leasing 
dealer will be discharged if the 
dealer does not vacate the premises 
within 30 days after termination. 
A study of the new agreements 
reveals that they contain all the 
major promised concessions except 
(1) the new parts obsolescence plan, 
(2) the program for permitting a 
dealer's widow to participate in the 
firm for five years after the dealer's 
death, (3) the impartial umpire and 


GM Dealers Like 
Five-Year Pact 


Cancellation-for-Cause 


Feature OK’d by Most 
By John K. Teahen Jr. 


Staff Writer 

ENERAL MOTORS’ new five- 
¥ year franchise appears to be far 
ahead of the one-year and continu- 
ing agreements in dealer accept- 
ance, an AtTomotive News survey 
indicated last week. 

None of the dealers polled ex- 
hibited any enthusiasm for the one- 
year arrangement, and most of 
them felt that the cancellation- 
without-cause provision lent a touch 
of unwanted instability to the con- 
tinuing pact. 

The factory may cancel the 
one-year and five-year franchises 
| only for cause. The continuing 
| contract permits factory cancel- 
| lation without cause during July, 
August or September of any year 
| after 90 days’ written notice. 
| The five-year contract, the dealers 
|}said, does away with the uncer- 
| tainty of annual renewal and elim- 
inates the lengthy meetings that are 
part of the renewal procedure. 

* . * 

LMOST every dealer queried 
“% mentioned this time-saving as- 
pect of the five-year franchise. 

One dealer had a more specific 
reason for favoring the five-year 
arrangement. 

“I'm hoping to expand in a 
year or so,” he said. “If I can 
show the bank a five-year fran- 
chise from my factory, it will be 
much easier to borrow money 
than if I were working under a 
year-to-year contract.” 

A Pontiac dealer explained very 
simply why he had signed the five- 
year pact. 

“It's the best of the three,” 
declared. 





he 


. + * 


weet of the retailers expressed) 


interest in the dealer-relief 
bills now before Congress, but none 
was willing to sign a continuing 
contract on the strength of legisla- 
tion that might be passed. 

The Federal bills are the O’Ma- 
honey day-in-court measure, which 
would require a manufacturer to 
act in good faith in all transactions 
with dealers, and the Monroney 
proposal to establish ground rules 
for factory-dealer relations. 


One of the ground rules would} 


make cancellation without cause an 
| unfair 
| Federal Trade Commission Act. 

The general feeling among deal- 
| ers seemed to be, “We're signing 
our contracts now, and the five- 
year contract is best for us at 
this time. We can’t make our 
| signatures contingent upon legis- 


lation that may or may not be | 


passed.” 

One dealer said he hoped the 
Federal bills: would not go too far 
|in restricting the factory. He con- 
| tended’ that the manufacturer must 


'maintain a certain amount of con-| 


trol over his retailers in order to 
| build a strong dealer organization. 


| A final thought on cancellation- | 
| without-cause clauses was supplied | 


by a dealer who asserted, “It’s not 
|too much of a weapon or a threat 
at present. Even the factories which 
|have such provisions are being 
| mighty careful about using them 
| since the Washington hearings.” 


trade practice under the| ‘ 
| located in such Metropolitan Area 


(4) the one-year moratorium on 
new dealerships, 

The parts obsolescence plan is 
covered in the Dealer Price List. 
It permits the dealer to return 4 
percent (rather than 2 percent) 
of the parts he purchased in the 
past year. Like all the other con- 
cessions not in the contract, this 
could be subject to change with- 
out breaking the contract. 


Participation by the dealer's 
widow is covered in a Widow's 
Financial Participation Addendum 
that goes with each agreement. 


According to a GM spokesman, 
provisions covering the impartial 
umpire will be in a separate agree- 


ment. 


* * * 


Freeze on New Dealers 


pte weet the dealership 
4 moratorium, each division has 
issued a “Metropolitan Area Ad- 
dendum to Dealer Selling Agree- 
ment” which reads as follows (in 
the case of Chevrolet): 

“The following is expressly de- 
clared to be a modification of your 
Selling Agreement and is hereby 
approved as such by the General 
Sales Manager of Chevrolet Motor 
Division, General Motors Corp. 


“Chevrolet has made a survey 
or an analysis of areas, herin- 
after called Metropolitan Areas, 
which include cities having a 
population of 50,000 or more or 
in which two or more Chevrolet 
dealers have common sales _ re- 
sponsibility, and has determined 
the maximum number of dealers 
to be located at each Metropoli- 
tan Area and the approximate 
geographical location of such 
dealers. 

“In any Metropolitan Area, how- 
ever, where Chevrolet shall not have 
made such a survey or analysis, 
the maximum number of Chevrolet 
dealers and their approximate geo- 
graphical locations and, in addition, 
the number of established open 
points shall be the same as those 
appearing on Chevrolet's records as 
of March 1, 1956. 

* * * 

“Q*HEVROLET has informed the 

dealers located within each 
Metropolitan Area as to the maxi- 
mum number of dealers to be lo- 
cated therein and their approxi- 
mate geographical locations, and no 
changes in respect thereto will be 
made unless and until a survey, 
analysis or review of such Metro- 
politan Area has been made and at 
least 60 days’ notice of such pro- 
posed change shall have been given 
to each Chevrolet dealer located 
therein so that such dealer may, if 
it so desires, discuss same with} 
Chevrolet prior to the effective date 
of such change; 

Provided, however, that such 
notice may be waived by mutual, 
consent of Chevrolet and all dealers | 
located in such Metropolitan Area; 
and provided further, that if a/| 
Chevrolet dealer located in a Metro- 


| politan Area has been given notice} 





| and at that time such dealer is han- 


| the appointment of such dealer may 


by Chevrolet of the termination of | 
its Selling Agreement in accordance 
with the provisions, or a dealer has} 
knowledge that termination by! 
either party will take place, or that) 
termination by expiration without | 
the grant of a further Agreement} 


by Chevrolet will become effective, | 


dling or undertakes to handle an- 
other line of Motor vehicles, Chev- 
rolet may appoint, or cause to be 
appointed, a Chevrolet dealer to be 


one month thereafter, even though 


raise temporarily the number of 
Chevrolet dealers in such Metro- 
politan Area above the said maxi- 
mum.” 

The new agreement appears to 
be a somewhat simpler and more 
diplomatic legal document. In | 
many sections, the former con- 
tract gruffly stated the demands 
of the factory. The new agree- 
ment makes many of the same 
demands, but includes diplomatic 
explanations as to why they are 
necessary. 

And while the contract is much 
more up-to-date, Cadillac dealers 
are still mildly amused at signing 
a document that grants them the 
“non-exclusive right to use the 
terms ‘Cadillac’ and ‘LaSalle’ in 





their businesses.” 





cea Mt 
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‘Cross Country’ Economy Run— 
The Rambler Cross Country station wagon will attempt to go from Los Angeles 


to New York for a gasoline cost of a penny a mile. 


The 2,950-mile run will begin 


tomorrow (June 19) and will be completed Monday (June 25). Fewer than six tanks 


of gasoline are expected to be consumed. 
vice-president, American Motors, is shown 


Ford Letters 


DEARBORN. — Passage of the 
Monroney bill would threaten the 
entire franchise system, jack up 
prices and harm the national econ- 
omy, Henry Ford II said last week 
in letters sent to all Ford dealers 
and to members of Congress. 


In his letter to dealers, Ford 
said the proposed legislation would 
be detrimental to the best inter- 
ests of every individual and every 
business that is part of the auto 
industry. 

The bill, he said, “cannot even 
be considered a step in the right 
direction.” 

Monroney’s proposal, he said, 
would “force the manufacturers to 
reexamine, and perhaps change, the 
whole present system of distribu- 
tion; it might even obsolete the 
authorized dealership.” 


Ford told dealers the bill would 
represent “a long stride toward 
bringing the Government into our 
day-to-day relationships in a fash- 
ion that would tend to hamper 
seriously the manufacturer's and 
the dealer’s freedom of action and 
of decision, that would cause in- 
efficiencies in the whole manufac- 
turing and distribution processes 
and that would inevitably increase 
costs to the manufacturer, the 
dealer and the consumer.” 

He amplified this point in his 
letter to Congressmen: “Our 
selling efforts would be impeded. 
With decreased sales, our unit 
costs would be increased, thereby 
causing all buyers of new cars 
to pay higher prices, Thousands 
of suppliers would be adversely 
affected; employment in our in- 
dustry and many allied fields 
would be reduced, and the na- 
tional economy would be harmed.” 

Dealers were warned that the 
bill would “force every manufac- 
turer to spell out in complete detail 
in the sales agreement the most 
minute terms of the relationship...” 

“It would put a premium on sales 
agreements of the shortest dura- 
tion,” Ford said. 

Ford told the dealers that the 
bill, because of its language, would 
not apply to most bootleg transac- 
tions, and that it would be difficult 
to enforce in the case of illicit 


transactions to which it did apply.| 
In discusing the repurchase} 


clause, Ford said, “This repurchase 


requirement would load upon the} 
of | 
is now| 
shared by the manufacturer and the} 
(It) could compel them! 


manufacturer most if not all 
the commercial risk that 


dealers... 
to make changes to reflect the 
heavier responsibilities imposed 


| upon them and the lighter responsi- 


bilities of their dealers. 
“These changes might take the 
form of increased wholesale prices 
or departure from the present 





New International Winch 


CHICAGO, — A factory-mounted 
front winch of 6,000 pounds capacity 


-has been made available for the} 


light-duty, four-wheel-drive Inter- 
national Model S-120 (4x4) truck. 


Cable capacity is 375 feet of one-| 


quarter-inch or 270 feet of five-six- 
teenths-inch cable. 


Henry II Calls Monroney Bill a Threat 
To Franchises, Present Prices 


Roy Abernethy, distribution and marketing 
wishing the driver, Les Viland, good luck. 


Rip Proposal 





authorized dealer system, or both.” 


The bill, he said, also would bring 
FTC regulation into the manufac- 
turer-dealer relationship. Every 
franchise, he said, would be subject 
to negotiation with and approval by 
the FTC. 

The FTC, he charged, also would 
be given the power to determine 


| the system for compensating deal- 


ers on warranty work. 


This, in turn, he said, would 
lead to the FTC passing upon 
“dealers’ charges to the public, and 
the dealers’ profit margins, as well 
as upon the allowances that the 
manufacturers make to the dealers.” 


“Thus,” he said, “the commission 
inevitably would be in the position 
of ‘ratemaking’ for the dealers. 

“And it would be only a short, 

but inevitable, step from that to 
passing upon the detailed day-to- 
day operation of the dealers’ busi- 
ness.” 

Ford covered most of these points 
in his letter to the lawmakers, but 

| was more blunt in his language. He 
said of the Monroney proposal: 

“It would completely destroy the 
traditional initiative of the automo- 
bile dealer. It would disrupt the 
basic pattern of automotive distri- 
bution.” 

He continued, “In my opinion, 
| there is absolutely no justification 
for singling out the automotive in- 
dustry for regulation of this type. 

“Every automobile manufac- 

turer fully recognizes the impor- 
tance of sound dealer relations. 

Policies to this end are continu- 

ally under review. 

“Within recent months the Ford 
| Motor Co. and other automotive 
|companies have voluntarily made 

numerous important changes in 
policies affecting these relations 
and to the benefit of the dealers.” 


Mergers Voted 
By More Firms 


Gabriel-E. A. Laboratories 


Gabriel Co., Cleveland, has ac- 
quired the auto, truck and bus 
heater business of E. A. Labora- 
tories, Brooklyn, N. Y., according 
to L. W. Klein, Gabriel sales vice- 
| president. It will be operated as E. 


A. heater division of Gabriel. 
* + * 


Barge Companies 


J. W. Hershey, president of Com- 
mercial Transport Corp., and Pat- 
rick Calhoun jr., president of Ameri- 
can Barge Line Co., have announced 

| that their boards of directors have 
| approved of the merger of the two 
companies to be accomplished by 
| exchanging common stock. Com- 
mercial barges ship thousands of 
| motor vehicles a year on the Missis- 
| sippi and Onio Rivers. 
| * * * 


BW -Industrial .Crane 


Borg-Warner Corp. has acquired 
the assets of Industrial Crane & 
| Hoist Corp., Chicago, The purchase 
was made with Borg-Warner com- 
| mon stock, according to R. C. In- 
| gersoll, BW chairman. 
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Big Three Schedules Ease .. . 


Car Production Tops 
3 Million Mark Today 





(Continued from Page 1) 


Packard showed improvement 


The decline also dropped the in- 
dustry’s daily average to 20,531 cars 
led observers to predict that 
June may yield but 431,000 cars— 
a 8.6 percent drop from May’s out- 
cars and 33.6 per- 
cent under the 649,391 units turned 


* 


ILDCAT strikes at the auto- 

motive body division of Chrys- 
ler Corp. dropped that corporation’s | 
output to an estimated 15,130 cars| 
last week. The unauthorized walk- | 
began on Thursday of the| 
previous week and held that week’s | 


Plymouth was hit hardest by | 
the wildcat as its assemblies sank | 
to 6,400 last week from the 7,546 

Dodge dropped | 
from 4,256 to 4,000, and DeSoto | 
slipped from 2,087 to 1,880, while 
Chrysler division boosted output | 
from 2,662 to 2,850. 

Ford Motor dropped from 31,047 | 
units a week earlier to 30,515 last | 
week, mostly as a result of a de-| 
in output at Ford division. 
The division turned out 24,500 cars 
last week, as compared with 24,-| 
937 a week earlier; Lincoln upped | 
its projections from 792 to 800; 
Continental showed a one-unit in- | 
previous week's | 
output of 14 units, and Mercury | 





* 

with its | 
Chevrolet division falling more | 
its previous 
week’s pace, turned out 55,134 cars 
last week, as compared with 55,- 


Chevrolet declined from 29,954 | 
units a week earlier to 29,300 | 
last week; Buick slipped from 9,- | 
555 to 9,550; Cadillac increased | 
output from 3,193 to 3,200; Pon- | 
tiac rose from 5,480 to 5,500, and | 
Oldsmobile advanced from 7,460 

| 


Despite its decline, Chevrolet 
its millionth vehicle of | 
1956 on Friday. The accomplish- | 
ment fell only nine days behind | 
the peak year of 1955 and 15 days 








| 


Week Week Jan, 1 Jan. 1 
Ended Same Ended dune, To To } 
June 16, Week, dune 9, To Date June 18, June 16, | 
1956 1955** 1956* 1956, 1955** 1956 
AMERICAN MOTORS _ 1,515 3,452 1846 98,968 59,416) (vo. a week earlier. 
IE ceunivibarwomreces 400 846 460 32,420 18,231 
A ean ccettisernatsdebees L315 BB recess 1,386 66,548 41,185 
CHRYSLER CORP. ..... 15,130 27,986 16,551 32,810 744,074 443,415 | and 
Chrysler oo... 2,850 4,282 2,662 5,525 163,760 61,120} 
Ps 1,880 2,485 2,087 4,018 75,620 53,189) nut of 471,531 
Dodge ..... 4,000 «5,851 4,256 9,112 167,960 99,936 
Plymout Ride 6,400 15,368 7,546 14,155 396,734 229,170| out during June a year ago. 
FORD MOTOR ..... . 80,515 51,414 31,047 65,093 1,062,215 805,312 Date 
Continental .................. 15 ; 14 32 dell 1,002 
Ford ...... 24,500 38,869 24,937 52,965 829,233 649,853 
NI cess cdocceusecouskia 800 1,024 792 1,592 21,657 25,756 
Mercury vescssceeee $200 11,521 5,304 10,504 211,325 128,701 
GENERAL MOTORS .. 55,134 53,077 55,642 122,220 1,959,500 1,622,400 | OUt 
BIE sécsessoncovses 9,550 14,208 9,555 21,022 403,610 305,441) output to 16,551. 
Cadillac ..... sie edocs 3,193 7,140 75,794 178,733 
Chevrolet ................-.-.. 29,300 17,832 29,954 65,227 877,519 819,869 
Oldsmobile ..... 7,584 11,852 7,460 16,535 307,776 237,408 7 
PONTIAC ooccccccccccccccccs.e 5500 9,185 5,480 12,296 294,801 180,949| ° week earlier. 
S-P CORP. ....................... 1,860 3,570 1,744 3,871 109,392 57,861 
Packard Socle 600 1,750 493 1,093 40,162 12,331 
Studebaker .................. 1,260 1,820 1,251 2,778 69,230 45,530 
Total Cars, U. S... 104,154 139,639 104,984 225,840 3,980,579 2,988,404 
*Revised ‘ / cline 
**Totals for 1955 include Kaiser-Willys production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan, 1 
Ended Same Ended dune, To Te 
dune 16, Week, June 9, 1956, June 18, June 16,| Crease over the 
1956 1955* 1956* To Date 1955* 1956 
CHEVROLET 6,900 5,263 6,757 14,992 177,092 183,725| slipped from 5,304 to 5,200 cars. 
DEAMOND f .................. 110 108 102 230 2,451 2,350 ¢ ¢ 
DIVCO 80 80 80 192 1,690 2,025 ENERAL MOTORS, 
DODGE 1,950 3,032 1,905 4,259 49,862 42,541 Sin 2 anes te 
FORD . 6,000 7,884 6,160 13,173 181,084 149,150 
TT 1848 4,070 44,031 47,943) 
INTERNATIONAL ...... 2,640 3,528 2,702 5,237 64,919  68,821| 642 a week earlier. 
SI didnckceibccaiaisi 380 348 252 721 6,134 8,954 
An nenees 85 120 90 185 2,456 1,781 
STUDEBAKER. .............. 312 353 334 524 10,228 6,460 
a 380 372 386 861 7,116 8,954 
I 0 cil hascaiaunsinces 1,350 1,510 671 1,958 37,262 28,339 
MISCELLANEOUS*** 48 63 47 122 1,701 1,129| 4, 7,584 units. 
Total Trucks, U. S..... 22,085 25,323 21,334 46,524 586,026 552,172| produced 
Total Cars, Trucks, 
a a 126,239 164,962 126,318 272,364 4,566,605 3,540,576 
~ ‘Total Cars, Trucks, ey , 
ne 12,600 13,034 12,700 27,454 262,241 250,100 MEWA ~ Plan 
Grand Total, 


Cars and Trucks, 
U. S. and Canada....138,839 


177,996 139,018 299,818 4,828,846 3,790,676 





*Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 


Drive, Federal, ete. 


N.B.: All U. 8. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White Totals. 





Foreign-Car Rise Strikes 
Happy Note in Chicago 


(Continued from Page 8) 


of every 20 family groups going to 
Europe last year bought an 
English-built car. 

In the “How come?” department, 
answers varied. In addition to the 
usual, “the car sells itself,” “econ- 
omy in operation” and “priced 
right,” there seemed to be one 
consensus: A trend has started. 

“A- handful of these cars in the 
streets got people asking ques- 
tions,” a dealer commented. “They 
came in to find out and were sold.” 

One dealer said the high resale 


Pontiac Dealers Supply 


400 Cars for Students 


PONTIAC.—More than 400 Pon- 
tiacs have been furnished to high 
school driver-training depart- 
ments across the country by local 
dealers, according to R. M. 
Critchfield, Pontiac general man- 
ager. 

Pontiac dealers have supported 
driver-training programs since 
1936, Critchfield said. Since last 
fall, Pontiac has offered its dealers 
a $125 allowance for each new car 
loaned to an accredited school for 
use in training drivers. 











value is a selling factor that 
customers like. Most agreed that 
potential customers for foreign 
cars “seldom shop.” 


A customer knows that the price 
of a foreign car isn’t going to 
vary much no matter where he 
buys it, they said. “And there isn’t 
much dickering on tradeins,” a 
salesman said, “because we buy 
their car at wholesale and sell at 
wholesale.” 

One dealer says that he will go 
with the customer to help him 
find the best price for his old car. 

“Maybe,” added one dealer, 
“dealers in American-made cars 
would do better with a similar sys- 
tem.” 

The gags about the foreign cars? 
“They've helped, not hurt the sales. 
Say, did you hear about the fella’ 
who was hit by a foreign car and 
had to go to the doctor to have it 
removed ?” 


GOP Nominates Yeager 
SOUTH BEND. Freeman C. 
Yeager, president of Yeager Motors 
(Buick), has been nominated on the 
Republican ticket for state senator. 





For Merger Is | 


Hit by NSPA 


CHICAGO. Directors of the 
National Standard Parts Assn. are 
opposed to the merger proposal of | 
the Motor & Equipment Whole- | 
salers Assn., it was indicated last | 
week by Hal Miller, president of | 
NSPA. 

However, he said that NSPA is 
ready to consider any merger plan 
for the after-market associations 
“that does not call for the liquida- 
tion of our aims, principles and 
ideals.” 

Miller said that the MEWA plan 
for MEWA, NSPA and Motor 
Equipment Manufacturers. Assn. 
ealls for dissolution of all three 
associations and the formation of 
two new autonomous associations 
—one consisting of wholesalers, the 
other of manufacturers. In addi- 
tion, there would be one advisory 
council “with no authority,” con- 
sisting of an equal number of 
wholesalers and manufacturers. 

“The plain facts are,” Miller said, 
“that this plan calls for complete 
liquidation of NSPA — its ideals — 
its principles — and renders im- 
possible any further accomplish- 
ment of the myriad of services that 
ean only be attained by a dual 
type of association.” 

Miller said that through the years 
NSPA has become the largest and 
most influential association in the 
automotive after-market industry. 

“It is a proven fact,” he said, 
“that wholesalers and manufac- 
turers, working in harmony and for 
the common good of all, can ac- 
complish more than two autonom- 
ous associations, which, regardless 
of any advisory committee, would 
frequently be working against one 
another.” 





ahead of the second best year of 
1950. 

AMC, which returned to produc- 
tion Monday on both its Rambler 
and. “big car” lines, turned out 
1,515 units last week—400 by Hud- 
son and 1,115 by Nash. 

+ * * 


-P UPPED its projections from 
1,744 units a week earlier to 1,- 
860 last week. Studebaker hiked 
output from 1,251 units to 1,260, 








Georgia Cracks Down 


On Sales-Tax Evaders 


ATLANTA.—The Georgia State 
Department of Revenue is en- 
gaged in a drive to enforce a 
law that says purchases made 
outside the state by Georgians are 
subject to Georgia’s 3 percent 
sales tax. 

The crackdown is aimed at 
Georgians who buy automobiles 
outside the state in an effort to 
evade the tax. Penalties and in- 
terest charges of from $30 to $75 
a car are being charged and 
“hundreds” of collections have 
been made in recent weeks, ac- 
cording to Albert Dozier, director 
of the sales tax unit. 


CLASSIF 
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and Packard jumped from 493 to 
600. 

Truck manufacturers showed a 
3.5 percent improvement over the 
previous week as they turned out 
22,085 units last week. A week 
earlier the makers assembled 21,- 
334 trucks. 

Canada car-truck output dropped 
from 12,700 units a week earlier 
to 12,600 last week, mostly due 
to a week-long shutdown at 
Studebaker-Packard of Canada 


Daily, Month Output Marks 
Fall at GM of Canada 


OSHAWA, Ont. — Monthly pro- 
duction records for General Motors 
of Canada were shattered for the 
second consecutive month in May, 

May’s output of 27,048 vehicles 
was a 1,360-unit increase over the 
former high of 25,688 cars made in 
April, according to W. A. Wecker, 
president. 

Daily records also fell during the 
month, Wecker said. April’s daily 
high of 1,284 was surpassed five 
times during May and an alltime 
one-day production mark of 1,393 
vehicles was established on May 14. 


Ford of Canada Rolls Off 
100,000th ’56 Car 


OAKVILLE, Ont, — Ford of Can- 
ada, Ltd., rolled off the 100,000th ’56 
model car in just 177 days of the 
new-model run, officials announced 
last week. 

Never before in the company’s 
52-year history have that many cars 
been produced in a comparable 
period, officials said. 
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Reaching an estimated 150,000 readers engaged in all branches of the nation's 


RATES: 
INSERTION. POSITION WANTED ADS, 


automotive industry. 


TWENTY-TWO CENTS 


(22c) PER WORD FOR EACH 


lle PER WORD. PAYMENT IN ADVANCE OF | 


INSERTION REQUIRED. Ads may be signed with full name and address at regular 


rates. Add One Dollar ($1) 


per insertion for use of a box number. 


oy ee) 


Box Number ads are forwarded to advertiser, unopened. Dispiay ads: $12.30 per 


column inch. CLOSING: 
rates supplied upon request. 


WANT AD DEPT 


TEN DAYS IN ADVANCE OF PUBLICATION DATE 


AUTOMOTIVE NEWS, 


Contract 


2666 PENOBSCOT BUILDING, 


DETROIT 26, MICH 


HELP WANTED 





SALES MANAGER—Experienced, aggres- 
sive and willing to work. Wonderful 
opportunity for right party. Earnings 
commensurate with ability and produc- 
tivity. Old established Chevrolet, Oldsmo- 
bile and Cadillac dealer. 250 new cars 
average annually. Is anyone in your fam- 
ily troubled with respiratory troubles? 
Mile high in the pines in the southwest, 
climate world famous for relief and cure 
of asthma. Give experience, references, 
employment, etc., in first letter. Box 
6226, c/o Automotive News, Detroit 26. 





| AGENTS WANTED—To handle a new line 


of industrial aerosols to manufacturers, 
contractors and supply houses. Repeat 
sales. Protected territories, selling aids, | 
national trade journal advertising and 
point of purchase material available. 
Write for more information on this high 
profit line. Box 6224, c/o Automotive 
News, Detroit 26. 





WE ARE VERY FREQUENTLY called 
upon by our dealer clients for assistance 
in locating key personnel for manage- 
ment of departments in dealerships in 
all parts of the country. You must have 
a good sales and management perfor- 
mance record and stand the test of in- 
vestigation. Several high paying openings 
now. Investigation fee, $3—no other 
charges. Automotive Enterprises, 10600 
Puritan, Detroit 38, Mich. 


TRUCK MANAGER, FOR ONE OF THE 
oldest Chevrolet dealers in the country, 
to manage a separate truck sales and 
service station. Background and experi- 
ence must include a successful volume 
truck selling and management of a busi- 
ness. Here is a real opportunity to man- 
age a separate business under your own 
management with an all-time future and 
well established income. Automotive En- 
terprises, 10600 Puritan, Detroit 38, Mich. 


GMC ACCOUNTANT AND OFFICE Man- 
ager for truck dealership in Florida Met- 
ropolitan area. Growing business in grow- 
ing town with ideal living conditions. Box 
6209, c/o Automotive News, Detroit 26. 











HELP WANTED 

SERVICE MANAGER FOR exclusive GMC 
dealership in Florida. Must be qualified 
to handle a busy shop. Box 6210, c/o 
Automotive News, Detroit 26. 

AGENTS WANTED. EXPERIENCED pro- 
motion men now calling on dealers. In- 
crease your income with our sales and 
service promotion materials. Advise lines 
you now handle. The Dobie Co., 7410 
Woodward Ave., Detroit 2. 











CONTROLLER — TOP FLIGHT executive. 
Heavy background in business manage- 
ment, finance, accounting taxes, cost 
control, planning, etc. ‘‘Big 2’’ experi- 
ence. A profit builder with creative, ana- 
lytical mind. Pennsylvania or vicinity 
preferred. Box 619, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER, Young family man 
wishes employment in or around New 
Jersey. I am conscientious, hard work- 
ing man who wants to practice his ability 
of running a well organized and reputa- 
ble service department. I am looking for 
a dealership where customers are treated 
as such. If you have the potential and 
want a greater service absorption I’m 
your service manager. The salary is low 
but my incentive must be high. I am 
presently employed at a Ford product 
agency. Have great GM experience. Box 
6215, c/o Automotive News, Detroit 26. 

OFFICE MANAGER-ACCOUNTANT, 32, 7 
year’s experience GM dealer—now em- 
ployed. Would like to locate east coast 
Florida. Box 6216, c/o Automotive News, 
Detroit 26. 








HELP WANTED 
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WANTED! 
































EARL TAGGART, 








$20,000 A YEAR MAN 


Mature, executive type, over 40, to sell top management clients for nationally 
known sales engineering firm. Man selected must be completely familiar with 
the automotive field, a capable public speaker and willing to travel. EXCLUSIVE 
territories now being established in national expansion program. Enclose photo 


and resume of your experience in reply to: 


Bill Scott & Associates, Inc., 7370 Beverly Bivd., Los Angeles 36, Calif. 





WANTED! 


Director of Sales 
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DEALERSHIPS AVAILABLE BUSINESS OPPORTUNITIES 





SUSINESS MANAGER with heavy GM 
administrative background in volume re- 
tail and multiple operations. Available 
for interview by profit minded dealer 
seeking dependable finger-tip management 
thru effective operating controls of the 
productivity, efficiency and continuity of 
departmental functions and employe and 
public relations. Box 6214, c/o Automotive 
News, Detroit 26. 


TRUCK MANAGER EXPERIENCED both 


new and used. Current connection eight! HANDLING 


years same Ford dealer. Capable ap- 
praiser and closer. Thorough knowledge 
of reconditioning procedure control and 
finance. Interested only in permanent con- 
nection with stable dealer. Box 6211, c/o 
Automotive News, Detroit 26 


GM SERVICE MANAGER — Michigan. 
Thoroughly experienced all phases. Proven 


record of increasing customer paid labor. | 
Have also served as Pontiac service in- 


structor and district manager Box 6212, 
c/o Automotive News, Detroit 26. 

SERVICE MANAGER, (seasoned factory, 
distributor, dealer operations and sales 
training experience), for volume Cadillac 
and Chrysler. Customer employe relations, 
owner follow-up, service promotions, new 
and used car get ready, tower control, 
dynamometer analysis, quality control 
Sober, reliable, conscientious, triple A 
references, disgustingly healthy Ready to 
act now—what have you to offer? Box 
6213, c/o Automotive News, Detroit 26 


FORD PARTS MANAGER Several years’ 
experience with three of Detroit's Ford 
dealers. Fully acquainted with 1863 work 
Box 6230, c/o Automotive News, Detroit 
26 


———— - 
DEALERSHIPS AVAILABLE 





DEALERSHIPS AVAILABLE IN all parts 
of the country—all makes and sizes. If 
you want to get into the automobile busi- 

r The time to buy is 


ness now is the time. 

when everyone else is selling. Believe it 
or not there are real profit possibilities 
in retailing automobiles if you are will- 
ing to go after sales. Our service free 
Automotive Enterprises, 11600 Puritan 


Detroit 38, Mich 


— 
BECAUSE OF HEALTH, we will sell stock 
in well established dealership—central 
Ohio, to reliable person who can take an 
Must be able 


active interest in business 

to give reference. All replies confidential 
Box 6228, c/o Automotive News, De- 
troit 26 





DEALERSHIP AVAILABLE handling 
DeSoto-Plymouth. Southern Maine, 40,000 
trading area. Real service and body re- 
pair business. Reasonable lease, brick 
building with option to buy. No used 
cars, no receivables, ~ argue | $35,000 
vill 


in stock and equipment. accept 
reasonable offer. Box 6202, c/o Automo- 
tive News, Detroit 26. 


rescence eeeenssenenennge a SS 
FOR SALE—DEALERSHIP handling Pack- 
ard-Studebaker, Sarasota, Florida. Ade- 
quate service department and showroom 


Parts, equipment, furnishings, etc In- 
vestment approximately $20,000 Suf- 
ficient financial ability to handle one 
dozen new cars. For quick deal, priced 
$5,000. Write Fred W. Williams, Inc., 
2036 Main St., Sarasota, Fla. 


DEALERSHIP HANDLING Pontiac, Inter- 
national Truck, Evinrude Outboard Mo- 
tor, franchised. 50 miles north of Denver. 
Rich farming area. Buy any way. Most 
modern facilities, rent or buy. George L 





Hoge, Jr., c/o Pow Wow Pontiac, Love- 
land, Colo oti be 
DEALERSHIP HANDLING DeSoto-Plym- 


outh, south central Michigan. Town 10,000 


pop., 25,000 trading area. Did approx 
$400,000 in 1955. Making money. Body 
shop, service building, used car lot and 


house, all centrally located for low over- 
head. Sell parts and equipment, lease or 
sell facilities. Box 6227, c/o Automotive 
News, Detroit 26. 

DEALERSHIP SELLING Chrysler-Plymouth 
and GMC trucks in good western Michi- 
gan growing town. Good manufacturing, 
good steady payrolls, 10,000 population 
with several good surrounding towns 
Sales and shop has always made money 





over and above partners’ salaries. Two 
partners, drawing good salaries, wish to 
retire. Good building with used car lot 
adjoining. Best location in town. Oldest 
established dealership in western Michi- 
gan. Tremendous repeat business. Will 
lease or sell to right party. Must have 
factory approval. Confidential. Box 6208, 
c/» Automotive News, Detroit 26 
DEALERSHIP HANDLING FORD. Beauti- 
ful 4 car showroom on Main St. in small 
town located in rich farming and dairy 
area in southern Wisconsin 200 car 
potential, modern equipped shop, no used 
cars, real estate or receivables to buy 
Box 6218, c/o Automotive News, De- 
troit 26 
DEALERSHIP HANDLING PONTIAC, 


150-175 new car potential about 50 miles 
from New York City. No used cars, re- 
ceivables or real estate. Good lease on 
building, $25,000 will handle. Box 6219, 
c/o Automotive News, Detroit 26 


DEALERSHIP HANDLING BUICK in 
Southern town of 12,000. No real estate, 
receivables or used cars to buy. 100 


miles from Gulf Coast, $20,000 will handle | 
Automotive | 


everything. Box 6220, 
News, Detroit 26 

FOR SALE BY OWNER. Handling Dodge- 
Plymouth in fast growing community of 
30,000 near Denver. No used cars, or 
accounts receivable. If you want a deal- 
ership with ideal living conditions, answer 
this ad. Box 6221, c/o Automotive News, 
Detroit 26. 


c/o 








1954's - 


351 Grand Concourse 


CARS FOR SALE 


NEW YORK CITY'S LARGEST AUTHORIZED FORD 
DEALER OFFERS TREMENDOUS SELECTION OF 
FORMER STOCK CABS 
1955's - 
Fords, Plymouths, Chevrolets 


Standard and Automatic Transmissions—Some with New Rubber— 
All in Excellent Condition. 
Priced low for quick sale. 


Write, Wire or Call CYpress 2-9400 
George Stone, Manager 


KING FORD MOTORS 











HANDLING LINCOLN-MERCURY. Central | 
Michigan. Large sales and service area. WISH To SELL A GOING AUTOMO- 


300 new car potential. Always over in 

percentage of sales penetration. Excellent | 

building with long attractive lease. You | TIVE ELECTRICAL PARTS AND | 

buy parts and equipment—no accounts | 

receivable, new or used cars. Current | SERVICING CORPORATION | 

service absorption close to 80%. Owner) } 

wants larger dealership. Priced for quick | Established 32 years. Three salesmen covering 

sale. Box 6229, c/o Automotive News, | 
| 


Detroit 26. a radius of 75 miles. 8 year old brick building 





CHRYSLER and Plymouth. 


New Jersey. 200 car po- 60° x 168' with warehouse attached, 50° x 60°. 


Lower south 











AUTOMOTIVE NEWS, JUNE 18, 1956 





_ SHOP EQUIPMENT FOR SALE 


AUTO DEALER 
CLOSING OUT 


Building sold —all furniture, fixtures, 
office equipment, safes, shop electric 


welder, body shop equipment, parts 





tential. Large farming and _ industrial . — : 
area, Good, continuously growing terri- Hold many service distributor contracts on stock, room bins, sanders frame ma- 
tory. Trading area—75,000. Approxi- . . : + || chine, chargers, tow trucks — power 
mately $38,000 equipment and parts. $25,- leading lines. Located in north central Wis- ; 
000 in cash will swing deal. No used | oopgin. population 26,000. Downtown ores. | winches. Sacrifice entire deal. Hurry. 
cars or receivables. Real estate ap- 7 . : Call Mel or Laurie at 
proval. Owner wants to retire. Age 63. | Wish to retire. Box 6223, ¢/o Automotive 
Box 6151, c/o Automotive News, Detroit cS : EASTGATE MOTORS 
9a | 
26. me ____ | News, Detroit 26. 
DEALERSHIP HANDLING Chevrolet in 3161 N. Clark St. Chicago, Ill. 
west Texas. Excellent setup. Sold over | - a » 
500 new units in 1955. Box 6162, c/o CARS FOR SALE — 
Automotive News, Detroit 26 NEARLY NEW CLAYTON Dynamometer. 
$1,000 discount, $2,700 or will trade for | 
a wrecker. Must have Holmes 225 with 
ONE OF THE BIG 3 EX-TAXIS factory box. Gortsema Motors, Inc., 


IN RHODE ISLAND 


On main thoroughfare, 
now 


PRICED RIGHT 


1955 Plymouths, Fords 
Our great taxi volume assures | 
steady supply. 


modern facilities, 
selling 300 new annually. Excellent 
Set up for 600 annually if 


opportunity. 
desired. Doing business 25 years, grossing 


$2,000,000 annually. Owner leaving state. 
Will lease buildings. Box 6225, c/o Auto- 
motive News, Detroit 26. 


FUTURE MOTORS 


37-01. Queens Bivd., Long Island City 
ST 4-635! 








CLAYTON DYNAMOMETER, 


Grangeville, Idaho 





model 
C 49-FF, for sale at a sacrifice. Garner- 
Randall Motors, Inc., Amarillo, Texas 


| FOR SALE: One used Productrol 100 car 


board with pins Excellent condition, 
slightly used. First $100 F.O.B. Lyman 
Chevrolet Co., 1099 W. Main St Kent, 








DBALERSHIPS WANTED Ohio. ORchard 3-5811 
——__ Ask for Manny Mouber or | — 
DEALERSHIPS NEEDED. No matter how Harold Peterfreund } ACCESSORIES FOR SALE 
many dealerships we have available i 
there are never enough to suit all the 
buyers. Why not get on record with us? 
Non-exclusive listings, low sales fees and 1953-4 MoPar 
the best assortment of prospective buyers ROBINSON AUTO RENTAL 
anywhere. Automotive Enterprises, 10600 nan 
Puritan, Detroit 38, Mich FLEET LEASED CARS eae Canes 
DESIRE MINIMUM 500-800 units. GM 1954 - 1955 — 
Chrysler, Ford. Lease real estate Have AT WHOLESALE $25.00 
factory approval Replies confidential 
Box 6217. c/o Automotive News, Detroit CHEVROLETS, FORDS, PLYMOUTHS CLOSE-OUT 
a 
26 Deluxe and Standard— 
Many. two-tone MOZEL AUTO RADIO 
$ . Sales—Service 
: Now available at Hertz Stations in the fol- 
GM Dealership Wanted lowing cities: Philadelphia, Baltimore, Wash- 404! Fenkell UN. 1-0350 
° ington, D. C., Pittsburgh, Akron, Cleveland, Detroit 38, Mich 
New York City Area Detroit, Flint, Chicago, Milwaukee, Cincin- 
nati, Louisville, St. Louis, Kansas City, Lin- 


coin, Neb., Oklahoma City, Fort Worth, Dal- 
las, New Orleans, Atlanta 
ROBINSON AUTO RENTAL 


DIVISION 
218 S. Wabash Ave. 
1. E. Spatig, Used Car Mar 


Cash available for purchase of GM line deal- 
ership in or around New York City, preferably 
in Westchester County or Long Island. Factory 


Chicago 4, Ill. 


Webster 9-2144 


approval assured. Any size deal from 200 to 





CADILLAC SHARP 1952's-1956's. All 
body styles. Chrysler, DeSoto eight pas- 
senger sedans only. Prices gladly quoted. 
McClintock-Cadillac. Ivanhoe 7-5046, Lan- 
sing, Mich. 


ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heoters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1951 - 1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 


2,000 units yearly, handling one or more of 


GM line, particularly Chevrolet or Buick. Be 


assured all replies held strictly confidential. 





Box 6222, c/o Automotive News, Detroit 26. 





DEALER SERVICES 





INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 


© Buy Right © Sell Right 


Parts—Accessories—Equipment 
© © A disinterested certified physical 
inventory will seve you money © © 


DON'T GUESS—BE SURE 


Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 
Western Dealers Attention 
429 S. Western Ave Los Angeles 5, Calif 
DU 9-5095 





~ PARTS FOR SALE _ 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


1954 FORDS 
With Interceptor Motors 


Clean inside and out. Need very little 


work. Limited quantity. Equipped with 


heaters, turn signals and 


spotlights. 


Real money makers. Priced to sell. 


State highway patrol cars. Also some 


nice 1954 Plymouth ex-cabs — priced 


Art Hansen Buick, 
Inc. 


(formeriy Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


right. 


BENSON'S | 
9503 Detroit Ave. | 


Cleveland, Ohio AT. 1-2000 i 





1000 S. Wabash Ave., Chicago, Ili. 
Phone WAbash 2-1030 


| 
| 


. PRUCKS WANTED i 
WANTED 1951, 1952 or 1953 Ford || 
wrecker. Must have power winch. Short | | 
wheelbase preferred. Box 6189, c/o Auto- 

motive News, Detroit 26 
a ____ BUSES FOR SALE 
CONN., MASS., R.I, dealers. 
bodies—supreme in quality. Quickest de- | 
livery. Penn Yan, N. Y. assembly. Pete 
— Cousins, Hartford, Conn. Jackson 9-3100. | 
| 





"BUSINESS OPPORTUNITIES __ 
FOR SALE—AUTOMOBILE sales and serv- | 
ice building. Excellent location in rich 
farming country. I. W. Brown, 216 Main 
St.. Hillsboro, Il. | 


Blue Bird) 












SCHOOL BUSES ON HAND | 


6 International 60 pass. | 
4 International 54 pass. 
3 Chevrolet 54 pass. 

9 Ford 60 pass. 


Transit Sales & Service, Inc. 
23 South Street 







Danbury, Conn. 





1956's 





Ploneer 3-4437 
Call—Frank T. Mee, Jr. 

























| 
| 
BUSES WANTED | 






WILL BUY USED school buses -36 to 66 
passengers. One or twenty. also airpor- 
ters. Dealer, Box 6194, c/o Automotive 
News, Detroit 26. 










SHOP EQUIPMENT FOR SALE | 
FOR SALE—DeVilbiss spray paint booth. | 
12’ x 24’ including fan and lights. Yours 
| for $850 at our place of business. Al, 
Hetrick, Inc., 323 E. State St., Fremont, 
Ohio. 5 










Bronx 51, New York 








MISCELLANEOUS 


TRADEMARK TRANSFERS, truck signs, 


etc. No charge for sketch. 
tic colors. Write Allied 
Hough Ave., Cleveland 3, 


Durable plas- 
Decals, 8400 
Ohio 


PRIME QUALITY MASKING tape, %" x 


60 yards, 42c—minimum packing 15. %"’ 
x 60 yards, 28c-—-minimum packing 25. 
All subject to prior sale. Telephone BEek- 
man 3-8873, New York, N. Y. 


Automatic Braking 


THE ORIGINAL YELLOW BAR 


ONLY . . $49 


LESS 
ALL 
CABLES 


WITH BRAKE HOOK-UP 


ONLY. $5945 i 


GUIDE 
Meets 1.C.C. Strength Requirements 


CABLES 
COMPLETE with $61" 


Guide Cables and 
BRAKE HOOK-UP.......... 
Meets ALL 1.C.C. Requirements! 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


Call Collect 
40 So. Clinton St., Chicago 6, Ill. 


We pay charges 
on $100.00 orders 


MISCELLANEOUS 


BLACK BEAUTY TOWBAR 


DRIVEAWAYS USE IT 
FITS ALL CARS 


$45.00 Buys This $60.80 Towbar 
Complete With Steering Cables 


Most Complete Line of 
Towing Equipment 


Whitemule Truck Towbars 
and Truck Saddles 


MARION MANUFACTURING CO. 
Marion, Ohio Phone 2-7594 


The NEW 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


Meets |.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 


ATTACHES COUPLING HEAD 


FOUR CLAMPS TO FIT 
98% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 


SPECIAL (F.0.8. Factory Net) 


$5235 FED. TAX 


INCLUDED 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


THE FAMOUS 
MOTO-MATIC 


TOW + GUIDE 


Four Clamp Unit 


SPECIAL (F.0.8. Factory Net) 


$s 85 FED. TAX 
INCLUDED 
Meets 1.C.C. Requirements 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 


COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 


FIVE WHEELS LIMITED 
599 Yonge St. 
TORONTO 10, ONTARIO 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [J or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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snth after month... 


1512 million’ men and women“live by the book” 


...and the book is Better Homes and Gardens! 


4,250,000 DELIVERED COPIES EACH MONTH 


“Living by the Book” is no abstraction! 


It’s always something definite and concrete—to do, to make, to buy. It’s Dad fixing 


a leaky faucet. It’s Mom laying out a rose bed or planning a patio supper for family 


of the family turns to Better Homes & Gardens for 
help with today’s tasks, inspiration for tomorrow’s 
plans. That’s why they refer to it, affectionately, as 
“the Book.” It’s more than a book... 
It’s the spark for the warm friendly fire 


that burns everywhere on America’s hearthstones! 


LS / Isn’t this the way you use it? 


*15,500,000 people read an average issue of BH&G! One-third of the 

123,800,000 people 10 years of age and older in the U. S. read one or more of 

every 12 issues. That’s 44,150,000 people—and over 40% of them are men! 
during the year... 


1/73 of America reads Better Homes and Gardens! 


Meredith Publishing Company, Des Moines 3, lowa 
*A 12-Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 





